











WEBSTER’S VICTORY BOND CARBON PAPER 


Now! Here’sa competitively priced carbon paper window and counter displays. It comes in two 
in the treated back field to fill out the Webster weights and three finishes (two for standard ma- 
dealer’s line. It’s curl resistant in dampness, heat, chines and one for noiseless). 
or cold, and there’s an extra half-inch length for If you have not already put in your order, do 
easy removal. It’s stunningly packaged in red, it now! You'll find this new line will move fast 
white and blue boxes—designed for eye-catching —and profitably —off your shelves. 


F. S. WEBSTER COMPANY 


13 Amherst Street, Cambridge 42, Mass. 


{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a _ clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50; 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, post 
office or express money or- 
ders, or in American postage 
stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 

{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 


{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 


{ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment 
or directly related products 
eligible. 

Entered as _ second-class 
matter, July 8, 1905, at the 
post office at Chicago, IIL, 
under Act of March 3, 1879. 
{‘Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D. C. 
(COPYRIGHT. Contents 
covered by copyright, 1946, 
by the Office Appliance 
Company. 
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ADVERTISEMENTS 








These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 
offer their services in resolving any disagreements which result from relations established 

through the journal. 





customers. They do, however. 
A 
Acco Products, Inc....................... 104 
Ace Fastener Corp.....................-. 51 
Acme Bulletin & Dircty. Corp...219 
Acme Visible Records, Inc......... 59 
Adirondack Chair Co................... 213 
Advance Salesbook Co................. 161 
Alexander Mfg. Co............. 120, 121 
All-Steel-Equip. Co. ................---- 195 
Allen Calculators, Inc............. 88 
Allen & Co... ...194 


Allied Carb. & Rib. Mfg. ‘Corp.. _ 


Almac Plastics, Inc..................... os 
Amberg File & Index Co........... 57 
Amer. Carbon Paper Mfg. Co...135 
Amer. Dictating Machine Co., 


IDES. coiiietcheactlabatiigeibesiad heieaies 150 
Amer. Hair & Felt Co.................109 
American Map Co., Ince.............209 
Amer. Writing Paper Corp.......189 
Ames Supply Co......................--.. 99 
Anderson-Hickey Co., Ince.........113 
Ariston Duplicator Co................. 168 
Art Metal Construction Co....... 55 
Art Steel Sales Corp............... 72, 73 
SS Re Nn, 223 


Autmtc. Pencil Sharpener Co...224 


B 
Bainbridge, Kimpton & Haupt, 
| ese ete eee eee 100 
Bandes, Julius, & Co., Ince........ 185 
Bankers Box Co. iki acca iat 107 
Barkley, C. L., & Co...................157 


Bassick Company.......................... 
Beach Publishing Co 
Beck Duplicator Corp., The......202 





DR : ee 226 
Bolens Products Co...... 125 
Boorum & Pease Co............. 75 
Bradley Industries .............. 218 
Bright Chair Co................ 215 





Brown, Arthur, & Bro an 
Browne-Morse Co. .00.02....0.0..0--0---- 175 
Buckeye Ribbon & Carbon Co...190 
Business Mach. Products Inc.....178 


Cc 
Calculator Equip. Corp............... 222 
Cardinell Corp. . 221 
Cardmaster Co. ...218 
Carter’s Ink Co........... ..187 
Century Associated “Products 
Co. 





Chicago Association of 

| Se eee .203 
Clarotype Co., The ....193 
Codo Mfg. Corp... ie 
Cole Steel Equipment Co., “Ine... .127 
Collier-Keyworth Co. .................. 182 
Columbia Rib. & Car. Mfg. Co. 49 
Columbia Steel Equipment Co... 89 
Commonwealth Publishing Co...219 
Consolidated Stamp Mfg. Co. 

ah RN Re Le ee ee 169 











Continental Ink Co...... ..-218 
Cook, The H. C., Co 212 
Copy Papers, Inc............ ROMS | 
Copy Right Mfg. Corp anh 88 
Corona Typewriter ...... ey 
Corry-Jamestown Mfg. Corp eee 147 
| Le; eee 217 
Cram, The George F., Co.........219 
Cramer Posture Chair Co........... 166 
C-Thru Ruler Co........... <sesce ee 


Cummins Business “Machines, 
SIG, TINE cas harsh ceaccncssoenanrirtenocus 136 


D. & R. Manufacturing Co.......229 
Darnell Corp., Ltd. aie 
ees eee. Cae... 
Dayton Stencil Works 
Dennison Mfg. Co............ “ 
Domore Chair Co..................--.<..-.. 
i Ae ee oe er 








E 
Eaton Paper Corp............------------- 205 
Elray Company ...........--....c..-0..0--- 216 
Eureka Specialty Prtg. Cain 219 
Eversharp, Incorporated ........... 79 
F 
SO ie ener oe 163 


Faber, Eberhard, Corp.......101, 102 
Fair Furniture Co.......... 
Farber, Louis H....................... 
Federal Fibre Corp.. 

Feldco Loose Leaf Corp. 
Fox, George E., & Company....206 


G 
ae SD) OE SS Se eaere 217 
General Fireproofing Co............. 41 
Gibbons, Thomas H., & Co......... 192 
SS a YS + ee 158 
Gits Molding Corp.......................189 
Globe-Wernicke Co., The........64, 65 
Glue Fast Equipment Co............. 201 
Gould, S. H., Company................ 225 
Graff, Geo. B., Co... ini 
Gregory Fount-O- Ink Co... aL SE 170 


Guide System & Supply Co.......140 
Gunlocke, W. H., Chair Co.......151 


H 
Hall-Welter Co. .... Spee 
Hano, Philip, Co., Ince................. 162 
Bremmee, 2. Ta, Gor. 2ccccesnisc REO 
Hanson Scale Co.........................215 
Harriman-Welts, Inc. ................221 


Harter Corporation ...... 
Herring-Hall-Marvin Safe Co. 164 


Heyer Corporation, The..............231 
High Point Bndg. & Chair Co.. 176 
Hurrle, Charles G....................-...224 
I 
Imperial Desk Co........................-.- 179 
Imperial Mfg. Co............-..-0--0--0-- 95 
Imperial Methods Co..................201 
Indiana Cash Drawer Co............. 110 
Indiana Desk Co.......................... 128 
Ink Specialties Co., ee | 
Invincible Metal Furnture Co...191 
J 
Jasper Chair Co...............-....:<----.199 
Jasper Desk Co., The.................. 122 


Jasper Office Furniture Co......... 187 
Jasper Seating Co... 


K 
Kahn, David, Inc. tee) 








L 
Lacta Separator Co.................--.-- 
Leisure Furniture Corp.... 
TAIN go asics seecsscansababliciean 167 
Lightning Adding Mach. Co., 

ae Bo RES aera: | 

M 
NE sen rasdinbu 124 
Mailers’ Service & Equip. Co...222 
Manifold Supplies Co.................. 87 
I Ns nsascaseniiie 216 
Markwell Mfg. Co.....................--.. 90 
Marr Duplicator Co., Ine........... 108 
Mashek, Frank Co....................-. 123 


Master-Craft Corp., Div. S-W....131 
Mayfair Company, The............... 
Meilicke Systems, Ince................. 
Meilink Steel Safe Co................... 
Metal Office Furniture Co.......... 
Metalstand Company ................... 
Meyer & Wenthe, Inc................. 119 
Michigan Desk Co....... 
Midwest Naturlite Co. 








Miller, C. H. & Co......... 

Mittag & Volger, Inc hails 
Monroe Cale. Machine Co........... 93 
Ee. |, eC 76 

N 

National Blank Book Co............. 219 
National Brief Case Mfg. Co.....218 
National Business Show Co....... 96 
National Desk Co., Ince............... 154 


National Vulcanized Fibre Co...197 
New England Woodworking 


Cts aie Se. 
New Indiana “Chair Co.. Sa calcnaetcaia 146 
Norta Distributing Co................. 221 
Northern States Envelope Co...177 

0 
Office Furniture Wholesale Dis- 

tributors ......... ine 216 
Old Town Rib. & ‘Car. Co. “BS, 213 
Oxford Filing Supply Co............. 217 

PQ 
Pacific Carbon & Ribbon Mfg. 
SS Ce ee cae ON a A 155 


Co. 

Parker Pen Company 
Peerless Imperial Co., 
Peerless Steel Equip. Co.............208 
Pemberton, L. N., Prtg. Co....... 219 
Pameead Bie. O0......0cccnecececesscoreses 

Phillips Process Co., Ine.......... 
Photo Materials Co....................... 220 











|) THE SERVICE BUREAU| 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. In the execution 
of its various commissions this bureau calls upon 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
pares advertising copy,-furnishes list of desirable 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. S. A. lines, and in many 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 
turers, 
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Post, Frederick, Co.... 
Pronto File -Cong)........-.:-.csccass-ccsees 





Quality Park Envelope Co......... 132 
R 

Red Feather Products, Ltd....... 91 

Regal Typewriter Co..................- 223 

Reuben Company ......................-+- 174 


Reyam Plastic Products Co.......221 
Reyburn Mfg. ee Inc., 

- betes ..229 
Rite-Line Sales Co., ip ee ne 202 
Rite-Rite Mfg. * adiaaeere 
Rivet-O Mfg. Co... 





Roberts Number. Mach. “Co a 209 

Roberts, Weldon, Rubber Co.....227 

Rochester Wire-O Binding, 
gece nee is. 218 


Rockwell-Barnes Co. 
Ross-Gould Company ...... ‘aks 
Royal Metal Mfg. Co., The... bei 230 





Royal Typewriter Co................... 43 
Ss 

Demtora Tale Cinco... 130 

Schollhorn, William, Co............. 145 

Seng Company, The...................... 125 


Sengbusch Self Cl. Inkst’d Co...226 
Service Products, Ince................... 
Shallcross Company, The............ 
Shank Leather Goods Co........... 
Shaw-Walker Co. ................ 
Sheaffer, W. A., Pen Co..... 
Sheboygan Chair Co..................... 
Sheppard, C. E., Co............. ae 
Sikes Co., Inc., The.............. 
Sinclair & Valentine Co............. 
Smead Mfg. Co., Inc., The..67, 68 
Smith, L. C., & Corona Type- 
writers, Inc. avadesiciaslabiods 
Sorvall, Ivan ................. 
Speed-Key Mfg. Corp.. 
Speed-O-Print Corp. .........0.0........ 








Speed Products Co., Ine............. 143 
Spencer Rubber Products Co.....214 
Staedtier, J. S., Ine......:.............. 217 
Standard Business Machs. Co... 71 
Starkey Paper & Supply Co....... 216 


Statolet Company ............0........... 
Stewart, R. A., & Co.... 
Storms, H. M., Co............... 





Sturgis Posture Chair Co........... 117 
Sun Rubber Co., The................... 188 
“y 
Technygraph Co., The.................. 222 
Teeters-Mackey Co. .0.0.00.0.....0..0---- 204 
Toledo Guild Products, Inc.......223 
U 

Underwood Corporation.............. 
aciiesicuihgenticisaccladbarciaecte Back Cover 

Union Pencil Company................ 172 

U. S. Savings Bonds................:... 228 

U. S. Typewr. Rib. Mfg. Co.....197 

Vv 
Vail Mfg. Co... dstiatecacbiasous ae 
Van Dyke Industries... bata dscctsltca as 94 





Veet Mfg. Company is 
Victor Safe & Equip. Co........... 152 


WwyZ 
Wabash Filing Supplies, Inc.....149 
Wansco Paper Products Co., 

NGS. | sviens Bisteras 
Warshaw Mfg. Co... 
Waterman, L. E., & Co... 
Webster, F. S., Co... re Sher ae 
Wells Office Furn. ieiceiees 
Western Wholesale Stationers..215 





Wilson Jones Co... . 47 
Wolber Duplicator & ‘Supply 

OS: cine ‘ ..148 
Wood Office Furn. “Institute. ‘80, 81 
Woodstock Typewriter Co........... 200 
Write, Ine. ....... mee 
Yawman and Erbe Mfg. Co. hance 
Zeeman & Kaback........................ sae 
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For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 


Accounting Systems Equipment 
Eureka Specialty Prtg. Co 
Pemberton, L. N., Prtg. Co... 

Adding Machine Parts 
Ames Supply 


Adding Machine Rolls & Paper 
Rockwell-Barnes Co. .... a 88 


Adding Machines 
Allen Calculators, Inc.. . 
Monroe Cale. a Co... 
Smith, L. C., & Corona Tws. ‘ 
Sorvall, Ivan ........ oe 212 
Underwood Corporation........ Back “Cover 


Adding Machines, Rebuilt & wees 
Calculator Equip. Corp... Oe 
Mailers’ Service & Equip. “Co.........22 


Adhesives (see Inks, Adhesives, etc.) 












Album 
Anes File & Index - SL ae 57 
Hanson, J. L., Co. ...220 
Arch & Clip Board Files” 
Globe-Wernicke Co., The............64, 65 










Pengad Mfg. Company. 


Rockwell-Barnes Co. .. 83 
Service Products, Inc...... ..193 
Shaw- Walker Company : ....116 
Yawman & Erbe Mfg. Co................. 87 
Ash Trays & Stands 
Advance Trading Co......................0 186 
.. aa 216 
Fair Furniture Co. Es 
Lacta Separator Co.. 215 
Wells Office Furniture Co... ...160 


Associations 
Wood Office Furn. Institute........ 80, 81 


Atlases, Geographical 





Cram, George IF. 'Co.....:.............. ..219 
Autographic Forms 
Hano, Philip, Co., Inc, ........-c.c-.--....-162 
Bank Supplies 
198 
Gibson, C. 2 158 





Bankers Note dad op 
Art Steel Sales Corp... 
General Fireproofing Co.. 
Globe-Wernicke Co., The. 
Victor Safe & Equip. Co.. 


Binders, Catalog & Periodical 












<a 
Master-Craft Corp. Div. 131 
National Blank Book Co.. .. 219 
Sheppard, The C. E., Co. ..208 


Wilson Jones Co...................... 


Binders, Permanent Storage 
Boorum & Pease Co..................... 
Master-Craft os. Div. S-W 













Sheppard, The C. » Ca.. 208 

Smead Mfg. Co....... - § 

Wee Geet OO ncaa 47 
Blackboards 

Service Products, INC. .............-...<-<0+-+ 193 
Blank Books 

Boroum & Pease Co 75 

Eureka Specialty Prtg. Co. 219 







National Blank Book Co.. 
Rockwell-Barnes Co... 
Wilson Jones CO, .. « -ccccc.soe.-c000 


Blue Print Papers 
Post, Frederick, CO, ...........-.-cccccsssseedL1 


Blue Print & Plan File Cabinets 
All-Steel-Equip. Co. ase 
Anderson-Hickey Co. ..... 
Art Metal Construction Co. 
Art Steel Sales Corp... 
Browne-Morse Co. ........ 
Cole Steel Equipment Co.. ... 
Columbia Steel Equipment | Co. 
Corry-Jamestown Mfg. Corp... 
General Fireproofing Co...... 
Globe-Wernicke Co., The... 
Invincible Metal Furn. Co... 
Peerless Steel Equipment Co. 
Pronto File Corp.................... 
Shaw-Walker Co... 
Yawman & Erbe Mfg. Co. 


Bond Boxes 
Art Steel Sales Corp........... 
General Fireproofing Co.. 


















Ose w 





Globe-Wernicke Co., The............64, 65 
Book Cases 

All-Steel-Equip. Co. fnsisiniganhae 

Art Metal C onstruction Co... ae 








Browne-Morse Co. ..........-----. 


Corry-Jamestown Mfg. Corp. 4 
General Fireproofing Co.. ae 
Globe-Wernicke Co., The. 64, 65 
Macey Co. .... . 124 
Michigan Desk Co... -- Ll 56 
New England Woodw g ‘ ..196 
Peerless Steel Equip. Co....... .208 
Shaw-Walker Co. ...............- a ..116 
Wabash Filing Supplies, Inc 149 
Yawman & Erbe Mfg. Co...............---. 87 
Book Ends 
Teeters-Mackey C0. .........-0.c--sesereee- 204 


Bookkeeping Machines 
Underwood Corporation....... Back Cover 


Box Letter Files 


Amberg File & Index Co................ eo 
Art Steel Sales Corp... ° 

Cole Steel Equipment Co. 
Globe-Wernicke Co., The... 
Rockwell-Barnes Co. . 










obligation. 


Brief & Zipper Cases 
Gibbons, Thomas H., & Co. seeeeech OB 
Mashek, Frank, & Co....... Se. 
Master-Craft Corp. Div. S-W...... 131 
National Brief Case eae Co. 218 
Reuben Co. ............ IE. 
Business Forms 
ween, & Bi @ Ohi ee 
Buyers’ Guides & Directories 
Chicago Ass'n of Commerce....... 203 


Calculating Devices 


Lightning Adding Mach. Co 173 

Meilicke Systems, Inc. 216 

Victor Safe & Equipment Co. 152 
Calculating Machines 

Allen Calculators, Inc. oo 

Monroe Cale. Machine Co. on ae 

Smith, L. & Corona Tws. ... 39 

Sorvali, Ivan ..... --+2.212 
Calculating Machines, Used 

Calculator Equip. Corp. . one 


Mailers’ Service & Equip. Co.......222 


Calendar Pads & Stands 
Almac Plastics, Inc. aiceheeiuge 
Fox, George E. & Co...........-.2.<-c0cce00 206 


Carbon Papers 
(See Ribbons & Carbons) 


Card Index Boxes & Trays 

All-Steel-Equip. Co ES 
Amberg File & Index Co. ‘ 
Art Metal Construction Co. “ 
Art Steel Sales Corp. ............. 73 
Cole Steel Equinment Co., 
Columbia Steel Equip. Co. . 
Corry-Jamestown Mfg. Co. 
Farber, Louis H. 
General Fireproofing (Co...... si 
Globe-Wernicke Co., The... 64, 65 
Guide System & Supply Co. 
Imperial Methods Co............ 
Invincible Metal Furn. Co 
Metal Office Furniture Co. 
New England Woodworking. 
Peerless Steel Equip. Co... 
Pronto File Corp. ‘ 
















Rockwell-Barnes Co. ...... 83 
Shaw-Walker Co. 116 
Wells Office Furniture Co... 160 
Yawman & Erbe Mfg. Co............. 87 
Cash Boxes 
Art Steel Sales Corp................... 72, 73 
Cole Steel Equipment Co., Ine.........127 
yeneral Fireproofing Co.......... ans 
Globe-Wernicke Co., The 65 
Western Wholesale Stationers ........ 215 
Cash Tills 
Indiana Cash Drawer Co..................... 110 


Casters, Caster Bearings, Slides 
Darnell Corp., Ltd..... 
Bassick Co. . 


Celluloid Envelopes 
(See Envelopes Celluloid) 


Chair trons 
MUNN SOD osc issececiesscnies i 165 
Bolens Products Co. ‘ 
Collier-Keyworth Co. 








Seng Co., The 
Chair Mats 
Bandes, Julius, & Co....00......ccccce0.....185 


Bickett, L. M. Co.. 226 
Office Furn. Wholesale ‘Distr. , 





Service Products, Ine.................... ..193 
Chairs, Folding 
Adirondack Chair Co... 


Farber, Louis H. 
Royal Metal Mfg. Co. 


Chairs, Office 
Bright Chair Co. wees see 
Century Assoc. Products Co.. 
Cramer Posture Chair Co.. 
DoMore Chair Co.. 












General Fireproofing Co... . 41 
Gunlocke, W. H. Chair Co. . met)! 
Harter Corp. .............. edit ...105 
High Point Bdg. ...176 
Jasper Chair Co......... ...199 
Jasper Seating Co. ..210 
)  - eeee ...124 
Metal Office Furniture Co. 111 
Michigan Desk Co. 156 
New Indiana Chair Co.. ..146 
Royal Metal Mfg. Co. ...230 
Shaw-Walker Co “ 116 
Sheboygan Chair Co.. 184 


J, A. eae 
Sturgis Posture Chair Co.... vi 
Wells Office Furniture Co................ 


Chairs (Posture) 
Bright Chair Co. qenseas Sa 
Cramer Posture Chair Co.. 
DoMore Chair Co.. 










General Fireproofing “Co... . 41 
Gunlocke, W. , Chair Co 151 
ee. Seer .. 92 


High Point Bdg. ‘ & Chair Co.. 
Jasper Chair Co 
Metalstand Co. 

Shaw-Walker Co. we 
Sikes Co., The .............. 
Sturgis Posture Chair Co. 
Wells Office Furniture Co. 


Chairs, Tablet Arm 
Jasper Chair Co..... 
New Indiana Chair Co 
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Check Protectors & Writers 
Hall-Welter Co. ....... 


Checks, Stamped Metal 
Dayton Stencil Works....... ... 
Meyer & Wenthe, Inc............ 


om. Bank, Pane. ete. 
Gibson, C. R., & C : 


Clip Boards 
(See Arch & Clipboard Files) 


Coin Bags, Trays, Wrappers 
Art Steel Sales Corp. 
Downey C. L., & Co. 


Coin Changers 
Galef, J. L., & Son 


Copyholders 
Acco Products, Inc. 
Copy Right Mfg. Corp. 
Dawn Mfg. Corp., The 
Rite-Line Sales Co... 
Wells Office Furniture Co 


Costumers 
Fair Furniture Co..... la 
Globe-Wernicke Co., The 64, 
Peerless -Steel Equip. Co ‘ 
Shaw-Walker Co. ; 


Cushions & Pads, Chair 
Century Assoc. Products Co. 
Fair Furniture Co....... 

Sun Rubber Co., The... 


Dating Stamps 
Consolidated Stamp te. Oise 
Meyer & Wenthe, Inc... a 
Rivet-O Mfg. Co... sacilnccencclbanain 
Stewart, R. A. & Co... oe? 


Desk Bumpers 
Fox, George E., & Co.. 


Desk Lamps 
Century Assoc. 5 dencumemel Co. 
Dawn Mfg. Co.......... ’ 
Mayfair Co., The... 
Midwest Naturlite Co. . 
Van Dyke Industries... 
Wells Office Furniture Co. 


Desk Name Plates 
Bradley Industries ............... 


Desk Pads & = 
Aigner, G. J., sciaidod 
Fair Furniture ae Sc aaitipansil 
Fox, George E., & C 
Office Furn. Wholesale. Distr. 
Sun Rubber Co........ .. 
Wilson Jones Co.............. 


Desk Pen & Ink Sets 
Almac Plastics, Ine............. 
Gregory Fount-0- Ink Co. 
Sengbusch Self Cl. Inkst’d Co.. 
Sheaffer, W. A., Pen Co 
Union Pencil Co......... 


Desk Side Files 
Amberg File & Index Co................. 
Cole Steel megpoment Co. ; 
Faber, Louis H..............-...... 
Gould, 8. H., Ca........... 


Desk Trays 
Art Metal Construction Co ; 
Art Steel Sales Corp... ae 7 
Corry-Jamestown Mfg. Corp.......... 
Fox, George E. & Co....... 
General Fireproofing Co. kia we 
Globe-Wernicke Co., The 64, 
Imperial Methods Co..... 
Metalstand Co. ............... rata 
Peerless Steel Equip. Co. 
Service Products, Inc........ . 
Shaw-Walker Co. ..... ; 
Wells Office Furniture Co................ 
Yawman & Erbe Mfg. Co 


Desk Work Distributors 
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Art Steel Sales Corp...... + daha 
Fox, George E. & Co : 
Globe-Wernicke Co., The 64, 


Victor Safe & Equlp._ Co 
Wilson Jones Co.. mnsteigemiatiigeet 


Desks 
Alma Desk Co... pe 
Art Metal Construction Co. 
Art Steel Sales Corp 
Browne-Morse Co. .. ; 
Columbia Steel Equip. Co... 
Farber, Louis H........ 
General Fireproofing Co.... 
Globe-Wernicke sae The 64, 
Imperial Desk CO.............-..-..-.--0-+« 
Indiana Desk Co. wh Domnail 
Invincible ae Furn. Co. - 
Jasper Desk Co........... 
Jasper <— eg Co. 
Leopold Co., The............. 
Macey Co. .. 
Metal Office Furniture Co 
Michigan Desk Co... 
Myrtle Desk Co... 
National Desk Co., Inc. 
Peerless Steel Equip. Co. 
Royal Metal Mfg. Co... 
Shaw-Walker Co. ......... seetiban 
Victor Safe & Equip. ene 
Wells Office Furniture Co pied 
Yawman & Erbe Mfg. Co. 


Diaries (See Memo Books) 


Dictating Machines 
Standard Business Machs. Co........... 


wCeoaaow 


Filing Cabinets, Metal 


are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 


Dictating Machines, Used 


Amer. Dictating Machine Co............. 150 
Display Racks 
Pierce; CO. TRC cnccncerecsemeecenen > » SET 


Drafting Instruments & Equipment 


Brown, Arthur & Bro.......................171 
Cardinell Corp. 221 





Duplicating Machines & Supplies 


Ariston Duplicator Supply Corp... 168 
Autocopy, Inc one B23 
Bainbridge, Kimpton. & “Haupt. “es 
Beck Duplicator Corp. 
Cardmaster Co. 
Columbia Rib. & Carb. Mf 
Copy Papers Inc... 
D & R Mfg. Co. 
Heyer Corp.. The.... 
Ink Specialties. Inc. 







Manifold Supplies Co .. 87 
Marr Duplicator Co., 108 
. 85 


Mittag & Volger, Ine...... 


Pengad Mfg. Co. 
Red Feather Products, Ltd 
Shallcross Co., The. ion 
Sinclair & Valentine ..223 
Smith, L. C. & Corona Tws. .. 39 
Speed-O-Print Corp. .. 
Starkey Paper & Supp’ 
Technygraph, The ............... 
Victor Safe & Equip. Co....... aa 
Wolber Duplicator & Supply Co..... 148 


Duplicating Machines, Used 
Mailers’ Service & Equip. Co...........222 













Envelopes 


Globe-Wernicke Co., 


Smead Mfg. Co., Ine.... 
Wilson Jones Co......... 





Envelopes, Celluloid 


Aigner, GB. Jay Obisaiineeinsnisiciineaine 
Hanson, J. L., Co. 220 
Markilo Co. ... ..216 






Veet Mfg. Co. 





Eradicators, Ink 


Carter’s Ink Co.... 
Sanford Ink Co.... 





Erasers 


Faber, A. W., Ince..... 
Faber, Eberhard, ia 






Hurrle, Charles G... .224 

Roberts, Weldon, Rubber ..227 
Expense Books 

Beach Publishing Co. ...........0.-.-.-.-..216 
Eyelets & Eyelet Fasteners 

Rivet-O MiG. CO. cccessecesnncnstissiesinactisaieese 218 


Fanfold Continuous Forms 
Hano, Philip, Co., Ine........ ...... 


File Boxes, Fibre 


Barkley, C. L. & Co. 
Globe-Wernicke Co., The. 
Guide System & Supply Co. . 
Oxford Aa wad Co. 
Pronto File C 












File Boxes, Metal 
Art Metal Construction Co... .. 55 
Art Steel Sales Corp........... 13, 73 
Cole Steel Equipment Co... 127 
Corry-Jamestown Mfg. Corp 
Globe-Wernicke Co., The... 
Peerless Steel Equip. Co.. 
Pronto File Corp. 180 
Rockwell- —- 1D. ccsiintansesibtienigl ame 
Shaw-Walker Co, . . a 
Victor-Safe & Equip. WORinssbitigauee 


Filing Cabinets, Insulated 
Meilink Steel Safe Co..... 
Shaw-Walker Co. .......... 
Victor Safe & Equip. Co..... 


























All-Steel-Equip. Co. ....... 
Anderson-Hickey Co. ..... 
Art Metal Construction Co.. 
Art Steel Sales Corp....... 
Browne-Morse Co. 
Cole Steel Equipment Co... 
Columbia Steel Equip. Co.. 
Corry-Jamestown Mfg. C 

General Fireproofing Co...... 
Globe-Wernicke Co., The.. 
Invincible Metal Furn. Co..... 
Macey Co. 
Metal Office Furn. Co... 
Peerless Steel Equip. Co... 
Rockwell-Barnes Co. .... 

Shaw-Walker Co. .......... 
Victor Sate £ t Equip. Co. OR nner 

Mfg. 





i 











Yawman & Di sititnntsinnis OO 
Filing Cabinets, Wood 
Browne-Morse CO. ......occacccecenseeereneeed 15 
Globe-Wernicke Co. 64, 65 
Imperial —— — 201 
Michigan Desk C 156 
New England Wosteuriting Co. 196 
Rockwell-Barnes Co. ..... . 83 
Shaw-Walker Co. ............ 116 
Wells Office Furniture Co. 160 
Yawman & Erbe Mfg. Co....... . 87 


(Continued on page 6) 








THE CLASSIFICATIONS 
(Continued from page 5) 


Filing Supplies 


Acco Products, Inc. 104 
Advance pamon Co. 161 
Aigner, G. J., Co. 129 
Amberg File & Index Co. 57 
Art Metal Construction Co. 55 
Barkley, C. L., & Co.. ..157 
Browne-Morse Co. 175 
Corry-Jamestown Mfg. Corp... 147 
General Fireproofing Co.. cee ae 
Globe-Wernicke Co.. The. 64, 65 
juide System & Supply Co... ..140 
Imperial Methods Co. 201 
Metal Office Furniture Co. 111 
Northern States Envelope Co. 177 
Oxford taf Supply Co. 217 
Pronto File Corp. 189 
Quality Park Envelope Co. 132 
Rockwell-Barnes Co. 83 
Shaw-Walker Co 116 
Smead Mfg. Co. 67, 68 
Veet Mfg. Co 210 
Victor Safe & Equip. Co. 152 
Wabash a a Supplies, Inc. 149 
Warshaw Mfg. Co. $11 
Yawman & Erbe Mfg Co. 87 
Finger Pads 
Speed Products Co. 143 
Sun Rubber Co. 188 
Folders (See Filing Supplies) 
Fountain Marking Brushes 
Paramount Cal. & Novelty Co 205 
Fountain Pens, Mfrs. 
Eversharp, Inc. 79 
Kahn, David, Inc. 115 
Parker Pen Co....... 105 
Sheaffer, W. A., Pen Co... 45 
Waterman, L. E., & Co. 159 
Globes, Geographical 
Cram, The George F., Co.. 219 
Gummed Cloth Rings 
Dennison Mfg. Co. 114 
Gaff, George B.. Co........ 190 
Reyburn Mfg. Co., Inc. 229 
Warshaw Mfg. Co. 211 
Gummed Tape & Sealing Machines 
Dennison Mfg. Co.............. 114 
Reyburn Mfg. Co., Ine...... . 229 
Honor Rolls 
Acme Bulletin & Direty. Board......219 
Index Card Signals 
Cook, H. C., Co 12 
traff, George B.. Co. 190 
Victor Safe & Equip. Co. 152 
Index Tabs 
Aigner, G. J., 129 
Amberg File & “Todt Co. 57 
Barkley. C. L., & C 157 
Globe-Wernicke Co. 64, 65 
Guide System & Supply Co. 140 
Markilo Co. ...... 216 
Master-Craft Corp. Div. S-W 131 
Shaw-Walker Co. 116 
Sheppard, The C. E., Co. 208 
Speed Products Co. 143 
Veet Mfg. Co. 210 
Victor Safe & Equip. Co. 152 
Inks (Writing), Adhesives, Etc. 
Carter's Ink. Co. 137 
Dennison Mfg. Co. 114 
Harriman-Welts, Inc. . 221 
Parker Pen Co. ‘ 105 
Sanford Ink Co....... 130 
Waterman, L. E., & Co. 159 
Inkstands 
Sengbusch Self Cl. Inkst’d Co. 226 
Knives, Office 
Gits Molding Corp 189 
Labels 
Dennison Mfg. Co. 114 
Eureka Specialty Prtg. Co 219 
Imperial Methods Co. 201 
Oxford Filing Supply Co 217 
Reyburn Mfg. Co., Inc. i 999 
Smead Mfg. Co. ....67, 68 
Warshaw Mfg. Co. 211 
Ladders, Library, Store & Vault 
Cotterman, I. 217 
Leads for Mechanical Pencils 
Alexander Mfg. Co. 120, 121 
Eversharp, Inc. 79 
Faber, A. W:, Inc. 163 
Faber, Eberhard, Corp. 101, 102 
Kahn, David, Inc. 115 
Rite-Rite Mfg. Co. 219 
Sheaffer, W. A., Pen Co 45 
Waterman, L. E., & Co. 159 
Leather Goods 
Gibbons, Thomas H., & Co. 192 
Mashek, Frank & Co. 123 
National Brief Case Mfg. Co. 218 
Reuben Co. 174 
Shank Leather Goods Co. 142 
Leather Upholstered Furniture 
Bright Chair Co. 215 
Gunlocke, W. H., Chair Co 151 
Jasper Chair Co... 199 
Leisure Furniture Corp 69 
New Indiana Chair Co. 146 
Letter Trays (See Desk Trays) 
Library Equipment 
All-Steel-Equip. Co 195 
Art Metal Construction Co. 55 
Art Steel Sales Corp 72, 73 
General Fireproofing Co. . 41 
Globe-Wernicke Co., The 64, 65 
Macey Co. 124 
Peerless Steel Equip. Co 208 
Shaw-Walker Co 116 
Yawman & Erbe Mfg. Co.... 87 
Lithographed Continuous Forms 
Hano, Philip, Co iid 162 


Lockers & Storage Cabinets 


All-Steel-Equip. Co. ................-.--...195 
Anderson- Hickey Co. ae 113 
Art Metal Construction Co............... 55 
Art Steel Sales Corp 72, 73 
Browne-Morse Co. . me 
Corry-Jamestown Mfg. Corp 147 
General Fireproofing Co 41 
Globe-Wernicke Co.. The ...64, 65 
Invincible Metal Furn. Co. nt 191 
Macey Co. .... 124 
New England Woodworking Co. 196 
Shaw-Walker Co. 116 
Yawman & Erbe Mfg. Co................... 87 
Loose Leaf Books & Systems 
Amberg File & Index Co.................57 
Boorum & Pease Co 75 
Feldco Loose Leaf Corp. 183 
Master-Craft Corp., Div. S-W 131 
National Blank Book Co. 219 
Sheppard, C. E., Co 208 


Wilson Jones Co. ea 47 
Loose Leaf le # & Devices 

Sheppard, C. E., Co 

Wilson Jones Co. 47 


Loose Leaf Sheet Covers, Celluloid 


Aigner, G. J., Co. 129 

Markilo Co. 216 

Wilson Jones Co FSS 47 
Mail Distributors 

Globe-Wernicke Co., The 64, 65 

Victor Safe & Equip. Co. 152 
Manifold Books & Business Forms 

Hano, Philip, Inc 162 
Map Tacks 

Graff, George B., Co 199 
Maps 

Acme Visible Records, Inc 59 

American Map Co.. Inc 209 

Cram, The George F., Co 219 
Matched Office Suites 

Art Metal Construction Co 55 

General Fireproofing Co. 41 

Globe-Wernicke Co., The 64, 65 

Leopold Co., The 91 

Royal Metal Mfg. Co. 230 

Shaw-Walker Co. 116 


Nemorandum Books 


Boorum & Pease Co. 75 
Gibbons, Thomas H., & Co. 192 
Master-Craft Corp. Div. S-W 131 
National Blank Book Co. 219 
Rockwell-Barnes Co. 83 
Shank Leather Goods Co. 142 
Union Pencil Co 172 
Wilson Jones Co. 47 
Memorandum Devices 
Acme Visible Records, Inc 59 


Mending Tape 
Dennison Mfg. Co. 114 
Reyburn Mfg. Co., Ine 


Warshaw Mfg. Co 211 
Metal Badges, Checks, Tokens, Ete. 

Dayton Stencil Works 218 

Meyer & Wenthe, Inc 119 
Moisteners 

Glue Fast Equipment Co. 201 

Rivet-O Mfg. Co 218 

Sengbusch Self Cl. Inkst’d Co 226 
Numbering Machines 

Roberts, Numbering Mach. Co 209 
Office Partitions & Railings 

Globe-Wernicke Co., The 64, 65 
Pads, Figuring 

Boorum & Pease Co. 75 

National Blank Book Co. 219 

Rockwell-Barnes Co. . . 83 

Wilson Jones Co. 47 
Paper 

Amer. Writing Paper Corp. 189 


Eaton Paper Corp 
Rockwell-Barnes Co. “83 


Wansco Paper Products Co 194 
Paper Clamps 
Acco Products, Inc. 104 


Cook, The H. C., Co.. 212 


Graff, George B., Co. 190 

Vail Mfg. Co. 103 
Paper Clips 

Vail Mfg. Co. 103 
Paper Fastening Machines 

Ace Fastener Corp. 51 

Autmtc. Pencil Sharpener Co. 224 

Markwell Mfg. Co 90 

Speed Products Co 143 

Victor Safe & Equip. Co 152 
Parcel Post & Postal Scales 

Hanson Scale Co. 215 
Paste (See Inks, Adhesives, Etc.) 
Pencils, Mechanical 

Alexander Mfg. Co. 120, 121 

Kahn, David, Inc. 115 

Parker Pen Co.. 105 

Rite-Rite Mfg. Co. 219 

Sheaffer, W. A. Pen Co ie 

Waterman, L. E., & Co 159 
Pencils, Wood Cased Lead 

Faber, A. W., Inc. 163 

Faber, Eberhard, Corp 101, 102 

a ee Se Se, | 
Pencil Pouches & Sets 

Statolet Co. ......... 212 
Pencil Sharpeners 

Autmtc. Pencil Sharpener Co. 224 
Pens, Steel 

Sengbusch Self Cl. Inkst’d Co.........226 
Pin & Pin Containers 

Vail Mfg. Co........ 103 
Platens, Typewriter, Etc. 

Ames Supply Co... 99 
Presentation Covers 

Amberg File & Index Co 57 

Oxford Filing eer Co 217 

Smead Mfg. Co.................... 67, 68 
Price & Sign Markers 

Eureka Specialty Prtg. Co 219 

Stewart, R. A. & Co 134 


Punches 
Acco Products, Inc. 
Boorum & Pease Co... 
Globe-Wernicke Co. . 
National Blank Book Co. 
Wilson Jones Co.. 
Ribbons & Carbons 
Allen & Co. — 
Allied Carb. & Rib. “Mfg. 
Amer Carbon Paper Mfg. C 
Ames Supply Co. 
Beck Duplicator Corp. : 
Buckeye Ribbon & Carbon Co. 
Carter’s Ink Co......... “ 


Codo Mfg. Corp. 





Columbia R & C Mfg. Co..... 2 nlasci 


Copy Papers, Inc...... 
Manifold Supplies Co. 
Mittag & Volger, Inc.. 
Old Town Rib. Carb. Co.. 
Pacific Car. & Rib. gpoall Co... 
Peerless-Imperial Co. ....... 
Pengad Mfg. Co. 
Phillips Process Co............. 
Regal Typewriter Co............... 
Royal Typewriter Co............... 
Shallcross Co., The.......... 
Storms, H. M., Co. am 
Underwood Corporation 
U. 8. A _ Mfg. Co. 
Webster, F. ; 
Write, Inc. 
Rubber Bands 
Faber, A. W., Inc 
Faber, Eberhard, Corp...... 
Spencer Rubber Prod. Co 
Rubber Stamps 
Meyer & Wenthe, Inc. 
Stewart, R. A., & Co. 
Rubber Type 
Stewart. R. A., & Co. 
Rulers, Transparent 
C-Thru Ruler Co 


Safes 
Art Metal Construction Co. 
General Fireproofing Co.... 
Globe-Wernicke Co., The 
Herring-Hall-Marvin Safe Co. 
Invincible Metal Furniture Co. 
Macey Co. 
Meilink Steel Safe Co. 
Shaw-Walker Co. ne 
Victor Safe & Equip. Co. 
Yawman & Erbe Mfg. Co 
Zeeman & Kaback 

Scrap Books 
Globe-Wernicke Co. 
Hanson, J. L., Co. 
Wilson Jones Co. 


Seals, Gummed 

Eureka Specialty Prtg. Co. 
Secretary Desks 

Wabash Filing Supplies, 
Shelving 


All-Steel- Equip 
Art Metal Construction Co. 


Inc. 


Co 





Back C ov er 


197 
9 


“198 





Browne-Morse Co. 175 
Corry-Jamestown Mfg. Corp. 147 
General Fireproofing Co. 41 
Globe-Wernicke Co. 64, 65 
Macey Co 124 
Shaw-Walker Co. 116 
Shows, Office Equipment 
National Business Show Co. 96 
Signs, Changeable Letter 
Acme Bulletin & Dir. Corp. 219 
Steeve Protectors 
Plastext Co 216 
Slide Rules 
Brown, Arthur, & Bro. 171 
C-Thru Ruler Co. 126 
Smoking Stands, Office 
Advance Trading Co. 186 
Century Assoc. Products Co. 181 
Lacta Separator Co. ‘ 215 
Stamp Pads 
to ge 2 ho AS ..137 
Meyer & Wenthe, Inc. 119 
Phillips Process Co. 220 
Rivet-O Mfg. Co. ; 218 
Stewart, R. A. & Co.. 134 
Stands, for Office Machines 
Art Steel Sales Corp...... cencssl Dp 8 
Century Assoc. Products Co.. .... 181 
General Fireproofing Co........ . 41 
Globe-Wernicke Co., The 64, 65 
Gould, 8. H., Co.... de 225 
Harter Corp. . 92 
Metalstand Co. 207 
Peerless Steel Equip. ae 208 
Sturgis Posture Chair Co.... 117 
Toledo Guild Products, Inc....... 22% 
Wells Office Furniture Co. 160 
Staple Extractors 
Ace Fastener Corp. . §1 
Schollhorn, Wm. Co. 145 
Staples & Stapling Machines 
Ace Fastener Corp.. 51 
Markwell Mfg. Co........ 90 
Speed Products Co.. 143 
Vail Mfg. Co. 103 
Wells Office Furniture Co 160 
Stencils, Brass 
Dayton Stencil Works 218 
Stenographers’ Note Books 
National Blank Book Co. 219 
Rockwell-Barnes Co. 83 
Stools 
Harter Corp 92 
Wells Office Furniture Co. 160 
Storage & Transfer Cases 
All-Steel-Equip. Co. . mae 195 
Amberg File & Index Co........ 57 
Art Metal Construction Co............... 55 
Art Steel Sales Corp................... 72, 73 





Bankers Box Co. 
Barkley, C. L. 
Browne-Morse Co. ...... 
Cole Steel Equipment Co. 
Columbia Steel Equip. Co.. 
Corry-Jamestown Mfg. Corp. 
General Fireproofing Co... 
Globe-Wernicke Co., The. 
Guide System & Supply Co. 
Imperial Methods Co............... 
Invincible Metal Furniture Co. 


Peerless Steel Equip. Co. 
Pronto File Corp........ 
Rockwel’ Barnes Co. 
Shaw-Walker Co. ..... 
Yawman & Erbe Mfg. Co. 
Store Fixtures & Equipment 
All-Steel-Equip. Co. 
Strong Boxes, Fire Protected 
Herring-Hall-Marvin Safe Co.. 
Meilink Steel Safe Co. 
Victor Safe & Equip. 
Western Wholesale 
Tables 
Art Metal Construction Co. 
Browne-Morse Co. 
General Fireproofing Co. 
Globe-Wernicke Co. 
Corry-Jamestown Mfg. Corp. 
Peerless Steel Equip. Co.. 
Shaw-Walker Co. e 
Victor Safe & Equip. Co. 
Wells Office Furniture Co.. 
Tags 
Dennison Mfg. Co......... 
Reyburn Mfg. Co., Inc. bin 
Tax Record Books & Systems 
Commonwealth Publishg. Co. 


Telephone Accessories 
Reyam Plastic Products Co. 
Victor Safe & Equip. Co... 
Telephone Stands 
Art Metal Construction Co.... 
Art Steel Sales Corp.............. 
General Fireproofing Co........ 
Globe-Wernicke Co. 
Peerless Steel Equip. Co... 
Shaw-Walker Co. 
Yawman & Erbe Mfg. Co... 


Thumb Tacks 
Graff, George B. Co. ..........-.-.- 


Ticket Holders 
Aigner, G. J., Co. 

Trimming Boards 
Photo Materials Co... 

Tying Bands & Devices 
Rochester Wire-O Binding 


Type, Typewriter 
Ames Supply Co....... 

Typewriter Cleaning Material 
Bainbridge, Banoeen § & i 
Cardinell Corp. ........ ; 
Clarotype Co. 
Harriman-Welts, 
Mittag & Volger, 
Miller, C. H. Co... 
Norta Distributing Co. 
Regal Typewriter Co. 
Rivet-O Mfg. Co........ 
Sanford Ink Co. ..... 
Webster, F. S. Co.. 

Typewriter Cushion Keys 
Peerless-Imperial Co. .. 
Speed Key Mfg. Corp. 
Speed Products Co... 


., ee 
"atationets.. 
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Typewriter Cushion Knobs & Bases 


Amer. Hair & _ Co. 
Ames Supply 
Business Mach. “Produeis, 
Fox, George E., & 
Peerless-Imperial co. 
Sun Rubber Co........ 


Typewriter Parts & Tools 
Ames Supply Co......... ; 


Typewriter Tables 
(See Stands for Office Machines 


Typewriters Mfrs. of 
Royal Typewriter Co. 
Smith, L. C. & Corona Tws. 
Underwood Corporation 
Woodstock Typewriter Co 


Typewriters, Rebuilt & Used 
Regal Typewriter Co. 


Visible Systems Equipment 
Acme Visible Records, Inc. 
Aigner, G. J., Co. 

Art Metal Construction Co. 
Boorum & Pease Co. 
Cummins Business Machs. 
Globe-Wernicke Co. 
Master-Craft Corp. Div. 
National Blank Book Co. 
Ross-Gould Co. . 
Shaw-Walker Co. 
Sheppard, C. E. 


Inc. 


Back 


Div. 
S-W 


Co. 


Victor Safe & Equip. “Co. 
Wilson Jones Co. 
Yawman & Erbe Mfg. Co. 


Wardrobe Racks 
New England Woodworking Co. 


Waste Baskets 
Art Steel Sales Corp. 
Bainbridge, Kimpton & Haupt 
Century Assoc. Products Co. 
Cole Steel Equipment Co. 
Corry-Jamestown Mfg. Corp.. 
Federal Fibre Corp. 
Fox, George E., & Co. 
yeneral Fireproofing Co. 
Globe-Wernicke Co., The.. 
National Vulcanized Fibre Co. 
Peerless Steel Equip. Co. 
Shaw-Walker Co. .. 
Wells Office Furniture Co. 


Wholesale Stationery 
Bainbridge, Kimpton & Haupt 
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WANTS AND tOR SALE 


The rate for classified advertisements is ten cents a word, minimum charge $2.00. 


SITUATIONS WANTED 





OFFICE SPECIALTY SALESMAN who served as salesman, branch 
manager and district manager prior to the war, recently out of govern- 
ment work, is available as salesman or sales agent for New York City or 
vicinity. Well acquainted with specialties, including accounting machines 
and systems. Experienced with higher priced products, interested more 
in total possibilities than unit sale price. Good references. Address F-92 
care Office Appliances, Chicago 6. 





OFFICE FURNITURE MAN just released from government work is 
ready to return to the office equipment field as dealer contact man for 
manufacturer or as manager for dealer. Interested in any territory be- 
tween the Mississippi and the Atlantic. Has sold to dealers and has 
worked with dealers’ salesmen oa installations both large and small. 
A good producer, thoroughly dependable. Address F-91, care Office 
Appliances, Chicago 6. 





SALESMAN WITH 18 YEARS’ experience in office supply and equip- 
ment and veteran World War II, desires to serve as field representative 
for reliable manufacturer. Five years as store manager and buyer, 13 
years as salesman. Age 40. Free to locate any part of country. Top 
references for character and ability. Address F-90, care Office Appliances, 
Chicago 6 





SALESMAN, STORE MANAGER and buyer with many years experi- 
ence in Chicago, desires to serve as store or department manager or in 
similar position with commercial stationery house in Middle West, South- 
west or Pacific Coast. References. Address F-89, care Office Appliances, 
Chicago 6. 





TYPEWRITER SALES-SERVICE MAN available for position with 
authorized agency dealer. Experienced sales, repairs, organizing mech. 
serv., training assts. Now located Midwest. Capable building profitable 
depart. Refs. Write F-87, care Office Appliances, Chicago 6. 





YOUNG MAN, 30, ten years office machine service in New Jersey seeks 
representation in this area combining sales and _ service. Address F-93, 
Office Appliances, 100 East 42nd Street, New York 17, N. Y 





SALESMEN WANTED 


WANTED FACTORY REPRESENTATIVE 

By nationally known mid-western manufacturer of office equipment and 
supplies. Excellent opportunity. Must have experience selling dealers; 
be able to conduct sales meetings; evaluate markets; open up new 
dealerships. The position is full time and permanent. Give complete 
background and details of experience. Middlewest territory open. All 
letters shall be kept confidential. Write T-221, care Office Appliances, 
Chicago 6. 





IF YOU SELL DIRECT TO OFFICES—this patented office specialty, 
proven by many years of exceptional satisfaction, can add much to your 
income. $2.50 commission on each unit sale. Write T-224, care Office 
Appliances, Chicago 6. 





NATIONALLY KNOWN MANUFACTURER of visible equipment 
has opening for experienced systems salesman in Milwaukee and Cincin- 
nati. Liberal drawing account and commission. Excellent opportunity 
for a real worker. Write fully, enclose snap-shot for personal interview. 
Write T-225, care Office Appliances, Chicago 6. 





MANUFACTURERS REPRESENTATIVES now contacting the sta- 
tionery store and jobbing trade, wanted to handle fast-moving, nationally 
advertised stationery items. Liberal discounts. Several exclusive terri- 
tories still open. Send complete details in your first letter, please. 
Write to: Transparent Shade Company, 501 North Figueroa Street, 
Los Angeles 12, California. 





ATTRACTIVE COMMISSION PROPOSITION for salesmen selling 
to retail stationers. Mention territory, lines handled. Address T-229 
care Office Appliances, Chicago 6. 








MECHANICS AND REPAIRMEN WANTED 





TYPEWRITER AND ADDING MACHINE MECHANIC. To service 
and sell. Must be experienced, industrious and sober. Good proposition. 
Life time job. Tiffany Typewriter Exchange, Monroe, Mich. 





WANTED—EXPERIENCED MECHANIC in all makes typewriters 
hy Chicago house. Must be reliable and industrious. Good pay. Only 
those seeking permanent position need apply. All applications strictly 
confidential. Address T-217, care Office Appliances, Chicago 6. 





TYPEWRITER AND ADDING MACHINE MECHANIC in well 
established Commercial Stationery business in New York City. Take 
charge, Salary and Commission. One who can develop this department. 
sox T-216, care Office Appliances, Chicago 6. 





EXPERIENCED TYPEWRITER MECHANIC interested in working 
into position of shop manager. Located in mid-west. Address T-223, 
care Office Appliances, Chicago 6. 
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BOOKKEEPING MACHINE SERVICE MAN: Must be experienced 
on Burroughs Bookkeeping Machines and Moon Hopkins. Permanent 
position, good pay. All applications strictly confidential. Write T-222, 
care Office Appliances, Chicago 6. 





TYPEWRITER AND ADDING MACHINE MECHANIC, all makes 
of machines, Established 45 years. About sixty miles from Detroit, 
Michigan. Address T-219, care Office Appliances, Chicago 6. 





TYPEWRITER AND OFFICE MACHINE Mechanic, Excellent op- 
portunity for man with experience and ambition to advance. State experi- 
ence. Write: Box 86, Bayonne, N. J. 





EXPERIENCED MAN—combination sales and service on cash regis- 
ters. Ohmer dealer. Business established 21 years. Elliott-Greer Com- 
pany, Amarillo, Texas. 








REPRESENTATIVES AVAILABLE 





QU AL ITY OFFICE E QUIPMENT LINES WANTED for representa- 
tion in California on commission basis, Western manager for large 
national manufacturer for 20 years, have large acquaintance here, can 
furnish excellent references. Am building future business. and am in- 
terested even though you may not be shipping into this territory just 
now. Address F-94, care Office Appliances, Chicago 6. 





SALESMAN 25 YEARS’ EXPERIENCE office equipment field wants 
two or three top lines office furniture, equipment or supplies as manu- 
facturers’ representative. Maintains an office and travels Indiana, Mich- 
igan and Illinois intensively. Honest, hard-working representation guar- 
anteed. Address F-88, care Office Appliances, Chicago 6. 





SUCCESSFUL, OUTSTANDING COMPANY in middle west seeks 
meritorious office equipment and accessories to distribute nation wide. 
Adequate financial, shipping and _ warehouse facilities to handle any 
product in the field. Aggressive sales promotion and alert representation 
guaranteed. Inquiries invited. Address F-95, care Office Appliances, 
Chicago 6. 





MANUFACTURERS ATTENTION—12 years’ experience selling to 
U. S. Government Departments. Write J. F. Hardy, Barr Building, 
Washington 6, D. C. 








REPRESENTATIVES AVAILABLE ABROAD 





M. TAMEEL JAMJOOM & BROS., POST BOX 59, JEDDAH (Saudi 
Arabia), are interested in representing American manufacturers of the 
following: Writing and printing paper all sorts, full line of Stationery, 
Metal file boxes, Files, Stamp pads, Typewriters, Staplers, Bank and 
Office requisites. 





WELL KNOWN HOUSE wants representations of responsible firms 
dealing typewriters, etc., or office appliances. Best references are offer 
OFAR, Sao Paulo, Brazil, Post Box 3638. 








REPRESENTATIVES WANTED 





ONE OF THE WORLD’S OLDEST and best known calculating ma- 
chines, manufactured in Sweden, is again being imported to this country. 
Salesmen of office equipment will find it an interesting and profitable 
side line. Write Room 802, 210 Fifth Avenue, New York 10, N. Y. 





WANTED: Salesmen now calling on the stationery store and jobbing 
trade, to sell fast-moving, nationally advertised stationery items. Liberal 
commissions. Many exclusive territories still open. Send details in your 
first letter. Write to Transparent Shade Company, 501 North Figueroa 
Street, Los Angeles 12, California. 





AGENTS WANTED for new modernistic brass Stick File and Pen 
Holders. Excellent side line. Other items later. Box 86, Bayonne, N. J 








RETAIL BUSINESS FOR SALE 





FOR SALE, WELL-ESTABLISHED BUSINESS in one of the 
smaller cities of the Northwest with agencies for two major office machine 
lines in addition to office furniture, files and general commercial sta- 
tionery. Located in attractive community which is marketing center for 
nine counties. An excellent opportunity for someone to acquire an 
established business at a modest investment. Address T-218, care Office 
Appliances, Chicago 6. 





FOR SALE, PROFITABLE office machine business in western moun- 
tain area covering five counties with small communities. Carries franchise 
for leading office appliance manufacturer. $5000 will purchase and pro- 
vide some working capital. Owner might retain interest and maintain 
branch until new man is organized to take over entire territory. Address 
T-220, care Office Appliances, Chicago 6. 





FOR SALE—Typewriter, Adding Machine, Duplicator and General 
Office Equipment Agency in Mid-West City of 40,000. Franchise includes 
surrounding territory within 50 mile radius. Past performance good. 
Post-War prospects excellent. $6000.00, Cash. Write T-225, care Office 
Appliances, Chicago 6. 
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WANTS AND FOR SALE, Continued from page 7 





RETAIL BUSINESS FOR SALE, Continued 





DUE TO ACCIDENTAL DEATH OF MANAGER, office equipment 
retail business established over 20 years is for sale. Annual volume 
over $50,000, inventory $10,000 to $12,000, downstairs main street 
location, reasonable rental, lease four years to go. Our agencies include 
L. C. Smith and Corona Typewriters, R. C. Allen Adding Machines, 
General Fireproofing file equipment, Wilson Jones, National and 
Boorum-Pease loose leaf, duplicating machines, leading fountain pens, 
city and county school book agency. Address T-228, care Office Appli- 
ances, Chicago 6. 








WANTED TO BUY RETAIL BUSINESS 





OFFICE FURNITURE and supplies retail executive, 20 years successful 
operation retail store, wants to buy entire business, or a share with 
general matiagement responsibility. Prefer midwest or Florida. Have 
means, ability and top references. Address T-226, care Office Appliances, 
Chicago 6. 








SALES PROMOTION SERVICE 





STATIONERS—HAVE YOU STORE PROBLEMS? I can solve 
them for you. I build up established stationery businesses in one to 
three months, depending upon size of operation. I increase store traffic 
and develop sales both inside and out. Excellent record with dealers 
from Pennsylvania to California. Immediate results have paid full 
cost of services. Enlarged profits maintained from continued use of 
program. Thoroughly conversant with modern procedure in printing, 
loose leaf, flies and furniture, store arrangement, window display, 
buying accounting—in short, all phases of commercial stationery busi- 
ness. Moderate fee. Address F-96, care Office Appliances, Chicago 6. 








FOUNTAIN PENS AND REPAIRING 





WELTY’S REPAIR ALL MAKES FOUNTAIN PENS, Desk Sets, 
Pencils, etc. at our standard prices. Time now averages 3 to 14 days, 
and improving. We especially feature CONKLIN, SWAN, WATER- 
MAN, WAHL. EVERSHARP, WELTY, SHEAFFER, PARKER, 
MOORE, ESTERBROOK, CARTER, WEAREVER, STRATFORD, 
Venus, Eagle, Wasp, Chilton, Morrison, Arnold, Sengbusch, Inkograph, 
Waltham, Peerless, Weidlich, Writefine, Gregg, Permapoint, Morriset, 
Keer, Majestic, No Name, etc. Largest assortment of Standard — 
14 KT. Solid Gold Points and Gold Plated Points. ALSO ASK ABOT 

NEW WELTY PENS $3.50, $5.00, $7.00, $10.00 List. Other sd 
$1.00 to $3.50. Now able to make quicker deliveries. Welty Pen & 
Repair Co. (Manufacturers since 1904), 38 So. State St., Chicago 3. 





GUARANTEED FOUNTAIN PEN REPAIRING 
SAVE TIME AND MONEY BY SENDING ALL YOUR PEN AND 
PENCIL REPAIRS TO KENTUCKY PEN COMPANY. OVER 
1,000,000 PENS HAVE BEEN REPAIRED BY OUR FACTORY 
TRAINED EXPERTS FOR DEALERS THROUGHOUT THE 
COUNTRY. FULLY AUTHORIZED BY ALL LEADING MANU- 
FACTURERS INCLUDING PARKER, SHEAFFER, EVERSHARP 


AND WATERMAN. PROMPT SERVICE. WRITE 
PRICE-LIST, DEALER DISCOUNTS AND FREE 
VELOPES. 

Kentucky Pen Co., Inc., 


TODAY FOR 
REPAIR EN- 


316-A West Chestnut St., Louisville 2, Ky. 








TYPEWRITER REPAIR INSTRUCTION BOOKS 





TYPEWRITER MECHANICAL TRAINING MANUAL $7.50. A 
complete presentation and explanation of the mechanisms of the five 
standard typewriters. 150 detailed drawings, 140 pages of instructions 
by principles of mechanism. Methods of cleaning, refinishing and repair- 
ing typewriters. Money back guarantee.. Office Appliance Mechanical 
Institute, 402 South Jefferson, Springfield, Missouri. 








TRADE SCHOOLS 





TYPEWRITER REPAIRING—Original, simplified Home Study Course 
Students operating own repair shop. Weber Typewriter Mechanics 
School, Box 269, Osborn, Ohio. 








REPAIRING AND OVERHAULING 





NATIONAL CASH REGISTERS REPAIRED FOR DEALERS. 
Prompt, low cost repairs,and overhauling on every model. Write for 
quotations or information. Repairmen all factory trained and all work 
fully guaranteed. Mayrose Business Machine Co., 761 North Main St., 
Akron 10, Ohio. 





ADDING MACHINE PARTS, TYPE, ETC. 





STOCKS of new and used Adding and Calculating Machine 
Qvotations furnished on specific parts upon request. 
1643 101st Ave., Oakland, Calif. 


LARGE 
Parts available. 
I. A. Dehn, Jr., 








FOR SALE AND WANTED TO BUY, USED EQUIPMENT 





ELLIOTT-FISHER, Burroughs Moon Hopkins, Adding and Calculat- 
i Electromatic Typewriters, and Fanfold 


ing machines, Comptometers, 
machines, bought and sold. Chicago Office Appliance Co., 537 South 


Dearborn St., Room 306, Chicago 5. 





ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Bur- 
roughs and Monroe Calculators, Typewriters and all office machines 
bought and sold. Teeter-Warsh Co., 849 N. 3d St., Milwaukee 3, Wis. 





ELLIOTT-FISHER machines, cz en machines, adding machines— 
all office equipment, ey and sold. J. Crowley Company, 906-908 
N. Water St., Milwaukee 3, Wis. 





BURROUGHS, MOON HOP KINS, Elliott-Fisher, Remington Account- 

ing Machines, and everything in the office machinery line. State model, 

serial number and we will quote highest cash prices. International Office 
a 


Appliances, Inc., 326 Broadway, New York 7, N. 





BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping Ma- 
chines, Comptometers, all makes calculators bought and sold. Dorrell- 
Markel, 93 S. 11th, Minneapolis, Minn. 





WANTED—TYPEWRITERS, Adding Machines, Calculators, from deal- 
ers or jobbers. Typewriter Parts Company, 407 East Travis Street, San 
Antonio 5, Texas. 





QUANTITY of Monroe and Marchant Calculators, hand and electric, 
rough, complete. Inquiries solicited on all types of other machines. 
American Business Machines, 135 Grand St., New York 13, N. Y 





DICTAPHONES—EDIPHONES—Foremost specialists in rebuilding, 
sales and purchases of dictating equipment. Write for catalog. American 
Dictating Machine Co., 235 Fifth Ave., New York 3, N. Y. 





EDIPHONES—for 20 years, headquarters for ma- 


DICTAPHONES, : 
Chicago Dictating Ma- 


chines, supplies, Supertone cylinders, wholesale. 
chine Co., 28 South Wells St., Chicago 6. 





BURROUGHS, MOON HOPKINS Billing and Bookkeeping Machines, 
Comptometers, Calculators, etc. Bought & Sold. Dearborn Equipment 
Company, 605 S Dearborn, Chicago 5, a 





MOON HOPKINS, ELLIOTT-FISHER. We buy, 
Comprehensive service for dealers. Adding and 
1307 Grand, Kansas City 6, Missouri. 


BURROUGHS, 
sell, repair, rebuild 
Bookkeeping Machine Service Co., 





(Insite) 8x5—14 and 23 drawer units, also 6x4 and 5x3 si.e. 


ACME i 
Commercial Card System Co., 


Quantity of McCasky Production Panels. 
135 Grand St., New York 13, 





POSTINDEX, etc., visible filing equipment of all 
We speci alize in this field and offer full coopera- 
135 Grand St., New York 


KARDEX, ACME, 
types bought and sold. 
tion to dealers. Commercial Card System, 
13, N 





GUARANTEED REBUILTS, KARDEX, other visible systems, attrac- 
tively refinished, thoroughly rebuilt for years of additional service, mod- 
erately priced. Used equipment also bought and exchanged. Universal 
Office Equipment Co., 7-9 Waverly Place, New York 3, N. Y. 





KARDEX, ACME, all makes used visible filing equipment. Thousands 
of reconditioned cabinets, panels, books, always on hand. Special service 
and prices to dealers for purchase or sale. Get our quotations. Chas. 
Nathan, Inc., 548 Broadway, New York 12, . 





Late mode! Elliott-Fisher bookkeeping and billing 


WANTED TO BUY: 
Accounting . Machine 


machines. Must be over 190,000 serial number. 
Service Co., 179 W. Washington, Chicago 2. 





WANTED TO BUY Surplus equipment of all types. 


Ready buyer. 
Columbia Trading Corp., 7 Waverly Place, New York 3, N. Y. 





FOR SALE—New Single foot pedals. Electric. 2 way wire with male 
plug. Mfd. Dictaphone Corp. Make offer. Dictating Machine Service, 
1211 Arch, Philadelphia 7. 





FOR SALE—Seven 7-double drawer General Fireproofing 5x8 card 
files. Wire or phone for special price f.o.b. Duluth, Taylor-Weygant- 


Goodspeed, 323 W. Superior, Duluth 2, Minn. 





WANTED 


INTERNATIONAL Visible Factograph cabinets, in 6 and 12 drawer 
8x5 size, complete with card holders. We are also interested in extra 
8” International card holders in any quantity. Advise what you have 
available. E. H. Heineman, Box 552, St. Louis 1, Mo. 





VISIBLE EQUIPMENT bought, sold and exchanged. We specialize 
in rebuilt Kardex, Acme and International Visible Factograph cabinets, 
as well as other makes. Write and tell us what Visible Equipment you 
need or have for sale. Special prices to Dealers. E. H. Heineman, 
4 North Eighth St., St. Louis 1, Mo. 





FOR SALE—2 Electric Remington Model No. 80, 2 Remington Fan- 
folds Model No. 92, 1 National Cash Register Bookkeeping Machine 
3029 (16-8BT) No. 3480488. Hanover Office Equipment Co., Inc., 44 
Trinity Place, New York 6, N. Y. 
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. PATENTS 





= Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 

— D. C., for ten cents each in cash, postoffice 

t- money orders or certified check. Stamps and 

id personal checks not accepted. 

th 





2,399,170. Caleulating Machine. George C. Chase, 
South Orange, N. J., assignor to Monroe Calculating 





= Machine Company, Orange, N. J., a corporation of 

ir- Delaware. Application December 27, 1940, Serial No. 
871, 932. Granted April 30, 1946. 

es 2'399,175. Duplicating Machine. Frank Ronald 

iS. Ford, Sparkbrook, Birmingham, England. Application 

— June er 1944, Serial No. 540,484. Granted April 
30, § 

— 2,399,176. Duplicating Machine. Frank Ronald 

08 Ford, Sparkbrook, Birmingham, England. Application 
herd 15, 1944, Serial No. 540,485. Granted April 30, 
194 

— 2. 399,337. Display Rack. Ralph E. Fast, Glen- 

t dale, Calif. Application December 30, 1944, Serial 

Ay No. 570,537. Granted April 30, 1946. 

el, 2,399,365. Star Globe. Edwin A. Link, Bingham- 

ice ton, N. Y. Application go 28, 1945, Serial No. 
580,166. Granted April 30, 1946. 
2,399,369. Writing Fee William E. Mc- 

er Farland, Nutley, N. J. Application November 30, 

[a- 1948, Serial No. 512,289. Granted April 30, 1946. 

11- 2,399,376. Filing Soaiem. Stephen J. O'Hara, Oak- 


land, Calif. Application November 29, 1944. Serial 
No. 565,703. Granted April 30, 1946. 

399,400. Moistening Device. Walter L. Snelling, 
Park Ridge, Ill. Application Ay 1944, Serial 


al- No. 543,985. Granted April 30, 1946. 

an 2,399,529. Paper Cutter. Charles W. Willits, 
Saginaw, Mich. Application July 31, 1944, Serial 

ed: No. 547,351. Granted April 30, 1946. 

f 2,399,561. _Loose-Leaf Binder. Edward Murphy, 

1c, Linden, N. J., assignor to Wilson-Jones Company, 

es. Chicago, Ill, a corporation of Massachusetts. Appli- 


cation November 13, 1943, Serial No. 510,086. 
Granted April 30, 1946. 
— 2,399,579. Protractor. Neil C. Smith, Minne- 





apolis, Minn. Application February 18, 1944, Serial 
ng, No. 522,941. Granted April 30, 1946. 
an 2,399,623. Card Punching Machine. Karl J. 


Braun, Merrick, N. Y., assignor to Control Instrument 
Company, Inc., Brooklyn, N. Y., a corporation of New 


— York. Application Decimber 20, 1944, Serial No. 
na- 569,061. Granted May 7, 1946. 
io- 2,399,725. Record Punching Machine. Charles R. 


Doty, Yonkers, N. Y., assignor to —— 
Business Machines Corporation, New York, -N. Y., 
— corporation of New York. Application March 30, 1945, 











es Serial No. 585 586. Granted May 7, 1946. 
Be 2,399,755. ting Mechani Albert W. Mills 
ent and Frank J. Furman, Endicott, and Edward J. 


Rabenda, Binghamton, N. Y., assignors a —— 
— Business Machines Corporation, New Yo 
corporation of New York. Application pet i, 1944. 


uy, Serial No. 529,086. Granted May 7, 1946 
and 2,399,761. Stapler. Henry Ruskin, Chicago, Ml. 
url. assignor to Metal Specialties Manufacturing Co., Chi- 


cago, Ill., a corporation of Illinois. Original Appli- 
cation January 15, 1940, Serial No. 313,966. Divided 


i.e. and this application November 20, 1942, Serial No. 

os 466,242. Granted May 7, 1946. 

_ 2,399,769. Shorthand Typewriting ae Joseph 
Lee Sweeney, Jackson Heights, N. Application 


aol March 5, 1941, Serial No. 381,774. Granted May 7, 
2,399,788. Typewriting Machine. Achille Colombo, 


era - New York, N. Y. Application October 19, 1944, Serial 
ork No. pS 353. Granted May 7, 1946. 
2,399,917, Calculating Machine. Carl M. Friden, 
—s Pleasanton, and Anthony B. Machado, Oakland, Calif., 
assignors to Friden Calculating Machine Co., Inc., 
rac- a corporation of California. Application July 31, 
10d- 1940, Serial *. 348 oe Granted May 7, 1946. 
rsal 2,400,209. Ink Container. Leo Peters, Evanston, 


Ill. Application September 16, 1944, Serial No. 
554,360. Granted May 14, 46. 

—— 2,400,221. Key Case. John M. Bennett, New 
York, N. Y., assignor to Tulin Corporation, New 


inds York, N. Y., a corporation of New York. Original 
vice Application July 31, 1942, Serial No. 453,012, now 
. es Patent No. 2,376,026, dated May 15, 1945, Divided 


and this application December 9, 1944, Serial No. 
as 5 <. Granted May 14, 1946. 

— 400,226. Stationery Feeding Device for Type- 
ling urllies Maehines. John FE. Euth, Chicago, Ill., 
hi assignor to United Autographic Register Co., a cor- 
nine Poration of Illinois. Application January 1, 1944, 
Serial No. 516,635. Granted May 14, 1946. 

,400,244. Calculating Machine. Walter E. Mathi, 
Oakland, Calif., assignor to Marchant Calculating 





























yet. Machine Company, a corporation of California. Appli- quae 
cation August 25, 1941, Serial No. 408,188. Granted ae 
May 14, 1946. 
2,400,268. Calendar. Donald L. Skene, Lockport, 
nale Ill. Application September 29, 1943, Serial No. 504,- a 
vice, 247. Granted May 14, 1946. —— re 
2,400,320. Portable Display Table. Harry G. 
Trefry, Belmont, Mass. Application January 5, 1945, 
— Serial No. 571,529. Granted May 14, 1946. 
card 2,400,406. Closure for Envelopes’ and the Like. 
fant- Albert L. Godoy, Mexico City, Mexico. Application Se 
tng 21, 1944, Serial No. 541,402. Granted May 14, eee = 1a 
aie 2,400,424. Key Holder. Arthur H. Levesque, 
North Attleboro, Mass., assignor to R. F. Simons 
Company, Attleboro, Mass., a partnership. Application ; 
January 8, 1945, Serial No. 571,132. Granted May ville, Wis., assignor to the Parker Pen Company, assignor to Autopoint Company, Chicago, Ill., a cor- 
.wer 14, 1946. Janesville, Wis., a corporation of Wisconsin. Appli- poration of Illinois. Application January 23, 1946, 
: 2,400,630. Chair. Roy A. Cramer, Roy A. Cramer, cation October 12, 1944, Serial No. 558,381. Granted Serial No. 125,847. Granted April 30, 1946, 
xtra , 
xtre Jr., and Harold W. Cramer, Kansas City, Mo. Appli- May 21, 1946. 144,601. Desies for a Paper Punch. John A. 
have cation January 26, 1943, Serial No. 473,644. Granted 2,400,776, Tape Dispenser. Ray H. Nordeen and Yerkes, New York, N. Y. Application January 25, 
May 21, 1946. Greydon W. Nedblake, North Kansas City, Mo., 1946, Serial No. 125,984. Granted April 30, 1946. 
2,400,679. Fountain Pen. lLaazlo Jozsef Biro, assignors to Package Service Company, Kansas City, 144,621. Design for a Pencil. David Kahn, 
Buenos "Aires, Argentina, assignor, by_mesne assign- Mo., a partnership. Application January 1, 1945, Englewood, N. J., assignor to David Kahn, Inc., 
alize ments to ‘‘Eterpen’’ Sociedad Anonima Financiera, also Serial No. 571,006. Granted May 21, 1946. North Bergen, N. J., a corporation of New Jersey. 
aie po a Eterpen S. A., Buenos Aires, Argentina, a Application December 28, 1945, Serial No. 125,075. 
<A of Argentina. Application May 17, 1944, REISSUES Granted May 7, 1946 
you Serial f No. 536,011. Granted May 21, 1946. 22.757. Multiple Pencil. Joseph De Mario, Penn- (44,749. Design for a Display Stand. Alexander 
man, 400,733. Drafting Machine. Allister L. Baker, Soon eit intl No. 2.025.988, dated De.  %;,\veston, New York, N. ¥. Application July 20, 
nate N. J., assignor to Keuffel & Esser Com- sauken, N. J. Original No. 2,025.9 — ated 3 1945. Serial No. 129,832. Granted May 14, 1946. 
pany, Hoboken, N. J., a corporation of New Jersey. comer 31, 1935. Serial R 5,517, os as (44,769. Design for a Fountain Pen. Darrell C. 
Application November 9, 1939, Serial No. 303,558. 1935. Application for | reissue oe 4 7, 1946. Grain; Washington, D. C. Application March 8, 
Fan- Granted May 21, 1946. Serial No. 646,191. Granted May 21, 1946. 1945, Serial No. 118,333. Granted May 21, 1946. 
~hine 2,400,764. Writing Machine. William E. Mce- DESIGN PATENTS 144,778. Design for a Cabinet for a Computing 
44 Farland, Nutley, N. J. Application September 28, Machine or Similar Article. Max Garbell, 
. 1948, Serial No. 504,092. Granted May 21, 1946 144,534. Design for a Fountain Pen Barrel or Angeles, Calif. Application July 30, 1945, Serial 
400, 768. Fountain Pen. David F. Mohns, Janes- Similar Article. Garfield L. Beckstrom, Chicago, Ill, No. 121,062. Granted May 21, 1946. 
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BUSINESS OPPORTUNITIES 


Wanted Abroad 


Foreign Representation Wanted by Italian Firm — Adolfo Pomi and 
Guiuseppe Pomi, representing Gallo, Pomi & Company, Piazza S. Babila 1, 
Milan, Italy, are returning to Italy this month after a tour of the United 
States hoping to interest manufacturers in their services in laly. With 
the resumption of commercial relations between the United States and 
Italy forthcoming, this firm desires to complete arrangements with firms 
other than those contacted personally for handling their office machines in 
Italy. The firm was established in April of 1938 by five men, previously 
managers of important Italian agencies of the Comptometer. A _ head 
office was set up in Milan with branch offices opened in Rome, Genoa, 
Trieste and Naples, each one including repair and Service facilities. 





Firm in Holland Wants New Trade Literature—A. Kohler, Managing 
Director Akaha, Bureau Voor Kantoorinstallatie, Bezuidenhoutscheweg 101, 
Den Haag, Holland, wishes to secure new trade catalogs and sales 
literature covering office machinery, appliances, supplies, furniture and 
commercial stationery in order to bring files up to date. Contracts are 
sought with American manufacturers of these articles. The company en- 
gages in the installation of office systems, appliances and furniture. 
Clientele mainly consists of government and municipal institutions, large 
factories and banks in Holland. 


Argentine Firm Seeks American Agencies—Direcciones Ltda., Defensa 
558, Buenos Aires, Argentina, desires first-class American exclusive agencies. 
The firm, of which Pedro Bercebal is partner and sales manager, with 15 
years of specialized knowledge in office machines, is especially interested in 
adding and calculating machines, typewriters, check protectors, and dupli- 
cators. This company covers all of Argentina and has an extensive sales 
organization with good contacts and experience in government transactions. 
References are offered. 


English Firm Seeks Manufacturing Rights—The Parker File Company, 
Ltd., 92 Station Rd., Swindon, England, manufacturers of letter files and 
filing systems, are interested in manufacturing articles under patent of 
some American concerns desiring to distribute their products throughout 
the British Empire. Communications with American manufacturers would 
be welcomed. 


Sao Paulo, Brazil, Firm Offers Representation—L. W. Morgan & Cia., Ltd., 
Caixa Postal 3431, Sao Paulo, Brazil, are interested in securing the repre- 
sentation of manufacturers of pencil sharpeners, numbering machines, metal 
map rings and other small metal sundries for stationers. 


Firm in Cairo, Egypt, Seeks Distribution Rights—L. Mizrahi, The Busi- 
ness Equipment Company, 13, Sharia El Bustan, Cairo, Egypt, seeks con- 
uections with manufacturers in the United States in order to secure dis- 
tribution rights for their products in Egypt, and eventually in the Middle 
Kast. The firm claims large capital available for the purpose of develop- 
ing the trade of office machinery and equipment and such lines as can be 
handled on an exclusive basis. Contacts are also sought with rebuilders 
of typewriters, adding machines, cash registers and key calculators. 


Argentina Dealer Wants Propositions from American Manufacturers 
P. L. Sanchez Lamo, Av. De Mayo 1365, Buenos Aires, Argentina, desires 
to receive propositions from United States manufacturers for handling 
their office supplies, stationery and equipment. After being formerly 
located in La Paz, Boliva, this prominent South American representative 
has since 1944 been established on the principal avenue of Buenos 
Aires and is anxious to represent firms wanting to enlarge their market in 
Argentina. 


Trade Relations Sought by Turkish Importer and Agent—Jak Atias, 
Menase Han No. 63, Tahtakale, Istanbul, Turkey, importer and agent, 
wishes to enter into correspondence with Chicago and New York firms 
engaged principally in the manufacture and export of office appliances, 
pencils, erasers, pencil sharpeners, staplers and allied products. 


Agencies Wanted by Firm in Copenhagen, Denmark—aAllierede Agenturer 
(Allied Agencies) 47, Bredgade, Copenhagen, states that it will soon be 
possible to again import office equipment and supplies from the United 
States. Contacts are sought with American firms who desire representa- 
tives in Denmark to act as agents on a commission basis. 


Trade Literature Wanted by Firm in Italy—In order to renew relations 
with the office appliance industry following the lifting of the war’s news 
blackout, Arturo Gandolfi, Via C. Battisi, 2, Torino, Italy, desires to 
receive trade literature from manufacturers of office machinery, especially 
hookkeeping and calculating machines. 


American Contacts Sought by Italian Firm—A. C.C. A., via Conte 
Verde, 1, Torino, Italy, an importing and exporting firm, desires to 
establish contacts with American manufacturers of office appliances 
wishing to sell their products in Italy. Widespread connections with 
the Italian market are claimed. 


Contacts Sought for Contemplated Firm in China—P. Y. Yang, 528 W. 
123rd St., New York 27, N. Y., and a friend contemplate the establishment 
of a new office appliance and stationery business in China and desire that 
manufacturers make contacts with them as soon as possible. 


Montreal Firm Seeking Gift Articles—Cosmos Trading Company, Ltd., 
825 Dominion Square Bldg., Montreal, Que., Canada, is seeking gift 
articles suitable as Christmas presents for business people. Also desk 
accessories and office equipment lines. 


Wanted at Home 


Boston Concern Wants Catalogs, Price Lists—Business Equipment Corpo- 
ration, 153 Federal St., Boston 10, Mass., desires catalogs and price lists 
from suppliers of all types of office furniture, machines, equipment and 
supplies. The firm is owned and operated by two young veterans of World 
War II, Melvin L. Levin and Harry L. Levin, both just released from the 
armed forces. They are located in the heart of the business and financial 
district of Boston and have a large display window and approximately 
9,000 square feet of showroom space. 


Office Furniture Wanted For Store to Open July 1—Preparing for the 
opening of a large office equipment store at 900 Laurel St., San Carlos, 
Calif., on or about July 1, Charles L. Henck, 99 California St., P. O. Box 
356, San Carlos, wants contacts with manufacturers who can supply him 
with an initial stock of metal and wood office desks and a variety of 
office machines for the opening display. The new store will serve the 
Greater San Francisco peninsula district from San Francisco as far south 
as San Jose, Calif. 


10 





Trade Catalogs Desired by Pittsfield, Mass., Firm—Completing four 
years of service as an Army pilot, Alexander G. Marsten has established 
the firm of Marsten-Air Distributors, Box 643, Pittsfield, Mass., handling 
carbon papers and ribbons, office equipment and supplies. He desires to 
receive trade literature from manufacturers on any new items, as well 
as the old-established products. Mr. Marsten intends to use an airplane 
in extension of his business. 


New Louisiana Firm Planned; Contacts Sought—Planning to open David- 
son Office Equipment Company by August 1, or before, in his city, Drew 
M. Davidson, 1007 N. 7th St., P. O. Box 1231, Monroe, La., desires con- 
tacts with manufacturers of all lines of office equipment and supplies. 
Trade literature, and other information leading to supplying of mer- 
chandise and agencies is sought. Location of the new store will be 212 N. 
Second St. 


Springfield, I1l., Dealer Desires Contacts—Scott C. Dawson, P. O. Box 161, 
Springfield, Ill., desires contacts and correspondence with manufacturers 
and wholesalers regarding dealership items in office equipment, appliances 
and stationery. 


New Firm at Poughkeepsie, N. Y., Seeks Agencies—Reliable Office Furni- 
ture & Equipment Company, 174 Main St., Poughkeepsie, N. Y., a new 
recently-established office and equipment firm. desires to represent manu- 
facturers of office furniture and equipment in that area, and would welcome 
such contracts. The firm deals in all types of office furniture on contract 
basis for institutions, factories, schools and others. 


Hausman Sales Company Seeks New Lines—Expanding his business 
with the addition of advertising novelties, pencils, calendars and globes 
suitable for sale to commercial houses as advertising premiums and 
business getters, William Hausman of Hausman Sales Company, 1243 
N. Harding Ave., Chicago 51, IIl., is interested in hearing from various 
manufacturers whom he could represent. National promotion and sales 
representation in various sections of the country is planned by Mr. 
Hausman. 


San Antonio Company Seeks Additional Lines—Longhorn Distributing 
Company, Maverick Bldg., San Antonio, 5, Tex., seeks additional lines of 
general office supplies and equipment for distribution to the southwest 
Texas trade territory, as well as stocks for a retail store that the manage- 
ment plans to open in San Antonio within the next 90 days. Longhorn 
Distributing Company especially wants to establish connections with a 
manufacturer of intercommunicating systems. 


Trade Catalogs Wanted by San Diego Firm—The Homer Holloway Com- 
pany, 1632 Upas St., San Diego, Calif., a firm new in the industry, desires 
to obtain trade catalogs and other information from manufacturers of office 
equipment and stationery. 


Merchandise Lines Sought for California Firm—Earle P. Hambly and 
Associates, formerly Denison’s Office Supplies, 1843 Fourth St., Santa 
Monica, Calif., seeks contacts leading to obtaining lines of merchandise 
for manufacturers’ representatives covering California, Arizona, New 
Mexico, and parts of Texas and Nevada. An extensive following is 
claimed among leading jobbers and retailers. 


New Jersey Dealer Seeking Office Desks—J. Sternberg, general manager 
of Saveon Office Supplies, Inc., 241 Central Av., Jersey City, N. J., and 
1018 Summit Ave., Union City, N. J., wants contacts with office desk 
manufacturers to build up his supply, neglected while he was in the 
service. He is also interested in receiving catalogs from office equipment 
manufacturers. 


Expanding Kansas Firm Wants Manufacturing Contacts—An expanding 
business, the firm of Catlett Brothers, Box 338, Woodland, Kans., is 
adding a more complete line of office supplies and equipment. They 
desire to enter into correspondence with manufacturers of stapling ma- 
chines, filing supplies, typewriters, ledger sheets, binders and office 
furniture. 


New Mexico Concern Seeks Contacts With Sales Representatives—Scog- 
yin-Prichard Company, complete office outfitters also handling sporting 
goods, books and stationery at Las Cruces, N. Mex., plans opening around 
July 1, and desires to have sales representatives of the various lines call 
on the management. Contracts can be made at the temporary head- 
quarters at 322 S. Main St. 


Trade Literature Wanted for New Virginia Firm—Stuart Kelly, Box 
No. 236, Vinton, Va., plans to open a letter shop and desires to receive 
catalogs from manufacturers of duplicators, paper, paper products and 
advertising material. He would also appreciate advice from letter shop 
operators who are readers of Office Appliances. 


New Missouri Firm Wants Office, School Products—Starting the Baldwin 
Typewriter Company, 605 East Patterson, Kirksville, Mo., Frank H. Bald- 
win is interested in securing associated items for the office and school 
trade. The new firm has the Royal typewriter agency for ten counties in 
northeast Missouri. 


Trade Catalogs Wanted by St. Paul Firm.—Miss A. L. Keller, Address- 
ograph Plate Service, 274 W. George St., St. Paul 7, Minn., plans addi- 
tion of some lines of office equipment, supplies and gift items. She 
would appreciate receiving trade catalogs and price lists from manu- 
facturers. 


CORPORATION REPORTS AND 
FINANCIAL NOTES 


Eversharp, Inc., Chicago, I!l.—Eversharp, Inc., has reported an 80 per 
cent increase in net earnings during the past year and said the current 
backlog of orders is the largest in its history. In an annual stockholders’ 
report, the corporation listed net income at $1,804,444 for the year ending 
February 28, as compared with $1,009,148 the previous year. The net in- 
come amounted to $4.39 per share on 395,468 common shares, as compared 
with $5.90 on 159,136 shares the previous year. Based on the number of 
shares outstanding the previous year, last year’s earnings would have 
averaged $10.90 per share. The corporation split stock two for one in 
May, 1945. Sales for March and April this year were reported up 48 per 
cent, with income increased 225 per cent over the same period a year ago. 
Director Ralph A. Bard said the board had agreed in principle on a new 
plan to transfer business and assets of the Magazine Repeater Razor Com- 
pany, manufacturers of the Schick injector, to Eversharp to exchange 
three shares of Eversharp common stock for two shares of razor company 
stock. Eversharp holds 40 per cent of the razor company stock, but the 
Chancery Court of New Jersey entered an order restraining consummation 
of a proposed merger because the two companies were not engaged in 
business of a similar nature. (Chicago Daily News, May 11, 1946.) 


Parker Pen Company, Janesville, Wis.—An 80 per cent increase in earn- 














OFFICE APPLIANCES, June, 1946 


¢ 
3 
i 
x 
3 
| 


four 
lished 
dling 
es to 
well 
plane 


avid- 
Drew 
con- 
plies. 
mer- 
l2 N. 


« 161, 
urers 
ances 


‘urni- 

new 
nanu- 
come 
tract 


iness 
lobes 
and 
1243 
rious 
sales 
Mr. 


iting 
2s of 
west 
lage- 
horn 
th a 


Com- 
sires 
office 


and 
anta 
idise 
New 
g is 


ager 
and 
desk 
the 
ment 


ding 
> we 
They 
ma- 
»ffice 


scog- 
rting 
ound 

eall 
ead- 


Box 
ceive 
and 
shop 


dwin 
3ald- 
‘hool 
2s in 





ings for the fiscal year ended February 28 was reported on May 8 by 
Parker Pen Company and its Canadian subsidiaries. Net income in the 
last fiscal year amounted to $2,331,683, against $1,294,892 for the year 
ending February 28, 1945. Share earnings in the two years, based on 
330,000 shares of new capital stock which resulted from a two-for-one split 
February 14, were $6.14 and $3.41. The company reported profit before 
taxes of $7,301,549 for the year ending February 28, 1946, and $4,758,690 
the preceding fiscal year term. This represented a 60 per cent increase 
and the company’s account: was helped further by elimination of the ex- 
cess profits tax for the two 1946 months which caused taxes to be in- 
creased only 30 per cent to $4,964,866, as against $3,463,793. Net in both 
periods is subject to renegotiation, the report stated. (Chicago Journal of 
Commerce, May 9, 1945.) 


Pitney-Bowes, Inc., Stamford, Conn.—In its annual report for the 
fiscal year ended March 31, mailed May 29 to stockholders, Pitney-Bowes, 
Inc., reported consolidated net income of $516,432 after all taxes and 
charges. A reconversion operating loss of $594,168 was offset by reserves 
and tax recoveries. The net income, equivalent to 57 cents per share, 
compares with $486,116, equivalent to 53 cents per share, for the previous 
fiscal vear. All income amounted to $7,227,724, compared to $11,105,334 
for the previous year. The consolidated earned surplus account showed 
a balance of $1,511,921 on March 31, 1946, as against $1,402,162 on 
March 31, 1945. Assets are listed at $12,119,808 as compared to $9,644,557 
for the prior year. 

L. C. Smith & Corona Typewriters, Inc., Syracuse, N. ¥.—Operations of 
L. C. Smith & Corona Typewriters, Inc., and subsidiaries in the first three 
months of this year produced a net income of $204,560 after all charges, 
including taxes, of $158,192. The income is equivalent to 63 cents on 
322.569 common shares. It compares with the net of $51,565, or 11 cents 
each on the 276,237 shares of common stock after dividend requirements 
on the preferred stock outstanding in the March quarter a year ago. The 
income for that period is after deducting $228,251 for taxes and $79,357 
for final adjustment of 1943 renegotiation. Net sales were $4,191,694. com- 
pared with $3,654,554 in the first quarter of 1945. (New York Times, 
May 14, 1946.) 

Eversharp, Inc., Chicago, Il.—Director of Eversharp, Inc., on May 21 
declared an extra dividend of 20 cents a share and the regular quarterly 
dividend of 30 cents on the common stock, following the recent three- 
for-two stock split, or the same amounts as prior to the split. Ralph 
A. Bard, chairman, and Martin L. Straus II, president said the dividends 
total about 30 per cent of the indicated quarterly earnings. (Chicago 
Sun, May 22, 1946). 


American Writing Paper Corporation, Holoyoke, Mass.—On May 20, the 
company called for redemption on July 1, at the principal amount and 
accrued interest, $500,000 of its general mortgage bonds due in 1961. 
(New York World-Telegram, May 20, 1946). 








NEW TRADE LITERATURE 


Manifold Supplies Company, Brooklyn, N. Y., has just issued its new 
1946 catalog, the first since before the war, printed in color and profusely 
illustrated in listing of the varied line of carbon papers, ribbons and 
typewriter supplies under the Panama trademark. A _ full-color insert 
pictures the Panama Two-Color Uni-master, patented method permitting 
contrasting colors to be struck off in one run through the machine. 
Dealers and users of such supplies are invited by the company to write 
direct for a copy of the catalog. 


Ever Ready Label Corp., 141 E. 25th St., New York, N. Y., has just 
issued a complete post-war label catalog. Three quarters of a million 
copies of this reference to ‘‘What’s What’? in stock-designed and 
custom-made labels are being sent to more than 300 classifications of 
American industries and service organizations. Copies of the catalog, 
“Tools of Business,”” may be secured by writing the company at the 
above address. 

C-Thru Ruler Company, 385 Capitol Ave., Hartford, Conn., has just 
issued a new catalog describing many new items developed by the com- 
pany. These products include the Spee-Dotter, the quadrant protractor 
and center finder, new French curves, and all-plastic T-square. The cata- 
log, describing the complete C-Thru line, may be obtained by writing the 
company at the Hartford address. 


Neidich Process, Burlington, N. J., has just issued new price lists to 
cover the changes of prices permitted under Amendment 77 to Order MPR- 
188, issued by the OPA and effective April 8. The new prices supersede 
and invalidate all previous catalog price pages, price lists and quota- 
tions. New price pages for the catalogs and new price lists will be issued 
as soon as possible. 


Red Feather Products, Ltd., Redwood City, Calif., has recently issued 
a new Red Feather catalog containing information on former products 
and the new Fact-O-Scope. Several price changes are listed and informa- 
tion is given on the change of the standard factory pack of stencils to 
24 quires to a carton, instead of 20 quires. 


Eberhard Faber Pencil Company, Brooklyn, N. Y., has just published 
an illustrated brochure, in color, carrying the theme, “It’s Been Worth 
Waiting For,” in introduction of new Eberhard Faber ball-bearing pen. 
Descriptive material is used in advancing the claim of ‘‘effortless writing”’ 
for the new pen. 


F. S. Webster Company, 1-23 Amherst St., Kendall Square, Cambridge, 
Mass., has just issued a new general catalog of information on the 
Webster line of carbon papers, typewriter ribbons and duplicating mate- 
rials. The catalog is attractively printed in color and has a heavy cover. 


_ Advance Salesbook Company, 148 W. 24th St., New York 11, N. Y., has 
just issued an illustrated circular and price list of pressboard metal tab 
guides and self-tabbed guides. This trade literature may be secured by 
addressing the company. 


—_—_——_ = 9 


SELLERS’ MARKET MAY TURN TO BUYERS’ ERA IN 47 

Whether we have a healthy prosperity over a long span of years in 
the United States, or a short period of inflation followed by years of 
depression, depends largely upon the attitude of the public in the next 12 
months, declares Henry H. Heimann, executive manager of the National 
Association of Credit Men, in his Monthly Business Review released on 
May 15. He predicts also that the present seller’s market will turn to a 
buyer’s market much more rapidly than many people now expect and in- 
dicates that when this change does come, the competition for business 
will be quite severe. 

“The more efficient business organizations are now leaving no stone 
unturned to develop active sales programs and to expand their distribu- 
tion outlets. These farsighted businessmen are making their plans on the 
theory that the buyer’s market will be a reality toward the end of 1947.” 
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IN JUNE OF 1876, WHEN: 

A tension hook was offered as a new adjustable paper file. 
It was necessary merely to push the papers over the prong for 
filing. . . . The Stationers Exchange baseball club was organized 
in New York. . . . Richard Esterbrook, Sr., returned to New York 
City after a western trip. . . . The American Bookseller’ 
urged blank book makers to sell by the count and not by the 
quire. .. . Amberg showed self-indexing files and binders at the 
Philadelphia Exposition. . . . (From files of the American Stationer). 


IN JUNE OF 1886, WHEN: 

The Chicago correspondent of the American Stationer reported, 
“The unsettled state of affairs caused by the labor trouble is 
gradually wearing away.” . Reynolds & Reynolds, Dayton, 
Ohio, introduced a new receptacle tablet with “a place for every- 
thing.” . . . Chicago stationers boasted, not about the Windy City, 
but of Chicago as “The Coney Island of the West.” ... A London 
firm of pencil makers converted its shavings and sawdust into 
“Dust of Lebanon,” to be sprinkled on the fire for removing the 
unpleasant odors associated with cooking. . . . (From files of 
the American Stationer). 


IN JUNE OF 1896, WHEN: 

A fishing trip kept President Walter F. Cushing away from 
meeting of the Boston Stationers Association. . . . 13 employees 
of Friedwald Printing Company, Chicago, were injured when the 
elevator fell. . . . Leon Bolee, French inventor, introduced a new 
calculating machine. . . . The Eagle Pencil Company introduced 
a new pencil known as the Simplex, a novel feature of which 
was the ease with which the wood “can be removed for sharpen- 
ing the pencil.” . . . (From files of the American Stationer). 


IN JUNE OF 1906, WHEN: 

Chicago managers of various typewriter concerns banqueted 
F. E. Van Buskirk, Remington manager, who was transferring to 
the East. Representatives present included John S. Bayes, Rem- 
ington; J. H. Newport, Smith Brothers; F. L. Shoes, Monarch; 
W. G. Lenderson, Smith Premier; O. T. Owens, Blickendorf; C. E. L. 
Clark, Fox; P. K. Pennington, Oliver; C. B. Price, Fay Sholes; and 
L. D. Camps, Underwood. . . . Announcement was made that the 
next National Business Show would be held in Madison Square 
Garden, New York City, October 27 to November 3. .. . Death 
came to Channing Paine, for 14 years editor of ““Geyer’s Stationer.” 
. . . (From files of Office Appliances.) 


IN JUNE OF 1916, WHEN: 

Walter Rodiger carried off the honors in the Chicago Stationers 
golf tournament held at Park Ridge Country Club. . . . Robinson 
Murray joined the advertising department of Elliott Fisher Com- 
pany. ... World War I caused a shortage of typewriter 
ribbons because of thé lack of analine dyes, formerly imported 
from Germany. . . . The Cardinell-Vincent Company of San Fran- 
cisco, Calif., moved to larger quarters. . .. A wave of patriotism 
caused new popularity for American walnut in office furniture 
as imported woods were scorned. . . . (From files of Office Ap- 
pliances). 











LET US EXALT— 


Americans are prone to speak loudest of their have-nots in ma- 
terial shortages and strike-born annoyances. But on Flag Day and 
Independence Day let us instead, proudly and reverently, in prayer 
or song, intone ‘“‘God Bless America.” 

Let us be gratefully conscious of what we enjoy—more food 
than any other land, the highest wage for gainful labor, liberties 
written into law and maintained by the judiciary. 

Rippling in the breeze, the American flag proclaims privileges 
which, though commonplace in our nation, are denied to many 
others the world over—rights to cherish and not decry—rights 


which we should exalt. 


12 OFFICE APPLIANCES, June, 1946 





46 


tice 


pliances 


The Trade Journal of the Office Equipment Industry 





Vigorous Merchandising and Right 
Policies Build Profitable Business 





O MAN NEEDS TO BE a merchandising expert to 
detect the difference between the stationery busi- 
ness that is merchandised dynamically and progres- 
sively and the kind of outlet that is managed and 
promoted along the line of least resistance, with new 
ideas as infrequent as the traditional purple moon. 
Anyone can tell the difference the minute he crosses 
the threshold of each type of store. 

It is a fact, however, that advertising and selling 
aggressiveness is not the only requirement for com- 
mercial success in stationery merchandising. The 
stock, management and policies of an outlet need to 
be adjusted effectively to the character of the market 
which constitutes its maximum trade-drawing radius. 

In attempting even to suggest the most constructive 
policies and methods of management, the difference in 
the size and general status of different trading areas, 
and the stores that serve those areas, must be taken 
into consideration. The type of buyer that predomin- 
ates, the number and class of competitors established 
in the locality, and the class of trade which the sta- 
tioner is endeavoring to develop all enter into this 
consideration. 

Except for a certain well-known type of outlet in the 
very largest cities, a stable trade with stable prices is 
a better prescription for policy than cut prices and 
fly-by-night customers. With this basic precept in 
mind, an occasional comparison of the stationer’s cen- 
sus of customers—that is, the number of his regular 
customers—with the amount of sales made to each 
customer during the year will afford a clue as to 
whether he is obtaining practically all of each cus- 
tomer’s stationery patronage. 

Such a comparison is a practical method for judging 
the-trading allegiance of customers and how well their 
trad’: is being held against the lure of competition. 


Foresight Required on Business Problems 


In any business so complex and full of details as 
that of the modern stationer, business problems are 
inevitable. Some of these problems can be solved 
from day to day as they arise. Others present greater 
difficulties, but the stationer of long experience will 
usually have the qualifications necessary to anticipate 
them so that they can be solved in advance of the 
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time when the application of the solution is required. 

Such experienced foresight is particularly important 
with regard to questions of introducing new lines of 
stock, methods of attracting and holding public in- 
terest, and plans for matching competition or meeting 
demands for special services. 

The multiplicity of items characteristic of the stock 
of the stationery business requires buying foresight 
and vigilant inventory control to a degree necessitated 
by few other lines of trade. The stationer must func- 
tion virtually as a purchasing agent for the clientele 
that his store serves. Reputation requires him to have 
in stock, in ample quantity and complete range of 
assortment, every item that a buyer could logically 
expect to find in a modern stationery outlet. This is 
no simple buying responsibility, especially when judged 
with due regard for the economic necessity of main- 
taining turnover periodicity with profit-producing 
ratio to weekly or monthly sales volume. 

The number of outlets with relation to the popula- 
tion of his trade-drawing radius—the population, con- 
sidered with regard to the number of identified com- 
mercial users of stationery and office sundries— 
determines what shall be the maximum dollar volume 
of the stationer’s average monthly inventory to insure 
a profitable rate of stock-turn. 

The over-all or long-range profit of any retail busi- 
ness investment can be determined on a yearly basis, 
but the profitability of current operations requires 
checking at much more frequent intervals so as to 
know the financial trend of operations as well as to 
appraise intelligently the immediate effect of special 
advertisements, timely display promotions and all 
other methods of business development. 

While the stationery trade has a few historic prob- 
lems, such as the mongrel competition of a type of 
miscellany merchandisers that are not stationery out- 
lets at all, yet can sell a considerable quantity of 
unpedigreed stationery articles in a narrow range, at 
small expense and at an inordinate profit, it has many 
blessings peculiar to itself. 

The character of a stationery stock seems to make 
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it immune to the so-called “chain store” exploitation 
that has afflicted other retail industries, and the sta- 
tioner does not have to worry about perishables, as 
does the grocer, nor about style changes, as does 
the clothing dealer. He is, however, subject to some 
small element of speculation in the matter of the 
sudden obsolescence of a comparatively few items. But 
this minor risk can be made negligible by experienced 
merchandising intuition applied in buying and by 
keeping constantly informed as to the trend of in- 
ventions and innovations in office methods and equip- 
ment. 

On the optimistic side of the trade picture, the 
basic and universal character of the stationery indus- 
try marks it at once as a permanent and indispensable 
segment in the structure of all commerce and industry. 

No other kind of business activity can grow and 
prosper without benefiting the stationery industry 
because of the great diversity of constant-replacement 
items required in varying amounts by all business 
houses at all times. Even the legion of individuals 
who never attain business proprietorship cannot go 
through life without buying some of the stationer’s 
wares, whether they be only paper and pencils, foun- 
tain pens, ink or blank books. 


Diversity of Stock an Advantage 


Because of the great diversity of a modern sta- 
tionery stock, the business is one that need never 
depend upon any side line to pay the rent. Another 
thing on the positive side: The customers of a sta- 
tioner do not buy in the spring and fall only, but all 
through the year. 

It is true, of course, that such a large stock and 
the adequate presentation of it requires large selling 
space and dominant window display frontage for any 
stationery outlet in a large community and, therefore, 
a fairly large investment. 

In the average city, there is no such thing as a 
uniform level of price or quality demanded by the 
public. All successful retailers find it necessary, in 
greater or lesser degree, to cater to more than one 
price level of demand, even when they do not engage 
in the pernicious and fallacious practice of price-cut- 
ting. This situation necessitates handling most goods 
in three brackets of values and prices—excellent, good 
and ordinary—the proportions of each being de- 
termined necessarily by knowledge of local buying 
habits. 

Selecting Stock to Fit Price-Level 


While it is true that customer demand dictates the 
stock selections of the average retailer in all lines, the 
idea of finding the price at which an article will 
sell readily to one’s trade and then selecting the article 
most feasibly sold at that price is a much better policy 
than ignoring the demonstrated maximum-price ac- 
ceptance of the community, and later finding it neces- 
sary to force the sale of the goods by manipulating 
the price. Such a mistake is often the only real im- 
petus to the price-manipulating evil, apart from the 
dealer who imagines that he can corral all the trade 
of the locality by giving away some of his legitimate 
profit. 

On the other hand, however, there is some truth 
in the assumption that many dealers habitually un- 
derestimate both the ability and the willingness of 
their customers to increase their accustomed price- 
level for certain purchases if what is offered to them 
appeals to them. A reasonable application of enter- 
prise, even when it seems to involve speculation, is 
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necessary to ascertain the practicability of selling a 
certain line or article at a slightly higher price-level; 
otherwise, the dealer may be unwittingly forfeiting a 
certain amount of business. 


Developing Buying Allegiance 

Every buyer’s patronage should be developed as 
fully as possible with a view to getting the buyer’s 
business exclusively. Here is where constant nurturing 
of trading allegiance, once won, comes into play. The 
individual non-commercial buyer, whose purchases 
total only 50 to 100 dollars a year, but who buys all his 
stationery needs from the one stationer, represents 
just as much in trading allegiance as the commercial 
buyer who spends $3,000 a year, assuming that the 
latter likewise gives the stationer his business exclu- 
Sively. 

Many prosperous business men attribute their suc- 
cess in building up large establishments more to their 
power of concentration than to any other personal 
quality. When they began their careers, they did not 
have in mind so much the end of their work as its 
beginning. On this they concentrated every effort, 
knowing there could be no successful future without 
an auspicious present. Their motto was “do one thing 
at a time and to do it well.” 

In line with this idea, it is much better to add one 
new department to a store, giving its development all 
the creative interest possible, than to attempt to ex- 
pand in three or four ways at the same time. When 
the first addition has been so carefully studied and 
developed that it has become profitable and needs no 
further special attention, another may be added and 
moulded in the same way into a paying feature of 
the store. If it does not work out that way, it may 
be discontinued before its unprofitable operation has 
been concealed for months. 


Proprietor Guides Development Process 


The limitations of the earning powers of a retail 
store are often what the proprietor has unwittingly 
made them. If he is a man of narrow vision, he will 
fail to develop his business to impressive proportions. 
It is said that comparatively few retail stores are 
developed to their maximum potentialities when the 
locations have been chosen wisely. 

It is easy to allow a business to travel in ruts and 
for one to think, because gross income remains fairly 
stable, with a sustaining profit month after month or 
year after year, that the business is reaping about all 
the harvest there is to be gathered in the locality. 

This attitude is following the line of least resistance 
which, though a natural principle of physical evolu- 
tion, leads to mediocrity if not ultimate failure in 
business. As a matter of fact, there is probably only 
one store in 50 that cannot be vitalized into better 
earning capacity by the intensive application of mod- 
ern merchandising techniques. All big growing con- 
cerns are managed by men who devote a large part of 
their talents and energies to developing new business. 
It is even more important that the smaller business 
houses should do likewise. - 

In many outlets, nearly 70 per cent of daily trans- 
actions are in 50 per cent of the stock items. Few 
or no regular promotions are planned on the better- 
profit or “heavy” equipment appliances that would 
jack up the net profit level of the whole business 
at the end of the month. Increasing the turnover of 
the real profit-pyramiding merchandise is the clue 
to the problem of increasing the profitability of the 
business. 
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“Anyone Can Run an Office 


Appliance Store” 


By H. R. SIMPSON 





URE, GO AHEAD, JIM! You can’t lose. Anyone can 
~ run a Office appliance store! That is the way Jim 
Douglas’ friends talked to him, just back from three 
years in the far Pacific. What difference did it make to 
Jim’s advisors if Jim had never had any business ex- 
perience, had never teen behind the counter of a store 
of any kind? Jim’s knowledge of modern retailing was 
limited to peddling pop at ball games as a kid. 

When Selective Service picked him up, he was learn- 
ing to repair cars in the Briggs’ garage, and doing 
pretty well at it. He had a knack for that sort of thing. 

Jim’s father-in-law was a small-town dentist who 
had always regretted he hadn’t gone into retail busi- 
ness. It was his idea that the returned soldier enter 
the office appliance business. He would help him out 
with a little capital. “What this town needs,” he would 
say over and over, “is some competition in the office 
appliance business. Old Man Hunt is getting rich. 
Why, I can tell you of 50 good buyers who’ll leave Hunt 
instanter when Jim starts up!” 

The father-in-law, like Jim’s friends, believed that 
“anyone can run an office appliance store.” Is that 
statement true? The chances are good that Jim will 
get a chance to test the theory. “What appeals to me, 
fellows,” he remarked to “the boys” in Al’s Place, “is 
that I’ll be my own boss. It’s the bunk, this working 
for the other fellow!” 


Successful Store Operation Requires Real Ability 


The man in business usually has a fairly long mem- 
ory. He recalls without difficulty the depression of the 
1930’s, when a majority of stores and other commer- 
cial enterprises operated at a loss. He remembers the 
trifling (by 1945 standards) economies that office ap- 
pliance merchants and other retailers pursued with a 
grim determination—a nickle saved here, a dime there. 
There were millions of unemployed in those days—but 
they weren’t rushing to open new businesses. There 
was mighty little to encourage them in the commercial 
news; businessmen by the hundreds and thousands 
were going out of business, losing all they had put in, 
or most of it, or going bankrupt. No, in those days 
it wasn’t being said, “Anyone can run an office appli- 
ance store.” 

To run an office appliance store or any other kind 
of business quite obviously requires considerable abil- 
ity, together with other favorable factors, if profits are 
to be shown. 

It would seem that the general public has a memory 
much shorter than the businessman has. During World 
War II, the problems were not to find buyers or make 
sales, as during the depression. The merchant able to 
get merchandise and keep his organization together 
had a good chance to make profit. Certainly men went 
out of business, closed down, by the hundreds of thou- 
sands, largely because it took “spunk” to stand up to 
all the grief of retailing. Even during World War 
II, it wasn’t true that “anyone can run an office appli- 
ance store.” 

The general public, however, forgets all of the mer- 
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chants who have been “taken out”, sees only those 
that remain—a select group who undeniably have 
been making money, practically all of them. The gen- 
eral public is acquainted with the scarcity that still 
exists for a great many items. And the general public, 
not being smart or wise, believes “anyone can run an 
office appliance store.” 


Many Skills Essential 


The fact is, that “running an office appliance store” 
calls for not two or three, but a great many skills. 
It calls for much knowledge. It calls for expert judg- 
ment in many things. It calls for character, a whole- 
some philosphy, a wish to serve people. 

In the draft, despite the fact that America is a 
nation of well-fed, sturdy stock, millions of men were 
rejected. 

If, instead of Army medics, a group of qualified ex- 
perts had interviewed, tested and checked the same 
group, the percentage found qualified, potentially, to 
manage businesses of their own, would have been piti- 
fully small when compared with those passing the 
medical examination. 

Of the Jims and the Joes returning home in de- 
mobilization, the number to whom the idea of owning 
a business, escaping from a “boss”, is infinitely greater 
than the number who have what it takes to win. For 
not many of them “have what it takes.” 

A man may forget quite a number of the qualifica- 
tions which running an office appliance store de- 
mands. For example, he may be a good salesman, a 
competent man keeping books. As an Army officer, he 
may have shown his ability to get the most out of his 
men. But the man who sets out to run an office appli- 
ance store must have ability beyond these things. He 
must know how to weigh the pros and cons of a busi- 
ness situation and arrive at the right decision. The 
particular question may concern the employment—or 
the discharge—of a man. It may relate to prices. It 
may be concerned with a choice of suppliers. 

The office appliance dealer is constantly in the posi- 
tion of having to make decisions. The competent man 
— the merchant who does have “what it takes” — 
doesn’t always arrive at the right answer, but his per- 
centage is high, good enough to keep the business on 
a profitable course. 

The novice entering the business has no conception 
whatever of the necessity for precise judgment. He 
doesn’t realize that, in his ignorance and ineptness, 
he will make one error after another. He does not 
know how quickly mistakes can count up, getting a 
business hopelessly out of balance. 


Inept Entrepreneur Should Be Discouraged 


It takes business ability of a high order to run an 
office appliance store, year in and year out, and make 
money. Anyone can’t run an office appliance store. 

In these post-war days, a heavy obligation weighs 
on those in a position to influence men who are con- 
templating starting an office appliance store—or any 
other local business. The temptation to William Tyler, 








who has an opportunity to lease his vacant store to a 
tenant entering the office appliance business, is strong 
—though the prospective tenant is thoroughly and 
obviously unsuited for his venture. Banks like to add 
new commercial accounts—but the banker owes a duty 
to society. That returned veteran without business 
qualifications should be frankly discouraged in his 
plan to open a store of his own, even though he has 
sizable capital. He should be told, instead, to get a 
job in some retail store, and acquire experience. 
Jim’s father-in-law may like the idea of more local 
competition in the office appliance business—that 





being a chronic hope of buyers in general—but he 
shouldn’t encourage the young fellow who has no ex- 
perience. 

And office appliance merchants, from time to time, 
have the opportunity to exercise a discouraging in- 
fluence. The young fellow from miles away who drops 
in and seeks information and advice can be told of 
the difficulties and problems of the office appliance 
trade. 

If Jim doesn’t belong in the business, almost surely 
will have a bad experience if he attempts it. Let’s do 
our best to persuade him to give up the idea. 


‘Prescribed Ribbons and Carbons” 


Increase Sales 





OOD MERCHANDISING of typewriter ribbons and 

carbon paper is largely a matter of “educating the 
customer”, according to Comfort Printing and Sta- 
tionery Company, St. Louis. 

Instead of regarding typewriter ribbons and carbon 
paper as merely “supplementary merchandise” with 
little or no specialized sales appeal, the Comfort 
concern has built a definite merchandising program 
around them. It is based, according to the manage- 
ment, on one simple fact—that there are very few 
men in business who realize that there are many 
varieties of typewriter ribbons, and a similar choice 
in carbon papers. 

All retail salespeople in the new Comfort store in 
downtown St. Louis, as well as “outside salesmen” 
calling on business houses and offices, have under- 
gone specialized training on this subject. Classes and 
instruction on the topic are held often enough that 
the men do not overlook the merchandising feature 
of either ribbons or carbon paper, even when intro- 
ducing brand-new items. Thus, there is nothing 
“prosaic” about these two more or less standard items 
in the Comfort system of presentation. 


Emphasize Need of Right Ribbon for Job 

One of the most effective ways of creating increased 
ribbon sales, for example, is the fact that many office 
typewriters are fitted with ribbons which are not 
particularly suited to the job, according to Comfort. 
For example, the firm salesmen frequently find typists 
using a red and black typewriter ribbon, when there 
is absolutely no need for the red provision. In other 
cases, typists are using too heavily inked ribbons 
where clean-cut “copperplate” typing is needed. Merely 
looking for these instances affords Comfort’s salesmen 
an opportunity to “tell the whole story” on ribbons 
and carbons to customers. 

They point out that typewriter ribbons are now 
manufactured in a variety of colors, as well as degrees 
of ink. Blue, green or purple ribbons may easily fit 
into many office plans—either to identify the mate- 
rial typed with a particular classification, or to har- 
monize with colorful letterheads or promotion pieces. 
Literally dozens of “colorful” businesses such as sport- 
ing goods and theaters, can utilize colored ribbons to 
make their letters more attractive, it was pointed out. 
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By BERT MERRILL 


Therefore, Comfort salesmen regularly carry colored 
typewriter ribbons for the purpose. 

The store salesmen also demonstrate that ribbons 
may be had in lightly-inked, medium-inked and ex- 
tremely heavily-inked varieties for various purposes. 
Where records must be kept for many years, the sales- 
men point out that it is often better to use a heavily- 
inked ribbon, which will permeate the paper more 
deeply. In other instances, the lighter-inked ribbon 
may be far better. Each salesman simply makes an 
examination of the case at hand and supplies the 
ribbon to fit. Customer interest is always aroused 
easily in this way. 

Similarly, the choice in carbon paper ranges through 
a variety which offers many chances to “tailor” a 
particular type to a specific office need. For example, 
Comfort salesmen frequently find that business firms 
are attempting to make from four to eight carbon 
copies of a single sheet with a carbon paper meant 
for only one or two duplicates. Specifying a multiple- 
copy paper which will easily transfer the impression 
through a larger number of sheets has saved office 
Managers many valuable hours and, of course, opens 
the way to still more carbon paper sales. As in the 
ribbon picture, it is possible to suggest and sell colored 
carbon paper for a particular use, and special types 
which fit oversize office paper or produce better results 
with particular types of paper. 

On their regular rounds, Comfort salesmen teach 
office typists how to change carbons without soiling 
hands or paper. This is a simple matter of tearing 
off triangular corners of waste paper sheets, bending 
them over, and pinching the carbon paper only within 
the folded triangle. In changing ribbons, usually 
an unpleasant job for all typists, salesmen demonstrate 
how to make “gloves” of scrap paper, thus keeping 
smudges off the hands and the paper concerned. 
Each salesman invariably carries several samples of 
both carbon paper and ribbons with him on his calls— 
for actual on-the-spot demonstrations. 
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Getting the Most Out of the Office 


Equipment Business 





As told by 


A. J. GUNDERSON 


Meffert Office Supply Company, 
Louisville, Ky. 


and 


A. B. CONNOLLY 


Reliable Office Equipment Company, 
Evansville, Ind. 


To J. C. PORTER 


HE MEFFERT Office Supply Company of Louis- 

ville, Ky., of which A. J. Gunderson is presi- 
dent, has been in the standard and portable typewriter 
sales and service business for 20 years. During 
all of this time nothing was done to improve the lot 
of the service department. Its main drawing card 
was that the same service man was on the job and the 
same type of advertising had been used for all of the 
20 years. About the best that could be said for all 
of this was that it kept the department operating at 
a point where expenses were met. 

“Last year,” says Mr. Gunderson, “we decided that 
the time had arrived for some progressive changes. 
We completely renovated the department. We hired 
at an attractive figure one of the best service men in 
the city of Louisville and installed him as head of 
the typewriter service department. We changed our 
location to larger, well-lighted quarters. We installed 
the best possible cleaning and repairing equipment, 
which gave us a thoroughly modern repair depart- 
ment.” 

With this done, the firm began to tell the business 
people of Louisville just what had happened and what 
they could then expect in the way of typewriter serv- 
ice and repairs. As a result of the modernization 
process and the publicity that was given the improved 
layout, service revenue jumped from $200 (the amount 
done last June) to an average of over $1,500 a month 
today, with business showing steady and noticeable 
gain month by month. Repair work is now coming 
in at such a rate that the shop, improved as it is, 
cannot handle it . 


Other Business Machines Handled Separately 


The improvements made in the facilities for servic- 
ing typewriters were also carried through in the cal- 
culating and adding machine service department, 
separate from that servicing typewriters. Specialists 
in servicing calculating and adding machines were put 
in charge, just as in the typewriter service department. 
With trained specialists in the shops, a high service 
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MR. CONNOLLY 


MR. GUNDERSON 


production record is maintained. 

The influx of business since the service departments 
have been renovated has made it necessary to hire 
and train new men as time goes on. In hiring new 
men for these service shops each applicant is consid- 
ered from five standpoints. 

1. He is checked to see that he has a good back- 
ground as a community citizen. 

2. He is checked for mechanical inclinations, 

3. He is studied personally to determine if he has a 
pleasing personality, is well-mannered, gracious and 
whether he dresses neatly. 

4. His education is checked to determine if it is such 
that will enable him to meet businessmen and women 
on an equal basis. 

5. His sales ability is checked. 

When a new man successfully passes these five 
check-ups, the firm is fairly certain that he will 
develop with training into a worth-while addition to 
the service department. This firm believes in avoiding 
“grease monkeys”. The procedure used to hire new 
men is slower and considerably more costly, but in 
the long run it produces a much higher type of men, 
reduces labor turnover and complaints, and results in 
amazing dividends. 

Once hired, these men are taught how to handle 
tools, how to meet the public and how to work in a 
customer’s office without upsetting smooth-running 
office routine. 

“We get proof of the wisdom of our manpower hir- 
ing method every day,” says Mr. Gunderson, “when 
our customers tell us ‘you certainly have a fine service 
man’, or ‘your service man certainly knows his busi- 
ness”, or ‘that service man of yours certainly knows 
his business’, or ‘the service man you sent to our office 
is a high type of man and we like to have him around 
the office’.” 


Service Men Creat Good Will 


As a result of employing high-type men in the serv- 
ice departments this firm is able to turn their abilities 
into profit in other ways than through service. Men 
like this are continually turning in tips to the office 
which, when followed up by the sales force, result in 


17 








the sale of new equipment. Because the service men 
have made such a good impression much sales re- 
sistance is broken down, so that the salesman going 
to sell a piece of new equipment finds the selling re- 
markably easy. Unlike many in the office equipment 
business, this firm shows its appreciation for such 
tips in a substantial way that the men appreciate 
and find worth while. Right here it might be remarked 
that it is alarming how little loyalty there is among 
service men for the firm for which they work. This 
is especially noted in factory branches. The reason for 
this is quite apparent. The service man gets no credit, 
often not even a ‘thank you’, for turning in a tip that 
results in the sale of a new machine. Thus he doesn’t 
even bother to turn in such tips and finally develops 
a ‘don’t give a damn’ attitude for the firm for which 
he works. After all, the loyalty of every employee of 
a business is of extreme value to the firm itself. Mr. 
Gunderson sees to it that he gets complete loyalty 
from his employees by giving them the same sort 
of a deal he, himself, would like to get if he were in 
the employee’s place. 

The question of independent dealerships versus fac- 
tory branches is a very live question in the office 
equipment trade and one that definitely has a vital 
bearing on getting the most out of the office equip- 
ment business. Let’s see what A. B. Connolly, general 
manager of the Reliable Office Equipment Company 
of Evansville, Ind., has to say on this score: 


Distributor vs. Branch Manager 


“TI am thoroughly sold on the advantages of a dis- 
tributor arrangement over a branch manager ar- 
rangement, especially in the smaller cities of from 
200,000 population downward,” says Mr. Connolly in 
discussing this subject. “In the first place, in the 
smaller cities you find that branch managerships are 
changed so frequently that they never become very 
well acquainted in the town where they are located. 
The fact that they are sent there on a rather insecure 
basis discourages them from making any definite ar- 
rangements for owning a home, joining various civic 
enterprises and clubs, and taking part in civic ac- 
tivities of any kind. The branch manager as a rule 
lives in a rented house or apartment in the smaller 
towns and at best all he does is call upon the trade 
and attempt to sell on the strength of the name of 
the product, rather than through any personal ac- 
quaintances that he might have made. In the smaller 
cities this is a decided mistake when you look at the 
picture from a long-range standpoint. There is far 
more to the office equipment sales game than pound- 
ing pavements all day long and talking to business- 
men about the equipment. That ‘more’ is what the 
independent retailer has which the factory branch 
manager lacks. We have friends in various organiza- 
tions, such as the Kiwanis, Rotary, Junior Chamber 
of Commerce, Chamber of Commerce, country clubs, 
and so on, to name only a few. These friends, through 
years of association on a social plane, feel a personal 
friendship for us independent dealers that makes 
it desirable on their part to try to buy from us when- 
ever possible. In many instances they will overlook 
advantages of one machine over another in order 
to favor us. In the case of branch manager, it is a 
cold-blooded business proposition with no personal 
angles whatsoever. 

“Where a branch manager enters into competition 
with an independent retailer he will very often lose 
out, not because of an inferior product, but just be- 
cause the branch manager doesn’t actually know the 
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customer. More than that, I find that many branch 
managers never even get a look-in on deals that I 
get because of the fact that when a customer wants 
a machine he doesn’t shop around all over town but 
calls me because he knows me personally. Knowing 
me personally, he has faith in me and asks for my 
opinion. He will buy on the basis of my opinion. I 
have been here in Evansville since 1929, a matter of 
17 years. In that time I have established in the 
minds of my customers and the people of Evansville 
the fact that I am here to stay. They know that I 
will be here to give them service. They know that I 
am financially able to back up my guarantees and 
the factory guarantees if they buy the machine I sell. 
Nine times out of ten they will take my word much 
quicker than they will take the word of some factory 
branch manager whom they hardly know. Their 
friendship for me, plus the reputation that I have built 
up over the years that I have been a neighbor, added 
to the reputation of the machine I sell and the reputa- 
tion of the manufacturer of that machine, is a com- 
bination that no factory branch manager can beat. 
I am sure of that.” ‘ 


Independent Dealer Uses Own Capital 


“There is another point that should be made in 
favor of the independent retailer over the factory 
branch,” says Mr. Gunderson. “The independent re- 
tailer has his own capital invested in his business, 
whereas the factory-controlled branch operates with 
factory capital. I believe that the equipment man 
operating with his own capital will always make a 
better showing than the man who is simply a manager 
and is operating with factory capital. Not only is he 
interested in making a profit on his capital, but he is 
interested in building up a business that will endure 
through the years. After all, a business that is built 
to last is the only kind of a business that is worth- 
while. This is especially true in the office equipment 
field. 

“Another weakness of the factory branch layout, 
as I see it, is that as soon as a factory branch man- 
ager makes good in a locality, he is generally trans- 
ferred to some weak territory with the idea of building 
up sales there. This rather ‘penny wise and pound 
foolish’ system may produce average sales, but I am 
sure that it doesn’t build sales on a solid foundation 
like that laid by the independent retailer who is in 
business at the same location year after year.” 

The question of distributor-type operation over a 
dealer operation is a live one and has a definite bear- 
ing on getting the most out of the office equipment 
business. 

“T am sold on distributor-type operation over dealer 
operation,” says Mr. Connolly in discussing this sub- 
ject. “For example, with Fridén we are distributors 
and we have a sufficient margin of profit so that we 
can appoint dealers under us and pay them a rea- 
sonably good commission. I feel that in our line a 
distributor with several dealers working under him 
can give far better and much more intelligent aid 
to his dealers than could be given by the factory 
working direct with the dealers. 

“I find that dealers often require a great deal of 
guidance, coaching and an occasional kick in the 
pants to keep them in line. They are inclined to be 
more or less lax about making calls and advertising 
by direct mail or otherwise. As a result they go into 
a slump frequently. A factory with many dealers 
working under it cannot possibly furnish the super- 
vision needed to keep them in line. A distributor with 


OFFICE APPLIANCES, June, 1946 





H 
| 
z 
5 
5 
- 
§ 
: 





ts 
1t 
4 
Ly 


of 
le 


~@~@SF- of eH oO 


<p 


SerPpry” 


ct » mere SO 


=S ewer tw wets 


YiwnFw ws www *s 


dealers working under him can do this much more 
effectively and at a much lower cost, too. 

“A distributor because of his position is forced to 
keep after his dealers so as to make them better sales- 
men. I can cite a personal example of what I mean. 
During the days of the WPB it was not the factory 
but myself who sold the dealers on getting WPB 
applications into Washington for approval. When I 
found that civilian buyers were able to get releases 
from the War Production Board, I immediately began 
firing in applications and sold large numbers of cal- 
culators. On the other hand, I know of a dealer in 
another state who, for several weeks after office 
equipment was frozen, did no business at all because 
he didn’t know that releases could be obtained. It 
took me a number of months to convince this dealer 
that he could do business just as I did. Finally I sold 
him on the idea of trying it out by sending in two or 
three applications, which were approved. Then he 
really went to town and thanked me for waking him 
to the possibiliites of selling such equipment, even 
when frozen. The dealer was an old-established one, 
but didn’t yet know his way around. If he had been 
operating under a live distributor, that distributor 
would have waked him up a long time ago. I did it 
as a matter of friendship.” 


Effective Dealer Coverage 


How many dealers should be appointed in the same 
territory to handle the same line of machines? This 
is a pertinent question which, too, may affect the sales 
of office equipment. It might be that the more dealers 
the more business will be produced, or it might be 
that too many cooks will spoil the whole thing. 

“In justice to the many capable office machine 
dealers in the typewriter, adding and calculating ma- 
chine business,” says Mr. Gunderson, “I believe that 
there is an opportunity for office equipment manu- 
facturers to follow to some extent in the steps of the 
automobile manufacturers and appoint more than one 
dealer in the same city, where the size of the territory 
justifies the operation and especially where the pres- 
ent dealer is not giving satisfactory returns. 

“There are several Chevrolet, Ford and Plymouth 
dealers in a metropolitan area and General Motors 
and Chrysler have several different models under 
different names handled by separate dealers in the 
same community. This could certainly be done in the 
typewriter and adding machine field. If the office 
machine manufacturers would work with and assist 
the independent dealers in place of fighting them, 
as is so often done, I am sure the public would receive 
much better service.” 


Exclusive Franchise Recommended 


Mr. Connolly, however, has a slightly different opin- 
ion on the same subject. 

“I for one,” says Mr. Connolly, “would not even 
consider a franchise for an office machine if I thought 
that there would be two dealers handling the same 
machine and in the same territory. Take the Fridén, 
aS an example. The sale of Fridén calculators is not 
quite so competitive as the sale of automobiles, neither 
are there so many competitive makes of calculators 
on the market. In a small town like Evansville I think 
one Fridén representative is enough. Possibly in large 
cities like Chicago, New York and the like it might 
be better to have more than one representative. I 
do not think, however, that they should operate sepa- 
rately, but rather as sub-agents under one distributor 
who would have the franchise. 
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Emphasize Carbon 


Paper Economy 





By LEN LeSOURD 


ECAUSE HE WAS ABLE to demonstrate how state 
departments could cut expenses on a new type of 
non-curling carbon paper, Robert Brown, general 
manager of the Midland Stationery and Supply Com- 
pany, Jefferson City, Mo., signed a six-month contract 
with the State House, whereby Midland will supply all 
departments with carbon paper. 

Manufactured by a national concern, the new type 
of carbon paper not only has a specially metalized 
back to prevent curling under moist conditions, but 
also is non-stencilizing and long wearing. “I pointed 
out that typists and stenos waste great quantities of 
carbon paper because it is unmanageable,” Mr. Brown 
stated. “Typists will reach into a drawer for carbon 
paper, but upon finding curled and wrinkled sheets, 
they simply wad ’em up and throw ’em in the waste 
basket.” 

Manager Brown further explained that he used a 
simple demonstration to prove his point. “I lay two 
sheets of carbon paper side by side, one of an old 
brand and one of the new non-curling type. After 
application of a damp rag to the back of each sheet, 
the difference is quickly noticeable. The old brand 
curls up into an unmanageable shape, while the brand 
with the metalized back remains as flat as a piece of 
sheet steel.” 

Midland not only sells large quantities of carbon 
paper to the State House, but also to near-by schools 
and colleges, and a large number of business firms. 
“Whereas the selling point with state departments is 
in the curtailing of expenses, with business firms we 
point out that carbon paper economy is a way of com- 
bating ‘profit leaks’,’” Brown continued. “Comment in 
all cases has been very favorable, with many typists 
reporting on what a big time-saver the new brand is.” 

With supplies plentiful, Midland plans to base its 
new advertising around the non-curling carbon paper. 
“It’s a fast seller now without advertising, so a build- 
up in newspapers and on the radio should really zoom 
sales,” Brown declared. “I'll stress the fact that it is 
the only new thing in carbon paper in my 20 years 
of experience here in this store.” 

Already the largest stationery store in town, Mid- 
land’s will be remodeled one section at a time in the 
months to follow. “We had no inflated business in 
Jeff City during the war, so rather than anticipating 
any letdown I’m expecting a steady increase in busi- 
ness due to increased enrollment of students at near- 
by colleges, plus a continued large demand for stationer 
goods from the State House,” Manager Brown said. 
“Demands on us are so heavy that I have to do re- 
modeling on a piecemeal basis.” 

Typewriter ribbons are another big seller at Midland. 
Mr. Brown does not believe in repackaging ribbons 
with the name of his store. “When you do this, most 
people think it is an inferior ribbon, so I prefer to 
keep nationally-advertised brand names on all mer- 
chandise,” he said. 








Turning the Trick with the 


Turn of a Wheel 











By T. E. MOORE 


District Manager, 
Seeley Systems Corp., 


Ottawa, Canada 


HE WHEELS OF MODERN INDUSTRY and the in- 
Pi -onae genius of man is the inspiration for the 
new, modern method of literally putting an office on 
wheels .. . through the medium of putting records on 
wheels. Man has for centuries taken the “wheel” as a 
matter of course, and has very rarely given this in- 
vention it’s rightful position in the centuries past. 

Let us very briefly examine this instrument of speed 
and economy. Man’s ability to transport commodities 
impossible to transport on foot was made possible by 
the application of wheels to the ancient cart; the 
results, even in the centuries past, made the job easier 
and less fatiguing, reduced the time element in all 
estimating of future movements. 

The wheels of modern industry are responsible for 
our automobiles and our airliners, both of which, 
strangely enough, are dependent upon the “wheel” 
which is so complacently taken for granted. When we 
place the wheel in its proper perspective and look to 
new fields for it to conquer, we are amazed at the 
many new uses to which it can be so easily adapted. 
It is significant that the wheel could be made to do 
for the office that which it has been made to do for 
so many of our every-day commodities, our industrial 
machinery and the products of our industrial ma- 
chinery. Is it not, therefore, a practical and sensible 
application to office records, a step toward greater effi- 
ciency, with the full knowledge that the instrument 
used is proven for its versatility, economy and speed? 





A WHEEL FILE IN OPERATION 
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Exactly this has been realized by the many govern- 
ment and industrial offices that now operate on 
wheels .. . through the application of cardwheel filing 
for reference and posting. The housing of records on 
wheels has proven itself on the continent from the 
smallest type and number of records to the control 
of vast inventory records. Every type of record that 
can be entered on cards can be used to advantage 
with the wheel method. 


Advantages of Cardwheel System 


The principle itself promotes speed and accuracy 
through the many features the equipment embodies. 
In brief, we have: 

1. Tremendous capacities are made possible for ref- 
erence or posting in the smallest given areas. Thou- 
sands of records can be housed on one wheel, at the 
bid of the operator. 

2. Any one type of record or any combination of 
records can be housed. 

3. A rotating wheel parades a clear, distinct index- 
ing system before the eye of the operator and within 
the proper visionary area (no eyestrain). 

4. The data on every record is clearly and easily 
visible . . . reference and posting back and front of 
the card. 

5. Records can be withdrawn or added easily and 
instantly without moving other cards or disturbing 
the sequence of filing. 

6. The height and reach for the operator remains 
constant and always at the proper level for efficiency, 
which is standard desk height. 

So much for these few points on the principle of 
housing records on wheels. The adoption of the sys- 
tem for office records assures the elimination of much 
waste motion. Through the ability of the operator to 
locate records for reference or posting we can measure 
the efficiency of any system. The greatest saving of 
time is realized through the elimination or reduction 
of the time element in the finding area. It is con- 
clusive that a system which can reduce this time 
element is in the first instance doing a very concrete 
job in attempting to attack the over-all picture. 

When a record is located, the next procedure is a 
personnel move. By this I mean that the ability of 
one operator does not prove nor disprove the efficiency 
of a system. Generally, most operators can post within 
the proper time areas. If, therefore, an average oper- 
ator is posting, no great time can be saved in the 
operation; but if the operator is unnecessarily slow, 
personnel management must make a change if such 
emphasis on time is desired. 

Succeeding operations or standard repeat operations 
and increases in efficiency are dependent upon the 
ability and fatigue element. If a system is designed 
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to give the maximum in the minimum, then a system 
where you have constant references and postings must 
be confined to areas within normal reach and vision, 
and with as little physical effort as possible. 

When we consider that the average operator works 
eight hours per day, five and one-half days per week, 
we can and should strive to equip such operators with 
the best possible tools. Everyone concedes the point 
that the ideal medium from which to work is at com- 
fortable desk height. Yet if all our records now used 
in common were immediately taken to a desk for ref- 
erence and posting, the reduction in work accom- 
plished would be very close to nil. What, then, would 
be ideal? A glance at the principle of wheel filing is 
sufficient to answer this question, for the fewer the 
motions the greater tne over-all saving of time. Trac- 
ing the history of recordkeeping through a century, 
we find that step by step the elimination of waste mo- 
tion and greater concentration of records in the small- 
est given areas has been the fulfillment of our ideal in 
recordkeeping. 


The new signaling methods employed on wheel filing 
are unique, yet the older methods can be adopted at 
will or in conjunction with the new method. The 
system provides for a rapid transfer of present records 
to wheels by a simple operation of perforating present 
records and slipping them on the wheel. 

Much research has been done on cur modern typist 
chair as the best possible aid to posture. The operators 
of systems using these posture chairs must have a 
system designed also for proper posture or the purpose 
is defeated, if operators are forced to move outside the 
proper posture area to locate and post a record. With 
the adoption of wheel filing the operator, seated at a 
unit designed in itself for comfort, greatly reduces 
the fatigue element and captures the full benefit of 
handling a record system within normal reach and 
normal vision. Every record for posting appears with 
the turn of a wheel, in the exact same position as all 
previous records—a natural, practical and sensible way 
to make records the servants of the operator and not 
the operator the servant of the record. 


Let the Customer Help Decide 





E WERE GLANCING through a farm magazine 

some time ago and noticed a colorful advertise- 
ment for one of the greatest feed mills in this country. 
But the heading particularly struck our fancy: “Looks 
like a good feed . . . but what will the chickens think 
of it?” 

Possibly the office supply and appliance dealer would 
benefit from that same attitude. Instead of glancing 
swiftly through the advertisements in this journal 
and deciding that his customers would not care for 
certain new items, he might change his plans so they 
could help do the deciding. Along the line of reason- 
ing mentioned above, we might say, “It isn’t so very 
important what the dealer himself thinks of a line, 
because only customers can make the purchases which 
create volume and profit. So why not at least show 
them what is available, and allow them to pass opin- 
ions on it?” 

Right in this issue of OrricE APPLIANCES are adver- 
tisements covering many products, either new or re- 
cently returned to the market, which could mean 
more profit for you. Some of the most worth-while 
opportunities will never add a dollar to your volume 
because you have made up your mind that your trade 
would not be interested. In some instances your ex- 
perience undoubtedly qualifies you to reach such 
decisions. Frequently, however, your personal likes 
or prejudices are the real reason for failing to follow 
up a valuable lead. 

How can you determine whether you have decided 
wisely—that is, in the same manner as the customer 
himself would have done? Certainly it would be 
more satisfactory to ask him what he thinks about 
the appeal and salability of a new product, rather 
than to guess at the answer. For every time you guess 
wrong you throw out potential profits. 

Very often, the advertisement itself would be suf- 
ficient to show a prospect when you are seeking only 
his opinion and not trying to close the order. If more 
information is needed to give him a more complete 
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idea of the product or line under discussion, a short 
note to the advertiser will bring all the facts. Not 
even a sample will be necessary for this early work 
of judging an item’s customer-appeal, although it 
will be useful in closing the actual orders later. 

After the customer has placed his regular order 
it’s no more than a pleasant moment of relaxation 
to turn to an advertisement and tell him, “I have 
been considering stocking this product, but first I 
want to know what my trade thinks of it. Understand, 
I’m not taking orders now; all I ask is your personal 
opinion.” The customer is complimented by the re- 
quest, and you get the information for an intelligent 
decision—direct and accurate, without guess or error. 

Of course, you will require help from more than one 
customer before your taking on or rejecting an item. 
But you can discuss several new possibilities with him 
on a single regular call, and at the end of a week 
the total of the opinions gathered will start shaping 
up into useful facts. Above all, don’t make a task of 
it; never carry the matter so far that it becomes 
tiresome. It should be interesting to the customer 
and profitable to you. 

What will the results be? We can forecast several 
of them: 

1. Your customers will gladly co-operate. 

2. Some will want to buy without waiting to see 
a sample, regardless of how “low-pressure” your ap- 
proach has been, simply because a good item does 
occasionally sell itself. 

3. The trade may recognize an opportunity where 
you believed none existed, for they see utility and 
appearance from the buyer’s viewpoint, the best way 
to look at an item to highlight the profit angle! 


21 











GI On-the-Job Training Program Helps 


Employers as Well as Veterans 





USINESSMEN BEDEVILED by a continuing short- 
age of desirabie employees might do worse than 
investigating the possibilities of the on-the-job train- 
ing program provided by the Servicemen’s Readjust- 
ment Act, sometimes known as the GI Bill of Rights. 
With millions of young men and women already 
discharged from the service and others slated for an 
early return to civilian life, a tremendous pool of 
latent talent is at hand for enlightened employers 
willing to go to a very slight amount of trouble. By 
employing some of these veterans who are young and 
inexperienced—but anxious to learn—and teaching 
them thoroughly in the precise techniques and skills 
which each individual employer values highest in his 
employees, employers may go far toward solving their 
employment problems for years to come and, at the 
same time, building a staff of workers of much higher 
caliber than would otherwise be the case. 

Before going further, one point of misunderstanding 
should be cleared up. Most employers who have heard 
of the program have been led to believe that it is de- 
signed for large factories and for those with elaborate 
apprentice training departments. Such is not the case. 
An employer with but one worker may become a part 
of the training program. It covers virtually every gain- 
ful occupation. 

Most employers today are confronted with the prob- 
lem of hiring the kind of help they want and keeping 
those employees. They find that the most desirable job 
applicants—usually veterans—are unable or unwilling 
to work for the starting scale of wages that employers 
are able to pay for unskilled or only partially skilled 
services. Ths is particularly true of trainees and learn- 
ers. That is where the on-the-job training program is 
made to order both for the employer and the veteran 
seeking to learn a trade or skill, or to improve on the 
one he already has. 


How the Program Operates 


The authors of the bill recognized that employers 
are unable to pay learners a skilled or fully-trained 
worker’s wage and, at the same time, that most vet- 
erans are unable to live and support families ade- 
quately on apprentice pay. Veteran-apprentices, un- 
like pre-war learners, are starting in trades at a mat- 
ure age and frequently with family obligations not 
ordinarily had by apprentices. For this reason, eligible 
veterans taking on-the-job training are given a sub- 
sidy by the Government of $65 a month if single, or $90 
a month if married or with other dependents. 

It might be observed in passing that veterans who, 
at the age of 25 or 30, express a desire to learn a trade 
by starting at the bottom represent a better-than- 
average employment risk, reflect a well-thought-out, 
long-range plan to better themselves, and will gen- 
erally involve less labor turnover than will be found 
among learners coming from civilian ranks, especially 
those spoiled by high wartime wages in other pursuits. 

Let’s illustrate how the the plan works by taking a 
typical example. Here’s Johnny Jones who, as a youth 
of 18, went directly from high school into the armed 
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forces in 1940. Now at 24 he is again a civilian, but 
without a trade. Meantime, while in the armed forces, 
he married and had two children. Keeping his mouth 
shut and his ears open while in the service, he has 
acquired a healthy respect for his comrades who have 
a trade to go back to. He wants a trade, too, and will 
be satisfied with no less! 

But here’s the rub for Johnny and many of his 
buddies as well. Everywhere he goes it’s the same 
story. Prospective employers can offer him only $30 a 
week, the customary wage for apprentices in the trade 
he wants to learn. He and his family can’t live on that. 
However, he finds one employer who is part of the on- 
the-job training program, so Johnny is all set now. 
The employer pays him only the customary learner’s 
wage of $30 a week (about $130 a month), but this 
is supplemented by $90 from the government, giving 
him $220 a month income at the outset—almost as 
much as he will earn after completing his training. 


Apprentices Learn by Doing 

The training program, as its name implies, is liter- 
ally on the job. It is not necessary, particularly for 
small employers, to formulate elaborate study courses 
such as might be found in comparable trade schools. 
Usually, in the case of small employers, the veteran- 
apprentices will be under the direct supervision of the 
employer himself, or one of his more experienced 
employees. It is strictly a learning-by-doing approach. 
Because the employer is paying a regular apprentice 
wage to the veteran, it naturally follows that the vet- 
eran is presumed to be productively and, for the em- 
ployer, profitably engaged, at least most of the time. 
His time belongs to the employer. He is not going to 
school in an academic sense of the word and he is 
fully as much an employee of his employer as a non- 
veteran would be. 

Despite the fact that the training program is a Gov- 
ernment venture, it is not a complex setup, nor is it 
bogged down with endless red tape, as might be sus- 
pected. A minimum of recordkeeping is necessary for 
the employer. He must report to the Veterans’ Admin- 
istration as to when a veteran-employee’s training 
started, the wages being paid and must state broadly 
the scope and character of the training being given. 
Part of this information, obviously is necessary to as- 
sure the Government that a particular veteran draw- 
ing subsidy is actually taking a training course. Like- 
wise, the Veterans’ Administration must be advised 
when the veteran’s services are terminated, so that 
his subsidy payments may be stopped. 

Actual control by the Veterans’ Administration is 
confined to the veteran-trainee and no control is ex- 
ercised over the employer training the veteran. It is 
presumed that the employer is not directly, at least, 
a beneficiary, though indirectly he may well be. The 
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Veterans’ Administration does, however, have indirect 
control in that it can terminate the rights of veterans 
to draw subsidy where evidence indicates the employer 
is not honestly making an effort to train the veteran 
and develop his skills. 


How Subsidies May Be Terminated 


An example of a situation that might cause termina- 
tion of the veteran’s subsidy would be the case where 
the veteran-employee is kept at the same menial and 
non-progressive tasks month after month, or beyond 
the customary period for learners. Another instance 
would be where the subsidy was being used solely as a 
means of getting cheap labor. The Veterans’ Admin- 
istration will frown upon sub-standard apprentice 
wages—that is, wages which are below those generally 
prevailing in the trade or community. Thus, if a fair 
starting wage for inexperienced help in a particular 
trade and area is $35 and the employer pays only $20 
with the idea that the subsidy of $65 or $90 will bring 
this $20 up to or above the $35 prevailing learner’s 
wage, the arrangement will be terminated by the Vet- 
erans’ Administration, even though it may be satisfac- 
tory to the veterans involved. ; 

Periodic wage increases must also be established by 
the employer for the veteran-apprentices, in line with 
fair and customary practices in the trade, and without 
consideration of the effect the subsidy may have upon 
the veteran’s total income, so that when the subsidy 
eventually ceases the veteran will be able to earn the 
going rate prevailing without benefit of the subsidy. 
However, combined wage and allowance cannot exceed 
the wage of the experienced worker in the job in 
which the veteran is being trained. Such a circum- 
stance would not warrant scaling down the progres- 
sively increased wage schedule as skills progress. 


While the subsidy is paid to the 


employers by one state. It is as follows: 
“In compliance with the Servicemen’s Readjustment 


Act of 1944, commonly known as Public Law 346 or the 
GI Bill, and upon recommendation of the Educational 
Advisory Committee appointed by me to develop stand- 
ards and criteria of practice and evaluation, I am 
glad to include your facility in the educational and 
training list for World War II veterans. Your facilities 
are approved to offer the following: 

(Filled in with nature of apprentice training). 

“This approval is extended on the basis of your pres- 
ent standards, facilities, equipment and courses. It re- 
quires that an exact duplicate of the original training 
program as it was approved by this office shall be open 
and available at all times for inspection by any repre- 
sentative of this office, the Veterans’ Administration, 
the trainee or other interested persons. Continued rec- 
ognition is contingent upon the maintenance of these 
standards and facilities under the present manage- 
ment as evidenced by later reports and visitations. It is 
understood that you will not use this approval for ad- 
vertising or recruitment purposes. 

“Bach veteran who comes to you for training will 
present a ‘certificate of eligibility’ from the Veterans’ 
Administration. To protect the veterans’ rights and 
benefits you should follow to the letter the instruc- 
tions given on this ‘certificate of eligibility.’ ” 

As indicated above, in order to be eligible for em- 
ployment under the terms of the on-the-job training 
program, a veteran must obtain a certificate of eligi- 
bility from the Veterans’ Administration, showing that 
he is a World War II veteran and is eligible for train- 
ing subsidy. Depending upon the length of time the 
veteran has served-in the armed forces, he is eligible 
for monthly payments of $65 or $90 for a minimum of 
one year up to a maximum of four years. 





veteran by the Federal Govern- 
ment, the right of an employer to 
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establish a job-training program 
for veterans must be obtained from 








one or another state agencies, usu- 
ally the state department of educa- 
tion or the department of labor, 
though in some states it may be 
some other state agency. 


Each state is permitted to set its 
own standards which employers 
must meet and, therefore, there are 
no nation-wide rules that may be 
set forth here as guideposts. How- 
ever, certain standards have been 
suggested to the agency in each 
state designated to handle the pro- 
gram, and prepared by the Re- 
training and Re-employment Ad- 
ministration. 

Among the rules suggested to the 
states for close observance is one 
that the training program shall in- 
volve a period of not less than 100 
hours or, on the other hand, not 
to exceed more time than actually 
required to acquire the skills which 
employers have undertaken to im- 
part to apprentices. This has the 
dual purpose of protecting veterans 
from being either ill-trained or 
held back in the development of 
skills. 

Typical of the approach to the 
problem by states having regular di- 
visions to handle the program is 
the form letter sent to qualifying 





a busy man. 
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STARTED IN PRINT SHOP—Harold 
J. Hampton, president of the Indianapolis 
Office Supply Company, Indianapolis, Ind., 
is one of those successful men in business 
who as a boy knew the smell of printer’s 
ink. From his summer vacation work in the 
various departments and office of the 
Hampton Printing Company, operated by 
his father at Indianapolis, Mr. Hampton 
kept adding to his business acumen and 
used his driving initiative to rise to promi- 
nence in the industry which in 1937, 1938 
and 1939 honored him with the presidency 





of the National Stationers Association. Upon graduation from high 
school, the Indiana lad left the print shop to become a printing 
salesman and after 12 years in this work started his own business 
under the name of Indianapolis Office Supply Company. That was 
on March 31, 1919, and the paid-in capital was $200. Today, Mr. 
Hampton’s concern is one of the substantial office supply firms of 
Indiana. Becoming active in association work when he helped to 
organize the Stationers Club of Indianapolis in May, 1933, the- 
Hoosier soon rose to prominence in the NSA. Governorship, 
vice-presidency and then presidency came his way. When he finds 
time, Mr. Hampton is known to go fishing, a relaxing hobby for 
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Yes, Sir!—Service Breeds Success 


in the Stationery Business 





HERE’S GOLD in that seven-letter word SERVICE. 
The stationer and office appliance dealer who can 
make his store’s service better than that of his com- 
petitor will surely profit by his ability in both sales and 
reputation. 

Especially when merchandise is not plentiful in all 
categories, efficient and obliging service is the only 
crystal ball worth rubbing for assurance as to the sus- 
tained success of the stationery merchandiser. Assum- 
ing that he knows the requirements of his established 
clientele, then all the magic needed for success comes 
from that source. It is the one weapon which he 
can wield successfully against any competitive outlet 
of comparable size. 

Given the right modern store fixtures, representative 
stock assortments and, of course, a productive loca- 
tion, the service factor is the one thing that determines 
the stationer’s opportunity for success in proportion to 
his ability and effort. It helps him to distinguish his 
business from the common herd in public acceptance. 

If it were not easier for wheels to travel in ruts 
than out of them, there would be no ruts. Merchan- 
dising ruts are a good deal like road ruts—they offer 
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the line of least resistance. A stationer who has been 
plodding along in the same old way for ten or 15 years 
without even changing the appearance of his business 
front, his counters, his shelves and his fixtures may be 
building an exhibit of antiquity, but the effect is likely 
to be more curious than profitable. 

It is sound policy to make changes once in a while in 
window promotion methods, in newspaper or circular 
advertising style, as well as in the general stock setup 
and layout of the store, “whether needed or not,” as 
Rube said of his monthly bath. 

Not merely prompt attention, but the niceties of 
service are what distinguish the preferred stationery 
outlet. One likes to buy in such a store simply because 
its merchandising atmosphere is so up to date and 
satisfying. One feels that here is a progressive mer- 
chant whose wares are likely to be dependable. Even 
when there is not any monetary advantage in buying 
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from him, there is nevertheless an intangible “some- 
thing” that goes with every purchase; the customer 
is sure to find it and come back for more. 

The sales personnel of such a store always impress 
you with the idea that they have been specially trained 
to serve both the proprietor and the public with maxi- 
mum satisfaction to both. Such sales personnel greet 
customers in such a manner as to foster interest in the 
business as a modern stationery and appliance sales- 
room—not merely in the purchase anticipated by the 
customer or in a related item. The prospective buyer 
recognizes instinctively that here is a “real stationery 
store,” and he soon learns to respect and admire the 
proprietor for his enterprising and progressive mer- 
chandising policies. 

Behind the scenes in such a business there is always 
a strong “organization spirit,” often animated by 
periodical get-togethers of the entire sales crew under 
the dominant influence of the merchant and his right- 
hand man. Each member of the force is given certain 
responsibilities in addition to routine selling, but that 
of itself would not be enough to generate real team 
spirit. There must be a feeling of closely-knit fellow- 
ship and genuine interest in the reputation and suc- 
cess of the business on the part of every person em- 
ployed. Experienced merchandisers know that the best 
way to guide and stimulate this interest is by means 
of weekly or monthly store meetings, sales rallies, 
selling-methods clinics, or call them what you will. 

Contrary to any notion that such reputation and 
service-building rallies or clinics are not of major im- 
portance in the store employing only half a dozen 
persons, it is in just such establishments that the plan 
has proved most constructive and productive. The 
proprietor, by the very nature of the circumstances, 
is in close daily contact with each of his assistants, 
and it is feasible for him to inspire each worker with 
his ideals and policies as well as to know which em- 
ployees may need special coaching or stimulation in 
certain details of selling procedure. 

Investigation will bear me out, I believe, in the 
statement that the stationer and appliance dealer who 
has an above-average successful establishment is a 
fellow who has been “sold” on display as a basic busi- 
ness-building policy. What I have in mind doesn’t 
mean merely window displays, which in all too many 
stores in the trade seem to accomplish little more than 
indicating the nature of the stock carried, but rather 
the principle of making the entire store a trade-induc- 
ing merchandising display by an interior layout that 
enables the maximum amount of merchandise to 
“breathe,” in a sales sense, and tends to induce circula- 
tion of customers through the store. 


Constant Display Reflects Quality 


By continuous display of the merchandise, office 
furniture, office fixtures, sundries and appliances bear- 
ing the brand names or labels of those representative 
manufacturers who have been advertising their wares 
to both the trade and the public for ten to 50 years, 
the progressive stationer achieves for his business the 
reputation of a quality outlet prepared to supply the 
retail buyer with all time-tested, user-accepted mer- 
chandise and appliances. Such a dealer will be able 
to enhance his service reputation still more by being 
on deck first, so to speak, with every new product or 
invention, the manufacturing background and pedigree 
of which is an augury of its success and permanent 
acceptance in the trade—an assurance that it will 
prove a good sales-builder and customer-retainer. 
Such are the lines with which to diversify the stock in 
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the future when it will no longer be necessary for a 
stationer to virtually apologize for the vicarious items 
that he has so many times during the last two years 
been compelled to offer his customers because he could 
not obtain the better article or line of goods. 

Incidentally, any stationer whe now has any con- 
siderable quantities of such “ersatz” goods should en- 
deavor to convert them into money as soon as prac- 
ticable, because some merchandise of this “fill-in” 
class will be worth only 50 cents on the dollar a few 
months hence. 

Reverting to service as a success “must,” service- 
expediting displays should be made in what might be 
called a “personal-invitation manner,” encouraging 
the customer’s initiative in making inspection. Some 
pretty display units are arranged so compactly on the 
showcases or counters as to register the impression 
that they are “untouchables”—so far as customers are 
concerned. No display units should be built more for 
artistic exhibition than for sales, thereby by-passing 
their only real justification in a merchandising busi- 
ness. 


Interior Displays a Big Sales Factor 


The proprietors of many large stationery stores ob- 
serve the rule of having “interlocking” displays in every 
important part of the salesroom—that is, a small unit 
of display of the goods of one department will be 
placed in another department with the idea that its 
sales-conductivity, or reminding power, may cause the 
one department to feed sales to the other. They have 
learned also that daily sales volume can be increased 
by arranging smaller interior displays, in the principal 
“key” departments of the business, of merchandise 
being promoted concurrently in the store’s windows. 


A simple experiment will demonstrate the value of 
showing goods in small interior display units that are 
not built too compactly. The stationer who finds him- 
self overstocked on a certain item can show a sample 
of this merchandise on every counter or showcase and 
alongside cash registers, as well as in a small store 
entrance display. The speed with which the stock will 
shrink will be surprising, assuming that it is something 
staple, timely or seasonable. 

Finally, the stationer’s telephone is an accessory of 
good service that requires use in the right man- 
ner, because surely the customer should always be 
treated as courteously on the telephone as when in the 
salesroom. Clerks should have impressed upon their 
minds the fact that, when the telephone rings at the 
wrong time—for them—it is, nevertheless, the right 
time for the person who has telephoned their store in 
preference to the store of some competitor. 

A harsh or rude voice heard through the telephone 
of a retail store is no more pleasing and trade-inviting 
than it would be if it came from the salesman in the 
store, face to face. Actually, the telephone, correctly 
used for friendship-building, can be made the long-arm 
handshake of the modern stationer’s business; there- 
fore, it is one of his most important—and least ex- 
pensive—implements for building good will. 

While men are generally more tolerant of humor and 
banter on the telephone than are women, as a general 
policy excessive familiarity or flippancy would better 
be outlawed in the store’s managerial policy. The tele- 
phone order-taker should never reveal the feeling that 
the call has interrupted him at some high spot of his 
working activity. Making that mistake kills trade. 

Answer the store’s telephone with the “smile-invisi- 
ble,” as one veteran stationer calls it, always allowing 
the customer who called to terminate the conversation. 
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Study Types of Customers If You 


Want More Sales 





ANY STATIONERS and their sales staffs make the 

mistake of placing customers in certain type 
classifications and always thinking of them as falling 
definitely within these groups. Don’t get into the habit 
of thinking that customers always remain true to 
form; many have been found to change during a 
single transaction. 

If stationers think in terms of customer traits they 
will be more alert to changes in attitude, and many 
times will bring out desirable traits to offet those 
that. hinder the sale. 

The very act of classifying a customer as an un- 
welcome type, psychologically, makes stationers take 
an undesirable attitude in trying to sell her or him. 
The traits that give us the most trouble in selling 
are those in which emotion plays a strong part. One 
reason for this is that a strong emotion on the part 
of the customer tends to center his or her attention 
on himself rather than on what we are showing him. 

Stationers all know that emotions are contagious. 
This, of course, has its advantages as well as its dis- 
advantages. Enthusiasm and good humor are just as 
catching as are discontent and listlessness. The con- 
tagion works both ways—from customer to store owner 
and from store owner to customer—a fact which is 
often overlooked in selling. 

Customers react in an infinite number of ways when 
they buy. Consequently the traits they reveal are 
many and varied. Therefore, stationers can profitably 
learn how traits are shown and the various ways of 
handling them in the interest of more sales. 

You may think there are only four or five different 
types of customers. Intensive research, however, re- 
veals that there are many more, and each must be 
handled differently if t1aximum sales are to be made. 

Here are some of the types; undoubtedly you will 
recognize many of them: 

Smiling Customer 

Not hard to handle if the right products are shown 
and explained properly. But don’t try to oversell such 
a customer; they’ll often resent your taking advantage 
of their good nature. 

Shopper 

The customer who admits he or she is shopping and 
takes pains to tell you of bargains at other places. 
Center his or her attention on what you have to sell, 
and show how good it is. This helps to make them 
forget about what others have to offer. 

Sarcastic 

Hard to handle. However, be patient with this type. 
Discover what’s “eating” them, and work on that in a 
nice way. Don’t take offense in any case. 

Price 

This type of customer talks only price. Remedy here 
is to show clearly the difference between price and 
service or quality. The customer buys products and 
services desired, not prices. Create that impression 
and you will find the road much easier to a profitable 
sale. 

Chiseler 
This person thinks he can chisel on every price 
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you quote. Tell him firmly it can’t be done, that your 
products and services are priced as low as possible 
and are a good buy for the money. Don’t let him 
chisel. If you do, he’ll brag about it; then you’ll have 
to chisel to others. 
Bargain-Minded 
Some people are always looking for bargains. The 
mere mention of the word seems to send their blood 
pressure up, like a dog scenting prey. Stress the fact 
that what you are trying to sell is a bargain at the 
price offered, and the chances are you'll ring up a sale. 
Silent 
Watch out for this type. Try to get them to make 
a few comments; then from the answers work out 
your selling presentation. The silent type listens more 
than he talks, and he’ll remember everything you say. 
So tread carefully. 
Children 
Any adult selling any product should be able to 
handle children when they come in to buy. Remem- 
ber how you acted when you were a kid and you'll get 
along with them. 
Crab 
The confirmed crab is often crabby about every- 
thing, usually because he or she is finicky about de- 
tails. So pay attention to his or her every whim and 
stress details. He’ll stand lots of attention. 
Dissatisfied Customer 
In this case, even if your firm is in the right, you 
have a condition to set right. Do it as nicely and 
pleasantly as possible, and still retain your self-respect 
and the customer’s good will. No merchant can afford 
to let any customer remain dissatisfied. 
Satisfied 
A nice type to handle. However, don’t brag too 
much. You may queer yourself with this type if you do. 
Bashful 
Lots of people are bashful. Don’t let such customers 
know you realize their condition. Put them at ease 
and sales will come your way. 
Farmer 
This kind of customer and his wife are always 
interested in price and durability, rather than in 
streamlined styles of any kind. 
Big Shot 
Nothing is ever too good for him or her. Show them 
your best quality right off. They won’t back down. 
And listen with interest when they brag. 
Influential 
This type can recommend your firm to their friends 
if they so desire, so pay them lots of attention. But 
don’t lay it on too thick. 
Doubtful 
People who can’t make up their minds are usually 
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waiting for a convincing person to make it up for 
them. 
Confident 
Don’t argue with this type. They know what’s best 
and that’s all there is to it. State your points clearly 
and pleasingly, but if they still insist on their own 
way, give it to them. 
Exclusive 
Play up your line and service to this type. They 
will like it. 
Old-Fashioned 
You can lead a horse to water but you can’t make 
him drink. This type wants the good, tested, old- 
fashioned products, so give him what he wants. 


Newlyweds 
Very gullible. They'll ask for your advice and accept 
your suggestions as a rule. The easiest type to sell, as 
long as their money lasts. 


Factory Customer 
Easy to sell average-priced products, but they are 
ruled by their weekly pay checks. So don’t oversell 
them. 


Tough 
Be nice, but don’t let them step all over you. Dignity 
goes a long way with such people. 


Salesmen 
They like to know the why and wherefore of every- 
thing. Give them a real double-barreled line. 


Out of Town 
Show them special attention and they’ll come back 
with their friends. 
Talkative 
This kind of person is just blowing off steam, with 
you as the listener. You'll sell ’em if you listen long 
enough, but don’t let them inveigle you into personal 
gossip. 
Hurrying Type 
Don’t irritate such a person by slow-motion stuff 
or drawn-out explanations. Hurry a little, too, but 
make a good sales presentation. 
Study these types carefully and you'll evolve ways 
of handling them. It’s certain to be reflected by a 
substantial sales increase. 


The Dozen System of Mathematics 





ANY OF OUR READERS will remember the arti- 

cles by the late Grover Cleveland Perry (The 
Markilo Company) on “The Dozen System,” “The 
American System of Mathematics,” and similar duo- 
decimal subjects. This paper is in the nature of a 
report on the present status of the movement for 
counting by dozens. 

The general custom of counting by tens is extremely 
ancient. Men have counted by tens for thousands of 
generations. But when man began to leave the pas- 
toral life, and entered the pursuits of trade, commerce, 
and manufacture, he found that tens were not well 
suited to some of his needs. This led to the use of the 
quantity that we call the dozen. The simple fact that 
it became generally popular in spite of the use of the 
ten-based numeration, and that it entered largely into 
all commercial negotiations, is the clearest demonstra- 
tion that the dozen is more convenient than ten. 


Because the dozen packs in more different ways than 
tens, it met the needs of trade better. Because the 
natural measures like the digit, the inch, the palm, 
the foot, the cubit, the yard and the fathom fitted 
easily into a system of twelves, most of the ancient 
measures came to be subdivided by twelves. This be- 
came so prevalent in Roman times that each of the 
11 subdivisions was given its own name and sym- 
bol. They found these twelfth fractions so convenient 
that all others were called, in that day, vulgar frac- 
tions. Our ounce and our inch are modern versions of 
the Latin name, “uncia,” for one-twelfth. 


There are few that realize that our numbers, like all 
other things, are part of a general process of change 
and evolution. How many people realize that the old 
Roman numeral made multiplication and division so 
difficult that they were resorted to only when ines- 
capable? How many know that these Roman numerals 
were only superseded by the new Arabic numericals 
about 1500 a.v.? How many understand that until then 
we had no zero, and that until then place value, as we 


OFFICE APPLIANCES, June, 1946 


By RALPH H. BEARD 


Secretary, 
The Duodecimal Society of America 


now know it, was unknown? Even the use of the 
“decimal” point, and of decimal-form fractions was 
not general until the late 1600’s. 


Duodecimal System Still Progressing 


It should be readily understood, though with some 
surprise, that this process of the adoption of the more 
convenient forms still continues, and, while slow, is 
even today progressing in hundreds of subtle ways. 
The smoothing of the calendar year into 12 nearly- 
equal months is one instance of this process. The 
general leaning toward the World Calendar, with its 
12 nearly-equal months and its symmetrical quarters, 
as opposed to the proposal for 13 exactly-even months 
is another recognition of the general convenience of 
twelves. The French proposal for a ten-month yearly 
calendar could not survive the bloody revolution which 
brought it into being. 

In numeration and arithmetic, the 12-base has 
several advantages to offer over ten. Zeros occur more 
frequently in our computations when we count by 
twelves, because there are more ways of factoring 12 
than there are of factoring ten. The validity of this 
surprising fact will be more readily recognized with an 
understanding of the use of the 12-base. Read what 
follows, slowly and carefully, being sure that you com- 
prehend what is said before going on to the next 
statement. 

The twelve-count is like this: 


1 2 3 4 5 6 7 8 9 x gE 10 
one two three four five six seveneight nine dek el do 


The Duodecimal Count 
The reason for writing the dozen as ten is because of 
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place value. The dozen is the place where we enter 
the second column. The places of our numbers (or the 
columns), which we are used to calling units, tens, 
hundreds, and thousands, acquire a different meaning 
when they represent units, dozens, grosses, and great- 
grosses. Some numbers above the dozen are shown 
below to demonstrate how the new numbers are 
named: 


11 one-do one 21 two-do one 100 one gro (for gross) 

12 one-do two 29 two-do nine 101 one-gro one 

13 one-do three 2x two-do dek 10€ one-gro el 

14 one-do four 2E two-do el 110 one-gro one-do 

15 one-do five 30 three-do 1£0 one-gro el-do 

16 one-do six 90 nine-do 1£&£ one-gro el-do el 

17 one-do seven 9 nine-do el 200 two-gro 

18 one-do eight x0 dek-do t£x el-gro el-do dek 

19 one-do nine xx dek-do dek t£& el-gro el-do el 

lx one-do dek xé dek-do el 1,000 one-mo (for meg-gross) 
1& one-do el tx el-do dek §,x£& el-mo dek-gro el-do el 
20 two-do £& el-do el 10,000 one-do mo 


Now that we know how to count by dozens, the rest 
of the arithmetic is easy, if we will just remember 
that we are working in dozens instead of tens. There 
is a multiplication table that one can learn if one 
cares to. But we won’t have to learn it because we 
already know our twelve-times table. We know that 
4 x 7 is twenty-eight, which is two dozen and four; 
so we write down 24. And we know that 9 + 7 is six- 
teen, which is one dozen and four; so the dozenal 
total is 14. If we take £ from 18, (which is one dozen 
and eight, or twenty) the remainder will be 9. And 
if we divide 4 into 10 (which is one dozen) the result 
is 3. If beginners will remember to use the “which is’”- 
step this is all simple. After a little, the “which is”- 
step will become unnecessary, but for the present it 
will be very helpful. 


How Duodecimals Differ from Decimals 


One thing to be remembered about place value is 
that in dozenals, .1 and .2, represent one-twelfth and 
two-twelfths, rather than so many tenths. And this 
illustrates another advantage of couning by dozens. 
One-sixth is exactly .2, one-quarter is exactly .3, one- 
third is exactly .4, one-half is .6, two-thirds are exactly 
8, three-quarters are exactly .9, and one-eighth is .16 
exactly. 

It is recognizable that the gross makes a better base 
for what we call percentage than the hundred. The 
proper term to use with the new numbers, is egrossage, 
and it represents the respective ratios to the gross. 
There are nearly twice as many of these ratios that 
come out even for the gross, as against the hundred. 
And some of them are very convenient. 

In the case of interest, for example, the monthly 
interest rate is exactly .1 of the annual rate. Thus 
one can just point off another place, and reduce the 
annual rate to the monthly rate. The same practice 
applies with regard to goods sold by the dozen or 


the gross. The price of a single article is .1 of the 
price per dozen, or .01 of the price per gross. 

The word “unsatisfactory” may be interpreted to 
mean, “not enough factors.” And literally, decimals 
are unsatisfactory. They do not have enough factors. 
It is true that for almost every type of computation, 
there is a greater simplicity and conciseness with 
dozenals. 

Linear Calculations 

Feet and inches are already in dozenal arrange- 
ment. The dozenal subdivisions below these are called 
“lines,” and “points.” (This is not the same unit as 
the present typographical “point,” but is what the 
original “point” was.) Thus, the inch is .1 foot, the 
line is .01 foot, and the point is .001 foot. 

But, the most ideal metric system imaginable is 
available, if we base a system of weights and measures 
on the subdivision of the yard, dozenally, rather than 
on the foot. Since the series based on the foot fits eas- 
ily into the series based on the yard, and is easily de- 
rived from it, there are reasons for making the yard 
the nominal linear standard rather than the foot. 

.1 yard is 3 inches, and this is an old natural meas- 
ure, called “the palm.” It represents the breadth of 
the four figures (or digits) of the hand, measured at 
their middle. 

The cubic palm of water is the do-metric pint, 
which weighs exactly one do-metric pound. This 
pound is less than half an ounce lighter than the 
pound avoirdupois. Thus, palm, pint and pound form 
the basis for an ideal metric system composed of the 
units with which we are familiar. 

As the base of a metric system, 12 has further 
advantages to offer that lie beyond the possibilities of 
the ten-base. At present, angles are measured in de- 
grees, minutes and seconds, and time is measured in 
hours, minutes and seconds. Since, these are both 
forms of circular measure, it is unfortunate that the 
minutes and seconds of the time measure are 15 
times the size of the minutes and seconds of the 
angular measure. Since conversions between these 
two measures are frequently necessary in navigation, 
this is a common source of error. With the use of the 
12-base it is possible to have the same divisions apply 
to the measure of time and of angles, and to include 
these measures of revolution in the same ideal metric 
system. In this respect, the French metric system is 
incomplete. 

We have endeavored to make this statement brief, 
and have probably sacrificed something of the clarity 
that dozenals really possess in the process. We can 
offer a happy remedy to those who find the foregoing 
interesting, but difficult to understand, in such brevity. 
The Duodecimal Sociey of America will gladly send 
them further information without charge. The ad- 
dress is 20 Carlton Place, Staten Island 4, N. Y. 





MAKE THEM COUNT! 


A tree marks time the way it grows—from the heart. You can 
tell its exact age just by counting the widening rings which start at 


its core—“the heart of time.” 


We compute the years in all sorts of ways—by observing birth- 
days and anniversaries, by pointing to the place on the wall which 
Junior reached when he was five... 

There’s still another way to tell time, says the U. S. Treasury 
Department—the productiv e Payroll Savings ‘Way. It means adding 
to your security with each passing year. Counting the years this 
way means making the years count—for you and your family. 
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PUPAE 5. 


SAIN DSS NCTE eR 


Dangers of Inflated Demand and 
What to Do About Them 





(NOTE.—Appended is a condensed version of an 
address given at the meeting of District No. 9 of the 
National Office Machine Dealers Association in Okla- 
homa City, May 27. Publication was requested by the 
dealers present at this meeting, who expressed the be- 
lief that merchants throughout the industry would be 
benefited if an opportunity were given them to become 
acquainted with the ideas and suggestions offered.) 


COUPLE OF YEARS ago George Holt of the W. A. 

Sheaffer Pen Company began telling dealers at 
association meetings that demand for merchandise 
was probably not as high as dealers thought. He 
cited as an example the case of a prospect for a 
fountain pen going from store to store in search of a 
particular model which was not available. Each dealer 
believed that he had a prospect for a fountain pen, 
whereas in all probability the searcher gave up and 
bought a cigarette lighter or some other substitute. 


Last fall at a state association meeting and this 
spring at several regional meetings of the National 
Stationers Association the writer emphasized the 
danger inherent in the inflated idea of the demand 
believed to exist in practically all lines of merchan- 
dise. Conversation with dealers and manufacturers 
indicates that there is some recognition of this type 
of “inflation,” but little inclination to do anything 
about it. Demand is still greater than supply, and 
while that condition persists everyone involved in the 
distribution picture seems to have no time to review 
sales potentials and analyze inventories for the pur- 
pose of making adjustments that will prevent an over- 
stock, which is even more difficult to handle than an 
understock. 

Many dealers contacted admitted having bigger 
inventories now than before the war. If all the orders 
they have placed with suppliers should be filled, their 
inventories would become so great and their financial 
obligations so big that sales could not be made fast 
enough to bring about a balance before a crash. 

Here and there throughout the office equipment 
industry are indications that the type of demand ex- 
perienced during the war is already beginning to fall 
away. Because it is inflated, that demand can collapse 
quickly, but (and this is a significant factor) the 
market will continue to exist. Mere existence, how- 
ever, is not the answer to the dealers’ “post-demand” 
problem. The market will not yield a return unless it 
is cultivated. That means we must all learn how to 
sell again. During the war salesmen did prac- 
cally no selling. They spent their time handling 
orders and servicing accounts. The dealer’s most 
important job now is to train himself and his sales 
staffs in the fundamentals of effective selling. 


A Simple Refresher Sales Course 


A refresher course in selling does not need to 
be complicated and extensive. It should be simple and 
intensive. At the recent annual meeting of the Na- 
tional Federation of Sales Executives, Richard C. 
Borden, Westinghouse Electric Corporation, reduced 
the fundamental factors of selling to five. 

Mr. Borden said that a salesman is a man who 
knows how to and does get orders. To do that he 
must tell a story that is believable. He must avoid 
overstatement because “understatement overproved is 
much better than overstatement underproved.” 
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The salesman must tell a story that is customarized 
enough to justify a sale. That involves selling the 
use of the equipment or the product rather than its 
construction, appearance, and so forth. 

The third fundamental requirement is to tell a 
story that is complete enough to justify a sale. Like 
a baseball player, a salesman can score only if he 
touches every base or every point. 

The salesman’s story must be interesting enough 
to justify a signature on the dotted line. Irrelevant 
thoughts are always in the prospects’ mind competing 
with the salesman’s presentation. Visual selling tools 
help to win and hold the interest of the customer. 

The final factor is telling a story with enthusiasm 
enough to justify a close. Unless a salesman is sold 
himself on the product or its uses, he cannot be 
genuinely enthusiastic when he is before the customer. 


A New Efficiency in Selling Needed 


It has been said repeatedly that production capacity 
was greatly increased during the war but distribution 
made no progress. Inefficiency still dogs the sales de- 
partment. It is expressed in two categories—manage- 
ment and salesmen. 

While the war was in progress, all hands not required 
for the armed services were turned to producing and 
delivering the sinews of war. Cost was no object. “Get 
it done” was the only requirement. 

Inevitably inefficiency crept in. Total volume went 
up enormously, but the index of efficiency went down. 
Salesmen, as such, became practically non-existent. 
Some reappeared as sales engineers, which helped a 
little in gas rationing. 

The pendulum is swinging back to a buyers’ market, 
making it imperative that every salesman re-establish 
his personal sales efficiency. — 

Estimates as to when the swing to a buyers’ market 
will become apparent vary greatly. In some items in 
the household field the change already has taken 
place. General opinion points to the early part of 
1947. Certainly by 1948 or 1949 selling of a high type 
will be needed to move merchandise. 

There is no over-supply of time in which to prepare 
salesmen to meet new competition and higher prices. 
Training programs should be set up now for everyone 
from the boss down. 


Free Enterprise System Necessary to Salesmen 


A salesman can function only in a free economy. 
The free enterprise system has been subject to im- 
moderate fluctuations during the past several years. 
If we are to continue having a free economy we must 
find a way to stablize it. That is very largely a sales- 
man’s job. He must sell not only when times are easy, 
but also when times are hard. The whole merchan- 
dising program of the country must be so integrated 
that movement of goods will be on a balanced basis. 
Like infantry men of the Army, salesmen are the ones 
who are out on the economic firing line. In the final 
analysis victory will be achieved or the day will be 
lost in accordance with the way salesman do their 
jobs. 
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Furniture Sales Doubled by Offering 


Beautifying Service 


NE MIGHT THINK that selling office furniture 

is a case of being a good salesman and creating 
in the mind of the prospect a desire for new office 
furniture. That might be true, but in the case of 
the Office Equipment Company of Louisville, Ky., this 
sales philosophy has been gone one better with the 
result that office furniture sales have been doubled 
and are still showing steady gains. And what did it 
was not concentration on office furniture but con- 
centration on more beautiful offices. 


It all started some five or six years ago when E. J. 
Le Blanc, vice-president of this firm, discovered a 
parquet-effect wooden wall and floor covering that 
was on the market in ready-made sections of various 
sizes, and in various finishes. This covering is the 
actual wood, cut very thin, and mounted by using a 
special glue to affix it either to the walls or floor. It 
can be applied over any kind of a wall or floor, even 
the commonest, and produces a most beautiful parquet 
effect. The whole idea greatly appeals to Mr. Le Blanc, 
but not wishing to try to sell something until he had 
thoroughly tried it out himself, he obtained for his 
firm the agency for this product for offices only. Then 
he set about doing the entire premises occupied by 
the Office Equipment Company. The new product 
worked. a transformation that far exceeded expecta- 
tions. His own private offices and the other offices 
of the firm, as well as the salesroom and office furni- 
ture display room, looked entirely different from what 
they had been. 

It was from this point on that sales of office furni- 
ture began to double. A prospect who came in look- 
ing for a new desk or something like that was taken 
to the office furniture display room where not only 
the furniture was on display, but where the walls had 
been completely finished with this new wall covering 
and the floors beautified with the floor parquet. 

Invariably the prospect stopped short when he saw 
the layout and forgot about office furniture for the 
moment. 

“Say, that’s great,” he would invariably say. “Could 
you fix my office up to look like this?” 

“Certainly,” would be the ready response. 

Then the prospect would be taken to one of the 
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private offices in this firm’s business premises. 

“How would an office like that suit you?” 

“Brother,” the amazed prospect would reply, “that’s 
swell.” 

From there on it was not a case of office furniture 
or a new office desk—it was a case of a beautified office 
with all new office furniture to match. That naturally 
ran into money, but once the prospect had seen what 
the effect was he was not contented with anything 
less than the complete service. 

In order to clinch sales, the Office Equipment Com- 
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A TYPICAL EXECUTIVE OFFICE INSTALLATION.—The 
parquet-effect wooden wall visible here, in this case the 
writer's own office, was responsible for the sale of similar 
wall covering jobs to customers interested in modernization. 
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pany keeps a loose leaf file with large photographs of 
every complete beautifying job it does. This it keeps 
handy to show prospects to give them an idea of the 
several ways that an office may be beautified by this 
wall and floor covering and new office furniture. This 
album is the thing that causes the prospect to sign on 
the dotted line right then and there. 

The firm’s own men do the actual application, two 
men being regularly employed for this work alone. 
Once installed on the walls or floor, there is no 
upkeep or maintenance to it. The walls and floor 
become like furniture and need no regular attention 
other than dusting off with a dry mop from time to 
time. 

The office beautifying work in itself is profitable. 
Jobs run into money, often over $500 for an office. 
More than that, it greatly helps to sell office furniture 
because a man who gets his office beautified by this 
means will think twice before he puts the old furni- 
ture back into that office. So this side line is not only 
profiitable in itself but it has doubled the office furni- 
ture business for the Office Equipment Company, every 
year showing a gain in sales over the preceding one. 


A CORNER OF THE DISPLAY ROOM.—Seen at right is the 

parquet-effect wooden wall as installed in the Office Equip- 

ment Company’s display room. This original installation led 

to numerous similar jobs for customers, as well as producing 
a 100 per cent increase in office furniture sales. 








MODERN DESIGN—This modern rail- 
road passenger station of the Rock 
Island Lines reflects the versatility ot 
sectional furniture designed and pro- 
duced by Grover J. Daly, Chicago de- 
signer. The new-type seats and tables 
were originated by Designer Daly for 
use in passenger station rehabilitation. 
The furniture is declared to be suitable, 
however, for use in reception rooms, 
building lobbies, auditoriums and other 
places where heavy wear prevails. 
Furniture shown is constructed entirely 
of hard maple and Masonite Tempered 
Presdwood, the maple table bases and 
chair frame being finished in light 
French gray. One-piece chair seats, 
backs and table tops are rust-red finish. 
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FARIES SHOWS NEW ITEMS—This booth 
of Faries Manufacturing Co., Decatur, IIL, 
attracted considerable interest at the re- 
cent International Lighting Exposition in 
Chicago. Among Faries items shown were 
new fluorescent and incandescent desk 
lamps, and institutional and health lamps. 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 


CONFIDENCE .. . COUR. 
AGE .. . CO-OPERATION 


HILE MR. F. E. LIPP, western 

representative of The Ester- 
brook Pen Company of Camden, 
N. J., was waiting to see us today, 
he was enjoying the recent ar- 
rivals in trade papers of the office 
outfitting field. He was particul- 
larly impressed with the current 
March-April Volume XXXVII, No. 
2 release of “The National,” pub- 
lished by The National Blank 
Book Company, Holyoke, Mass. 


So enthusiastic was he about 
this edition that I invited him to 
review it informally for you and 
we took the following notes of our 
guest reviewer to present his view- 
point in outlining why you, too, 
should see a copy and profit by its 
brilliance. Stepping before the 
BUSINESS BUILDERS’ “mike” of 
the OFFICE APPLIANCES broad- 
casting station we give you the 
following rebroadcast of our after- 
business-hour office chat that 
brings out several salient obser- 
vations from a traveler in a kin- 
dred but different field. We know 
the comments of Mr. D. C. He- 
garty, editor of “The National,” 
will be of definite interest: 

F. E. L.—“The very cover is so 
different and at the same time ‘re- 
minding.’ By that I mean I recall 
many such a bridge from New 
England to the Willamette Valley 
of Oregon; just listen to the 
rhyme of the eighth line stanza by 
Mr. Hegarty: 

‘There’s something restful 

About a bridge of wood 

Standing old and bravely there 

In New England’s neighborhood. 

Where through the latticed trees 

The summer sunlight pours 

A friendly welcome 

To its open doors’.” 

R. B. O—‘*What article im- 
pressed you as the best BUSINESS 
BUILDER to call to the attention 
of our listening audience?” 


F. E. L—‘“‘The seven excerpts 
from the booklet, ‘Basic Principles 
of Salesmanship,’ issued recently 
by The Bowes ‘Seal Fast’ Corpora- 
tion of Indianapolis. As noted, it 
was the last writing job of their 
late president, Robert M. Bowes, 
who died last June. Let’s list them 
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and also the concluding para- 
graph summing it up for our 
OFFICE APPLIANCES’ hearers: 

—There is no substitute for ex- 
perience in the development of 
sales skill. 

—To sell honestly is to get bene- 
fits to people ... not to take some- 
thing away. That is the purpose of 
salesmanship. 

—You want people to like you? 
... All right, then, you must like 
people. When you like people you 
want to do something for them. 

—A woman is interested in a re- 
frigerator because she wants to 
keep the baby’s milk properly. 
Then why not talk to her about 
keeping the baby’s milk properly? 
And not so much about mechani- 
cal construction, of which we 
know so little and probably appre- 
ciate less. 

—Skillfully weave the benefits 
into your sales presentations. 

—A salesman must not only be 
worth while, he must look worth 
while. 

—Desire to possess is, a very 
human and very natural instinct. 
Desire to possess is based upon de- 
sire to add to the satisfaction of 
life. Desire sufficiently intensified 
impels decision—the final step in 
completing a sale. 

Bob Bowes, a very human man, 
ended his last writing job fittingly 
with this earnest prayer: “May 
God be with you, SALESMAN ... 
Go out and make good. Do your 
bit as a better salesman and make 
for a better country in which to 
live. Better selling has made, and 
always will make, the best country 
on the face of God’s green earth. 
Amen’.” 

R. B. O—“Mr. Lipp, just men- 
tion in outline some of the other 
high lights of this excellent pub- 
lication.” 

F. E. L—“The departmental de- 
tailed chart of the 130 World War 
II veterans back on the job... 
President J. M. Towne’s recogni- 
tion of the poem, ‘My Job,’ writ- 
ten by Larry Flint of Davenport, 
Iowa ... The two splendid views 
of the new store of McClain & 
Hedman Company, St. Paul, Minn. 
and the accompanying article 
. . . ‘A Good Reminder,’ by A. 
J. Warner of F. F. Hansell & 
Brothers of New Orleans, La... 
and last, but not least, the spice 
of the program, the famous Col- 
umn Left and Column Right inside 
cover feature page. Let’s conclude 
this interview with one bright 
sample: 

‘A gossip talks about others; a 

bore talks about himself; a bril- 


liant conversationalist talks 
about you.’” 


cenun pea eee ¢£ eR HR EEE EOS 


The War Bonds You Hold Today 
Helps You Enjoy Tomorrow! 


*s_ e+ &# ee &eeeeee ee KE KE EE HK OF 
We are indebted, indeed. to Mrs. 
S. H. Menzies, a file consultant in 
New York City and an employee 
of the teaching staff of Columbia 
University for pointing out to us 
that the “Song of The Successful 
Secretary” referred to in March 
BUSINESS BUILDER release was 
not authored by Earl Scott, but by 
Elizabeth Ann Christman. Fur- 
thermore, in the trade paper from 
which we quoted it this version 
erred in substituting the name 
HANNEGAN for FARLEY. So 
thanks sincerely, Mrs. Menzies, for 
setting us right. And to all con- 
cerned our humble apologies. 


* * * 


From a midwestern office out- 
fitter comes this “corker” of a 
question to put to your sales group 
sometime, when a lead-question is 
needed to start the IDEA-BALL 
r-o-l-l-i-n-g: “What is your con- 
cept of what our sales promotion 
should have for a base, SEEman- 
ship or SELLmanship? And to 
what degree does the first factor 
insure the second?” (Truly food 
for thought and ACTION ...an 
excellent, stimulating query . 
USE IT in your very next sales 
meeting roundtable.) 


* * * 


We conclude this June broadcast 
with our oft’ repeated invitation to 
YOU to send to the co-ordinator 
of this page your nominations for 
Business Builders. Address care of 
Shaw & Borden Company, Box 
2153, Spokane 2, Wash. Thank 
You! In signing off we note these 
terse trailers to blaze the way for 
your forthcoming correspondence: 

—“‘When your work speaks for 
itself, don’t interrupt.” 

—‘“‘An idea that’s worth putting 
over is worth working over.” 

—“Everybody takes orders from 
somebody.” 

——“The man who admits he has 
a lot to learn has learned a lot.” 

—“The secret of success in Sell- 
ing is a man’s ability and honest 
desire to put himself in the buyer’s 
place.” 

Office-efficiently yours, 
RALPH B. ORTEL 


3, 58, 38, 32: 
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Business Machine Ceilings Up 12%— 
Controls Off Many Stationery Items 


CEILINGS RAISED ON BUSINESS MACHINES 

The Office of Price Administration, in a bulletin is- 
sued May 22, announced that manufacturers of busi- 
ness machines, including typewriters, may increase 
their October, 1941, selling prices 12 per cent, effective 
May 8. 

“Most sales of these machines,” says the announce- 
ment, “except those of portable typewriters, are made 
directly by manufacturers to users. On such sales the 
retail list price is identical with the manufacturer’s 
selling price, so that the 12 per cent manufacture in- 
crease amounts to a 12 per cent increase in cost to 
users. 

“Whether buying direct from manufacturers or 
through dealers, however, consumers will pay 12 per 
cent more than they did before the war, except in 
the case of portable typewriters. 

“Portable typewriters, almost all of which are sold 
through distributors, will cost consumers only about 
three and one-half per cent more than they did before 
the war. Portable typewriters are a relatively small 
inventory item in most retail stores that carry them, 
and dealers will be able to absorb about two-thirds 
of the manufacturer increase.” 

Other business machines, besides typewriters, cov- 
ered by this action are accounting, adding, addressing, 
bookkeeping, calculating, cash registers, dictating, 
duplicating, fare registering, recording stenographic, 
and devices in which the basic mechanism of any 
machine covered by this action is a component part. 


o 


SET CEILINGS FOR SURPLUS OFFICE GOODS 

Wholesalers and distributors’ ceiling prices have 
been established, effective May 2, for sales of certain 
new office equipment declared surplus by the Govern- 
ment. Retail ceilings for this equipment are the same 
as those prevailing in regular civilian channels. 

Included in the list of office equipment, listed under 
Order No. 118 under Supplementary Order 94, are non- 
portable and portable typewriters, adding machines, 
calculating machines, dictating equipment, transcrib- 
ing equipment, cylinder shaving equipment, address- 
ing machines, time recorders and time stamps, 
stencil machines, autographic registers, check handl- 
ing equipment, coin handling equipment, duplicating 
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machines, mailing machines, and writing machines 
with the typewriter principle other than standard 
office typewriters. 


The prices for all sales to wholesalers are 60 per 
cent off the manufacturers’ lists; and for all sales to 
retailers, 40 per cent off. 


o 


SUSPEND MANY ARTICLES FROM CONTROLS 


The NSA has listed a number of stationery and 
kindred items no longer under price controls. 

Of interest to the industry are these articles ex- 
empted or suspended: appointment books, artists’ sup- 
plies, book ends, account books, holiday paper ribbons 
and tapes, non-personalized cards, gift money hold- 
ers, holiday tags and enclosures, columnar pads, 
custom-built commercial furniture, fixtures and 
equipment otherwise covered by MPR 188 when made 
on special order for user according to special designs 
required by user and for use in stores, offices, and 
institutions; date books, diaries, drawing compounds, 
fillers and printed commercial forms, plain and 
faint-ruled; detachable paper forms, greeting cards 
and related products, indexes, indexing systems and 
index tabs; ink eradicators, loose leaf binders or 
covers, memorandum books. 


Also included are metal bindings or slides for use 
on map cases, charts, calendars, tariff sheets and 
advertising matter; miscellaneous blank books, num- 
bering and marking machines for use on metal, ex- 
cept office machines; paper and paper products when 
such services are performed by persons engaged 
primarily in the business of publishing, or rendering 
related services or any combination thereof; paper 
weights, printed paper commodities listed in Ap- 
pendix A and printing and other services listed in 
Appendix B or MPR 225, except such services that 
are performed by persons engaged in the business 
of type-setting, plate-making or rendering related 
services or any combination thereof in connection 
with the manufacture and/or sale of all other paper 
and paperboard products covered by such maximum 
price regulations as 129, 187, 459, 463 and 480; scales, 
except office types; scrap book type books; social and 
commercial calendars, stationery, social, printed, en- 
graved, or plain; and tablets and pads. 
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EDITORIAL 








increasingly important. 


The State of 


the Industry 


e Reconversion continues—not spectacu- 
larly, but at a steady, even pace that is 
putting more and more merchandise on 
dealers’ shelves and on their sales floors. 
e Inventories are up to higher than pre- 
war levels despite production difficulties 
and high sales volumes. 

e Still the cry for more merchandise per- 
sists, still the complaints are aired about 
sales lost because manufacturers don't de- 
liver. 

e Dealers journey to production centers 
in the hope that personal appearances will 
be more effective in obtaining goods than 
letters, wires or phone calls. 

e History may not repeat itself in detail, 
but the general pattern of the movement 
in industry and commerce is much like that 
which followed World War I. 

e Despite restrictive measures, prices have 
advanced. Pent up demand, restrained 
somewhat during the war, has become 
more insistent. That very insistence has 
helped to create a falsely high idea of 
what the demand actually is. As is always 
the case in a sellers’ market, demand is 
inflated. It stretches in the minds of mer- 
chants, suppliers and manufacturers until 
it is assumed that potentials are unlimited. 
e Such a demand can collapse suddenly. 
The rapid shift from a sellers’ to a buyers’ 
market usually leaves a trail of business 
failures and bankruptcies. 

e Alert dealers are checking inventories, 
analyzing trends and preparing to reach 
the market even though demand-buying 
disappears. 

e Sales training for everyone on the staff, 
from the proprietor down to the delivery 
boy, is on the program of thoughtful deal- 
ers. 

e Price suspensions, releases from produc- 
tion restrictions, and other removals of 
Government controls continue. Raw ma- 
terials are relatively scarce in certain cate- 
gories, notably paper, wood and steel, 
yet the index of manufacture is rising. It 
seems probable that the industry's effort 
to supply current civilian demand will 
result in new highs in sales records by the 
end of the year. 

e The waters of business are still troubled 
by the problems of disposal of Govern- 
ment surpluses. Apparently the original 
legislation was so loosely drawn that a 
change in method and policy can occur 
every month or two. As reconversion pro- 


gresses speed of surplus disposal becomes 
—W.S.L. 
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Not by Bread Alone— 


@¢ IN THESE DAYS when the starving peoples of 
the world are to large extent dependent upon the 
more abundant granaries of the United States, it 
might be wrongfully reasoned that exports should be 
confined to foodstuffs. 

Such reasoning by manufacturers, in this industry 
as well as others, may well be of the penny-wise, 
pound-foolish variety. Dealers in other lands, as evi- 
denced by the “Wanted Abroad” columns of OFFICE 
APPLIANCES, Offer fertile fields for merchandise dis- 
tribution. 

“But we haven’t enough for domestic demand,” the 
producer may reason as he views the stacks of orders 
which now defy filling from a plant short of necessary 
materials. True enough, but the wise executive is he 
who looks beyond the present and visualizes the po- 
tential market in foreign lands. There will come a 
time when, through efficient use of increased produc- 
tion facilities developed during the war and through 
better methods learned during the making of war 
goods, that domestic consumption will fall short of 
production. 

The only sensible approach, it would seem, is to 
allocate a certain percentage of goods made today to 
foreign markets. That is more than good will, it is 
good business. 

The manufacturer who fails to drop even a widow’s 
mite of production into the world tithing box may live 
to rue the day. He is even subject to criticism if he 
neglects his correspondence with goods-hungry for- 
eign dealers. 





A top-flight salesman is enthusiastic. His intense, eager 
interest in his cause is so contagious that his customers 
can’t help “catching” it. And it has a wonderfully favor- 
able effect on them.—Howard L. Pfau, in “Globe-Wernicke 
Profit Pointers.” 


Initiative at Work | 

@¢ THE ABUNDANCE of new equipment and de- 
vices articles in the pages of this journal is proof 
enough of the ingenuity of the industry as it turns 
from making the sinews of war to the pursuits of 
peace. Manufacturers are not standing idle, although 
the pentup demand even for staple goods far exceeds 
plant capacity. 

In a few short months, the office appliance and sup- 
plies industry has demonstrated its ability to keep up 
with a natural demand for something different, more 
convenient, more efficient. 

Illustrating this trend was the recent business 
equipment show in connection with the National 
Office Management Association convention in Chi- 
cago. Manufacturers filled many display spaces with 
old and new utilities for use in the office. Many of the 
new models are not yet available for distribution, but 
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they revealed what is coming within a few 
months. 

There’s news in something new for the office 
today. And it’s good news. 

————9—e9 

Always be on the dot in keeping your appointments. 
Punctuality is very important—it is part of a sales- 
man’s service.—Paul J. Wielandy, in “Selling Slants by 
an Old Drummer.” 





Dates to Remember 


@@ WITHOUT ANY ADVERSE reflection on 
the fine series of regional meetings of the Na- 


tional Stationers Association just concluded, it 
is not amiss to remind the industry in best P. T. 
Barnum manner that ‘after the minnows comes 
the whale.” We refer to the 1946 NSA conven- 
tion to be held at the Palmer House in Chicago 
September 30 to October 3, inclusive. 

For the first time since 1944, opportunity is 
presented for this windup of the year’s conven- 
tion programs. Advance interest is high, engen- 
dering the belief that attendance will reach an 
all-time high. 

It’s time to remember to make that hotel 
reservation and arrange now for a great industry 
assembly in Chicago next fall. 


HERE AND THERE 





VICTOR SHOWS BOMBSIGHT 
USED IN ATOM _ BLASTING 
OF HIROSHIMA IN JAPAN 
The first public showing of the 
bombsight which directed the first 





USED AT HIROSHIMA—Gladys Law- 
rence (left) and Betty Purvis inspect 
the Victor-made bombsight used in 
atomic bombing of Hiroshima, Japan. 

(Chicago Daily News Photo) 


atomic bombing in history, with 
Hiroshima, Japan, as the target, 
was made at the National Office 
Management exposition and con- 
vention in the Stevens Hotel, June 
3-5. This showing was arranged by 
A. C. Buehler, president of the Vic- 
tor Adding Machine Company, 
Chicago, manufacturer of approxi- 
mately $60,000,000 in bombsights 
for the Army Air Forces. 

Bearing the designation Victor 
No. 4120, the bombsight was re- 
moved from the B-29 named ''Enola 
Gay" after the successful mission 
over Japan, and returned to the 
Victor Adding Machine Company 
for its museum. 


Until recently, bombsights have 
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been on the secret list and barred 
from public examination. 





SYRACUSE SCHOOL NAMED 
FOR HURLBUT W. SMITH, 
L. C. SMITH-CORONA HEAD 


The name selected for Syracuse's 
new industrial-technical school is 
singularly appropriate. It honors 
one of the city's most respected 
citizens,’ declares the Syracuse, 
N. Y., Post-Standard in noting that 
the institution will be known as the 
Hurlbut W. Smith Industrial-Tech- 
nical school, recognizing the head 
of the "great L. C. Smith-Corona 
typewriter enterprise that means so 
much to Syracuse.” 

Continues the newspaper edi- 
torial: 

"Mr. Smith is an industrial leader 
of the highest type, but even more 
than that is a man who places 
human relations first in life and 
business. He places above other 
things the great human values of 
friendship, understanding, co-opera- 
tion and appreciation, and because 
of it is everywhere hailed as Syra 
cuse's No. | citizen." 





THIS WASN'T GREEK, BUT IT 
ALMOST NEEDED TRANSLATION 


Oddly-written letters are received 
by most business houses, but the 
Mason Typewriter Exchange, Al- 
mond, N. Y., recently struggled with 
one which the proprietor declares 
“furnishes the greatest number of 
original ideas for spelling and punc- 
tuation per square inch of tablet 
paper we have ever had the pleasure 
of receiving.’ 

Here's the letter: 

April 44 19 46, 

Alman tyipewriter exchange c o 

iam inclosien 5 00 witch iagread 

to aplie my typewriter pleas for 
give me being slow iam spen the 
winter muts out ohio with my 
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dauter i wil be in gud old wood- 
ville this foll if nofen hapons to 

if for enie reasin you want to 
write me adres incar G H Hood 
new Port ohio 








MICE ON THE KEYS—This typewriter, 
which survived a typhoon at Okinawa 
on October 7, 1945, was adopted by a 
mouse as a cradle for her offspring. 
When T/4 George F. Lau of Head- 
quarters Company, Okinawa Base 
Command, lifted the cover off the ma- 
chine he found that the mother had 
pulled the ribbon down to make a 
nest for her babies. The picture of 
the little family was sent to Miss Col- 
leen Frey, 316 Roosevelt Ave., York, Pa. 





SPEEDY DELIVERY EASY 
FOR A ST. LOUIS DEALER 


His airplane enabled a St. Louis, 
Mo., office supply dealer, Arthur 
Skinner, to make a customer happy 
recently. 

Mr. Skinner was informed by the 
state purchasing agent at Jefferson 
City, Mo., that he was low bidder 
on some file folders and that the 
were ‘‘direly needed," so he rae 
the 220 pounds of folders to the 
airport, put them in his Aeronca 
airplane and one hour later deliv- 
ered them at the Jefferson City 
airport.—EWF. 
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National Office Machine Dealers Association 
R. H. Koch, Executive Secretary, 818 Winters Bank Bldg., Dayton 2, Ohio 


Members of the National Office Ma- 
chine Dealers Association are urged 
to send in suggestions for the better- 
ment of the industry. Tell about your 
sales experiences. Offer ideas on how 
the association can operate more suc- 
cessfully. A short question-and-answer 
column devoted strictly to inquiries 
relating to the office machine industry 





can be developed. Answers will be as 
prompt as possible and every effort 
will be made to assure accuracy. An- 
swers and other trade information 
which cannot be published in OFFICE 
APPLIANCES will appear in the reg- 
ular NOMDA bulletins. Address your 
correspondence to John Dannenfelser, 
133 E. Spring St., New Albany, Ind. 





Expansion for the Office Machine 


Dealer 


(Second part of a two-part article prepared 
by the NOMDA Publication Committee. ) 





ITS OPPORTUNITIES AND ITS HAZARDS 


NOTHER TYPE of expansion which many office 

machine dealers have developed, or are planning 
to develop, is entry into related fields. In some cases 
the relationship is very distant indeed; in fact, in some 
cases, there is none. Sometimes such expansion is 
succesful and sometimes it merely detracts from the 
sale of the lines already carried. If related fields mean 
less development in regular fields it needs careful 
study, although profit is the usual deciding factor. 


Such a plan successfully applied can be used to bring 
traffic into an office machine store, and today many 
dealers are going into the office supply and stationery 
fields. Clarence Bush, General Typewriter Company, 
Washington, D. C., has, for example, successfully sold 
greeting cards in his typewriter store. Don McDonald, 
McDonald Typewriter Company, Washington, D. C., 
has gone into the home appliance business with great 
success, operating three stores: one specializing in type- 
writers and adding machines, one marketing dupli- 
cators and supplies, and one selling home appliances. 
The Ober interests in Indianapolis operate Business 
Furniture Company, Stewart’s Book Store, and several 
stores of Stationers, Inc. 

Office furniture, filing equipment, desks, business 
systems, and a general line of office supplies go well 
with the office machine business. Photographic equip- 
ment and supplies are successfully marketed in some 
office machine stores, and film sales bring in traffic 
that can be exploited for the sale of typewriters. 
Sound movie equipment, such as school and churches 
need, fit neatly with the sale of office machines, and 
the service problem here is not as difficult as it looks. 
Office and store floor coverings may be good related 
lines. 

The addition of related lines, where it develops 
sufficient volume, should mean the use of additional 
personnel. One can expect to do everything and do it 
right. The ability to organize properly and delegate 
work will be needed to get the most from such an 
expanded business. 

A form of growth we might consider is the opera- 
tion of a number of stores in various areas handling 
the same or related merchandise. In multi-store build- 
ing, it is often a good idea to select sites having similar 
markets and to cover areas with similar industrial 
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and economc backgrounds. Hoosier School and Office 
Supply Company of Spencer, Ind., began at Spencer, 
has since opened larger stores at Frankfort and 
Vincennes, Ind., and has plans for other areas. By 
locating in smaller cities this company was able to 
secure very attractive machine franchises that wouldn’t 
have been available in large population centers, pre- 
ferring to maintain a strong position in less populous 
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areas rather than less salable lines in larger territories. © 


Gene Taylor Opens Branch Stores 
Gene Taylor, Pantagraph Printing and Stationery 


Company, Bloomington, Ill., the former president of © 


NOMDA, is opening branch office machines stores in 
Decatur and Springfield, Ill., in order to cover new 
markets in those areas properly. Allen Connolly 
of the Reliable Office Equipment Company, Evans- 
ville, Ind., makes use of co-operating sub-dealers 
in marketing Fridén calculators, Victor adding 
machines, Woodstock typewriters, and other items. 
During the period of machine shortages he has 
shared his machines with his sub-dealers and 
has very close and satisfactory working relation- 
ships with a number of small dealers. Such a plan 
enables Connolly to operate on a smaller investment, 


Sto 


to obtain prompt turnover of merchandise, and to 


assure a good volume to the manufacturers from 
whom he buys. It also reduces his overhead on sales 
and eliminates much of the detail and trouble in- 
volved in personnel management that would otherwise 
be required. There are special hazards, of course, in 
such an autonomous operation as this, but many deal- 
ers have used part-time resident agents to sell on 


commission and have working arrangements with local | 
drug and stationery stores. Experience varies in the | 


success of such arrangements, and each possibility 
should be considered on its own merits. 
Increased volume without increased personnel is an 


ideal method for expansion. Consider, then, the syste- © 


PS rg 


matic training of every employee to know his business, © 


perform his job properly, and improve his working 
capacity. Sales and technical training are important. 


SUMS onatree.e 


Special sales training courses are offered free by many © 


state universities as part of an extension program in 
(Turn to page 138, please) 


OFFICE APPLIANCES, June, 





1946 


; 
§ 





poggern cra 








OF 


ared 
tee. ) 


nery 
it of 
1s in 
new 
10lly 
ans- 
alers 
ding 
ems. 
has 
and 
ion- 
plan 
1ent, 
d to 
from 
sales 
in- 
wise 
>, in 
leal- 
1 on 
local 
the 
ility 


Ss an 


iste- © 


1eSS, 


king © 


ant. 
lany 


n in | 


























CONSPICUOUS 


that those who lead are those 
whose experience has led them 


to PANAMA — BEAVER 
Products. 


MANIFOLD SUPPLIES COMPANY 


Manufacturers *  Coast-to-Coast Distribution 


Identified Ink and Fabric Products Which 
Meet All Possible Office Conditions 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office. 600 W. Jackson Blud., Chicago, and the staff at 

the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St.and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mrs. S. S. Elliott 





London, May 9, 1946 

The Typewriter (and Allied) Trades Federation of 
Great Britain and Ireland, after a lapse of some eight 
years, due directly to the Munich crisis and then the 
outbreak of war, has returned to the pre-war practice 
of holding a reunion of members and their ladies. 
This function took place on Tuesday, May 7—the eve 








BERNARD LOWTHROP 


of the twenty-third annual general meeting of the 
Federation—in the Connaught Rooms, Great Queen St., 
London. 

The function had been arranged at comparatively 
short notice, but the presence of some 267 guests was 
entirely satisfactory. The organizers had stressed that 
evening dress was optional, but in spite of depreda- 
tions of moths and the ravages of the war and time 
on the menfolk, full evening regalia was the rule 
rather than the exception. The ladies, too, put up a 
remarkably brave show, and no doubt many interest- 
ing—and amusing—anecdotes will be recounted in the 
years to come of ingenuity in the way of “make do 
and mend” and the spinning out of coupons which 
produced the display of really smart and attractive 
frocks which graced the occasion. 

The proceedings opened officially at 5:30 p.m., when 
the president, Arthur Pateman, and Mrs. Pateman, re- 
ceived their guests. Cocktails followed, and at 6 p.m. 
the gathering sat down to a dinner which, having re- 
gard to these days of continued austerity, reflected 
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great credit upon the management of the Connaught 
Rooms. 

After the loyal toast, J. A. Cumming, chairman of 
the Office Appliance Trades Association, proposed the 
toast of the “Typewriter (and Allied) Trades Federa- 
tion of Great Britain and Ireland,” the response being 
made by Arthur Pateman. Then followed a most 
pleasing ceremony—the presentation of a gold cig- 
arette case to Mr. Pateman, in appreciation of his 
magnificent services to the industry during his three 
years occupancy of the presidential chair; a gold wrist- 
let watch to Mrs. Pateman, who had so ably supported 
her husband during his term of office; and a solid 
silver tea set, jointly. The presentations were made by 
Bernard Lowthrop, president designate, in a short, but 
admirably worded, speech. Another toast, “The Ladies,” 
by Jack Gutteridge, was responded to in her own in- 
imitable way by Mrs. Pateman. “Absent Friends” was 
proposed by the immediate past president, H. W. D. 
Buckeridge, in a concise and able speech. A pleasing 
interlude at this juncture was the presentation to each 
surviving past president of a silver replica of the presi- 
dent’s jewel—to be worn on official occasions—kindly 
donated by W. Harold Spink. The presentation was 
made by Mrs. W. Harold Spink, and the introductory 
speech was by Miss Spink. 

At the conclusion of dinner, the ballroom was 
cleared and dancing followed until approximately 10:30 
P.M. The early closure was due to the continuance of 
the wartime custom of early start and early close, 
staff shortage being still very acute. However, im- 
promptu parties were made up for visits to other places 
of entertainment. 

Everyone agreed that it was a most enjoyable and 
successful evening, and high tributes were paid to Mr. 
and Mrs. A. E. Low for the excellent arrangements 
made. 


Report of Twenty-Third Annual General Meeting 


The twenty-third annual general meeting of the 
Typewriter (and Allied) Trades Federation of Great 
Britain and Ireland took place in the Waldorf Hotel, 
Aldwych, London, on Wednesday, May 8, at 10 a.m. 
There was a record attendance of 103 members. 

After the presentation of the register of members, 
which contained particulars of 471 members, and the 
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"> we .. which portable? 











ET the answer come from those who 

know typewr:ter performance from A 

to Z. Who better than the popular authors, 

the star reporters, the columnists, and all 

the others who make their living from the 
written word ? 

They will tell you the things to look for 

in a portable— speed, easy action, clear 


typing, stamina. And we know many who 





own Smith-Coronas who will tell you it’s 


ng the best machine they've ever used. 


the 
reat “ 
otel, Coronas today that we must still beg your 


So great is the demand for Smith- 





Makers also of 


patience until production can catch up. But 
Smith-Corona Office Machines 


ers, see your dealer; he'll do his best for you. 
the 
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adoption of the annual report and accounts for 1945, 
the president, Arthur Pateman, delivered an excellent 
address and review of the year’s work. He gave facts 
and figures to support the contention that there was 
much to be made up in the supply of typewriters. 
In the course of his remarks, he paid tribute to 
the support he had received from members of the 
council, the excellent work done by the chairman and 
honorary secretaries of branches, and the need for 
continued co-operation throughout the trade. Then 
followed the declaration of the election of honorary 
officers of the federation for the ensuing year, all re- 
turned unopposed, as follows: 

President—Bernard Lowthrop. 

Senior Vice-president—Mancell Gutteridge. 

Junior Vice-president—Claude Potter. 

Honorary Treasurer—W. Lorraine Haig. 

At this point, Mr. Pateman installed Bernard Low- 
throp in the chair and invested him with the presi- 
dent’s jewel. In the course of his reply, Mr. Lowthrop 
expressed his determination ‘to work for the good of 
the trade as a whole, without bias for any particular 
section. The other honorary officers were then called 
to the council table in turn. 

The following were declared elected to the seven 
vacancies on the executive council—H. W. D. Bucke- 
ridge, E. S. Dumont, W. E. Sculthorp, W. F. Sleath, 
W. Harold Spink, and S. P. Stuttard. 

After a break for luncheon, the proceedings were 
resumed when A. E. Low and W. H. Baker were elected 
to the management committee of the T. T. F. Benevo- 
lent Fund. R. C. Sheen was re-elected auditor and 


Messrs. Lovell, White and King as legal advisors. 
S.S.E. 


————o— oe 
BRITISH INDUSTRY GETS TAX RELIEF 

Most welcome news for the British industry in 
the budget announcements has been the removal of 
purchase tax from a wide variety of goods used and 
sold in the office equipment industry. 

The complete removal of tax from typewriters, 
dictating and calculating machines, and other office 
machinery, and off cash registers thus frees the in- 
dustry for action and allows it to sell its products 
at a better rate than has applied to date. No such 
relief has been allowed on office stationery, which 
still carries a heavy tax and which bleeds all indus- 
tries to a very major extent. 

The wisdom of removing purchase tax from the 
office equipment is evident. At a time when a very 
great effort was being made to increase productivity, 
it was obviously unwise to maintain the tax on items 
which contributed to a very considerable extent to 
that efficiency. If the tax were not unduly heavy on 
smaller items, it was heavy on major office equipment. 

Applied originally as a method of raising money 
needed to wage the war, and as a check on unneces- 
sary spending, the purchase tax varied in extent 
over a whole range of goods. Although the present 
relaxation for office equipment brings the levy down 
to zero, there are still “luxury” industries which are 
paying a 100 per cent purchase tax, collected from 
the manufacturer on every item sold. Other indus- 
tries carry 33 1/3 per cent, 16 2/3 per cent, and so on. 


—SATNA. 
no 
ALFRED HAIGH VISITS UNITED STATES 


Alfred Haigh, managing director of Brittain’s, Ltd., 
Cheddleton Paper Mills, near Leek, England, made a 
hurried visit to the United States recently, his first in 
ten years. His time being limited, he regretted -his 
inability to visit all his friends and customers all over 
the country. 

A dinner was tendered in Mr. Haigh’s honor by 
George F. Malcolm, U. S. representative for the sale 
of carbonizing tissues of his company, at the Hotel 
Roosevelt on May 9. A large majority of the ribbon 
and carbon industry’s executives were present. Mr. 
Haigh addressed the group on general conditions in 
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England during and since the war, and particularly 
in reference to the progress made in overcoming dif- 
ficulties of production. In conclusion, he said that 
Great Britain was out to do its share of the world’s 
work and to pay its way however hard the road. He 
suggested the people of England did not perhaps 
realize how hard that road was going to be for them, 
but stated that if the British folk held together the 
danger of inflation could be avoided. He offered the 
continued services of Brittain’s, Ltd., Cheddleton 
Paper Mills, which has been making these tissues for 
more than 50 years, in the belief that business was 
not good business unless it was good for both sides. 
ee 
P. L. SANCHEZ LAMO LOCATES IN ARGENTINA 


P. L. Sanchez Lamo, who previously was located in 
La Paz, Bolivia, representing foreign manufacturers, 
is now well established at Buenos Aires, Argentina. In 
that city since 1944, he has succeeded in organizing 
his office after months of work, despite the current 
difficulties in arranging for imports of office equip- 
ment and stationery from the United States. Location 
of the office is Av. De Mayo 1365, on one of the main 
thoroughfares of Buenos Aires. 

EH 
MICRO-FILMING INDUSTRY GETS RADIO SALUTE 


The Valley Forge Caravan program of radio station 
KYW, Philadelphia, Pa., on the evening of May 13 
carried this salute to the microfilming industry: 

“The ability to condense printed, pictured or drawn 
material into approximately three per cent of its 
original size points up the important contribution 
of microfilm to our modern, express-speed world in 
which mountains of materials are now annually 
reduced by reproduction through microfilm, saving 
valuable storage space, as well as increasing the 
safety factor of preservation for all time. We honor 
as our host tonight, E. I. duPont de Nemours & 
Company, producers of microfilm among many items. 

“It might easily be supposed that microfilming 
which seems so typically American, was a product of 
this recent war. However, the Frenchman Dagron, a 
photographer during the Prussian siege of Paris is 
credited with the original use of this device. In the 
year 1870, with communications all but at a standstill, 
Dagron devised the scheme of photographing in re- 
duced size the urgent messages that had to get out 
of Paris. So successful was his plan, that a carrier 
pigeon was able to fly to friendly territory bearing 
film which carried 3500 folio sheets of vital informa- 
tion. If from then until the late thirties, the process 
was relatively little used, it was capable of great de- 
velopment and our research laboratory technicians 
knew this significant fact. 

“With the advent of World War II, it immediately 
came to the fore. Millions of sheets of plans, orders 
and documents were preserved and stored. Letters 
to our servicemen and women, by the millions, were 
quickly transported to all points of the world via ship 
and plane, with a great saving in cargo space. Im- 
portant industrial and technical knowledge in danger 
of destruction through the work of bombs or sabo- 
teurs, was safely recorded and stored against the time 
of possible need. Microfilmed books are now flashed 
page by page upon the ceiling to aid the convalescent 
during his hours of enforced idleness. Whole libraries 
are reprinted in this convenient form and at least 
one newspaper has preserved 105 years of publications 
in this manner. Microfilming is a process that has 
not seen its greatest day, in all probability, and we 
salute those employed in this industry for the past 
record which portends such future promise!” 

0 9 


NEW STORE IS OPENED AT ENID, OKLA. 
Maxwell A. and Jesse N. George recently opened 
the new Enid Office Supply & Gift Store, located on 
the ground floor of the Enid Business College Building 
at Enid, Okla—EWF. 
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Currently the demand for GF Products continues 
to exceed the supply. While our production is at 
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enough and we are leaving no stone unturned in 
order to increase it so that GF dealers and cus- 
tomers may have all the steel files, desks, shelv- 
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and need so badly. Please give us your continued 
cooperation and understanding and in return we 
pledge that our utmost efforts will be devoted 
toward giving you more merchandise. 
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NEW YORK FIRM OFFERS NEW MOISTENER 
The new Glue-Fast label, stamp, and envelope moist- 
ener has been introduced to the industry by Glue-Fast 
Equipment Company, Inc., 11 White St., New York, 
N. Y. Two wick rollers, set in a waterproof base, spread 





NEW GLUE-FAST MOISTENER 


the moisture thoroughly and evenly. Model C, in 
gleaming black typewriter finish with chromium ad- 
justable guide, moistens labels up to 4% inches wide. 
An extra feature is the provision for moistening the 
flaps of envelopes. The raised lip on the moistener’s 
guide admits the gummed edge of the envelope, which 
is zipped through as the rollers wet the gummed sur- 
face evenly. Price is $4.00. 
icinseneiaieilliiabadas 
F. M. CHARLES OFFERS INDICATOR RULER 


F. M. Charles, 2631 N. Cramer St., Milwaukee, Wis., 
is offering a new indicator ruler (patent pending) 
to the industry, the product being particularly adapted 
for use as a guide in copy work and related pur- 
poses. The ruler may be constructed of wood, plastic, 
or other material and has a surface groove in which 
arrows or pointers, with a spring effect, are engeged 





with a sliding fit. The device combines measuring and 


indicating means and is particularly useful when 
placed on a paper or report containing columns of 
figures, certain of which are to be copied. 

The arrows or pointers, which may be of various 
colors, are moved along the sliding groove to point to 
selected columns to be copied. As the work progresses, 
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the ruler is manually shifted downward on the page. 
Manufacturing rights are available. 
ee 
UNDERWOOD INTRODUCES NEW TYPEWRITER 


The first new post-war typewriter has just been 
introduced by Underwood Corporation, 1 Park Ave., 
New York, N. Y., according to an announcement by 
W. F. Arnold, vice-president and general sales man- 
ager. 

Featuring “rhythm touch,” and exemplifying a trend 
toward increased usefulness, rather than face-lifting 
changes, the new Underwood typewriter embodies 
more functional changes than any typewriter intro- 
duced by Underwood since it pioneered in visible writ- 
ing 50 years ago, asserts Mr. Arnold. 

Among the improvements claimed for the new 
Underwood is an accelerated typebar action, providing 
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UNDERWOOD’S POST-WAR TYPEWRITER 


the rhythm touch. There is a new rhythm shift for 
high-speed, positive changing between small and capi- 
tal letters, and a new ribbon action for accuracy, par- 
ticularly when using a two-color ribbon. The width 
of the keyboard has been increased for greater finger 
ease and security. 

Underwood claims that the new machine is designed 
to produce excellent results for both the expert and 
the beginning typist. 

ao ——_—_— 
OFFER NEW TRI-LOCK CATALOG BINDER 


Newest member of the restyled line of Remington 
Rand, Inc., catalog binders is the Tri-Lock, which 
combines both compression and flat opening features. 
A touch of a button changes the compression binder 
—claimed to hold sheets so securely the full binder 
may be lifted by a single leaf—into a flat reference 
binder. It opens flat and stays open at any point 
without holder. Bleed pages can be used, as full 
visibility extends to the binding edge. The control 
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IDEA # 2: “Magic” Margin 


Margin-setting used to be a bothersome typing operation. But... 


... Your Royal Portable has a special feature—the “*Magic” Margin— 
that actually makes margin-setting easy. Once you demonstrate how 
quick and simple it is, selling a Royal Portable will be quick and simple, 
too. Here’s how: 


STEP A: Roll a sheet of paper into 
your Royal Portable. Then tell your cus- 
tomer you're going to show her (or him) 
something not possible on any other port- 
able—‘*Magic”’ Margin-setting. A wonder- 
ful feature that cuts margin-setting work 
and time to a minimum! 





















STEP B: Point out the “Magic” Margin lever 
on the left side of the carriage. It’s exclusive with 
Royal! Just position the carriage where you wantit... 
flip the “‘Magic”’ Margin forward .. . let it snap back— 
and your margin is set. Quick as that! 





STEP C: To make a wider margin — for inden- 
tations or subparagraphs—position the carriage . . 

flip the **Magic”’ Margin forward . . . let it snap back— 
and a new margin is set! 


STEP D: To return to the original margin, flip the 
“Magic” Margin forward . . . and hold it forward while you 
position your carriage. When you let the “*Magic’’ Margin snap a OYA L 
back again, you’re back to your original margin. Jnstantly! 


Saves time . . . saves trouble! 9 Oo RTA i3 L Pa 


THE Standard Typewriter in 
P. S. Why not spend a few minutes today getting more Portable Size 
acquainted with Royal’s ‘Magic’ Margin? You'll find 
it makes Royal the easiest portable for you to sell—and Magic” is a registered trade-mark of tlie 
the easiest for your customer fo use. Royal Typewriter Co., Inc, 
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button also unlocks the binder for a speedy change in 
contents. 

Folders of any practical sheet size, capacity and 
number of posts are available. The Tri-Lock may be 
had in stiff or flexible construction, bound in genuine 
or imitation leather in a wide range of colors and 
grains. 

Information regarding this new line of binders may 
be obtained from any systems division office of Rem- 
ington Rand, Inc., or by writing to the Systems and 
Methods Research Department, Remington Rand, Inc., 
315 Fourth Ave., New York 10, N. Y. 

——— = o__ 
EBERHARD FABER OFFERS BALL-POINT PEN 


The Eberhard Faber Pencil Company, Brooklyn, 
N. Y., is announcing to the public through national 
advertising in June an “effortless writing” ball-point 
pen born from the original Lazzlo Biro patents, 
American rights to which were acquired more than a 
year ago when the revolutionary Biro pen was intro- 
duced from South America. The first model, “No. 1,” 
will be distributed to selected dealers and offered 





EBERHARD FABER BALL-POINT PEN 


at $15.00, plus tax. This model will be in four jewel 
colors with i4-karat gold-filled cap and decorative 
tip as integral features of the streamlined appearance. 
The pen was designed by J. Gordon Lippincott, New 
York industrial designer. 

The new pen is guaranteed by its manufacturers 
not to leak or drip under any conditions and to write 
without any “dry spots” on any writing surface, these 
features attributed to the Biro principles of an un- 
failing ink supply fed by capillary attraction. The 
ink is declared to dry instantly without blotting. 

Eberhard Faber asserts that automatic equalization 
of air pressure within a specially-constructed cartridge 
holds viscous ink in suspension against the walls of 
the tubes under capillary attraction, the ink not 
escaping until the revolution of the writing ball over 
the surface feeds the fluid into a reservoir directly 
behind the ball. Stainless steel is used for the socket 
housing of the hard chrome steel writing ball, with a 
tolerance precision of two ten-thousands of an inch. 
Easy interchangeability of cartridges, retailing at $.50 
each, will make possible the use of inks of various 
colors in the new ball-point pen, the shift requiring 
only a few seconds. 

———_=--o—_—___—_ 
PLASTICRAFT INTRODUCES NEW BOOKENDS 


A plastic molded bookend has recently been placed 
on the market by Plasticraft Specialties, 3222 W. 
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Cermak Rd., Chicago. These Mayflower bookends are 
of heavy plastic, and so highly-polished that the 
decorative cameo of contrasting color, a fully-rigged 





MAYFLOWER PLASTIC BOOKEND 


boat, reflects onto the base of the device. Available 

in assorted colors, the bookends are suitable for home 

or office and come tissue wrapped and individually 

packed, twelve pairs to the shipping carton. Inquiries 

may be directed to the address of the Chicago concern. 
——_ 


SHANK OFFERS LEATHER-BOUND BOOKS 


New offerings by Shank Leather Goods Company, 
230 Fifth Ave., New York 1, N. Y., include finé leather- 
bound books, declared to be especially suitable for 
gifts. 

These books are No. 3246, Holy Bible, with or without 
zipper closing; No. 3247, Webster’s New American dic- 
tionary; No. 3248, Shakespeare complete; and one- and 
five-year diaries, with or without zipper closing. 

The Bible with zipper closing retails at $10.00 and 
the price without zipper is $6.00. The dictionary retails 





be 


NEW SHANK LEATHER-BOUND BOOKS 


at $6.00 and the Shakespeare complete at the same 
price. Diaries with zipper closing retail at $5.00 and 
with lock closing at $4.00. 
Orders must be received at once to insure delivery 
in August, the makers have announced. 
$= > 
RED FEATHER INTRODUCES FACT-O-SCOPE 


Red Feather Products, Ltd., Redwod City, Calif., 
manufacturers of office supplies and equipment, have 
introduced the Fact-O-Scope, a product which, it 
is claimed, will enable stencil cutters to achieve 
sharper lines and precision with less eyestrain and 
cutting fatigue. These ends are declared to be accom- 
plished through the introduction of flourescent light- 
ing and a new manipulation of the principle of light 
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FOR SCHOOL OPENING SALES 


RECHECK AND*emuehine 


LEAD SUPPLY 
y: 





Only SKRIP has the Top- 
Well that keeps fingers 
clean! All other writing fluid 
containers are bottom-well 
bottles. SKRIP, regular size, 
25c—school size, 15c. 


+ TOP-WELL BOTTLE 















toda 


Back-to-school shopping will start before you 





know it. Recheck your writing essentials—W ash- 
able SKRIP in 8 fascinating new colors—Fineline 
Leads in every size, shape and grade—now pack- 
aged in wholly redesigned containers. 

Mechanical pencils by the millions are swamping 
the market—replacement lead sales will skyrocket 
for the store that features Fineline Leads—the 
better lead in the newer package. 

W. A. Sheaffer Pen Co., Fort Madison, lowa. 


SHE 
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refraction, flooding the Lucite working surface with 
brilliant and even illumination. 

The cold light is said to make it possible for the 
stencil cutter to work in a unhurried manner instead 
of being forced to speed up completion of the stencil 





RED FEATHER PRODUCTS FACT-O-SCOPE 


before the heat of the lamp causes stickiness to 
develop. Another new feature is the attached 
drafting machine head, a plastic T-square which 
adjusts horizontally and vertically, permitting it to 
be moved anywhere on the machine without detach- 
ing. Corners, as well as straight lines, can be nego- 
tiated easily. 

Red Feather Products, Ltd., Box 408, Redwood City, 
Calif., reports that production is now going forward 
on the product and the backlog of orders is being 
reduced. 

ee 
DALLAS FIRM OFFERS ROTO-SHEAR MAIL OPENER 

The new Roto-Shear mail opener is offered to the 
industry by the Roto-Shear Company, Ltd., 4503 Travis 
St., Dallas, Tex. Robert R. Harper, president, explains 
that this is a precision machine without moving belts 
or gears needing service. He states that the machine 
will easily open 30 to 40 letters per minute and handles 





NEW ROTO-SHEAR MAIL OPENER 


any length envelope up to, and including, 11 inches. 
The rotary cutter slices off the crease in the envelope 
and leaves the contents intact. 

The company is now in production on this item and 
is seeking dealers and distributors in the larger cities. 


a ee 
UNBLOCKING SYSTEM FASTENER OFFERED 
A new patented type of “Unblocking System Fast- 


ener” for light file covers has been patented by Luigi 
Gelosa, Via Leopardi 1, Milan, Italy. Mr. Gelosa is 
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offering to market the patent rights in the United 
States and other countries and declares the product 
solves “in simple fashion the fastener-which-can-be- 
opened problem.” 

It is pointed out that this fastener can be fitted 
on the usual light file covers, the same as those 
equipped with metallic strips, and loose paper leaves 
can be easily taken out or added to the file. 

This fastener is made up of two couples of metallic 
spirals (steel wire) coils, fitted in a symmetrical way 
on the interior side of the cover. Closure is made pos- 
sible by the coils’ elasticity, the joint being opened and 
closed by their slight rotation. When the joint is 
closed, the connected coils act as a “bridge” suitable 


fig 2 


fet 














NEW UNBLOCKING SYSTEM FASTENER 


for the easy passage of loose leaves from one to the 
other side of the cover. Sketches 3, 4 and 5 of accom- 
panying illustration show how loose leaves can be 
taken out or introduced. 

The pile of loose leaves can be fastened by means 
of a little metallic plate equipped with two embossed 
teeth (Sketch 6) through which the coils run 


(Sketch 2). 


LACTA INTRODUCES NEW 
SMOKING STAND 

The Lacta Separator Com- 
pany, Inc., 3034 Broadway, Chi- 
cago 19, Ill., is introducing a 
newly-styled smoking stand 
constructed along modernistic 
lines from highly polished alu- 
minum. 

Machine finished, the stand 
has a 12-inch base and an 
over-all height of 25 inches. An 
eight-inch glass ash tray is 
provided. The upper part of 
the stand has a beveled edge 
which prevents a cigar or ciga- 
rette from falling onto the rug. 
The base of the stand is 
weighted with a two and one- 
half pound disc which virtually 
eliminates tipping over the 
stand. List price of the stand is $13. The company 
is now in production and will start deliveries soon. 
Inquiries may be directed to the manufacturers at the 


above address. 





——————-— 2 —__ 


S. H. GOULD OFFERS PORTABLE FILES 
S. H. Gould Company, 305 Broadway, New York 7, 
N. Y., is offering all-steel portable efficiency files 
which may be sold for housing of either hanging or 
regular folders. The hanging folders fit and ride on 
a track constructed for that purpose. If regular folders 


are used, the Gould cabinet has a follow block for 


the folders to lean against. 
Either file can be equipped with a set of A to Z 
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Entries can be made 
while held in hands 


Two-piece construction 
provides flexible capacity 


Fits in envelope 
or portfolio 

















Can be filed in desk 
or cabinet drawer 


IN 
RECORD 
KEEPING 
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Double Hinged 
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relate 


Wide Selection 
of Forms 


REDI-COVER PRESSBOARD BINDER 


Double Hinged Cover with Prong Fastener 


Binder and wide selection of Forms for business and professional 
needs provide a simple, compact, inexpensive means of binding and 
protecting records, reports, statistics, etc. 


Double hinged cover folds under out of the way for ease in handling. 
Reduces space requirements. 


End opening, with binding at top of sheets, affords greater facility 
in making entries. 


Two-piece construction provides flexible capacity. Prong Fastener 
simplifies addition or removal of sheets. 


Light in weight, no protruding fittings, fits in desk or file drawer, 
envelope or portfolio. 


ASK FOR CIRCULAR DII93 


BWBARARAANA 





\\s'/| ao) me Lo) | 3m OC oy 


) )d ELIZABETH CHICAGO NEW YORK 4 ¢ « 


MANSAS CITY SAN FRANCISCO BOSTON 
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folders and sold as a complete portable file unit. 

The files, finished in green or brown, are made of 
welded heavy-gauge steel and are shipped set up, ready 
for use. Height is 27 inches, depth 28 inches, width 
13 inches and weight 20 pounds. The follow block 





S. H. GOULD PORTABLE FILE 


weighs two pounds. List price for No. 59, designed for 


the hanging folders, is $9.50 and list price for No. 49, 
designed for regular folders, is $10.50. 
i 


FLETCHER INTRODUCES TRIANGULAR DESK 


Utilizing aircraft wood-construction methods, the 
Fletcher Aviation Corporation, Pasadena, Calif., has 


introduced an executive desk of modern three-sided 
functional design. Retail price is $253. Barker Broth- 
ers, Los Angeles, Calif., and Rucker-Fuller Company, 
San Francisco, Calif., are now taking 80 per cent of 
the output, but the company expects to be distributing 
the desks nationally within the next few months. 
The desk’s triangular shape, claim the manufac- 
turers, has utility as well as beauty. There is a work- 
ing edge of 72 inches, yet, it is pointed out, no more 
floor space is required than for the 54-inch conven- 
tional desk. A concave relief allows the user to sit 


% % 
NEW FLETCHER TRIANGULAR DESK 


closer to the desk with comfort. Six people can be 
conveniently grouped around the desk for conferences. 
Woods used include prima vera, bubinga (African rose- 
wood), Honduran and African mahogany, and Ameri- 
can and claro walnut. 
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INTRODUCE TRU-LITE FOR OFFICE WORKERS 
Single-tube lighting with two-tube efficiency is 
claimed by Standard Business Machines Company, 
542 S. Dearborn St., Chicago 5, Ill., in introducing 
Tru-Lite, designed particularly for workers at office 
machines. The manufacturers claim that this fluor- 
escent light is directed on the work, away from the 
workers’ eyes. Features of the construction are snap- 
out tube connection to make replacement easy, deep 
well reflector to direct the light more accurately, im- 
pact-resistant plastic construction, and clear white 
reflector with baked enamel finish. 

Colors furnished are brown with mahogany shade, 


REN LEER I. 





TRU-LITE FLUORESCENT LAMP 


grey with black shade, and grey with grey shade. List 


price is $21.75. 
em 9 


OFFER CHROME CHAIRS, SMOKING STANDS 


The Advance Trading Company, manufacturers’ 
representatives at 219 Second Ave., New York, N. Y., 





ADVANCE CHROME SIDE CHAIR : 


are offering chrome side chairs and chrome smoking 
stands as products of interest to the industry. 

The chairs are triple-plated chrome steel, one-inch 
heavy-welded tubing and are equipped with metal 
floor gliders. Sold in red and blue, these chairs 
have 16 x 15-inch seat and 10 x 15-inch back with 
decorative ivory welts. List price is $16. 

The smoking stands, either chrome or copper plated, ~ 
have large eight-inch amber ash trays with reinforced 
metal-lined bases. List price is $12.40. 


———.9 


MAYFAIR OFFERS NEW FLUORESCENT LAMP : 


The Mayfair Company, 230 W. Superior St., Chicago, 
has announced production of metal fluorescent lamps, 


rer 


PARENT 
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HECTOGRAPH DUPLICATING 
SUPPLIES AND Best Hse. ip: 


Every business needs the LIGHTWEIGHT, VERSATILE, EASY- 
TO-HANDLE COLUMBIA DUPLICATOR “PORTABLE”. 

Needed, too, by churches, schools, clubs, institutions 
and restaurants. Printing surface 812” x 13”. Uses Colum- 
bia “All-Season” wee Roll. 


= OTN 


LE SELES LEE 8 


COLUMBIA GELATINE ROLLS 


All sizes. All spindles. For all gelatine-type Duplicators. Patented 
“Water-line” feature keeps roll in all-season condition for finest 




















List yy, \ a duplicating results. 
@ 
: f PERFORA 
f; Se aN re COLUMBIA READY-MASTER FORMS 
ers’ fs PENS TOP AND BOTTOM : 

Yy. Duplicate the form and the fill-in in a single operation. 
May be filed away and re-used for new runs, with pro- 
gressive data added if desired. 
co.umsiA = ® 

SPIRIT FLUID 
Quick-drying, non-spreading, odor- 
INTERLEAVING less. For use with all types of spirit 
TISSUE TO KEEP . ° . 
MASTER CLEAN duplicators. Gives more copies per 
(REMOVE BEFORE 
TYPING) gallon. 
f my COLUMBIA “RAINBOW” HAND CLEANER 
I / = Removes carbon smudges, dirt, hecto and other ink stains, the tell-tale 
signs of “office hands”. Highly favored by office-machine operators as 
a skin-cleaner and softener. Harmless; leaves hands soft and velvety. 
king GELATINE AND SPIRIT CARBONS — FABRIC AND CARBON PAPER 
mol = HECTOGRAPH RIBBONS TO FIT EVERY TYPE OF BUSINESS MACHINE 
etal > = STOCKED BY REPUTABLE DEALERS EVERYWHERE 
airs a . 
with 
: COLUMBIA RIBBON & CARBON MANUFACTURING CO., INC. 
uted, V// Main Office & Factory: Glen Cove, L.'1., N. Y. 
reed — New York Sales & Export: 58-64 West 40th St., Midwest Sales: Kansas City, Mo., Dwight Bldg. « Chicago e Detroit 
3 , Milwaukee * Minneapolis ¢ Nashville « Philadelphia « Pittsburgh ¢ Portland, Oregon © Cincinnati ( Harris- Moers Ci Co.) ¢ Atlanta 
rE Also: London, England e Sydney, Australia 
- 
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the new line to have adjustable or non-adjustable 
shades. : 

Other important features are a one-piece stamped 
base, genuine ballast, and instant starter. The lamps 





NEW MAYFAIR FLUORESCENT DESK LAMP 


are finished in crackled bronze and, owing to improved 
manufacturing facilities, are listed at less than the 


pre-war price for a corresponding type of lamp. 
Se 





LOUISIANA COMPANY SHOWING STEADY GROWTH 


The Lake Charles Office Supply Company, Lake 
Charles, La., is the latest store to be placed in opera- 
tion by Office Supply, Inc., of which A. V. Breard 
is president. This organization owns and operates the 
Monroe Office Equipment Company, Monroe, La., and 
the Alexandria Office Equipment Company, Alexan- 
dria, La. 

Starting in 1923 at Monroe, Office Supply, Inc., 
has steadily expanded its business. A. V. Breard was 
the founder, beginning after his graduation from col- 
lege. His original quarters at Monroe were only 10 x 20 
feet, but the present location at 510 Walnut St. covers 
7500 feet of floor space and there are 18 employees. 
Alexandria Office Equipment Company was started in 
1940 and the Lake Charles Office Supply Company 
in August of last year. 

L. W. Tabb is manager of the Lake Charles unit, 
located at 826 Ryan St. All items of national promin- 
ence are featured in this store, which handles the 
same lines of merchandise for which Office Supply, 
Inc., has exclusive agencies at Monroe. All new fix- 
tures were acquired, the building was redecorated, and 
by the addition of a mezzanine floor the floor space 
was increased to approximately 3,500 square feet. Six 
large show windows provide adequate display facilities. 


Nationally-Known Lines Featured 


Exclusive representation is enjoyed by Office Supply, 
Inc., at the Monroe, Alexandria and Lake Charles 
stores for the Shaw-Walker Com- 
pany, National Blank Book Com- 
pany, W. H. Gunlocke Chair 
Company, Standard Furniture Com- 
pany, Mittag & Volger, Inc., and 
other manufacturers. Complete of- 
fice machine and service depart- 
ments are maintained. In the office 
machine department, Underwood 
Corporation, Marchant Calculating 
Machine Company, Ditto, Inc., The 
Niagara Duplicator Company, 
Soundscriber Corporation and Oh- 
mer Corporation are represented. 

Officers and owners of the three 
businesses comprising Office Sup- 
ply, Inc., are C. V. Breard, presi- 
dent; H. C. Mayo, manager of the 
Monroe store, secretary and treas- 
urer; Dan A. Breard, vice-presi- 
dent; L. W. Tabb, manager of Lake 
Charles store and vice-president; 
and J. A. Bennett, sales and per- 
sonnel manager at Alexandria, and 
vice-president C. W. Carey is man- 
ager of the Alexandria store. 


INTERIOR OF LAKE CHARLES (LA.) OFFICE SUPPLY CO. STORE 











ALL MAKES TYPEWRITER COMPANY, INC., OMAHA, NEBR., BUYS FLEET OF NEW TRUCKS 


This fleet of new trucks was recently purchased by All 
2, Nebr. The makes purchased were a Studebaker pickup, 
to say that freight embargoes will not stop us,” declares 
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Makes Typewriter Company, Inc., 1918 Farnam St., Omaha 
Ford van, Dodge tractor and Kingham trailer. “It’s needless 
L. A. Kavich, president of the Omaha firm. 
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Jour Business 1s Built on 


The New 
ACELINER 
“World's Finest“’ 


$6.00* 









ACE SCOUT 


A durable, long-life 
stapler. Staples, pins 
and tacks. Guaranteed 
















@ When a customer leaves your 
store after purchasing a quality product you 
may rest assured that he will return when in 
need of other merchandise which you sell. 
Practically every successful business, whether 
manufacturer or retailer, is built on this 


principle. 


When recommending Ace Staplers the 
dealer knows his customer is getting a ma- 
chine that will give lifetime satisfaction ..a 
machine that is built with watch-like pre- 
cision, from the finest materials by seasoned 


workmen. 


To match the fine, enduring qualities of an 
Ace Stapler your customers will want, and 
should have, Ace Staples. In the production 
of these Staples only premium quality wire is 
used, absolutely uniform in size, strength and 
temper. That is why Ace Staples have such 


high, tensile, penetrating strength. 


SOLD THROUGH DEALERS EXCLUSIVELY 














for 5 years. $1.00* 


ACE PILOT 


Precision built by 
skilled workmen. 
Staples and pins. 
Guaranteed to give 
perfect stapling 
satisfaction. $4.00* 


ACE 
STAPLES 


Have highest ten- 
sile penetrating 
strength. Made of 
premium quality 
wire. Hand in- 
spected. 
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ACE STANDARD 


Largest sellerinthe 
Ace line. Staples 
& pins. Unexcelled 
stapling perfor- 
mance. Favorite of 
thousands. $6.00* 


ACE CLIPPER 


A real money saver. 
Light weight, easy 
action, built to last 
a lifetime. $4.50* 


* Slightly higher West of Rockies 














S. J. Eva, manager of the engineering and art de- 
partments of the J. K. Gill Company, Portland, Ore., 
called on us on Friday, May 3. He had left home on 
April 25, arriving in Chicago on the 28th, to make calls 
in this city and Milwaukee. His next stop was Cin- 
cinnati. Then he expected to go on to New York for 
a two-week’s stay. His return journey was to be made 
direct to San Francisco from New York with the hope 
of returning to Portland on May 27 or 28. 


S. D. Levy, proprietor of the Desk Exchange in San 
Francisco, put his name in the Guest Book on May 4. 
Cities in which he planned to make calls were Jasper 
and Evansville, Ind.; Jamestown, N. Y., and New York 
City. His entire trip, devoted mostly to a search for 
merchandise, was to take about a month. 


J. W. Hamilton-Jones, managing director of Ever- 
sharp, Ltd., London, England, was another welcome 
visitor on May 6. He had arrived on the “Queen Mary” 
in New York on Easter Sunday. The primary reason 
for his presence in Chicago was to confer with Ever- 
sharp officials. In addition to managing the affairs 
of Eversharp in England, Mr. Hamilton-Jones is presi- 
dent of the Stationers Association of Great Britain 
and Ireland. 


George L. Ruggles, president of the Ruggles Sta- 
tionery Company, Seattle, Wash., was a Guest Book 
signer on May 6. Like most dealers who are traveling 
today, at least part of his purpose was to contact 
sources of supply. Production conditions not being 
good, Mr. Ruggles is also making a vacation out of 
his journey. 

Harry Tehan, Higgins Ink Company, registered by 
telephone on May 6. He was in Chicago to attend the 
annual convention of the National Association of 
College Stores. He reported that the event was unus- 
ually successful, a record attendance having been 
chalked up. 


W. V. Pierce, The Pierce Company, Minneapolis, 
Minn., stopped in for a brief visit on May 7. He was 
in Chicago to display certain items in his line at the 
antique show. He reports a strong demand for the 
novelty items in the Pierce line. 


Russell Davis, Alhambra Office Supply, Alhambra, 
Calif., telephoned his name for Guest Book entry on 
May 7. He too was searching for merchandise and 
found his time so occupied that he could not call in 
person. 


A. E. Anderson, Consolidated Typewriters, Ltd., and 
Anderson’s Office Equipment Company, Vancouver, 
Canada, inscribed his name in the Guest Book on 
May 13. Seeking merchandise and ideas, Mr. Anderson 
called on dealers and manufacturers and concluded 
his visit to Chicago by attending the meeting of the 
Chicago Office Machine Dealers Association. 


Mr. and Mrs. J. G. Oberman, Oberman Office Sup- 
plies, Denver, Colo., dropped in at O.A. headquarters 
on May 14. Chicago was the eastern end of a journey 
which was to take them through Missouri and down 
into Oklahoma before turning back to Colorado. After 
leaving the office of this journal but before reaching 
the street they encountered a friend of old days when 
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Mr. Oberman was a salesman for L. C. Smith & 
Corona Typewriters. Their only complaint was in- 
ability to obtain sufficient quantities of merchandise. 


Charles E. Davis, manufacturers representative of 
Portland, Ore., and Arthur L. Weaver, J. K. Gill Com- 
pany, Portland, called on May 15. They are traveling 
together from coast to coast, combining business with 
the pleasures of a vacation. They find that making 
contacts with manufacturers as they go is a good way 
to make the vacation last longer. 


M. Joslin, managing editor of the National News- 
agent Bookseller & Stationer, London, England, gave 
us a pleasant half-hour on May 16. Arriving in the 
United States on March 30 by plane, Mr. Joslin ex- 
pected to make the return journey by ship, leaving 
New York on June 13. Naturally when two editors get 
together, the conversation is concerned largely with 
the joys and problems of publishing. The Newsagent 
Bookseller & Stationer is a pocket-size journal with 
a large weekly circulation. It is now in its 44th year, 
having been established in 1902, just two years before 
OFFICE APPLIANCES was launched. We editors agreed 
that the future was bright, despite the dark spots that 
are left over from the war period. 


W. M. Pruitt, The Pruitt Company, Oakland, Calif., 
made contact with us by telephone on May 16. Al- 
though he had arrived three days before, his time was 
so completely occupied in conferring with manufac- 
turers that he had no opportunity to appear in person. 
He took time over the phone, however, to give us a 
good outline of conditions on the West Coast. 


Herbert Gundelfinger, president of Gundelfinger and 
Myers, Inc., Fresno, Calif., called at the offices of 
this journal on May 21. He was deep in the midst of 
a ten-day buying tour, he reported, and expected to 
contact office furniture and equipment factories both 
in Chicago and Grand Rapids. Mr. Gundelfinger 
pointed out, in passing, that May, 1946, was of unusual 
importance in the history of his firm, for it was just 
23 years ago in May that its doors were first opened 
for business. 


D. L. Dover, Pioneer Office Equipment Company, 
Seattle, Wash., dropped in at O.A. headquarters for a 
brief visit on May 21. He was on a buying mission 
which had taken him to Wisconsin, Michigan, Indiana 
and New York, and was about ready to make the trek 
west. In common with so many others, his principal 
difficulty is obtaining adequate stocks of merchandise. 
He has been active in the business many years and 
looks forward to the time when output will overtake 
demand. 

Harold W. Hickey, an old A. B. Dick Company man 
and friend of Donald C. Miller, the O. A. western ad- 
vertising representative some 20 odd years ago, gave 
us a pleasant half hour on May 24. A native Chi- 
cagoan, he has transplanted himself in Texas-Okla- 
homa territory and is now establishing himself as the 
Hickey-Marr Company, distributor of office machines 
and supplies in Corpus Christi, Tex.; and adjacent 
territory. 

H. K. Lowerre, who operates an office machine repair 
service at Spencer, Iowa, signed the Guest Book on 
May 27. He actively solicits business from an area 
within a 30-mile radius of Spencer and handles un- 
solicited business from numerous points outside that 
circle. He was on a buying trip that took him to Mil- 
waukee, Wis., and Grand Rapids, Mich., and then to 
Chicago, in which city he had his start in office ma- 
chines, having worked for Reliable Typewriter and 
Adding Machine Company, American Typewriter Ex- 
change and Manufacturers Typewriter Clearing House 
before establishing his own enterprise. 

Herb Person, stationer and office machine dealer at 
Mount Vernon, Wash., dropped in for a visit at our 
office on May 31. His return trip was to take him to 
Minneapolis and Winnipeg. Formerly a Chicagoan, 
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AN OLD TOWN 
EXCLUSIVE* FRANCHISE 
GIVES YOU 

THE PLACE IN THE SUN!! 


Let modern science and progressive merchandising work for 
you. An OLD TOWN EXCLUSIVE FRANCHISE assures you a 
rich, established business — a permanent place in the sun! 








OLD TOWN engineers solve any of your technical prob- 
lems related to the line . . . boost your volume by develop- 
ing advanced, fast-selling items. Crack field men help you 
present and promote OLD TOWN products . . . keep you in 
touch with the latest merchandising developments. In the 


OLD TOWN EXCLUSIVE FRANCHISE everything points toward 
one goal—making you the unchallenged leader in your area! 
Write for full particulars about choice territories. 


*An Old Town Exclusive Franchise Means: 


PROTECTION: You are the only Old Town dealer in your 
area. All orders go through YOU. 
PRODUCTS: A more complete line, 
simplified, grade-marked and 
trade-marked. 
PROMOTION: Hard-hitting dealer 
helps. Local selling aids. Consistent 
magazine advertising 
PROFITS: Priced right to give you 


liberal margin of profit. Quicker 
turnover of compact stock. 










RIBBON & CARBON CO. Inc. 


Foremost makers of Ribbons and Carbons for Every Use 
750 PACIFIC STREET, BROOKLYN 17, NEW YORK, N. Y. 
Sales and Service Everywhere 











We do not own or operate any branch offices. Old Town products are distributed 
only through the best stationers and office supply dealers in every locality. 








Mr. Person entered the industry in the service depart- 
ment of the Elliott-Fisher Company under the late 
F. C. Snow. That early training he finds valuable in 
selling Underwood typewriters and adding machines 
and Dictaphones, for which he is agent. He also repre- 
sents The General Fireproofing Company. Although 
located in a small community, he experiences lively 
business activity. 


Felix A. Carpio, president of Fenix C. A., Caracas, 
Venezuela, manufacturers, importers and distributors 
of office furniture, equipment and supplies, signed 
the Guest Book on June 3. Mr. Carpio left Caracas 
early in May and will not start his homeward journey 
until late in June. As his firm is engaged in manu- 
facturing as well as distribution, part of Mr. Carpio’s 
mission was to contact suppliers of materials for 
production. Fenix has exclusive arrangements with 
the Globe-Wernicke Co. and The Troy Sunshade 
Company to produce and sell their lines in Venezuela. 
Having a well-established sales organization, Mr. 
Carpio was searching for non-competing office lines 
such as adding machines, calculators, duplicators, 
desk accessories, and so forth, to handle in Vene- 
zuela. Speaking English with a fine facility, Mr. 
Carpio is an excellent salesman for his country. His 
visit will contribute substantially to cementing the 
commercial and cultural relations of our countries. 


Arthur J. Walker, Farnham Stationery & School 
Supply Company, Minneapolis, Minn., paused for a 
brief visit on Monday afternoon, June 3. He had made 
a call at Horder’s, just across the street from our 
headquarters, and was on his way to visit the offices 
of the A. B. Dick Company. The conversation natur- 
ally turned to the new Farnham store (illustrated and 
described last month) of which Mr. Walker is justly 
proud. Efficient, modern, and physically attractive 
stores add not only to the prestige of the individual 
business, but to the entire industry as well. As a 
former president of the National Stationers Associa- 
tion, and a constant supporter of all industry organ- 
izations, Mr. Walker is keenly conscious of the values 
of industry prestige, in which all share. 


Edwin O. Tupper, National Business Show Company, 
dropped in at our office for a visit on June 4. He had 
made the trip from New York to Chicago by auto- 
mobile. His visit brought to mind the 35th anni- 
versary, just five days preceding, of the connection of 
his father, Frank E. Tupper, with the show company. 
Reference to this anniversary appears elsewhere in 
this issue. The younger Mr. Tupper reported a lively 
interest in the show in New York City, announced 
for the week commencing September 30. He found 
opportunity to call upon a number of office appliance 





manufacturers during his brief stay in Chicago. 


Leonard R. Maxon, stationer and office equipme 
dealer in Erie, Pa., signed the Guest Book on June 
Prior to establishment of the business he has ope 
ated successfully for over 30 years, Mr. Maxon w 
connected with OrricE APPLIANCES. A member of t 
National Office Management Association, he attend 
the NOMA convention and business show in Chica 
and found time to call upon manufacturers fre 
whom he obtains merchandise. 


—_———- o-oo 


McCONNAUGHEYS TAKE OVER STATIONERY 
STORE IN SPRINGFIELD, OHIO 


McConnaughey Stationers have taken over the bu: 
ness and store of Springfield Stationery, Inc., Sprin 
field, Ohio. All of the group of seven which now ow 
the business were in the employ of the old compan 
Five of this group were in the armed services, al 
some other store employees. Ed McConnaughey is ws 
known throughout the Fifth District of the Nation 
Stationers Association through participation in sta 
and district affairs. His son, David, is a member 
the staff. The two attended the recent regional mee 
ing in Cleveland. 

SEE conti 


J. W. PRITCHARD TO OPERATE MACEY COMPAN 


Joseph W. Pritchard, owner of the Wells Offi 
Furniture Company, Chicago, has assumed the mai 
agement and operation of The Macey Company, Grar 
Rapids, Mich., a plant which, for over half a centur 
has been. an integral part of the office equipme) 
industry, building steel files, desks, and filing acce 
sories for distribution exclusively through the deale 

At the outbreak of World War II, Macey cease 
making files and desks, first because the War Produ 
tion Board prohibited the manufacture of these proc 
ucts for civilian consumption, and, secondly, becau: 
the Macey factory was made available to the Gener: 
Motors Corporation for the manufacture of carbin: 
and Diesel engine parts. 

With the return of the Macey plant to civilian pr¢ 
duction, the company is installing new machinery an 
equipment. Thus, the Macey line will be turned ou 
in a streamlined plant with the aid of the mo 
efficient and modern tools. Present plans are to fir: 
produce grade A files, four-drawer letter and leg: 
size, with and without locks. From that point on, < 
materials flow in greater quantities, Macey will prc 
duce the island base desk and other popular product 
formerly manufactured by the company. 

Mr. Pritchard states that all Macey products wi 
be distributed through exclusive dealer franchises an 
that the usual high quality will be adhered to. 





THE MACEY CO., NOW MANAGED BY J. W. PRITCHARD 
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37TH ANNUAL MEETING OF PACIFIC 
NORTHWEST STATIONERS HELD AT 
PORTLAND, ORE., LATE IN APRIL 


More Than 150 Attend One-Day Session—Ralph 
B. Ortel, Harper Jamison Elected President and 
Vice-president for 1947 


For a one-day convention, the thirty-seventh annual 
meeting of the Pacific Northwest Stationers turned 
out to be a most successful gathering. More than 150 
stationers, travelers and ladies thronged the Mult- 
nomah Hotel at Portland, Ore., Sunday evening, April 
28, and all day Monday, April 29. Sixty dealers were 
present at the informal session Sunday evening and 
nearly 50 travelers attended the annual business 
meeting of the Oregon Trail Travelers Club. Officers 
elected for the 1947 Northwest Convention, probably 
at Spokane, were: 

President—Ralph B. Ortel, The Shaw & Borden 
Company, Spokane, 

Vice-president—Harper Jamison, Harper Jamison, 
Stationer, McMinnville, 

Vice-president—Al Osborn, Tacoma Office Supply 
Company, Tacoma, 

Executive Secretary—Chas. H. Miller, Portland. 


Officers elected by the Oregon Trail Travelers Club 
for 1947 were: 

President—Norman 8S. Lincoln, Seattle, representing 
Eaton Paper Corporation. 

Vice-president—Robert C. McColloch, Seattle, repre- 
senting Joseph Dixon Crucible Company. 

Vice-president—Bob Davis, Portland, 
Oxford Filing Supply Company. 

Treasurer—George N. Simmons, Seattle, represent- 
ing Eberhard Faber Pencil Company. 

Secretary—F. C. “Chet” Williams, Seattle, represent- 
ing Yawman and Erbe Manufacturing Company. 


National Troupe Unable to Attend 


Conflict of convention dates with Palm Beach, 
Fla., prevented the attendance of Bob Latsch, 
NSA president, and Paul Burbank, general manager, 
together with the national troupe, but scarcity of 
hotel accommodations in the Northwest made changes 
of meeting dates out of the question. 

President Darrel Ireland, Trick & Murray, Seattle, 
launched his program by calling upon his officers and 
recent past presidents for an extemporaneous report 
upon business conditions in the various cities they 
represented. Harper Jamison, McMinnville; Ralph 
Ortel, Spokane; Darrel Ireland, Seattle; Horace Kil- 
ham, Portland; J. L. Cooke, Salem, and G. Prescott 
Tuesley, Yakima, responded. Past-president Cooke un- 
corked a stirring talk on “Salesmanship-in-Action.” 
James S. Ball, Kilham Stationery & Printing Company, 
Portland, and Norman Cunningham, Arch Cunning- 
ham & Company, Boise, Idaho, brilliantly reviewed the 
accomplishments of 37 years of association activities. 
This history was particularly pertinent in view of the 
fact that over 75 per cent of the stationers present 


representing 
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represented a new generation of managers in this 
business. The enthusiasm with which this new ex- 
ecutive group received the story of the association’s 
past projects was encouraging evidence of their will- 
ingness to assume the responsibility of developing an 
expanding program. 

D. D. Stewart, Washington State Stationers, Seattle, 
pointed out the urgent necessity for businessmen to 
interest themselves in politics since, he stated, “at the 
present time, our Government is run by politicians 
taking so important a part in regulating business.” 
He proposed that businessmen persuade their Cham- 
bers of Commerce to take aggressive action on all 
pertinent questions affecting the regulation of busi- 
ness “so that congressmen may have some support 
to offset the highly-organized efforts of pressure 
groups that continue their strangling measures. to 
stifle free enterprise.” 


In a tribute to Charles P. Garvin, late general man- 
ager, National Stationers Association, Mr. Stewart re- 
called Charlie’s shrewd leadership, his amiable charac- 
teristics and suggested that Charlie’s message to the 
group would undoubtedly be, “Carry on, boys!” 

Norman Lincoln, new president of the Oregon Trail 
Travelers and a personal friend of Paul Burbank, 
phrased a greeting of welcome to the new general 
manager and predicted an able administration from a 
man who was Mr. Garvin’s close friend. 


A 





Hear Oregonian Business Manager 


The luncheon meeting featured a talk by Arden X. 
Pangborn, business manager of the Portland Ore- 
gonian, explaining the program of the northwest states 
for promoting a five-million-dollar tourist business 














RALPH B. ORTEL 


project under the title, “Making A Profit Out of Fun,” 
and buttressed by a color sound film showing the un- 
usual recreational assets of the Pacific Northwest. 
Clarence Larkin, Portland, welcomed back to the sta- 
tionery industry some 12 returned veterans who were 
present at this meeting. 

The stationers of the Pacific Northwest went on 
record as favoring any necessary measures by Congress 
that will speed up production and ease the need for 
intricate Government regulations. They urged their 
membership to give more thorough and prompt co- 
operation to the request of the National Stationers 
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Association for needed business facts for OPA hear- 
ings. They recommended that each stationer write his 
manufacturers: (1) to preserve a retail price structure 
that would leave the dealer a gross margin adequate to 
operate as a distributor and in line with accumulated 
evidence of necessary profit ratios, and (2) to work 
out a separate label identification plan for products 
sold by commercial stationers to differentiate them 
from similar products sold through other types of re- 
tail outlets. 

C. H. Miller, executive secretary, Pacific Northwest 
Stationers Association, described the changes in OPA 
regulations that had suspended from price control the 
commodities and graphic arts services under MPR-225 
and explained the supplementary orders that still 
covered certain specialty printing such as envelopes, 
gummed papers, waxed papers, gummed kraft sealing 
tape, specialty paper bags, and other industrial papers 
mentioned in SO-129, Amendment 14, effective April 10. 
He also told of the document circulated by OPA, called 
“Techniques of Interviewing,” which Congressman 
Everett Dirksen of Illinois read into the Congressional 
Record. Mimeographed copies of these subjects, with 
detailed information for reference study, were dis- 
tributed. Every stationer was urged to read OPA’s 
suggestions to investigators on “Techniques of Inter- 
viewing,” to decide for himself how well OPA has ad- 
ministered the price control law entrusted to it by 
Congress and the people, and to decide for himself 
what kind of a criminal he is to be interviewed or 
investigated in such a fashion. 


Warns Against Fake Promoters 


Lyle Janz, manager of the Portland Better Business 
Bureau, discussing “The Soft Touch,” explained to 
stationers the many fake requests for contributions, 
donations and advertising schemes that followed war 
periods. He estimated that in the city of Portland 
alone professional easy money promoters took over 
two million dollars from the pockets of businessmen 
on their phoney schemes. 

Giving the meeting a whirlwind finish, E. C. Sam- 
mons, president of the United States National Bank, 
Portland, and state chairman of Oregon’s War Finance 
Committee, startled and aroused the assembly with 
the blunt proposal that the prosperity and accom- 
plishments of this country were based upon the cap- 
italistic system, and that businessmen by their in- 
activity had permitted other pressure groups to make 
the word “capitalism” an evil and sinister thing. He 
stated that everyone who has any savings, including 
War Bonds, was a capitalist. He urged that business- 
men arouse themselves to understand and to defend 
the capitalistic economy upon which the freedom and 
growth of this country has been built. Unless some 
action is taken soon, he declared, the many “planned 
economy” groups now dominating the national Gov- 
ernment will extend the present network of Gov- 
ernment controls until they actually throttle the 
legitimate business of this country. Mr. Sammons 
demanded that every businessman who believed that 
the Constitution of the United States was based on 
“we the people,” write his congressman immediately 
and express himself in defense of the very capitalism 
that has made these United States the most favored 
nation for the wants and comforts of each individual 
citizen. The convention assembly rose to its feet in a 
rousing applause and pledged every member by formal 
vote to write his Congressmen immediately. 

ao 

SET NORTHWEST TRAVELERS’ GOLF DATES 

George F. Hanson, Oconomowoc, Wis., second vice- 
president of the Northwest Travelers Club, informs 
OFFICE APPLIANCES that he has received confirmation 
of the dates for the two golf meetings in the district. 


The Minneapolis and St. Paul golf session will be at 
the Southview Club on August 19 and the Milwaukee 
meeting will be held at North Hills on August 23. 
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CANADIAN STATIONERS HOLD BIG ANNUAL MEET 

The 1946 annual meeting of the Stationers Guild of 
Canada, held at the General Brock Hotel, Niagara 
Falls, Ont., April 29 and 30, proved one of the most 
representative gatherings ever conducted by the or- 
ganization. Delegates were present from every province 
from British Columbia to Prince Edward Island. Well 
over 200 attended. 

It was decided at the two-day session that the Guild 
will incorporate and in so doing will have a president, 
vice-president and other officers, the president to hold 
his office for a one-year term only. The honor will be 
passed along to a member in a different locality an- 
nually. 

The 1947 annual meeting was set for Vancouver, 
B. C., after Karl Warwick of Vancouver, newly-elected 
district chairman, spoke convincingly in regard to 
western obligations of the organization. A Guild policy 
to hold the annual session in the far west and the 
far east, intermittently with Ontario and Quebec, was 
agreed upon. 

Advance registrations started Sunday night, April 
28, and informal discussion and visiting continued 
throughout the evening. On Monday morning the 
Guild directors met around the breakfast table pre- 
ceding the general business session at which James 
Preston, Stratford, Ont., presided. The Monday 
luncheon, with about 170 in attendance, had Virgil 
James of Belleville as chairman. Division sessions were 
held in the afternoon, Ed Dawson of Montreal presid- 
ing over the retailers and Hugh Young of Toronto over 
the suppliers. 


Dinner Provides Social Feature 


The social feature of the annual gathering was the 
Monday evening dinner, of which Alex Naismith, 
Hamilton, Ont., was chairman. The “Peninsula Play- 
ers” presented an amateur skit as an entertainment 
highlight. Speaker for the occasion was Rev. Capt. 
Norman Rawson, whose ready wit and broad outlook 
challenged his listeners to a keener understanding 
of world problems. 

J. S. Luckett of Toronto presided over a combined 
meeting on Tuesday morning, April 30, at which time 
the reports of the divisional sessions were considered. 
A Bureau of Standards standing committee was ap- 
pointed to proceed with negotiations for establishing 
quality approval of various goods produced by Guild 
manufacturers. Approval was made of the survey 
committee’s report recommending against a survey 
by outside interests. It was decided to have a working 
committee on simplification of lines confer with man- 
ufacturers. 

For the past five years the Guild secretary has 
shared his efforts with another trade association. A 
proposal that he return to full-time Guild activity was 
accepted and, effective July 1, he will devote full time 
to the Stationers Guild of Canada. 

Discussion indicated that it is quite probable that 
in 1948 an All-Canada convention will be held in 
conjunction with the annual meeting for that year. 

The Tuesday luncheon was presided over by Law- 
rence Beattie of St. Catharines. 

The Peninsula Stationers had arranged sightseeing 
tours of the surrounding territory, giving the guests 
an opportunity to view the blossoms of one of Canada’s 
greatest fruit-growing districts, as well as the famous 
falls and gorge. 

Guild district chairman named were as follows: 

Nova Scotia—R. W. Wright, Halifax. 

New Brunswick—A. L. Colpitts, Moncton. 

Quebec—Lucien Hetu, Montreal. 

Ontario—Virgil James, Belleville. 

Prairies—Charles Hazen, Saskatoon. 

British Columbia—Karl Warwick, Vancouver. 

H. L. Willson of Winnipeg is honorary life district 
chairman for the prairie provinces. 


(See pictures on page 60) 
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SEVENTH DISTRICT STATIONERS 
SET ATTENDANCE MARK AT TWO- 
DAY SESSION IN ST. PAUL 


Canadian Stationer Joins NSA Troupe on Speaking 
Program — Current Problems Highlighted — 
Kongsvik and Cannon New Governor and 
Lieutenant Governor 


N KEEPING with the records of other districts, 

NSA’s Seventh District had its largest and most 
representative meeting at the St. Paul Hotel, St. Paul, 
Minn., on May 10 and 11. A very busy program was 
supplied by officers of NSA, members of the troupe 
and five dealers who constituted a forum to answer 
whatever questions might be on visitors’ minds. 

The governor, Lyle D. Espe of Midwest Press and 
Supply Company, Sioux Falls, S. Dak., called the 
meeting to order and presided at the two morning 
sessions. Governor-elect Floyd Kongsvik, Curtis 1000, 
Inc., handling the meeting on the afternoon of the 
tenth. 

An address of welcome was delivered by Frank Mad- 
den, secretary to Mayor John McDonough. He stated 
that there is a new basis of approach to business 
problems and a new set of circumstances that con- 
fronts all businesses. No one, he said, expects radical 
new developments, adding that we are sitting in on 
the opening of a new era and that the conference 
might be historic for the association. 


After his own introduction President Bob Latsch . 


introduced Paul Burbank, the new NSA secretary and 
general manager. Mr. Burbank said the Association 
would provide for an interchange of ideas. It would 
be an association of individuals in which ideas can 
be interchanged for the benefit of all. He asked that 
members let the officers know what they wanted the 
Association to do, promising that he and other mem- 
bers of the executive staff would consider all sugges- 
tions offered. He expressed his hope for the develop- 
ment of an esprit de corps even better than that 
developed in our past successful background. Sum- 
ming up, he said, “I want your ideas. I want to know 
what you want. I want your constructive criticism.” 


Canadian Stationer Speaks 


J. C. Irvine, vice-president and general sales man- 
ager of Willson Stationery Company, Ltd., Winnipeg, 
a frequent visitor at Twin City trade events, was as- 
signed the title, “The March of Time.” The United 
States and Canada he referred to as two countries 
united in co-operation, in peace as well as in war. 
Forty-two years ago, he stated, he was apprenticed 
as a printer. He advanced from apprentice to clerk 
in the store, outside salesman, purchasing agent, sales 
manager. The stationery industry, he said, is a pro- 
fession, no other similar industry having so many 
allied connections. Stationery, he added, is to the 
businessman what foodstuff is to the housewife. But 
the stationer can present the merits of his product to 
the potential customer, whereas the buyer of foodstuffs 
must go to the store. 

Thirty-three of 42 business years he was with the 
Willson company, which has 21 places of business 
located between Winnipeg and Vancouver. Planning, 
he said, should extend as far as possible into the 
future. His salesmen he calls district ambassadors 
whose services are supplemented by specialists for 
certain types of mechanical equipment. Oue of his 
aims is to build the sales organization intw one big 
business family. Whenever his men see partitions 
taken out they realize expansion is under way, that 
there is need for furniture, stationery, machines. Dis- 
trict men bring in prospects and work in co-operation 
with the specialty men. Weekly bulletins reach his 
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salesmen every Saturday. At eight o’clock Monday 
morning, sales meetings .are held, salesmen going to 
their territories or stores with information they should 
have to meet the day’s problems. 

The Willson business, Mr. Irvine reported, grew 
from earnings retained from operation. He gave sev- 
eral examples of methods used to capitalize on the 
customer’s interest in an individual unit and to de- 
velop substantial orders from it. Following Mr. Irvine’s 
talk, several suggestions were asked which he answered 
fully. 


Forum Develops Interest 


Mr. Irvine was followed by Charles Malody of Asso- 
ciated Stationers Supply Co.; George Holt, W. A. 
Sheaffer Pen Co.; and J. Ed Conlon, Rockwell-Barnes 
Co. Then came the forum. It included B. J. Bristoll, 
Koch Bros., Des Moines, Iowa, moderator; Fred Siekert, 
Siekert & Baum, Milwaukee; Governor Espe; Gover- 
nor-elect Kongsvik and Larry Hamm, The Pierce Com- 
pany, Fargo, N. Dak. This forum, which developed 
considerable interest, was for dealers only, the trav- 
elers meeting elsewhere at the same time. 

The session on the eleventh opened with a clear 
explanation of the advance in the prices of steel equip- 
ment authorized by OPA and the method by which 
it is passed along by dealers to their customers, the 


(OPPOSITE PAGE) SEVENTH REGION NSA CONVENTION AT ST. 
PAUL, MINN., MAY 10, 11 


1. Al Nordstrom, Smead Mig. Co., and Roy C. Clarke, F. S. Webster 
Co., checking up on finances after paying off entertainers. 

2. Floyd Kongsvik, Curtis 1000, Inc.; Mrs. C. H. Berry; — Espe. 
overnor Seventh District; Bob Latsch, president NSA; C. H. (Jack) 
ong Browne-Morse Co., toastmaster. 

3. Two Herbs: Herb Fall, Japs-Olson Co., Minneapolis; Herb Morgan. 
National Blank Book Co. 

4. Emery H. Wegner, Fond du Lac, Wis.; Bill Beiring, W. A. Sheaffer 
Pen Co.; Janet and Jerry Coleman, Chase Pen Shop, St. Paul; Mrs. 
Emery Wegner: George C. Holt, W. A. Sheaffer Pen Co.; Mrs. 
McCann and B. W. McCann, W. A. Sheaffer Pen Co. 

5. Bob Latsch, president NSA; Paul Burbank, new general Speneues 
NSA; Jim Irvine, Willson Stationery Co., Ltd., ee oe a; 
Floyd Kongsvik. Curtis 1000, Inc., governor-elect; Lyle Espe. Mid- 
west Press & Supply Co., Sioux Falls, S. Dak., retiring governor. 

6. Herb Walsh, Ace Fastener Corp.; Art Grayston, Thomas & 
Grayston Co., Minneapolis; Jay Parrott, Waterloo Office Supply 
Co., Waterloo, Iowa; Hy Linden, Ace Fastener Corp.; Ed Manning. 
Stein Bros. Mfg. Co.; B. J. Bristoll, Koch Bros., Des Moines, past 
president NSA; L. Ed Friedmann, LePage’s, Inc.; George Schu- 
macher, Siekert & Baum, Milwaukee. 

7. Jack Berry, Browne-Morse Co.; Paul Burbank, general manager 
NSA; Mrs. Al Nordstrom; Jim Irvine, Willson Stationery Co., Win- 
nipeg; Mrs. Lyle Espe. 

8. Art Frey, The Globe-Wernicke Co.; Bob Davies. Miller-Davis Co., 
nee wee ee Ken Henderson, Carter’s Ink Co.; J. Ed Conlon, 
Rockwell-Barnes Co.; Frank Cooper, Codo Mig. Co.; Herb Fall, 
Japs-Olson Co., Minneapolis. 

9. John Pydlek, Reliance Pencil Co.; Al Nordstrom, Smead Mfg. Co.; 
Ed M. Hansen, Miller-Davis Co., Minneapolis; Lafe Wasley, Qual- 
ity Park Envelope Co.; Dan MacDougall, Stationers Loose Leaf 
Co.; M. W. Knoblauch, Farnham Stationery & School Supply Co., 
Minneapolis; Roy Moreland, Schooley Printing & Stationery Co., 
Kansas City: M. D. Hasty and Fred Sengbusch, Sengbusch Self- 
+ aga Inkstand Co.; R. R. Kemske, Kemske Paper Co., New Ulm, 

nn. 

10. New officers Northwest Travelers Club: Ken Chase, Dennison 
Mig. Co., auditor; William E. Smith, Ace Fastener Corp., first 
vice-president; George Hanson, Boorum & Pease Co., president; 
Roy C. Clarke, F. S. Webster Co., secretary-treasurer: Arnold 
Berglund, Jos. Dixon Crucible Co., second vice-president. 

1l. Bill Goff, Madison, Wis.; I. O. Haroldson; Roy Edgren, Corry- 
Jamestown Mfg. Corp.; Bill Small, Johnson Chair Co. and Clemco 
Desk Mig. Co.; Dan Consodine, Richard Best Pencil Co.; Scott 
Parnham, Wells Office Furniture Co.; Don Barnard, general man- 
ager, Zaiser’s, Des Moines, since April 26 (formerly seven-and-a- 
half years in the business before entering U. S. y. and two 
years with W. A. Sheaffer Pen Co.) 

12. Seated: Mr. and Mrs. Herb Fall. Japs-Olson Co., Minneapolis; 
Mrs. Hasty. Mrs. Morgan. Standing: Herb Mor . National 
Blank Book Co.; Jim Irvine, Willson Stationery Co., Winnipeg; 
M. D. Hasty, Sengbusch Self-Closing Inkstand Co. 

13. Mrs. Bob Valleau, Mrs. Ray Hammond, Mrs. Cliff Cody, Mrs. 
George Hanson. 

14. Waiting for the floor to be cleared after the dinner: Dan Mac- 
Dougall. Stationers Loose Leaf Co.; Harold Hoffman and Al 
Nordstrom, Smead Mfg. Co. 

15. Claude Allen, Dwight Steele and M. E. Quay, The General Fire- 
proofing Co. 

16. Floyd Kongsvik, Curtis 1000, Inc., St. Paul, governor-elect Seventh 
District; Elmer Rahe, The Globe-Wernicke Co.; Russ Richtman, 
L. G. Pratt Co., Fargo, N. Dak.; Charlie Malody, Associated 
Stationers Supply Co.; Bill Smith. Ace Fastener Corp.; Ivan 
Cornelius, Northern States Envelope Co.; L. G. Pratt, L. G. Pratt 
Co., Fargo, N. Dak. 
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dealers passing on the increase in dollars but not 
in percentage. 

Next, and particularly interesting, was the talk on 
the G.I. Bill of Rights, by Oscar J. Jerde, Registered 
Veteran Federal Employment representative. Private 
interests, he said, were most ready to take back veterans 
formerly in their employ. Most of the 15,000,000 vet- 
erans, he added, were unharmed. We have plans for 








the returning servicemen now which were lacking 
after World War I. We have a bigger job now on 
the home front, he stated, than during the war. 
During the period of peace we are too indifferent; in 
the reconstruction period we have forgotten one thing 
—the reconstruction of the human being. As an un- 
healthy sign of the times he stated that when people 
line up for relief with jobs open across the street, 
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LIKE STAPLES AND STAPLER 





For easier, bigger, more consistent 
profits, get these twins really work- 
ing for you. Ideal related mer- 
chandise for combination selling! 
Safeguard System increases the 
value of G/W cabinets. G/W cabi- 
nets increase the value of Safe- 
guard System. Sell them together 
for bigger sales, and more profits 
...for greater customer satisfaction ! 
Try it. Surprise yourself! See how 
handsomely it pays! 
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TOGETHER ! 


STEEL Fitiy 
Li FREE 


For descriptive literature and selling aids 
write to ‘“Headquarters for Modern Office 
Engineering,” The Globe-Wernicke Co., 
Norwood, Cincinnati 12, Ohio. 
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Globe - Wernicke stereo.” 
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something is wrong with our patterns. Now, he said, 
is the time to do things for peacetime America. 
Horace Van Dorn of Joseph Dixon Crucible Company 
and E. R. Manning of Stein Brothers Manufacturing 
Company completed the program. References to the 
talks of various members of the NSA troupe have ap- 
peared in connection with stories of earlier meetings. 


Banquet Features “Good Neighbor” Theme 


Jack Berry of the Browne-Morse Company was mas- 
ter of ceremonies at the annual dinner. He introduced 
officers of NSA and others who occupied the speakers’ 
table. He presented to Mr. Irvine two small flags, one 
Canadian and one American. Mr. Irvine responded 
by saying that 20 years ago he worked with the Amer- 
ican Army as liaison officer and later was present at 
the peace conference. There, he said, he met men 
and women in the armed services from nearly every 
state. The American people, he added, were endeared 
not only to himself but to all Canadians. He con- 
trasted the fortifications in Europe with the invisible 
boundary line separating the two large English-speak- 
ing countries of North America. The presentation, 
he said, would provide a memory which he will always 
cherish. He closed by stating that he was acting 
officially for his province and city in conveying sincere 
greetings to the convention and extended an invitation 
to all who could, to go north to Winnipeg for a visit. 

Mr. Irvine in turn presented a picture to Jack Davis, 
Miller-Davis Company, Minneapolis, and his wife. It 
was an enlargement of a snapshot of the two taken 
on the occasion of a summer visit of the Davis couple 
to the Manitoba metropolis. 

Governor Espe announced that choice of Mr. Kongs- 
vik as governor-elect. and Grover Cannon, Fidlar and 
Chambers, Davenport, lieutenant governor, the latter 
being a new Office for the district. 

me 
LIST NEW ENGLAND TRAVELERS’ GOLF MEETS 

Dates of New England Travelers’ club golf outings 
for June, July, August and September have been an- 
nounced as follows: 

Wednesday, June 5; Wednesday, June 26; Friday, 
July 12; Wednesday, July 31; Wednesday, August 14; 
and Friday, September 6. 

The May play was held on Friday, May 17, at Blue 
Hills Country Club, Canton, Mass. 

Members are to call George Curran for information 
regarding courses to be played on other dates. 

2 9 
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ELECT OFFICERS OF MONTREAL NOMA CHAPTER 


The Montreal Chapter of the National Office Man- 
agement Association in a recent meeting at the Mount 
Royal Hotel, Montreal, Canada, elected these officers: 

J. C. Hodges, Canadian National Railways, presi- 
dent; H. E. Jackson, Imperial Tobacco Company, Ltd., 
of Canada, vice-president; E. L. Fuller, Shell Oil Com- 
pany, Ltd., of Canada, secretary; D. B, Larke, Henry 
Birks & Sons (Montreal), Ltd., treasurer; and S. J. 
Best, T. Eaton Company, Ltd., of Montreal; J. R. 
Beveridge, Royal Insurance Company, Ltd., and W. B. 
Younkie, Dominion Stores, Ltd., directors. The board 
of directors also includes the retiring president, C. M. 
Ward, Kraft Foods, Ltd., and J. A. Desrochers, National 
Breweries, Ltd. 

The retiring president, C. M. Ward, reviewed the 
activities of the association during the past 12 months. 
—RC. 





FOURTH DISTRICT NSA CONVENTIONEERS 


Above—G. W. Martin, Martin Office Equipment Co., Jackson- 
ville, Fla.; I. W. Rogers, N. & W. B. Drew Co., Jacksonville. 
Fla.; R. D. Latsch, Latsch Bros., Lincoln, Nebr.; Claud Hanes, 
Office Equipment Co., Inc., Tampa, Fla. Below—National 
officers and NSA troupe members. Front: H. B. Van Dorn, 
Joseph Dixon Crucible Co.; R. D. Latsch, Latsch Bros., 
Lincoln, Nebr.; Rose Cushman, NSA headquarters; Paul E. 
Burbank, general manager, NSA; Claud Hanes, Office 
Equipment Co., Inc., Tampa, Fla. Second row: Ed Manning, 
Stein Bros. Mfg. Co.; George Holt, W. A. Sheaffer Pen Co.; 
R. A. Jonas, Jr., Oxford Filing Supply Co.; Warren Mosman, 
Herring-Hall-Marvin Safe Co.; Ed Conlon, Rockwell-Barnes Co. 





FOURTH DISTRICT NSA CONVENTION AT PALM BEACH, FLA., APRIL 29 AND 30 
(Story of meeting appeared on page 74 of May issue.) 
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DESK DRAWER FILE 


Siedl MANUFACTURING CO. INC., HASTINGS, MINNESOTA 


A Man’s Obligations 


require accurate records 


.... Accessible with one motio; 
Available at a glance 





.. and that, Mr. Salesman, is the right approg 
in selling Smead’s Personal Desk Drawer Inde 
Here is an index which has logical classification 
for every paper, receipt, canceled check, voud 
report, memorandum, in fact—oany record 
is worth keeping either for future reference or ff 
sentimental purposes. This index with its 16) 
printed labels covers minute break-downs on con 
pany, labor, personal and personnel affairs. § 
addition to this, 23 blank labels are provided 
a man’s personal listings. ’ 


The blue and orange plastic TELL-I-VISION guid 
permit instant identification. 


It reaches your client with all the labels to pe : 
a custom-made system to fit his individual requi 
ments. We suggest you stress this point. & 
Smead's quality be an added surprise to him wht 
the set reaches his desk. 
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“IT SELLS BY DEMONSTRATION” 
EVERY EXECUTIVE A PROSPECT 


SMEAD’S Hers DESK DRAWER INDE « 
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» voud THE COUCH WITH THE 


ord whig 
ae ADJUSTABLE HEAD REST 


1S ON COR ‘ : 
Adjustable to five positions each assuring complete relaxation 


ftoirk and comfort... smart in appearance and modern in design... 

vided i skillfully constructed and covered with the newest tearproof 
: and waterproof plastic materials in a variety of colors. 

DN guid 


} to perm 
al requit 
soint. & 
> him 


The “Leisurest’” couch is now being featured 
in Leading Trade Publications to Doctors, Den- 
tists, Institutions, Purchasing Agents, and Ex- 
ecutives. 


A It will pay you to look into “Leisurest’’. Write Today! 


| ie Lewre Fwruuture 


12 East 18th Street Dept. O. 
ules New York 3, N. Y. 
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DETROIT OMDA BANQUET AND DANCE AT 


DETROIT OMDA HOLDS BANQUET AND DANCE 


The first annual banquet and dance sponsored by 
the Detroit Office Machine Dealers Association drew 
an attendance of more than 200 dealers, wives and 
friends at the Colonial Ballroom of the Leland Hotel in 
Detroit on Saturday evening, March 16. 


Leon Walling, regional governor of NOMDA District 
6, acted as master of ceremonies, introducing the 
officers of the Detroit association and other guests 
prominent in the office machine industry. Clair Flick, 
president of the Detroit OMDA, welcomed those in 
attendance and thanked the committees for making 
the banquet a successful occasion. 

Introduced were Ernie Krampitz, vice-president, and 
Mrs. Krampitz; James W. Brainard, secretary, and 
Mrs. Brainard; G. C. Knapp, treasurer, and Mrs. 
Knapp; Sam Lamont, sergeant-at-arms, and Mrs. La- 
mont; Joseph Greenley, member of the board of gov- 
ernors of the Detroit association, and Mrs. Greenley; 
Frank U. Gregory, past president of the Detroit asso- 
ciation, and Mrs. Gregory; John Stifter, member of the 
NOMDA board of directors, and Mrs. Stifter; A. W. 
Peters, Battle Creek, Mich., member of the NOMDA 
board of directors, and Mrs. Peters; Mrs. Clara Nestor, 
past vice-president of the Detroit association; Miss 
Emma Stepke, a veteran Detroit office machine deal- 
er; Jack Weiner, president of the Chicago association; 
L. Parker, Chicago, Underwood Corporation; Roy 
Shoup, Cleveland, Ohio, Remington Rand, Inc.; Marvin 
Swain, Detroit, Remington Rand, Inc.; Gus Parks, 
Detroit, Underwood Corporation; Tom Rindl, Peerless 
Imperial Company. Guests from Lansing, Traverse 
City, Benton Harbor, and Grand Rapids, Mich., were 





VETERANS ENTERTAINED BY GLTC AT LUNCHEON MEETING ON MAY 24 


LELAND HOTEL, DETROIT, MARCH 16, 1946 


introduced in a group. 

Guest speaker of the evening was Albert A. Ridders 
ing, superintendent of schools at Melvindale, Mich 
He made an inspiring address on the subject, “Americg 
as a World Power.” 

Walter A. Klimas of the Typewriter Service Shox 
introduced the prize winners, who included V. 
Smith, Dorothy Czedik, James A. Ferries, J. Mazze¢ 
H. J. Driscoll, Mrs. P. A. Lozon, Norina Paciero, Douglg 
Hazlett, Connie Schamante, R. Stifter, C. L: Arnold 
A. J. Albert, R. J. Straight, Mrs. H. MacDonald, A. W 
Lenz, W. J. Breitmeyer, Adolph Dulin, Jeanette Szy: 
manski, Mrs. B. Bucchare, Merritt W. Crouch, ang 
E. W. Snyder. 

Dancing was furnished by one of Detroit’s leading 
orchestras, featuring two girl vocalists. 

Oe 


GLTC SALUTES VETERANS AT LUNCHEON 
Sey \s 


May 24 was a great day in the annals of the Grealj Ss 
Lakes Travelers Club. On that day the club played) \ 
host to the military veterans in the office equipment; 
and supply industry in the Chicago area. It was 4a) 
“welcome home” luncheon at which 85 members dij 
the club or employees of the dealer organizations who) 
had been in military service were honored guests. | 

Ninety-six other members and stationers were on 
hand to share in the festivities. President Gordom 
Kickels, C. L. Barkley & Company, presided and in- 
troduced the notables at the head table. They included 
Paul Burbank, new general manager of the National 
Stationers Association; G. O. Stevens, Stevens, Ma- 
loney & Company, Chicago, governor-elect of NSA 
District No. 6; and Dempster Passmore, new president 
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Tru -Lite |e") LIGHT 


INGLE TUBE LIGHTING with TWO TUBE EFFICIENCY 


e Directed fluorescent light utilizes 40% more light 
than ordinary fixtures. 


e Directs light on the work—away from worker's eyes. 
e Mounts on new rolled-edge desks. 


e ‘‘Deep”’ design of reflector results in minimum light 
loss. 
e Reflector is molded of impact resistant plastic. 


e Complete flexibility without ball & socket joints 
—reduces wear on wire. 


e Streamlined beauty to harmonize with any office. 


Liddersae : 4 

a Saige e Sturdily built for years of efficient lighting. 

> Shor : ' a The Tru-Lite is scientifically designed to give 
V. Lae A the maximum light over the working surface without 

cue a ee sacrificing beauty or the economy of a single tube. 

Arnold; The exclusive head and reflector design DIRECT in- 

A.W stead of SPREAD the light. ‘‘Phosphorescence”’ has 

~ “ been greatly reduced, discounting the annoyance of 


blurred images from rapidly moving objects. 
cr SNAP-OUT TUBE CONNECTION 
makes replacement easy. 


DEEP WELL REFLECTOR 
directs light more accurately. 
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Gor@ffCIENT, DIRECTED LIGHT MEANS IMPACT RESISTANT 


and in- PLASTIC CONSTRUCTION 


se EYE-STRAIN-—LESS FATIGUE CLEAR WHITE REFLECTOR, 


is, Marj baked enamel finish. 
of NSA 


resident 








. LIST PRICE 
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DELIVERY! 


Brown with Mahogany Shade 


sa HE OLD WAY THE TRU-LITE WAY anger’ lau with Grey Shade 
¥ 


Bm ANDARD BUSINESS MACHINES COMPANY 


542 SOUTH DEARBORN STREET ¢ CHICAGO 5, ILLINOIS 
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yeors of service 


Modern! New! Plastic! 








DESK TRAY 


ASCO Moldmaster "Rotarian" plastic (phenolic) letter tray is engineered 


to provide greater working space on the busy executive's desk. 


An ingenuous rotary-swivel principle is employed making all working 
papers instantly available and accessible. The top tray is removable 


and can be used for any out—office routine. 


Modern business requires modern office equipment. The ASCO Mold- 


master "Rotarian'’ desk tray is modern in every respect. 


rént Sted Sates Corporation 


300 EAST 145TH STREET « NEW YORK 51,'N. Y. 


72 OFFICE APPLIANCES, June, 1946 OF 








Cpe! 
can Cayd Colina. 


. Standen Green nica 


yen Steel Sales Corporatiou 


300 EAST 145TH STREET . NEW YORK 51, N.Y. 


7 OFFICE APPLIANCES, June, 1946 











of the Illinois Booksellers & Stationers Association. 
The officers of GLTC were also presented before the 
program started. 

Pianist Lois Steele, a protege of Frankie Carle, played 
several pieces in the Frankie Carle manner. Emmett 
Dedmon, author of “Duty to Live,” a book which he 
wrote while a prisoner of war in’ Germany, spoke 
briefly. Following his comments three copies of his 
book were awarded to the following lucky veterans: 
Edward F. Horwitz, Prichard Stationery Company; 
E. B. Dentler, Consolidated Office Supply Company, 
and J. A. Elwart, Stevens, Maloney & Company. 

The excellent program was concluded with lusty 
humor by “Pinky” Tracy. “Pinky” told stories and did 
imitations in a manner that evoked enthusiastic ap- 
proval. 

The event was a salute to veterans. This paragraph 
is a salute to the committee which did the planning 
and made all the arrangements. Here are their names: 
Ben Allen, American Lead Pencil Company, chairman; 
John Smythe, Geyer Publications; Al Baugher, Car- 
ter’s Ink Company; George Cormack, Wilson Jones Co. 


a ee 


PENN-MAR-VA OUTING SET FOR JUNE 25 
The annual outing of the Penn-Mar-Va Travelers 
Club and Philadelphia Stationers Association has been 
set for Tuesday, June 25. It will be in the form of a 
moonlight cruise down the Delaware River on a boat 
chartered from the Wilson line. 








NSA TROUPERS IN CLEVELAND—AT THE END OF THE 
TRAIL.—Having attended all or most of the regional meet- 
ings held this spring, these association stalwarts concluded 


“trouping” activities at the Cleveland meeting of the 
Fifth District. Standing: Ed Conlon, Rockwell-Barnes Co,; 
George Holt, W. A. Sheaffer Pen Co. Seated: John Gilbert, 
OFFICE APLIANCES; Bob Latsch, Latsch Brothers, Lincoln, 
Nebr., NSA president; Paul Burbank, NSA general manager; 
Horace Van Dorn, Joseph Dixon Crucible Co. A faithful 
trouper missing from the picture is Ed Manning, Stein 
Brothers Mfg. Co. Ed was probably out calling on the 
“Merchants of Baxter Street,” although he claims that he was © 
at the air line offices getting return reservation to Chicago. 


their 


NEARLY 300 REGISTER AS FIFTH 
DISTRICT, NSA, STAGES MID-MAY 
MEETING AT CLEVELAND, OHIO 


Veteran Stationers Join NSA Troupe in Live Dis- 
cussion of Present-Day Problems—Merritt Ober 
Elected Governor for Ensuing Year 


Despite threats of a railroad strike, resumption of 9m 


the coal strike and bad flying weather, 284 delegates 
were registered at the convention of National Sta- 
tioners Association District No. 5 in the Cleveland 
Hotel, Cleveland, Ohio, May 17 and 18. Over 400 at- 
tended the banquet on Friday evening, establishing a 
new record and proving that Governor H. C. Wilking, | 
B-C-D Equipment, Inc., Detroit; Mich., and his corps @ 
of committee chairman and members did an outstand- @ 
ing job. 

Following registration on Friday morning, the con- 
vention was called to order by William Wirtshafter, ” 
Wirtshafter’s Inc., Cleveland, general chairman of the 
convention committee. He introduced Regional Gov-_ 
ernor Wilking, who delivered a cordial address of wel- 
come. Mr. Wirtshafter then introduced NSA President: 
R. D. Latsch, Latsch Brothers, Lincoln, Nebr., who told) 
of excellent meetings everywhere, and beautiful new 

(Turn to page 173, please) 


CLEVELAND NSA MEET PICTURES 


1. Seated: R. V. Bishop, Office Su upp ni Be Printing Co., Chooshnni Bob 
Latsch, NSA; Earl A. Maule, urn Mig. Co. Standing: 
Wittstein, manufacturers’ sanstonmiations Jack Emhardt, abl 
Steel Equipment Corp.; George P. Davis, Bank & Office Staty. Co. 
Indianapolis; Harr orton, Indianapolis Office Supply Co.; Merritt 
Ober and H. R. Ellis, Stationers, Inc., Indianapolis. 

2. Seated: Ed McConnaughey and Dave ge yg eg Jr., McCon- 
naughey Stationers, Springfield, Ohio; R. R. 
W. Reed, Columbia Ribbon & Carbon Mfg. Co. 
ag Stationers Loose Leaf Co.; Mike Aylwin, 
Co.; L. Carlson, Redeker & Dick, Inc., Cincinnati. 

3. Seated: yp Sem P. Lewis, _ Vay Lewis Co., Flint; 
Franklin ee, & Engravin Toledo; William P Kelly, 


ag Roy 

F. S. Webster 

Joe Leroux, 

Office 
Equipment Co., Inc., 
and Master-Cratt Corp. Standing: Earl ens, The Chas. Ritter 
Co., Mansfield; Joe Hartman, ,< Steel- — Co.; Gorman, 
Equipment Co., Louisville; Shaw- Welker Co. and @ 
Master-Craft Corp.: Ray Sens Reng ational Blank Book Co. 

4. Seated: Art Eldred, The Eldred Co., Lorain, Ohio; Harry Koehn @ 
Gregory. Mayer & Thom Co., Detroit; ss Harris, Yates, Burns 67 
Harris, Detroit. Standing: Clarence B. Clarke and Roy Barker 
S. Barker's Sons Co., Cleveland; a A. McDonnell and Georg® 
Parry, The Carter’s ‘Ink Co.; C. — DeMay’s, Jackson, 

Miss.; Charles E. Hess, All- Steel- Equip C 
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A LOST SHADOW IN SEARCH OF 
HUNGRY MEN... 


Somewhere in the world today, a sinister figure 
casts this shadow as he wanders on a mission 
...asearch for hungry men. He knows 
hungry men have no use for freedom. He 
knows hungry men are easy prey for wooden 
gods. He knows hungry men sell their 

dignity for a crust of bread. 


He is lost because he is bitter. Blind to the 
hope of the future, he only sees the shattered 
dreams of the past. He finds the hungry 
men. They flock to him. They give their 
souls and he gives them bread. And as long 
as they depend on him for bread, we can 
depend on a new, sensational “Man of the 
Hour” rising out of the rubble which is 
Europe today. Must hungry men depend 
on this lost, bitter shadow for food? 
Or can they depend on you? 





| PUBLISHED IN THE INTEREST 
OF THE FUTURE 
BY BOORUM & PEASE CO. 
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THINGS AMERICA TAKES FOR GRANTED 


























The backbone of America’s transportation system 
is the vast artery of steel track that covers the 
country from coast to coast and from Canada to 
the Gulf. There’s ample reason why our railroads 
play number one position in the realm of transpor- 
tation . . . they carry the major part of the nation’s 
freight. Of no less importance although in a ro- 
mantic sense, is the participation of America’s steel 
highways in the history of these United States. Just 


member WOOD office 


HIGH POINT 
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MYRTLE DESK COMPANY 





THINK OF BUSINESS AND YOU THINK OF DESKS 


as surely as the railroads signify the realm of trans. 
portation, so the office desk symbolizes business. 
Because a desk is so clearly linked to the man who 
uses it, it is impossible to think of it as only a piece 
of furniture . . . it truly is the vital link in the 
business world for which there is no substitute. The 
performance of MYRTLE DESKS in business proves 


our opinion. 
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Fairfoan 


a contribution of science to 
luxurious comfort 


Prevents fatigue 


‘Prevents wear (and shine) ; 
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It breathes; it cools’ 
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SKS Sag-proof 
Lasts a lifetime 
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FAl FURNITURE COMPANY 


1197 McCarter Highway ¢ Newark 2, N. J. 
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- Seated: Walter 


. Cleveland-aires 











Borneman, The Brooks Co., Cleveland; H. H. 
Treudley. H. H. Treudley Co., Inc., Youngstown, Ohio; Ed Dodge, 
Johnson Chair Co. and Clemco Desk Mig. Co. Standing: og 
Logan, Wilson Jones Co.; Howard Pfau and LeRoy Hansell, The 
Globe-Wernicke Co. 
. GOVERNOR AND GOVERNOR-ELECT CONGRATULATING EACH 
OTHER.—Herb Wilking, B-C-D Equipment Co., Detroit, Mich., and 
Merritt Ober, Stationers, Inc., Indianapolis. Ind. 
. Seated: R. C. Scott. The General Fireproofing Co.; Harold E. Ruch, 
Stationers, Inc., Indianapolis; E. L. Larsen, E. L. Larsen & Co., 
Owosso, Mich. Standing: Russ Davis, W. J. Noonan Co., Lima, 
Ohio; F. M. Sargent. Speed-O-Print Corp.; G. H. Parry, Carter's 
=, Soe F. Honeyager, Stark Calendar Co. and Rogers Loose 
Lea °. 
. Seated: Robert Dotson, Baer’s, Canton, Ohio; Wayne E. Sapp, 
De Mays. Inc., Jackson, Mich.; A. W. Peters, Peters Office Equip- 
ment Co., Battle Creek, Mich. Standing: Irving Levy. Art Steel 
Sales Corp.; George S. Long, Jr.. George S. Long & Sons; Miles 
Fox, Miles Fox Co., Detroit, Mich.; George S. Long, George S. 
Long & Sons. 
lus Ed Conlon: Howard Parks, Don Webster, Mr. 
Conlon, Dick O’Heren and Charlie Dickinson. 
. Seated: E. A. Keeling, Art Metal Construction Co.; Elmer Krum- 
wiede, Elmer Krumwiede & Associates; H. R. Wilson, Horder’s, 
Inc., Chicago. Standing: M. A. Buffo, Office Equipment Co., 
Canton, Ohio: Bernard F. Girardot. John Holland Gold Pen Co.; 
H. M. Donisthorpe, Rockwell-Barnes Co. 
. Seated: Paul Burbank, general manager NSA; Harold J. Hampton, 
Indianapolis Office Supply Co., past-president NSA; Ken Boyer, 
Newell B. Newton Co., Toledo; Bob Wiltrout, Laird Office Equip- 
ment Co., Charleston, W. Va. Standing: Merritt Ober, Stationers, 
Inc., Indianapolis: Earl Kochheiser, Chas. Ritter Co., Mansfield, 
Ohio: O. E. Earnshaw, Roth Office Equipment Co., Dayton, Ohio; 
—— Standard Printing & Publishing Co., Huntington. 
. Va. 


. we 4 
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FIFTH DISTRICT NSA CONVENTION AT CLEVELAND HOTEL, CLEVELAND, OHIO, MAY 17, 18 


8. 
9. 


. Seated: C. E. Reynell, 


. Seated: Ed 














R. B. Bishop, Office Supply & Printing Co., Cleveland, Ohio, and 
Harry Nichols, Weis Mfg. Co. 

Seated: Glenn Costello and W. R. Ritchey, Parker Pen Co.; W. J. 
Carroll, Eberhard Faber Pencil Co.; Todd Fenwick, Parker Pen Co. 
Standing: Lloyd Hayes, Parker Pen Co.; C. E. Vieth. A. W. Faber, 
Inc.; N. Tanzman, Ace Rubber Stamp & Office Supply Co., Cleve- 
land; B. H. Brohm, Eagle Pencil Co.; Jack Yates, Yates, Burns & 
Harris, Detroit. 


. R. T. Ball, Ball & Thrasher, Ann Arbor; Russ Thompson, Decker’s, 


Inc., Anderson, Ind.; William Wirtshafter, Wirtshafter’s, Inc., 
Cleveland. Standing: Wilbert F. Smith, Codo Mig. Co.; Howard 
Decker, Decker’s, Lalayotie, Ind.; Harry Short, Columbian Art 
Works and Oakville Co.; W. G. Lashbrook, Esterbrook Pen Co. 


. TWO BIG BUSINESSMEN.—Ed Conlon, Rockwell-Barnes Co., and 


& Paper Co., Toledo, Ohio. 
xford Filing Supply Co.; Steve Stout, 
Boorum & Pease Co.; G. J. Aigner, G. J. Aigner Co. Standing: 
D. L. Burns, Mansfield Typewriter & Office Supply Co., Mansfield, 
Ohio; George Holt, W. A. Sheaffer Pen Co.; Ed Conlon, Rockwell- 
Barnes Co.; W. H. Sandmann, The Globe-Wernicke Co. 


Less Crowl, Blade Printin 


- Seated: W. E. Hoge, The General Fireproofing Co.; Mrs. Robert 


Elzey., Elyria Office Equipment Co., Elyria, Ohio; Raymond P. 
Lewis, R. P. Lewis Co., Flint, Mich. Standing: Ben C. Stapleton, 
Stapleton Office Supply Co., Portsmouth, Ohio; Tolman Burns, 
Mansfield Typewriter & Office Supply Co., Mansfield, Ohio; Gayle 
M. Denny, Transylvania Printing Co., Lexington, Ky.; Frank 
Palmer, Eaton Paper Corp.; Bob Elzey, Elyria Office Equipment Co. 


- Ed McConnaughey and Ed McConnaughey, Jr., McConnaughey 


Stationers, Springfield, Ohio. 

eeling, Art Metal Construction Co.; Mrs. H. C. Mar- 

tinez, Office Equipment Bureau, Canton; Paul F. Hooker, Decker’s, 

Inc., Lafayette, Ind. Standing: Guy Boyd, Shaw-Walker Co. and 

Master-Craft Corp.; W. E. Bayly. Emerson W. Price Co., Lima, 
hio; Benjamin Beeler, Associated Stationers Supply Co.; Miller 

J. Huggins, Anderson, Ind.; Harry Tehan, Higgins Ink Co. 


(Fifth District convention story begins on page 74) 
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04% cor? tion contained in the Store 
perv? ‘ Manual (left) . . . and all 
the performance features of 
the leading pens and penc™ 
HEN we hire a new salesperson, we immediately 
Ww go to work to make him or her a real asset to 
the store in as short a time as possible. I tell him closely with any new salesperson . . . training him in 
about the company . . . how we are set up, and why salesmanship as well as in store selling procedure. 
... our general attitude on selling . . . the opportunities Once a month, each department holds a full eve- 
offered in a retail selling career . . . and some friendly ning’s sales meeting, presided over by the department 


personal advice on how he can best get ahead and 
make a real future for himself at Kendrick-Bellamy. 

The training begins with our Store Manual. This 
vest-pocket size, thirty-six page booklet answers just 
about every conceivable question on store procedure. 

Among the points covered are a brief history of the 
store; list of departments; instructions on business 
hours; time records, lunch periods, etc.; an explanation 
of the various mandatory and optional payroll deduc- 
tions; information on vacation, holidays, etc.; instruc- 
tions on gift wrapping, gift certificates; how to handle 
checks; full information on sales books, and how to 
make them out. We explain the Sales Tally Cards, 
directions for handling money, and for operating cash 
registers; we describe the State Sales Tax; give instruc- 
tions on using the pneumatic tube system; information 
on prices, complaints and lost or found articles; and 
suggestions on how to meet various selling emergencies. 

We ask each new salesperson to take this book home 
and study it carefully. The department head asks him 
questions on various sections from time to time .. . 
to make sure he absorbs all the vital information as 
soon as possible. 

But naturally, learning the manual is only the begin- 
ning of the salesperson’s training. Next he is given 
catalogues or other merchandise information put out 
by various manufacturers. For instance, a newcomer 
in the fountain pen department would be given an 
Eversharp folder containing merchandise information. 
We'd ask him to read over the sales points carefully 

. . not just-learning the names of the various styles 
and the prices . . . but studying the features that dis- 
tinguish Eversharp. The department manager works 

» 


OFFICE APPLIANCES, June, 1946 


head, with one of the top executives as a guest speaker. 
We do our best to make these meetings interesting 
and genuinely informative. Among the subjects cov- 
ered are tips on increasing individual sales; sales 
points of new products; discussions of special selling 
problems, etc. 

Not only do we have “school” sessions to train sales 
help . . . last year we gave all the department heads 
a special course in “How to Train Salespeople”! 

When we hire a new salesperson, we’ assign him to 
a specific department . . . and unless he shows he is 
unsuited to it, or unhappy in it, he remains there and 
does no selling elsewhere in the store. There is so 
much to learn about the merchandise in each depart- 
ment, that we believe in concentrating on one line, 
and knowing that one well. We feel that an “expert” 
in one field makes more sales . . . and more satisfied 
customers . . . than someone who is just a “price list” 
and package wrapper for all the merchandise, as well 
as how to sell in general. 

On the average it takes a year to change a “green” 
newcomer into a good salesperson . . . who really 
knows his stock and his general field, and who can 
make the most out of any potential sale without the 
customer feeling that he has been forced or high-pres- 
sured. That, in my estimation, is good selling — well 
worth the time and trouble of training! 














LOOK FOR THIS MARK OF IDENTITY 
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THE HALLMARK ... Creator 
of this distinctive trade-mark 
was Robert Foster, designer 
of the Collier's Magazine 
Medal for outstanding 
achievement in the cause of 
public service 


THE HALLMARK LEAFLET 
. which is to accompany 
every desk-and chair manu- 
factured by a member of the 
Institute—to foster consumer 
confidence 


WoOoD 


OFFICE FURNITURE 
INSTITUTE 
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AS A SYMBOL OF SATISFACTION 





A NEW MARK IS BORN. A new emblem of quality now takes its place with trade-marks 
which inspire public confidence. It is the identifying emblem of the Wood Office Furniture 


Institute—a symbol of cooperative effort—an additional guaranty of product integrity and of 





consumer satisfaction. 


Look for this identifying Institute symbol. Recognize it as your assurance of consumer con- 


fidence. It appears along with the trade-mark of the maker, on all desks and chairs produced 


by members of the Wood Office Furniture Institute. 


In addition to this hallmark, every article of wood office furniture produced by an In- 


stitute member will carry a descriptive, die-cut leaflet which briefly outlines the ideals for 


which the Institute mark stands and extols the merits of wood office furniture. 


The new Institute trade-mark will soon be publicized by all Institute members and will 


appear as an imprint on stationery, in trade ads, and on promotional literature. 


Look for it on all desks and chairs you buy. It is a mark you can trust. It is a mark that will 


help build your stature as a merchant of reliable furniture. It is a mark that will inspire confi- 


dence in the minds of users. It will serve you well as a silent salesman—a symbol of product 


integrity and of consumer satisfaction. 


WOOD OFFICE FURNITURE INSTITUTE, 730 15th Street, N. W., Washington 5, D. C. 








ALMA DESK COMPANY 
High Point, N. C. 

CENTRAL DESK MFG. COMPANY 
Chicago, Illinois 

CLEMCO DESK MFG. COMPANY 
Chicago, Illinois 

COMMERCIAL FURNITURE COMPANY 
Chicago, Illinois 


DOTEN-DUNTON DESK. COMPANY wooD 
Cambridge, Mass. OFFICE FURNITURE | 


GUNN FURNITURE COMPANY INSTITUTE 


Grand Rapids, Mich. 
HIGH POINT BENDING & CHAIR CO. 

INDIANA DESK COMPANY 
Jasper, Indiana 


Siler City, N.C. 
HOOSIER DESK COMPANY 

JASPER CHAIR COMPANY 
Jasper, Indiana 





Jasper, Indiana 


IMPERIAL DESK COMPANY 


Evansville, Indiana 
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MEMBERS OF THE WOOD OFFICE FURNITURE INSTITUTE 


JASPER DESK COMPANY 


Jasper, Indiana 


JASPER OFFICE FURNITURE CO, 
Jasper, Indiana 

JASPER SEATING COMPANY 
Jasper, Indiana 


LEOPOLD COMPANY 


, Burlington, lowa 


MURPHY CHAIR COMPANY 


Owensboro, Kentucky 


MYRTLE DESK COMPANY 
High Point, N.C. 


NEW INDIANA CHAIR COMPANY 


Jasper, Indiana 


O. C. S. OLSEN COMPANY 


Chicago, Illinois 


WELLS FURNITURE MFG. COMPANY 
Laurel, Mississippi 
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MISCELLANY 





REPORTS OF IMPORTANT EVENTS AND ACCOUNTS OF NOTEWORTHY 


ACTIVITIES OF THE MONTH IN EVERY DIVISION OF THE 


INDUSTRY 





PROMOTIONS AT BOORUM & PEASE COMPANY 

J. W. Tamany, president of Boorum & Pease Com- 
pany, Brooklyn, N. Y., recently announced the pro- 
motion of one officer and the naming of two new 





DONALD MARSH 


officers, the action being taken at a meeting of the 
board of directors. 

Donald Marsh, formerly assistant secretary and as- 
sistant treasurer, was named executive vice-president 
in a promotion. Mr. Marsh has had many years of 
experience in business management with Boorum & 
Pease Company. 

Two new vice-presidents were named to manufac- 
turing departments to succeed Warren Schoonmaker, 
vice-president who retired early in 1945 after 42 years 
with Boorum & Pease. Mr. Tamany said, “Due to the 
increase of facilities and the great increase in man- 
agement responsibility in the manufacturing depart- 


Site pose 














WILLIAM LAHEY 


CARL CHAMBERS 


ments, it was decided to put a vice-president at the 
head of each of the two major divisions of the factory, 
namely, blank book and loose leaf.” 

William Lahey, with 29 years experience in factory 
management with the company, was named vice- 
president in charge of the blank book manufacturing, 
which post he has been filling since the retirement of 
Mr. Schoonmaker. Carl Chambers was named vice- 
president of the loose leaf division. He has been a 
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keen student of production and design of loose leaf. 

The complete list of Boorum & Pease officers is 
as follows: J. W. Tamany, president; D. F. Marsh, 
executive vice-president; A. Bingham, Jr., secretary 
and treasurer; L. V. Downey, vice-president in charge 
of sales; William Lahey, vice-president in charge of 
blank book manufacturing; and Carl Chambers, vice- 
president in charge of loose leaf manufacturing. 

a 
COMMERCIAL CONTROLS OPENS NEW OFFICE 


Another new field office has been opened by Com- 
mercial Controls Corporation at 305 Techwood Drive, 
N.W., Atlanta 3, Ga., and John D. Grosvenor has been 
appointed manager in charge of customer sales and 





JOHN D. GROSVENOR 


service. Mr. Grosvenor, who is a graduate of Syracuse 
University and served for four years with the Army 
Air Forces, formerly held a similar position with the 
company in the territory covered by their Rochester, 
N. Y., office. General offices and factory of the com- 


pany are located at Rochester. 
———_—=>>-0—__ 


ELECT ART METAL CONSTRUCTION OFFICERS 

*Alfred C. Davis was elected chairman of the board 
of directors of the Art Metal Construction Company. 
Jamestown, N. Y., at a recent meeting of the board. 
Mr. Davis was also elected chairman of the executive 
committee. Other officers named by the board were 
Algot J. E. Larson, president and general manager; 
Carl L. Elofson, vice-president; and H. T. Swanson, 
secretary. 

Named to the executive committee were Mr. Davis, 
Mr. Larson, and Warren W. Cunningham of New York 
City. Reappointed vice-presidents were Roscoe W. 
Clark, in charge of contract sales; E. A. Keeling, in 
charge of agency sales; and Roy E. Wells, in charge 
of Postindex sales. 

Directors present at the meeting were Mr. Clark, 
Mr. Elofson, Mr. Larson and Frederick Metz, Jr., all 
of Jamestown; Mr. Cunningham, George W. Gillies, 
Jr., and Fergus Reid, Jr., all of New York City. 

*Mr. Davis died shortly after his election. Details 
will be published next month. 
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ALL the contents available 
ALL the time! 


® Rock-a-File is the only filing cabinet 
that keeps its entire contents available 
simultaneously. No more “blocked draw- 
ers’’— Rock-a-File’s rocking compart- 
ments can remain open throughout the 
day. No more “waiting lines” —Rock-a- 
File’s revolutionary side-filing permits two 
or more persons access at the same time. 
No more pulling and tugging—Rock-a- 
File compartments rock open and shut 
effortlessly. And—all these advantages 
are provided in less than two-thirds the 
space needed for drawer-type files! 

Rock-a-File is available in standard 
letter and legal sizes, finished in lustrous 
gray to harmonize with any office color 
scheme. Wide, ample, satin aluminum 
handles have large transparent label 
holders. 


Write for Booklet on 
Basic Filing Improvements 


ROCKWELL-BARNES COMPANY 


Specialists to the Stationer since 1903 


35 East Wacker Drive Chicago 1, Ill. 
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FRANK TUPPER REACHES 35TH ANNIVERSARY 
OF ENTRY INTO BUSINESS SHOW FIELD 

On Memorial Day in 1911, Frank E. Tupper called 
at the office of Evan Johnson, who was then in the 
initial stages of a long term of progressive editorship 
of OFFICE APPLIANCES, and was introduced to A. L. 
Fierlein, president of the Annual Business Show Com- 
pany. Mr. Tupper joined forces with Mr. Fierlein, 
went to work with him on June 1, 1911, and has been 
identified with the business show movement ever 
since. Before the 1911 show was staged he took over 





FRANK E. TUPPER 
the entire enterprise and became president of the 
organization, the. name of which was subsequently 
changed to the present title, National Business Show 
Company. 

A native of Nova Scotia, Canada, Frank Tupper 
began his business career as apprentice in a drugstore 
in Truro, Nova Scotia, in 1896. Seeking larger fields 
to conquer he left his home town for New York City 
a few years later and became a reporter for the New 
York Commercial. During those early years he also 
had a connection with a trade publication in drug 
field. 

In 1906 Mr. Tupper went to Montreal as eastern 
manager for a Toronto publishing house, where he 
remained until the end of 1907. In January, 1908, he 
became eastern manager for OFFICE APPLIANCES, with 
headquarters in New York. For a short time he was 
President of The Mail Wrapper Tube Company, makers 
of “the mailing tube that comes in a flat sheet”. 

Within two years he had made his business show 
hook-up, took over management, and was largely re- 
sponsible for the unbroken record of annual business 
shows in New York City and similar shows in other 
cities of the country from 1911 to 1939. During World 
War I the business show was staged in New York, as 
usual, except that one-half of its facilities were turned 
over to the United States Government for officials to 
inerview, test, and hire office workers and other busi- 
ness and administrative personnel. No shows were con- 
ducted from 1940 until this year because of World 
War II. 

In the 35-year span Mr. Tupper has directed the 
staging of business equipment exhibits in New York, 
St. Louis, Los Angeles, San Francisco, Chicago, Cleve- 
land, Boston, and Philadelphia. This year the National 
Business Show will be held at the Grand Central 
Palace, New York, from September 30 through October 
5. Plans are already well advanced for a show in San 
Francisco early in 1947. 

——— = —___ 
OPEN FIRM AT SANTA MONICA 

D. M. Stone and E. E. Kirpatrick, both in the Army 
for five years, where they served in the same battalion, 
have opened the Modern Office Equipment Company 
at 608 Santa Monica Blvd., Santa Monica, Calif. Lo- 
cated in quarters offering 4,000 square feet of floor 
space, this is the only store in Santa Monica selling 
office furniture. The veterans report a good business 
but are naturally experiencing difficulty in securing 
merchandise, such as office desks and chairs. 


84 





SHEAFFER TO INTRODUCE NEW STRATOWRITER 

Salesmen of the W. A. Sheaffer Pen Company, Fort 
Madison, Iowa, have been furnished samples of the 
company’s new Stratowriter, shipments of which are 
to be made to retailers beginning next fall. 

The Stratowriter employs the steel ball principle 
and C. R. Sheaffer, president of the company, points 
out, “It is a special type of writing instrument for 
which there are certain definite uses.” 

Inherent advantages of the ball point principle are 
stated as including ability to perform satisfactorily 
at high altitudes and in cold climates. Since the ink 
is semi-fluid, it does not freeze as quickly in cold cli- 
mates and has greater resistance to temperature and 
altitude changes. In addition to the appeal to air 
travelers, it has a marked appeal to salesmen and 
others who have need for carbon copies, extreme pres- 
sure being possible without fear of damaging the point. 

The Sheaffer Stratowriter is a capless writing in- 
strument which resembles in appearance a quality, 
all-metal pencil. The barrel is made of gold-filled 
tubing. The point is readily placed in writing position 
or retracted by means of a special mechanism. 

Inside the barrel there is a refill cartridge assembly, 
an integral part of which is a new writing point, one 
of which is provided with each refill. 

The first model to be introduced is expected to re- 
tail at $15.00, although this price is not definitely set. 

athisiangiaidipialiiaihi 
HOTEL FIRE CASUALTIES KNOWN TO INDUSTRY 

The recent LaSalle Hotel fire in Chicago brought 
tragedy to families in this industry from Alliance, 
Ohio, and Hopkinsville, Ky. 

Although he escaped death himself, Conrad Swoboda 
lost his wife and daughter, Dorothy, 18. Mr. Swoboda, 
of McCaskey Register Company, Alliance, Ohio, suf- 
fered injuries requiring hospital treatment. 

McKenzie T. Moss, 34, manager of Cornette, Inc., 
a stationery supply company in Hopkinsville, Ky., died 
in the holocaust, as did a nephew, Phillip Cornette, 
16, and a friend, Alfred Wettstein, Jr., 17, who were 
traveling with him. 


cea vse SS, PLEASE 


A news note from the Maritime Provinces in the 
April issue stated, “Despite the death within the past 
two years of Pearl Soulis, Halifax, and Roy Soulis, 
Saint John, the Soulis office appliance businesses at 
both centers are being continued by the estate of the 
two brothers.” Philip O. Soulis, manager of the Soulis 
Typewriter Company of New Brunswick, Ltd., clarifies 
this item, explaining: “The business in Halifax is being 
carried on by the estate of my father, Pearl Soulis, 
and the business in Saint John was purchased by 
my brother, Howard, from the estate of my uncle, 
G. Roy Soulis. It is being carried on by Howard, with 
myself, a nephew of G. Roy Soulis, as manager. 
Howard, incidentally, is president of both firms.” An- 
other item incorrectly referred to Philip O. Soulis as 
being a son of the late G. Roy Soulis and successor 
as head of the Soulis Typewriter Company.” 

* * * 

On page 96 of the May issue, a transposition was 
made of name lines under pictures of C. R. Gibson & 
Company, Norwalk, Conn., representatives. The pic- 
ture at the left is that of James P. Cole and at the 
right charles G. Nichols. OFFICE APPLIANCES regrets 
this error in composition. 

* . * 


It has been called to the attention of Orrice APpPpLI- 
ANCES that an incorrect statement was made on 
page 90 of the April issue under the heading, “B. L. 
Scott Wins Rem-Rand Contest.” While Mr. Scott was 
one of the 25 winners of $500 prize awards in the 
Remington Rand, Inc., Century Club contest for 1945, 
he was not the “grand prize winner,” as stated. This 
error is regretted. 
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4 Volee, Ince 


Mitteg 6 
N.J- 


Park Rides, 


att: M- Paul L. Foster 


Dear Mr. Foster: 
We are pleased to report thet the "MAY 5-Point Sales Plan” 
results fer greeter then our most optimistic 


has produced 
anticipation. 

emay" typewriter riboons, carbon papers and sup- 
e times greeter in 1945 than during the entire 
We ere confident thet we will be able to more 
our present yolume during 1946. 


Our sale of 
plies was thre 
1944 seasc. 
then double 
complete it, is aifficult to deter- 
most outstanaing- Bash factor is 
ales results. The 
ful aoor-opening effort. 


ess 
we out. 


cambined elenents 
There 15 not & single operation to criticize or le 
s dom sales resistance and 
-eg our sal3s P 11 ribbons and carboas be- 
PRE-SELLS the for them. It's & gure-ftre 
way to ensble each s® to get his foot in we door and seit 
many other itens besides ri booms and carbon papers 
es personnel oy your 
rational, that we now 
on the sensible 
You certainly 


e properly each manifoldings problea 
real wav” services 


we wish to state emphaticelly thet we are de- 

prograa and the sales results obtained. The 
ew acc ants which we have been successful in 
s* is amazing. Every ite@ in the 
eyay” Line complete satisfaction and each sale guarentees 
continuous repeat pusinesse« 


Your sales promotion plen preak 





DONT GUESS—-DONT GAMBLE/ 


THREE YEARS 
OF ‘‘TESTIN 
HAVE PERFEC G AND PROVING IN 
TED THIS SUCCESSFUL SALES aeaniae 
PLAN 


Three 
years of “field . 
have go ° testing” and 
ne : sales : 
pend self zt - M&V 5-Point Sales en Ee easy to use, and it empl 
decide “ er the most intensive sales os all successful salesm ploys established rules used b 
There’s carbon paper and typewriter ve 2 insures certain sal en. The natural follow-throu h 
mo no need for any guesswork or ribbon field. proach sells its re es results. Its practical sale ° 
. i] ° 
re ‘tested and proved” ti a how logically . Soe sighing a 
e P a 7 ne see 
aud usiness for dealers wherev oapemre inexperienced sal step leads to another. hice 
ing spectacular about it eith er it’s used. ness when thi esmen can produce profitabl "i 
ither — it’s si is easy-to- e busi- 
s simple, Send for complete al use sales plan™ is followed 
mation, there’s ‘ 
’ no obligation 


*S 
pecialized plans 
plans will be prepared to meet local condi 
conditions. 





MITTAG AND VOLGER, INC. 


ESTABLISHED 1881 


FINE C 
ARBON P 
APERS & 
INKED RIBBONS +- PARK 
RIDGE, N 
EW JERSE 
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DITTO, INC., ELECTS NEW OFFICERS 


Theodore W. Robinson, Jr., was elected chairman of 
Ditto, Inc., Chicago, and Kenneth M. Henderson was 
elected president at a meeting of the board of directors 
held recently. Both positions had previously been 
held by Thedore W. Robinson, who relinquishes them 
to become vice-chairman. 

A number of other changes were announced, includ- 
ing the naming of Sanger P. Robinson and H. Stuart 











THEODORE W. ROBINSON, JR. KENNETH M. HENDERSON 


Stone, Jr., as vice-presidents and B. Miller Wright, Jr., 
as secretary. Kenneth M. Henderson was re-elected 
treasurer. 

The company also announced the election of Ken- 
neth M. Henderson as president of Ditto, Ltd., of 
Canada, and Larry A. Watkins as vice-president. B. 
Miller Wright was re-elected secretary and treasurer. 

All of the changes elevated young men to positions 
of greater responsibility and are in line with an ag- 
gressive post-war expansion policy. 


ee 


ROYAL TYPEWRITER PROSPECTS BRIGHT 


Taking recognition of the fact that a year ago in 
May, the War Production Board revoked its typewriter 
limitation Order L-54-A, President E. C. Faustmann 
of the Royal Typewriter Company, Inc., recently is- 
sued a statement on reconversion in the typewriter 
field. He explained that present production of Royal 
typewriters is approximately three-quarters of pre- 
war volume, that the company anticipates pre-war 
volume by summer and has set a far higher goal for 
fall. 

Acting swiftly three days after V-E Day, WPB re- 
moved specific restrictions on typewriter production 
and sales. However, eager typewriter buyers—who had 
forced their available machines to the limit through 
the war and had, in many cases, even delivered a 
portion of their used machines to the Government 
to serve the armed forces—soon found that continued 
war contracts and material shortages stood in the 
way of their procuring new typewriters. After V-E 
Day, Royal continued to be the world’s largest pro- 
ducer of deflectors for air-cooled aircraft engines. 
The company also continued contracts for bomb nose 
fuzes, bazooka parts, folding rifle parts, aircraft gun 
parts, rocket bomb parts, ball bearings and magneto 
parts, and even took on additional assignments. As 
late as mid-summer, 1945, the company was still 90 
per cent engaged in war work. 

However, the revocation of the limitation order per- 
mitted the beginning of an assembly line and the 
training of skilled typewriter men so necessary for 
producing these precision instruments. Typewriters 
for civilian use began to flow from Royal’s Hartford, 
Conn., production lines. By the first of the year, 
volume had reached half its pre-war proportions. 

Royal, claiming before the war to be the world’s 
largest producer of typewriters, set up a post-war 
planning committee in 1943. This committee had a 
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well considered reconversion program ready when V-J 
Day finally arrived. With all restrictions on typewriter 
production removed, the company began the physical 
reconversion of its factory, a process long since 
completed. 

Mr. Faustmann recently stated publicly that pre- 
war volume would be reached by summer. It is under- 
stood that the company plans an expansion of its 
production facilities which will permit a greatly in- 
creased volume. The backlog of accumulated type- 
writer demand is estimated at over a million office 
typewriters and over a million portables. 

9 


ALL-STEEL-EQUIP OFFICIAL MAKES CHANGE 


It has been announced by F. R. McQuown, vice- 
president of All-Steel-Equip Company, Aurora, II. 
that N. L. Pearson, who has served as general sales 
manager, has resigned to enter the agency business 
in northern Illinois. 

Mr. Pearson has been associated with All-Steel- 
Equip Company for over 18 years. During this period 
he has had a wealth of experience, having been con- 
nected with practically every phase of the sales de- 
partment, both in the home office and in the field. 
He was made general sales manager in 1939. 

The northern Illinois territory that Mr. Pearson will 
cover is exclusive of Lake and Cook counties. He will 
represent All-Steel-Equip Company within this area, 
as well as a number of other manufacturers of office, 
factory and institutional equipment. 

Following Mr. Pearson’s resignation as _ general 
sales manager, Vice-president F. R. McQuown an- 
nounced the organization setup. J. H. Hartman has 
been promoted to field manager and will assume 
complete authority over all branches, agencies, and 
field representatives. A. E. Malmer is taking charge 
of all home office sales activities with the title of fac- 
tory sales supervisor. Both Mr. Malmer and Mr. Hart- 
man have had long years of experience with All-Steel- 
Equip Company and their background particularly 
qualifies them for the new responsibilities that they 
are assuming. 

steniieniciagiipiliiiailia hice 
PHILIP HANO APPOINTS EVERETT HINKLEY 


Everett (Dave) Hinkley has been appointed assistant 
to Luther R. Hanna and Norman L. Hanna of the 
dealer department of the Philip Hano Company, Inc., 
85 Sargeant St., Holyoke, Mass., manufacturers of 
autographic registers and carbon forms. 

According to Mr. Hanna, the addition of Mr. Hinkley 
to the dealer department will permit speedier handling 





EVERETT HINKLEY 


of dealer inquiries. Mr. Hinkley’s primary duties will 
consist of work with delivery inquiries, dealer samples 
and advertising requirements. 

For the past five years, Mr. Hinkley has been man- 
ager of the Holyoke office of Western Union and has 
been in the employ of Western Union for 17 years. 
Prior to joining that organization he was employed 
by Vickery and Hill, publishers, of Augusta, Me. 
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The desk that is selected \' 


RATHER THAN SOLD 


The “Y and E” Style Master Execu- 
tive Desk in steel, finished in warm, 
harmonizing Neutra-tone gray, is the 
most talked about desk today among 
discriminating executives. 


FOREMOST FOR MORE THAN SIXTY-FIVE YEARS 


YAWMAN n> FRBE MFG.(. 


1015 JAY STREET, ROCHESTER 3, N.Y. 





The Franchise that means Quality Merchandise 
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It Adds, Subtracts, Multiplies 


It has fully Automatic Division 





Its 10 keys allow fast touch system 
It clears with touch of single key 
It shows all three problem factors at same time 
It occupies less desk space than a letterhead 


It is small, versatile, dependable 


R.C.Allen Business Machines 


ALLEN CALCULATORS, INCORPORATED 


678 FRONT AVE., N. W. GRAND RAPIDS 4, MICHIGAN 


Makers of World Renowned Business Machines 


The only company which offers the Independent Dealer a full line of 
ADDING MACHINES * CALCULATORS * BOOKKEEPING MACHINES * CASH REGISTERS 








Again Ralph B. Ortel, who authors the BUSINESS BUILDERS 
page, heads up the Chuckle Corner with this contribution: 

HOUSING NOTE: What the returning GI is really looking 
for, we understand, is the House with Seven Grables. 

a ARVADS ae 

Your OFFICE APPLIANCE editor, Wally 
getting to be quite air-minded. First a flight late in April to 
Niagara Falls, Ontario, Canada (nope, not a honeymoon; just 
the Canadian Stationers Guild annual meeting), then another 
late in May to Oklahoma Indian treritrory ... troritriry ... 
aw, you spell it . .. to attend the Oklahoma Office Machine 
Dealers meeting. But Wally maintains he always carries a box 
of Chicago dirt with him ... probably wants to keep one foot 
on the ground! 


Lennartson 


—cc— 
THE SELLING GAME 


The selling game is hard and slow; 

It freezes you in winter snow, 

Or roasts you in the summer's glow; 
I like it! 


It make you hop from there to here; 
It keeps you hustling, year by year, 
Until you're thinner than a deer; 

I like it! 


It makes you mix with bores and sports, 
And stand for wise-cracks and retorts 
From fellow-men of various sorts; 

| like it! 


It makes you smile and hide your spleen 

When folk get stubborn, mad or mean; 

It pays the man who'll use his bean; 
| like it! 


—<cc— 


A milk-wagon horse and a junkman's bony steed were dis- 
cussing their respective hard lots in life. 

Complained the first nag: "Just to think that four years 
ago | won the Kentucky Derby, and here | am pulling a 
milkwagon at the crack of dawn." 

Retorted the second: "You should complain. Five years ago 
! came in first in the Preakness. Today this junkman has made 
me a shadow of my former self." 

A near-by dog listened attentively and remarked: ‘Listen, 
you talk about hard luck. Let me tell you my story.” 

An amazed look crossed the countenance of the first horse 
as he spoke: ''Well, what d'ya know; a talking dog!" 

—CC— 

Futile Reflections: There's one nice thing about Chicago 
weather; if: you don't like it, all you have to do is wait a 
few minutes .. . The present labor situation seems to be based 
on "All Play and No Work." 











Joe oughtta cut out the giggle water; just look at 
his new idea on how the books can be balanced! 
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COLUMBIA 
STEEL EQUIPMENT COMPANY 


Manufacturers of Office Equigment 
LINCOLN-LIBERTY BUILDING 


PHILADELPHIA 7 PENNSYLVANIA 




















MARKWELL 


AUTHORIZED 
DEALERSHIPS 


AVAILABLE 





Please write us for particulars on 

our plan for select distribution 

of Markwell Office Type Stapling 
Machines and Staples. 





MARKWELL MFG.CO, 


Dealer Division 


200 HUDSON ST. NEW YORK 13, N. Y. 














COLUMBIA RIBBON & CARBON ADDS SPACE 


The initial step in Columbia Ribbon & Carbon 
Manufacturing Company’s post-war program of 
improvement and expansion at Glen Cove, N. Y., has 
been accomplished with the completion of a new ware- 
house and parking space. 

Featuring “palletized loading,’ the warehouse re- 
ceives and discharges material with minimum han- 
dling and time consumption. Materials are strategical- 
ly placed to move right from the warehouse directly 
to the manufacturing department requiring them. 

The warehouse, located west of the main building 
at Glen Cove, was designed and built in its en- 
tirety by Columbia personnel. With a length of 200 
feet and width of 88 feet, it has 17,600 square feet 
of floor space and is of fireproof construction. 

The new parking space provides additional accom- 
modation for 200 cars of employees. This space is de- 
signed to eliminate traffic snarls that generally occur 
at starting and quitting times. Young trees have been 
planted throughout the parikng area so that the space 
will harmonize with the natural surroundings of the 
Columbia plant. 

These two projects welcomed many of Columbia’s 
reurning veterans. Columbia, proud of is 155 em- 
ployees who served in World War II, is especially 
pleased that over 90 per cent of these men have al- 
ready returned to the company. The remaining service 
men are eagerly awaited. 


9 

REMINGTON RAND, INC., APPOINTS HOOPER 

The typewriter division of Remington Rand, Inc., 
recently announced the appointment of Sam L. Hooper 
as sales manager of noiseless typewriters, with head- 
quarters at the executive offices, New York City. 

Mr. Hooper served in a similar capacity as a mem- 
ber of the Remington Rand home office staff at Buf- 
falo, N. Y. In November, 1941, prior to the war, he 
was transferred to the important post of typewriter 
division branch sales manager in Washington, D. C., 
where he remained until April 1, of this year, when 
his present assignment became effective. 

Mr. Hooper began his career with the old Noiseless 
Typewriter Company in 1941 as a salesman in the 
San Francisco branch office of that company. He 
later became associated with the New York branch 
office of Remington Rand, Inc., as a senior salesman 
and district supervisor. In 1939 he was appointed 
sales manager of noiseless typewriters, in which post 
he remained until his transfer to Washington, D. C. 


—_———7— 2 —__——__ 
HAUSMAN’ SALES COMPANY EXPANDS BUSINESS 
William M. Hausman, proprietor of Hausman Sales 
Company, 1243 N. Harding Ave., Chicago 51, Ill., who 
has become well-known through his supplying of 
hobbyists with advertising-type pencils for their col- 
lections, recently announced that he has branched out 
in his business by the addition of a complete line of 
advertising novelties, pencils, calendars and globes. 
These are being sold to commercial firms as advertis- 

ing premiums and business getters. 
Mr. Hausman is operating out of his home until such 
time as he can secure office and warehouse space. 





NEUSON THOMAS REO, a*) 3 = CE OUT FT PT 4.eh 





SAN DIEGO STORE—Exterior view of Nelson-Thomas & Co. 
store, San Diego, Calif. Interior views of the store appeared 
on page 82 in the May issue. 
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The A j 
e Amazing 
if 
s 
‘ ee ro 
pa ° @ 
8 A Revolutionary Improvement in 
ly * 
Scopes for Drawing or 
4 
ae en 0 
0 Writing 
e 
3 Stencils 
Ir 
n 
ce : 
1e e Attach a stencil to 
F the light-table, turn on the 
We switch, and every part of the 
J stencil is brilliantly and evenly 
ce illuminated. 
Use of fluorescent lighting 
c., and a new development in light 
refraction introduces an _ en- 
tirely new standard of light dis- 
t. tribution. 
_ Every impression of the stylus 
a is instantly sharp and clear. Even the finest lines are clearly visible. 
en 
It’s COLD light. The table and stencil remain cold 
SS : s 
so that you can work leisurely and accurately without 
he i 7 7 
-~ hurry. This in itself is a tremendous advance in equip- 
c : 
an ment of this type. 
ed 
ost 
C. NOTE THESE OUTSTANDING FEATURES: 
SS 1. Sturdy satin-finish black all metal case. 
re 2. Clear unbreakable Lucite light-table. 
of 3. Fluorescent lighting, evenly refracted and distributed over entire 
ol- light-table area. 
out 
of 4. COLD Illumination, so that stencil may remain on light-table for 
eS. any length of time. 
on 5. Attached drafting machine head with clear Plastic Tee-Square, 
ich adjustable horizontally and vertically . . . easily and quickly 
ice. detachable. 
6. Insert Drawer provides convenient storage space for Styli and 
Lettering Guides. 
7. Backing sheet of stencil conveniently housed in a natural position 
inside the FACT-O-SCOPE. 
Write now for complete information about the 
valuable new exclusive Red Feather Franchise 
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WHY AREN'T MORE 
HARTER CHAIRS AVAILABLE? 


The obvious answer is that suppliers still can’t furnish us 
with all of what we need when we need it. This supply 
problem and its causes have been headlined across the 
nation since war’s end. 





But there is a more basic reason than shortages for our 
inability to keep up with your demand. That reason is 
our refusal to compromise Harter quality. 


We could build more chairs if we built less quality into 
each one. But we don’t want to do business that way. 
And we don’t think you do. 


Our production record since V-J Day is good. To the best 
of our knowledge, no metal chair manufacturer has ship- 
ped more chairs to dealers in the past 10 months than 
Harter. More important, every chair we have shipped rep- 
resents the quality on which Harter leadership is based. 


ty HARTER 





eee Ot 8. RIC BES ARB 


STEEL OFFICE CHAIRS 
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Operators who know prefer Monroe 


World-wide leadership of Monroe has been main- 
tained because Monroe machines produce more useful 
answers with less effort day in and day out. These 
results are achieved through the simplicity, flexibility, 
speed and easy operation of the machines; and methods 
applied by highly-trained Monroe representatives. 


The calculating machine illustrated is equipped with 
the famous exclusive Monroe 3-Series Dials. Through the 
use of this feature, the Monroe representative can apply 
startling short-cut methods and in many cases eliminate 
entire operations. 


Monroe Listing Machines and Accounting Machines are 
products of the same engineering skill and precision of 
manufacture — and all Monroes have the incomparable 
“Velvet Touch” keyboard, a prime factor in eliminating 
operator fatigue. 
















Phone your local Monroe representative today. He will be 
glad to discuss our complete line of office machines with you. 


Send for your copy of the new Payroll Booklet and 1946 
Withholding Charts. Monroe Calculating Machine Company, 
Inc., Orange, N. J. 

Monroe maintenance and service available through Monroe-owned branches in principal cities. . ' 


Monroe Calculator Model MA7-173-W-3 
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209-685-191 see teres 
Monroe Accounting Machine 













Monroe Adding-tising Machine | =~ CALCULATING ¢ LISTING » BOOKKEEPING MACHINES 
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Van Dyke DESK LAMPS 
FLUORESCENT AT ITS BEST 





NO. 1028 
2-LAMP ALL METAL EXECUTIVE MODEL 


Model !1028 for the two 18" |5-Watt Tubes. 
An ideal lamp for executive desks . . hand- 
somely designed. Cast iron base with solid 
bronze appointments. ADJUSTABLE 
SHADE 20" x 6". Finished in Morocco 
brown. Weight || lbs. 





NO. 300 


ALL METAL 
STUDENT MODEL 


The new No. 300 Van Dyke—an all metal 
fluorescent desk lamp for ''The Student." 
This unit brings quality fluorescent within 
reach of millions. One 18" 15-Watt Tube. 
Cast iron base. Finished in Morocco brown. 


Weight 10 Ibs. 


VAN DYKE INDUSTRIES 


Chicago, Illinois 


21st and Rockwell Sts. 
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FURNITURE INSTITUTE HAS NEW HALLMARK 


Adoption of a new hallmark to identify products of 
member manufacturers has been announced by the 
Wood Office Furniture Institute. The mark will have 
an embossed “W”, symbolizing wood on a field of 
gold, resting on a base having dovetail ends. The 
distinctive emblem will be affixed to desks and chairs 
made by Institute members, in addition to their own 
individual labels. 

The hallmark was designed by Robert Foster of New 
York City, prominent graphic artist who designed the 
Collier’s medal for distinguished congressional service. 








recently presented at the White House by President 
Truman to Senator Arthur E. Vandenburg of Michigan 
and Representative A. S. Mike Monroney of Michigan. 

“This new symbol of co-operative effort by the mak- 
ers of wood office furniture will be merchandised 
thoroughly to the trade and to the consumer,’ com- 
ments John J. Reinecke, secretary of the Institute. 
“The hallmark will be a modern symbol of leadership 
and craftsmanship. It will be an emblem around 
which dealers in office furniture can rally in their 
efforts to expand sales in their respective communities. 
It is a mark that will build greater consumer accept- 
ance and satisfaction for wood office desks and chairs. 
The new insignia will build good will for dealers and 
provide them with a powerful sales promotion tool. 

“In addition to the hallmark seals which will be 
affixed permanently, the desks and chairs produced 
by Institute members will carry a die-cut hallmark 
leaflet which briefly outlines the ideals for which the 
mark stands and emphasizes the merits of wood office 
furniture. 

“The mark also will be used by Institute members 
on stationery, in advertisements and in. sales promo- 
tion literature.” 

—_—— = 

COPELAND-CHATTERSON, LTD., IN EXPANSION 


Copeland-Chatterson, Ltd., Brampton, Ont., Canada, 
manufacturing loose leaf supplies and systems, and 
the first company of its kind to be established in 
Canada, plans expansion of facilities to keep up with 
business growth. The machine department is to be 
extended to twice its present size, at an expenditure 
of between $25,000 and $30,000. 

Since the death of Robert J. Copeland, president of 
the company, last December, some changes have been 
made in the officerships. Paul H. Mills has been made 
chairman of the board, C. W. West, president and 
general manager, and M. A. Peck, treasurer and secre- 


tary. 
——=— 
EUREKA PLANS ADVERTISING CAMPAIGN 

The stationery division of the Eureka Specialty 
Printing Company, 11 W. 42nd St., New York City, is 
planning for the first time to use national publications 
to advertise its labels. 

Appearing on the new Eureka advertising program 
are such publications as OFFICE APPLIANCES, Gevyer’s 
Topics, Office Management and Equipment, Modern 
Retailing, Modern Stationer, National Stationer, The 
Office, Pacific Stationer, Southern Stationer, and Syn- 
dicate Store Merchandiser. 

a 

GEORGE DEMAREE OPERATES PHOTO STUDIO 

George Demaree, formerly with the Demaree Sta- 
tionery Company, Kansas City, Mo., is now operating 
a photo studio at 3123 Troost Ave., Kansas City —GMH. 
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. PEERLESS- IM PERIAI line 


ME WINNERS/ 


2. PEERLESS TUCHTYPE KEYS 


(Again available). It's like selling 
ice cream sodas in the Sahara 
desert. Typists are crazy about 
them because they make typing 
easier and PREVENT BROKEN 
FINGERNAILS. 
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A number of ribbon and car- 
bon manufacturers have one 
popular number. A few have 
two. Only PEERLESS-IMPERIAL 
has three sizzling sellers that 
make wads of money for 
aggressive Dealers. 


PEERLESS - IMPERIAL 
RIBBONS and CARBONS 


a) wer a9 Tops in hectograph car- 
. bon in both quality and 
™ quantity of reproduction. 
The more sceptical the Buy- 
er, the Bigger Booster he 
becomes once he tries 
IMPERIAL SPIRITCARB. 


_ A great line, a bread-and- 

. butter repeating line that 
forged its way to the top by 
constantly improved quality 
and VALUE that's just about 
a mile ahead of competition. 


l eles tiie t & COR ee 





Want to be a 3-time Winner? It’s easy! Write, phone, 
telegraph or use carrier pigeons—but do it right 
away while ne is still room on the gravy train! 


PEERLESS- IMPERIAL CO., INc. 


GENERAL OFFICE AND FACTORY: 
28 PEERLESS PLACE, NEWARK 5, N. J. 
NEW YORK OFFICE, 7: 321 BROADWAY 


THE KEY MEN OF AMERICA . . . Manufacturers with the dealers’ viewpoint 
DETROIT 18, 37 Linden St., River Rouge, Mich. ® CHICAGO 2, 179 W. Washingotn St. 
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Is any Business Office truly modern—today? 


BUSINESS LEADERS are fully alive to the urgent need to overhaul, revitalize and modernize 
the business office; to introduce new methods, procedures and equipment so that the ‘nerve 
center’’ of industry may match in speed and efficiency the increasing tempo of production and 
distribution. They are preparing an event of vital importance to every executive — 


“OFFICE WEEK” Sept. 30 10 Oct. 5 


FOR BUSINESS EXECUTIVES and KEY OFFICE WORKERS 








—A WEEK OF CHECK-UP! How can executives and workers cope with the fast-moving changes that are 

taking place in every phase of business? How can they meet new and more 
—A WEEK OF WAKE-UP! exacting requirements that are certain to follow? ‘COFFICE WEEK" —sched- 
—A WEEK OF FACING UP TO 


’ led from September 30 to October 5—will be the broad question-and- 
THE NEED FOR MODERNIZATION! 


answer period, in which management will take stock of itself, of its needs, of 
its outlook—at the 


38rn NATIONAL 





and forums of these participating organizations: 


New York Chapter, NATIONAL OFFICE MANAGEMENT ASSOCIATION 
New York Chapter, NATIONAL ASSOCIATION OF COST ACCOUNTANTS 


GRAND CENTRAL PALACE, NEW YORK—SEPT. 30 THRU OCT. 5 





To this New York National Business Show—the first to be held since 





1941—business men and women responsible for planning and man- PLAN YOUR 
agement are invited to bring their problems during ‘Office Week’’. 

Here the nation’s leading producers of business systems, machines, EXHIBIT NOW! 
equipment and office supplies will answer those problems with tested, 





é id d facilities { eens ti To qualified firms and organiza- 
proven ideas an acuinies tor more eiiicient operation. tions desiri g to participate in the 


Here will be a chance to see and judge for the first time all the im- National Business Show during 
portant advances now available, many of which have been in process ‘Office ae #, a ae 
of development for five years or in restricted use under wartime moe ‘ese gomals 
limitations. 








SAC REAIMMIALAZAARIALAMeUIAL 






Here, with six days of fact-revealing forums, addresses, discussions Rea LSA 
and consultations with top specialists in every branch of office admin- : i (MT Vall ; 
istration, business will get down to cases and tap new resources for ; ¢ . B US Ih +2 S ue 
. . * . . . . mai % — 
time-saving, cost-saving productivity—with better paid workers. iP 





NOTE: Prepare for ‘Office Week’’. Study your needs, jot down your 
problems—and bring them to the Business Show. Notify your staff of 
this important event—the opportunity to ‘‘complete the job’! 
































NATIONAL BUSINESS SHOW COMPANY, 30 Vesey Street, New York 7, N.Y. - Telephone CO 7-1392 
Frank E. Tupper Edwin O. Tupper William A. Tupper 
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You: are ‘assured of quality if you choose 
‘Pri at duplicators and duplicating 
ies ne Te id ‘that’ 's because they conform to ~ 
pecif cations that quality stands ott 
.. the faithful and relentless adherence 
to this threesome: topnotch materials, 


ye 
4 

{ 

3 

4 

“{ 

; 

J 
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workmanship and design. Performance 
tells .. . quality i is as unmistakably : 
Speed-O-Print as the will and es 

to Ae anne serve. 








SPEED-0-PRINT CORPORATION 
161 £. GRAND AVE., CHICAGO 11, ILL. 
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HANG-A-FILE \ 
(The Complete Filing Unt ) : 


S.' a ¢€ 


HANG-A-FILE is packaged filing effi- 
ciency . .. a complete filing system ready 
to go to work. HANG-A-FILE includes the 
caster equipped steel cabinet PLUS 25 
HANG-A-FILE FOLDERS AND INSERTS. 
Enthusiastically acclaimed by dealers and 
their customers from coast to coast. Rec- 
ommended for: correspondence, shipping 
orders, shop tickets, bills, orders, invoices 
etc. HANG-A-FILE presents the greatest 
sales opportunity offered in years. Act to- 
day ... get your share of this profitable 
business. Write-Telephone-Wire. Complete 
information on request. 







NO. 30 HANG-A-FILE 


Complete with 25 HANG-A-FILE folders 
and inserts. Folders os go by full 
length chrome finish metal hangers which 
rest on two guide rails. 


All metal file, caster equipped, finished 














in olive green enamel. Width 131% in., { 
depth 18 in. height 27 in. 
Shipping weight 33 Ibs. Packed 2 to c— 
carton. Shipped K.D., easily assembled. y \ 
IMMEDIATE DELIVERY ie 
HANG-A-FILE < 
* Complete with 25 Hang-a-File . 


Folders and Inserts. 


ae 
Louis H. Farber 
OFFICE FURNITURE « SCHOOL EQUIPMENT 
31 EAST CONGRESS STREET « Note New Address « CHICAGO 5, ILLINOIS 





98 OFFICE APPLIANCES, June, 1946 


Be “HIGH-WAY” of FILING 
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C-THRU RULER COMPANY MAKES APPOINTMENT 

The appointment of Herbert M. Finkelstein as sales 
promotion manager for New England and Metropolitan 
New York was recently announced by Miss J. Zachs, 
president of the C-Thru Ruler Company, Hartford, 

















HERBERT M. FINKELSTEIN 


Conn. Mr. Finkelstein served for four years with the 
armed forces, and was overseas 18 months with the 
Third Army. He will co-ordinate all sales activities 
in his territory, and will assist C-Thru dealers in all 
phases of promotional work regarding the plastic 
drawing and ruling devices. 

—_———>- 0 


A. B. HOLMES HOME FROM EUROPEAN SURVEY 

A. B. Holmes, chairman of the board of the Columbia 
Ribbon & Carbon Manufacturing Co., Inc., Glen Cove, 
N. Y., has just returned from a trip to Europe, where 
he visited the Columbia factories in England and 
Italy, as well as the company’s distributors in Switzer- 
land. 

Mr. Holmes, on his return to Glen Cove, reported 
that, despite almost inconceivable difficulties, the Lon- 
don company has returned to its downtown location 
and is in normal operation again with its full pre-war 
domestic and export trade. 

In Milan, Italy, the plant has been returned from 
the Allied Military Government and restored to Colum- 
bia’s original management. 

Both companies were exceptionally fortunate in 
escaping the worst ravages of the war and both are 
now re-established on their pre-war basis and looking 
forward to substantial business during the period of 
European reconstruction. 

xa a 
C. S. OBER BUYS BUILDING FOR FIRM 

Purchase of the four-story When Building at 28-40 
N. Pennsylvania St., Indianapolis, Ind., to provide a 
permanent home for Stationers, Inc., tenants of the 
property for the past ten years, was recently an- 
nounced by C. S. Ober. 

Mr. Ober is secretary of the firm and M. L. Ober is 
president. 

The purchasers announced that extensive plans are 
under way for remodeling both the building and the 
Stationers, Inc., space as soon as labor and building 
conditions permit. The building has a frontage of 141 
feet. 

C. S. Ober is also president of Business Furniture 
Corporation, and secretary-treasurer of Stewart’s, 
Inc., both Indianapolis firms. 

——x—= > 2 —____— 


R. F. GILLHAM JOINS MODERN PACKAGINGS 

Modern Packagings, Dallas, Tex., recently announced 
that R. F. “Red” Gillham, who has been with Dennison 
Manufacturing Company in the Dallas territory for 
the past 14 years, is now associated with them, as of 
June 1. Modern Packagings represent the Reyburn 
Manufacturing Company of Philadelphia, Pa., and 
maintain a factory branch office in Dallas. Mr. Gill- 
— will spend most of his time with the Reyburn 
ne. 
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Typewriter Uboation 


REDUCE STENOGRAPHER 
FATIGUE BY USING THE NEW 


REXON 


VIBRATION MOUNT 





We have been searching for years for a type- 
writer mount that would actually absorb the 
shock and vibration of typewriters. AT LAST 
WE HAVE FOUND ONE. These Rexon Mounts 
will do the job. The principle of this new type- 
writer mount design is a radical departure 
from conventional practice. It combines the 
high vibration dampening properties of rubber- 
in-shear, with the safety, durability, and ease 
of installation of a simple compression mount. 
This set of four mounts will absorb approxi- 
mately 95% of the typewriter vibrations and 
deadens approximately 50% of the typewriter 
noise. They are permanently fastened on the 
typewriter stand in the proper position. Re- 
move the machine feet screws and place the 
typewriter squarely on the studs that are fur- 
nished with the mount. It is optional whether 
the feet be removed as the mounts are satis- 
factory either way. The feet, if left on, add 
height if it is required. 

For complete details, contact your typewriter 
dealer. 


Ames Supply Company 


EXCLUSIVE DISTRIBUTORS TO THE OFFICE MACHINE TRADE 


564 W. Randolph St., Chicago 6 





37 Murray St. 583 Market St. 
New York 7 AGENCIES San Francisco 3 
1913 Commerce St.,| PRINCIPAL CITIES 11 Prior St., 
Dallas 1 Atlanta 3 
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THEY ARE DEMANDING... 











® Send for details on ALL Numbers « 
- - - WHERE WASTE ACCUMULATES -.- - 


SELL FIBRCAN 


Satubrdge Fibreau 


“THE BASKET KNOWN TO A CONTINENT" 
DISTRIBUTED BY 


BAINBRIDGE * KIMPTON & HAUPT, Inc. 


218 GREENWICH ST. NEW YORK 8, N. Y. 
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DITTO TO BUILD LARGE NEW PLANT 


Ditto, Inc., Chicago, manufacturers of duplicating 
machines and supplies and designers of Ditto business 
systems, have acquired the property at the northwest 
corner of McCormick Rd. and Pratt Ave., Lincoln- 
wood, Ill.. K. M. Henderson, president, recently an- 
nounced. Consisting of some 28 acres, it will provide 
for the company’s immediate needs and future growth. 

Ditto presently occupies factories and warehouses 
at five locations in Chicago in addition to its local 


| sales offices in the loop. 


Incorporated in 1910 the company has had a con- 


“4| sistent growth with distribution of its products 

| throughout this country and abroad. It operates three 

4 subsidiaries, the Lincoln Paper Company in Chicago, 

| the Ditto Press in Cincinnati, Ohio, and Ditto of 
| Canada, Ltd., in Toronto. 


Plans call for the construction of a single-story 


factory and multiple-story administration building as 
| soon as building restrictions permit. Inital floor space 
| will approximate 200,000 square feet with plans for 
| expansion as required. 


Subject to material availability and building restric- 


: | tions, it is hoped to occupy the new plant by the fall 
=| of 1947. 


—_—_———-o 


CUSHMAN & DENISON APPOINTS H. L. SHORT 


Cushman and Denison Manufacturing Company, 
New York, N. Y., recently announced the appointment 
of Harry L. Short, whose office is at 173 W. Madison 
St., Chicago, as its representative covering the sta- 
tionery, art school and paper supply distributors 
throughout 14 north central states. 

Mr. Short’s organization is well known, having oper- 
ated in this territory for the past 25 years. 

This is part of the Cushman and Denison expansion 
program in distributing the new Cado Flo-Master 
Fountnbrush and the new Flo-Dri instant-drying col- 
ored inks, which are introducing a new medium in 
marking, drawing and writing on any surface. 





NEW CATALOG—Frontispiece of new 1946 catalog issued by 

Manifold Supplies Co., Brooklyn, N. Y., bearing the Panama 

trademark and listing the varied line of carbon papers, rib- 
bons and typewriter supplies. (Story on page 11) 


a 


NEW FIRM ESTABLISHED AT GOSHEN, IND. 

A new entrant in the office supplies and equipment 
field is Edward’s at 110 East Lincoln Ave., Goshen, Ind., 
established by Edward Fiedeke, who owned and oper- 
ated the Edward Fiedeke Company at Goshen before 
selling out a year ago to go to California. 

Returning to Goshen, Mr. Fiedeke has established 
an office supply and equipment outlet and is also 
handling paints, greeting cards, books and gifts. His 
intention is, when the merchandise becomes available, 
to confine his business solely to office supplies and 


| equipment. 
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EBERIARD FABER ——~ 


ANNOUNCES THE CROWNING ACHIEVEMENT IN BALL*POINT 
PEN MAKING... A DEVELOPMENT THAT INSURES A NEW 


KIND OF FAULTLESS WRITING 


When the sensational ball-bearing type of pen was introduced 


from South America under the original Laszlo Biro patents, 





it was Eberhard Faber companies that first negotiated for and 





later acquired American rights. Now, after two years of pre- 





cision engineering and metallurgical refinement, combined 





with chemical perfection of the paste-like ink, the name 





Eberhard Faber proudly identifies a superb ball-point pen 





creation. An achievement worthy of the long-standing repu- 





tation of Eberhard Faber excellence and leadership for nearly 





100 years. Here is phenomenal performance. . . superb styling 





: p . . exquisite designing . . . truly the ideal instrument for 
° 





effortless writing. $15 upward, plus tax. 


























MARK YOU WELL THE DISTINGUISHING FEATURES 
OF THE EBERHARD FABER BALL-POINT PEN 


Positive Ink Feed—by CAPILLARY Action 


The feasibility of writing with a ball-point pen is _ ink is held in suspension against the walls of the 





to a very great extent determined by the manner cartridge tubes — it cannot drip or run of its 

in which the ink is allowed to escape from the — own accord. 

pen to the writing surface. The writing ball revolving over the surface 
To insure never-failing writing on each stroke, creates a pumping action, which in turn feeds 

the Eberhard Faber ball-point pen is fed by capil- _ink to a reservoir located directly in back of the 


lary action, which is dependent upon anautomati¢ __ ball. This insures a steady, even flow of writing 








equalization of air pressure within a specially with never a “skip” or dry spot — never a blot or 


constructed ink cartridge. Actually, the paste-like | leak. You can’t even shake out the ink. 











Greater Resistance to Wear 
in the Only Moving Part of 


























1g 
See that ball-bearing point? See that stainless | — but would it wear as well, or as long? . 
| steel socket that holds the ball? That socket must The Eberhard Faber ball socket is made of steel, i 
| resist the pressure of the hardened steel ball and in order to hold the ball perfectly it must 
without becoming distorted or worn. In ordinary _ be tooled with unfailing accuracy, having a toler- 
| 
dene ae * writing that tiny ball revolves at the speed of the —_ ance of as little as .0002”. Nothing short of this M 
| SAAT eave eee. average electric motor (1800 r.p.m.)! It would perfection would assure lasting performance in “ 
be far easier to make the socket of a softer metal, _ effortless writing. Ws 
/ po 
. : th 
, Writes with Interchangeable Colors gi 
| spi 
| Here is an entirely new kind of ink cartridge. battery ina flashlight! And you, naturally, benefit ter 
Interchangeable for different ink colorsina matter from the sale of these extra colored ink cartridge i 
of seconds . . . even easier than changing the _ refills. of 
| ©ON ANY KIND OF PAPER I 
| , © WITHOUT BLOTTING x 
| ®WITHOUT LEAKING ché 
| ® WITHOUT CLOGGING a 
®©MORE LEGIBLE CARBONS Cor 
| C 
vice 
| Der 
Lyr 
‘ 


DOUBLE PAGE SPREADS in 4 COLORS win introduce | =: 


the EBERHARD FABER BALL- POINT PEN cha 

















so * bd 4 dl 
in these leading National Magazines: 
Ni \ 







































OXFORD FILING SUPPLY MAKES APPOINTMENT 

The Oxford Filing Supply Company, Inc., Brooklyn, 
J N. Y., recently announced the appointment of Alfred 
E. Glucksman as manager of the St. Louis, Mo., branch, 





ce 
ds 
ne 





or 








A. E. GLUCKSMAN 


effective April 1. Mr. Glucksman has been a member 
of the Brooklyn organization of the company since } 
1938 and is fitted by background and experience to 
serve Oxford dealers. He has recently returned from 
duty with the U. S. Army in France, Germany and 
el, Belgium. 


" GLENN CHAMBERS SUFFERS MISHAP 
™ Glenn Chambers, midwestern representative for Weis 
1is Manufacturing Company, recently fell in a dark corri- 


dor in Virginia, Minn., breaking two bones in one foot. 
Because the hotel did not have bellboys enough, Glenn 
was carrying his own bags in a corridor that was 
poorly lighted and missed a short step to a level only 
three or four inches lower. After two days in a Vir- 
ginia hospital, he was flown to Chicago to see a bone 
specialist and made Wesley Memorial Hospital his 
fit temporary home. He expected to be there about a 
month. Mr. Chambers was on a westward trip at the 
time of the accident and was obliged to pass up part 
of it until he made his next swing around the circuit. 
————  —___- 
ECKERT HEADS ROCHESTER NOMA CHAPTER 
Wilbur E. Eckert of Commercial Controls Corpora- We’ve taken an old American phrase out 


tion was elected president of the Rochester, N. Y., f th ball d : lishi tf 
chapter of the National Office Management Associa- oo = alis and were polishing it tor 


ge 





tion at the annual meeting in Hotel Seneca, succeed- | _ everyday use. “AT YOUR SERVICE” hasn't 
ian othgayi L. Little of the Bausch & Lomb Optical been heard too often during the past few 
Other officers elected were: Howard R. McCullough, years but we’re happy to say that it’s back 
vice-president; Lowell Phillips, secretary, and Donald | and we expect to give it more meaning with 
Dense, treasurer. New directors are Harry Weitzman, h . } 
Lynn H. Farmen and Mrs. Little—GET. each passing month. 
<= > 2 ee . 7 
SANTA MONICA FIRM MAKES NAME CHANGE Conditions are changing. Production re- 
The firm name of Denison’s Office Supplies, 1343 strictions have been removed. The only re- 
Fourth St., Santa Monica, Calif., has been changed to tarding factor is the manpower and material 


Earle P. Hambly and Associates, specialists in office : . mee . . 
Supplies. Although the name of the firm has been shortage which may conta interfere 


changed, ownership remains the same. In addition with all-out service. In spite of this fact, we 


to pe retail store, the firm continues to operate as shall make every effort to render maximum 
manufacurers’ representatives, covering California, : + Vail 3 : 
Arizona, New Mexico, Nevada and parts of Texas. sa ape To — at Vail, it constitutes oe 
(aint iceceeas ine satisfaction to return to a state of busi- 
FRANK MASHEK COMPANY TO NEW ADDRESS ness where “AT YOUR SERVICE” means 
The Frank Mashek Company, Chicago, has been in 
the process of moving into the new plant and for this 
reason asks that all shipments and communications 
be directed to the new location at 1049 S. Kildare Ave., 
Chicago 24, Ill. 

















what it says. 







iat aa VAIL 
SHAW-WALKER TAKES NEW BALTIMORE OFFICES MANUFACTURING 


| The Shaw-Walker Company recently announced re- 
| Moval of Baltimore, Md., offices and showroom from COMPANY 
4 —— First National Bank Building to 209 E. Fay- 900 East 95th Street 











Chicago 19, Illinois 
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IT TAKES 
LOTS OF 
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e Whether you're perfecting a trapeze act or 


building sound business it takes practice to 


win confidence. 


The confidence of your customers in you 
and your merchandise — your confidence in 
your sources of supply and their products— 


build the reputation that spells success. 


Our understanding of this is a dominant 
reason why ACCO has made it regular prac- 
tice to concentrate on quality in all ACCO 
Products. The ACCO name on paper fasten- 
ers, for instance, is known to mark the best 
product available. 

You know it, your customers know it. Rea- 


son enough for good stationers everywhere to 


concentrate on ACCO Fasteners exclusively! 





INC. 


PRODUCTS, 
39th Avenue and 24th Street 
LONG ISLAND CITY, N. Y. 
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DIEBOLD APPOINTS WALTER H. DAUTEL 
Diebold, Inc., of Canton, Ohio, announces the ap- 
pointment of Walter H. Dautel to the post of manager 
of their wholesale division. 
Mr. Dautel for the past year has made a thorough 
study of both direct and dealer distribution methods, 














WALTER H. DAUTEL 


| in addition to post-war market analysis. He is well 
| qualified for his new position, having been formerly 
| connected with Remington Rand for 28 years as sales 
| manager of the loose leaf division, during which time 
| he organized a subsidiary company, Baker-Vawter, 
| Inc., functioning as vice-president and sales manager. 

He has traveled in every state of the union and is 
| exceptionally well known in the office equipment busi- 
' ness world. Mr. Dautel attended Purdue University 


and is a veteran of World War I. 
———xq=<—-—__— 


HORDER ADVISOR REPLETE WITH INFORMATION 

The “Horder Advisor” for May, recently issued by 

| Horder’s, Inc., Chicago, under the direction of C. B. 
| Horr, advertising and promotion manager, is replete, 
as usual, with information for the Horder customers. 

| Attractively illustrated, this publication furnishes 
| descriptive material, prices and other information 
| about many of the products currently featured at the 
| nine Horder office supply stores in Chicago, or avail- 


| able through mail orders. 
| —_———_e——e 


NEW OWNERS OF KANSAS BOOK SHOP 
| The Kansas Book Shop, 104 S. Fourth St., Manhat- 
tan, Kans., owned and operated by Mrs. E. L. Holmes, 
| was sold recently to Mr. and Mrs. Lawrence Riggs of 
| Manhattan. Possession was given immediately to the 
| new owners, who expect to continue the policy carried 
/ on by Mrs. Holmes by offering the fullest possible 


stock of better books and other items.——GMH. 
———_ oo — 


START NEW BUSINESS SERVICE FIRM 
John J. Wilcox and Leslie A. Wilcox, who have been 
operating the Wilcox Insurance Agency at Concordia, 
Kans., recently expanded their firm into the Wilcox 


| Business Service, which includes an office supply and, 


stationery store. Formerly the two men operated an 
accounting and bookkeeping service and, because of 
| the trouble they had in furnishing customers with 
| necessary equipment, decided to stock a store. 


| 
4 ee DOC $ T.0o Ram 
Mr. and Mrs. John K. Stone, 1524 Danville, Houston, 
Tex., have announced the birth of their son, Robert 
Frank, on May 16 at St. Joseph’s Infirmary. The proud 
father operates the Atlas Office Supply Company at 
Houston, Tex. 


It’s a boy for Mr. and Mrs. Joe D. Sphar, born April 
20 and weighing seven pounds. The father is a mem- 
ber of the sales force of Western Lithograph Company, 
Wichita, Kans. The happy parents have named the 
future salesman James K. Sphar. 
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HOLLYWOOD STAR AND BRIDE APPEAL - J eo, MA 
GIVE QUINK’S JUNE LETTER-WRITING (i | ~~ <se 


PROMOTION EXTRA PUNCH! ———, 






@ Parker’s big new letter-writing cam- 
paign capitalizes on the great springtime 
interest in brides. It’s glamorized by a well- 
known movie star—Teresa Wright. And the 
universal appeal of its “love thrives on let- 





ters” theme has proved as potent in peace as 
the “write your man in service” idea which 
sparked 11 outstanding Quink promotions 


throughout the war. 


Says TERESA WRIGHT 
Stor of Some! Goidwyn's forth- 
commng ‘ The Best Yeors of Ow Lives. 


What’s more it pays off just as handsomely 






in big ink sales and profits for dealers who 
tie in. Your customers will see this full-page 
full-color ad in American Weekly newspapers 
on June 16. Also appears in additional Sun- 
day papers. 





Copr. 1946 by The Parker Pen Company 





3 met Alf | 


Sc utd your hued ome flex — 


SAFEGUARD YOUR PEN WITH PARKER QUINK 
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MrHE ONLY INK CONTAINING PEN-PROTECTING SOtV-x 


: 
sith ” f trouser vic 








MAKE THIS AD YOURS —TIE IN! 


You can identify your store with this big volume- 
getting event by using the colorful new window dis- 
play shown here. More than an ink window—it 
also sells writing paper and related stationery items. 
A giant poster and special newspaper mat also are 
: offered free. Get set NOW! Write today for this 
agomenre ie dramatic tie-up material to The Parker Pen Com- 
pany, Janesville, Wisconsin. 


+ : , in dog, e 
o ." _ ia “ pe , 
™ 
p t 
= Mane *~ Yey Fonlains Black 
wt Bly t Blue 
Black | permane 


THE ONLY INK CONTAINING PEN-PROTECTING SOLV-X 
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Possess Exceptional 
FEATURES That Will 
Command Instant 
Attention From Your 


CUSTOMERS 


DARNELL CORP. LTD 60 WALKER ST NEW YORK 13 NY 
LONG BEACH 4 CALIFORNIA 36 N CLINTON CHICAGO 6 ILL 
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Seen and Heard 


in Southern California 
By J. Edward Tufft 


1719 Fremont Ave., South Pasadena 


The Hunting-Roberts Company, 923 E. Third St., Los 
Angeles, will move on July 1 from its present quarters 
to new and larger quarters at 2223 E. 37th St. This 
firm has been in the present location since 1928. A 
building for offices and a rear building for a warehouse 
have been purchased at the 37th Street address, help- 
ing to provide about 30,000 square feet of floor space. 
The Hunting-Roberts Company specializes in distrib- 
ution of metal office furniture. E. C. Roberts, one of 
the partners in the firm, returned late in May from 
an eastern trip which took him to Grand Rapids, New 
York, and Hamilton, Ohio. 

*” ~ * 

Dick Walsh and Leslie McFaddin of Walsh Brothers, 
Phoenix, Ariz., recently made a business trip to Los 
Angeles. This firm handles office furniture and office 


equipment. 
* * a 
J. Galletly, manager of the office furniture depart- 
ment of the Schwabacher-Frey Company, San Fran- 
cisca, and Mrs. Galletly recently spent a few days in 


Los Angeles. 


ae 


Rod Nern, Nern Office Furniture Company, 414 N. 
Central Ave., Glendale, recently spent a week’s vaca- 
tion at Yosemite National Park. 


* * * 


The Glendale Typewriter Exchange, formerly 140 S. 
Brand Blvd., Glendale, is now located in its new 
quarters at 159 S. Central Ave., after having been 
temporarily at 163 S. Central Ave. The new quarters 
have been newly decorated and are very attractive. 
More lines of typewriters and office appliances in gen- 
eral will be added as soon as merchandise is available. 


* * * 


Norman Klinkman, who comes from the vicinity of 
Buffalo, N. Y., is the new bookkeeper at Vroman’s 
Office and Equipment Company, 1271 E. Colorado St., 
Pasadena. Richard Strait, who before going into the 
armed services, had been with Vroman’s about five 
years, returned recently and is now acting as salesman 
for the company. Mrs. Luman E,. Walrath has con- 


INTRODUCE NEW UNDERWOOD —This group of Underwood 
Corporation branch managers and sales representatives of 
southern California and Arizona met recently at Hotel Clark, 
Los Angeles, Calif., for introduction of the new rhythm 
model Underwood standard typewriter. Clyde Yungbluth. 
sales manager of typewriter division of Underwood Corpora- 
tion, New York City: George Hossfield, ten times winner 
of the International typing contest; and Oscar Zaun of Under- 
wood Corporation at New York City, attended together 
with W. M. Coffman, Pacific district manager; E. C. Barnard, 
regional manager at San Diego, Calif.; and E. R. Hoskins, 
branch manager at Phoenix, Ariz. 
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OFFICE SUPPLY & EQUIPMENT CO., INC. 


BOUNO BOOKS MIMEOGRAPH DUPLICATORS 
LOOSE LEAF STEEL FURNITURE AND 
VISIBLE RECORDS FILING EQUIPMENT 


MACHINE BOOKKEEPING STATIONERY 
EQUIPMENT 


10S 


>Ts 130 NORTH MICHIGAN ST. 
7 SOUTH BEND 9, INDIANA 
ise 
ip- 
ce. 
ea April 30th.1946 
2m 
ew 
Bankers Box Company 
rs, Chicago, Ill. 
40S 
ice 
Gent lemen: 
rt- 
aa At your convénience, if available, will you 
kindly supply us with 500 to 1000 envelope stuffers 
covering your line, We cen use these either with or 
N. without our imprint. 
Ca- 
This seems as good a time as ever to say 
sg. "thank you" for the very evident effort on your part 
ew to take care of us during the past several very trying 
een months. You did not ship us all the merchandise that 
a we could have used but you did supply, we believe, our 
en- full share of what was available and we have never wanted 
ble. you to do more than that, 
of Also; we have noticed that you did not take 
ng advantage of a shortage and short shipments to price 
the your delivery at a long price, but extended to us your 
five quantity prices on even the smallest shipment. 
1an 
on- 


We feel that too often a dealer accepts these 
gestures of high ethics in business without a word of 
praise and only grumbles about complaints and errors, 


It is a pleasure to do business with a concern 
who does business like you do, We wish you continued 
success, 






Very truly yours, 
OFFICE SUPPLY & EQUIPMENT CO.INC. 
= P% 





4 , 

wood a : * ir 
25 of M.C Bair, President 
‘lark, 

thm 
uth, MCBYb 
ora- 
inner 
nder- 

ether 
nard, 
skins. 
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Model “E”’ 


STENCIL PRINTING PRESS 
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a modern printshop in YG? oltice 








MARR DUPLICATOR CO., Inc. 
53 Park Place, New York City, 7 
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tinued with Vroman’s since the death of her husband 
and is acting as manager. 
* * * 

The Crown City Typewriter Company, 21 S. Garfield 
Ave., Pasadena, will move July 1 to 349 E. Green St., 
Pasadena. The company is an Underwood factory sub- 


branch. G. R. Trefzger, proprietor, states that. the | 


Underwood rhythm touch typewriter is proving very 
popular in Pasadena. Rentals are still extremely good, 
he says. Gus Trefzger, Jr., has been promoted to 
pharmacist’s mate, third class, U. S. navy and is 
still stationed at the Veterans’ Hospital in Corona, 
Calif., his father reports. 

~ 


ot 


James Johnson, manager of the southern California 


branch of the Underwood Corporation, 733 S. Spring | 


St., Los Angeles, announces the arrival on April 25 
of a new granddaughter, Barbara Ann, at the home 
of his daughter, Mrs. Katherine Little. The baby’s 
father, Dick Little, recently released from the Navy, 
is now attending law school at U.S.C. 


* * * 


Blake Lockard, secretary of the Stationers’ Associa- 
tion of Southern California, 215 W. Seventh St., Los 
Angeles, states that the meetings of the association 
will be discontinued until fall. 

* * * 

L. G. Wood, formerly with the American Lead Pencil 
Company in the Los Angeles area, has resigned and in 
the future will represent several companies in this 
same area. 

* * * 

Willis Palmer who represents Boorum & Pease Com- 
pany, and who is president of the Golden State Trav- 
elers’ Club, Los Angeles, visited the home factory in 
the East recently. 

* * * 

J. A. Freeman of the Freeman Typewriter Company, 
35 S. Los Robles Ave., in Pasadena and 238 W. Main 
St., Alhambra, accompanied by Mrs. Freeman, was 
slated to leave Pasadena June 8 on a business and 
pleasure trip which would take him to several fac- 
tories in the East. Mr. Freeman was fortunate to have 
a new automobile delivered to him in time for this 
jaunt. The Freemans will not return to Pasadena 
until about the middle of July. 

* * * 

Green’s, formerly located at 542 Pine Ave., Long 
Beach, for 26 years, is how nicely established in new 
quarters, 427 American Ave. The firm now has twice 
the space it had at the old location. New fixtures 


have been installed, indirect lighting is used, and the | 
offices have been equipped for the rapid handling of | 


business. The printing department which was form- 


erly in the 200 block on Third St., but which was later | 


moved to Pine Ave., is now at the rear of the new 
location and occupies about two-thirds of the entire 
building. Raymond H. Green is proprietor of the com- 
pany, which prints business forms and magazines. 

* * * 

S. P. Surmagne, proprietor of the Guaranteed Type- 
writer Company, 439 S. Spring St., Los Angeles, says 
he thinks there is need of an association of typewriter 
dealers in Los Angeles because so many mutual prob- 
lems arise. Mr. Surmagne, while representing the Un- 
derwood Corporation in Europe, with headquarters in 


Vienna, headed such an association with 250 members. | 


* * * 


R. A. Thomas, manager of the Grimes-Stassforth 
Stationery Company, 737 S. Spring St., accompanied 
by Mrs. Thomas and baby daughter, recently spent a 
two-weeks’ vacation visiting the parents of both Mr. 
and Mrs. Thomas in Salt Lake City. Incidentally, their 
eer was the first baby born in Los Angeles in 

46. 


* * *~ 


Douglas Holman, manager of the Los Angeles Desk 





Company, 944 S. Spring St., Los Angeles, accompanied 
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Boosting 
KIL-KLATTER 
sales from coast to 
coast... this is one 

of a series of 
advertisements 
wy every 
month tn leading 
office equipment 
magazines 








Free Display Cards to Dealers: With orders 
for a dozen or more pads we'll send 
you FREE a colorful display card and 
a liberal quantity of 2-color mail en- 
closures imprinted with your name. 





RETAILS 
FOR 


$]00 

















{ Dealers: attach this coupon to your letterhead} 
AMERICAN HAIR & FELT COMPANY 
Dept. 6B-6. Merchandise Mart, Chicago $4, Ill. 


( ) Send 1 doz. KIL-KLATTER Typewriter Pads individually boxed 
with free card and enclosures. Our check for $6.00 is enclosed. 


or 
( ) Send FREE sample KIL-KLATTER Pad and full information about 
quantity prices and discounts. 
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as the transaction occurs 


LAN 
Ctudoyraphic 


CASH REGISTER 





A quick, — record of all transactions is 


provided by The Indiana Autographic Cash Reg- 
ister. Stores, filling stations, beauty shops, branch 
offices and other types of business find it a big 
time saver. 


Continuous ruled paper designed for each busi- 
ness makes a simple entry possible at the time 
of the sale, money received on account, or pay- 
ment of bills. Only a few minutes needed to tabu- 
late totals at the end of the day, for quick posting 
into the ledger. 


Long and tedious _ of a Cash book and 
Journal is eliminated—no time spent in assembling 
items or hunting for forgotten transactions. 


WRITE US FOR THE FULL STORY 
Sell Indiana for Profits and Good Will 











“CASH 





DRAWER 
ms 





SHELBYVILLE, INDIANA 
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by Mrs. Holman, left June 2 on a trip east which was 
to take them to Chicago, Cleveland, and New York, 
where they were to visit various factories. From New 
York, the Holmans plan to go to Toronto, and then 
to Winnipeg, the latter city being Mr. Holman’s former 
home. The couple then will go to Waterton Lake, 
Alberta, to enjoy an annual outing of fishing. 


* * * 


Joseph A. Savel, proprietor of the Savel Commercial 
Stationery Company, 1216 Maple Ave., Los Angeles, 
reports that his son, Donald M. Savel, who was re- 
cently discharged from the Navy, has joined the com- 
pany as salesman, spending part of his time in the 


| store, and part as an outside salesman. Young Mr. 


Savel served 2% years in the Navy, 19 months of 
which was spent on the island of Guam. He was dis- 
charged on his birthday, May 24. 

Grove Ramsell and Paul G. Delaport are new sales- 
men at the Savel Commercial Stationery Company, 
replacing Sam Meyer and Ben Cohen, who have es- 


| tablished their own stationery business at 324 E. Pico 


Blvd., Los Angeles. This new firm has chosen the 
name, Meyco Stationery Company and is carrying a 
full line of stationery supplies. The new store opened 


| May 1. 





=> —_____ 


HIGGINS RELEASES NEW DISPLAY ITEMS 


A three-piece window and counter display devoted 
to Higgins American drawing inks is now shipped to 
dealers free of charge, available upon request to Hig- 
gins Ink Company, Inc., 271 Ninth St., Brooklyn 15, 
N. Y. The main card, 14 x 22 inches, has a centerpiece 
of four illustrations by leading artists. These pictures, 


ILLUSTRATION by WALLACE MORGAN 
Sor “The Fireside. Book of Christmas Stories” 





NEW HIGGINS INK DISPLAY CARD 


sO arranged so that one can be displayed separately 
each week, relate the window card to Higgins adver- 
tising. Two auxiliary cards which are part of this 
display may be used on top of cash register, shelves, 
counter, or in the window. Higgins is also releasing 


/ an 11 x 14-inch writing ink display, available in either 


English or Spanish. All of the window and counter 
display items offered are printed in three colors. 
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she can work better, faster 
and in greater comfort 
than ever, because 




















Posture Chairs are Available 


Easyrest is today’s outstanding value in 

posture chairs. Office workers are finding it tops in 
comfort .. . cutting fatigue and increasing efficiency. 
Easyrest’s simple, foolproof adjustment allows 

any girl to fit the chair to herself in a jiffy. 

There are no projections to snag her 
hose. Attractive pearl-grey finish. For 
style, comfort and quality, Easyrest 

is today’s outstanding posture chair. 








ijleal 


THE STEELCASE POSTURE CHAIR 


Manvfactured solely by 


METAL OFFICE FURNITURE CO., Grand Rapids 7, Michigan 











Codo SPEIRM 


DUPLICATING 
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529 South Franklin St., Chicago 7 270 Lafayette St., New York 12 
Factory: Coraopolis, Pa. 
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EBERHARD FABER APPOINTS N. L. PEARCE 


N. L. Pearce was recently appointed sales manager 
of the newly-created fountain pen division of the 
Eberhard Faber Pencil Company, Brooklyn, N. Y. In 
his new capacity Mr. Pearce, who has been with the 
company approximately 30 years, will have charge of 














N. L. PEARCE 


sale of the forthcoming “effortless writing” ball-point 
pen. Well known in the stationery trade, Mr. Pearce 
has traveled for the Eberhard Faber organization 
throughout the country and from 1932 to 1936 was 
district sales manager at Chicago. Since 1936 he has 
been at the company’s home office in Brooklyn, in 
charge of the sales department covering mechanical 
pencils and refill leads, as well as fountain pens. 
—_——— oe 


GLOBE ADVANCES TWO IN ORGANIZATION 


The Globe Furniture & Stationery Company, since 
1933 located at 168 W. Monroe St., Chicago, recently 
marked its continued growth with the promotion of 
two members of the staff. 

Officers of this well-known Chicago firm now are 
Paul H. Bolton, president; J. Alvin Johnson, vice-presi- 
dent; Clarence E. Reynolds, vice-president; James K. 
Martin, treasurer; and William J. Whetham, secretary. 

Advanced in the organization are Mr. Reynolds and 
Mr. Whetham. Mr. Reynolds has been in the industry 
for 22 years and with Globe for several years. Mr. 
Whetham, who recently returned from 23 months of 
overseas service with the U. S. Army, has been with 
the organization for ten years, seven years as a sales- 
man. 

Continued growth of the furniture and stationery 
firm is reflected in the present payroll of 37 employees. 
An extensive sales program is planned, including sales 
training, as the post-war business continues to develop. 

Globe Furniture & Stationery Company has always 
adhered to a policy of carrying the top lines of mer- 
chandise. The firm is agent for Yawman and Erbe 
Manufacturing Company in Chicago and has exclusive 
agencies for the B. L. Marble Chair Company office 
furniture and the Fritz-Cross Company metal office 
posture chairs. Globe carries the Central Desk Manu- 
facturing Corporation and the Jasper Office Furniture 
Company lines of wood desks. 

Oo ' 
HOSPITAL CASE HISTORIES MICROFILMED 

More than 125,000 case histories have been micro- 
filmed at Millard Fillmore Hospital, Buffalo, N. Y., and 
filed in one cabinet, Edward C. Bell, representative of 
the photo records division of Remington Rand, Inc., 
told members of the Western New York chapter of 
Medical Record Librarians at a recent meeting in the 
hospital. 

Demonstrating the equipment, Mr. Bell showed how 
250 medical case histories can be reproduced on a roll 
of 16 mm. film, conserving space and facilitating 


record-finding. Several other Buffalo hospitals are now 


using this system.—GET. 
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Up in Arms 


Billy the Kid, up in arms always, was con- 
vinced that he was above the law. When 
he was twenty-one he had killed a man for 
each year of his life. He thought he could 
do as he pleased in the wild ranch country 
of the Southwest. An Irish sheriff appointed 
with instructions to get Billy the Kid did just 
that. The Kid was erased the year he be- 
came of age, as he himself had erased so 
many. 


You have a right to be up in arms in a dif- 
ferent way, and particularly in the matter of 
filing equipment. Steel has been available 
on a limited scale but not in sufficient quan- 
tities for more than a fraction of normal 
production. Then there are other problems 
even more serious which tend to hold back 
manufacture. We are looking forward 
anxiously to the day when we may have the 
opportunity to serve our many patient 
friends in the industry. You may be sure 
that we are working hard to solve the cur- 
rent problems with least delay. 











AN ERSON- HICKEY Co. 


INC. 


GENEVA 
ILLINOIS 
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“Of course | use 
Dennioon Srods 
in my 
Class Room” 






“Everyday, I have need of one or 
more of the many handy products 
which Dennison makes. Transpar- 
ent Mending Tape, Gummed Stars 
and Seals, Crepe Paper, and 
Gummed Reinforcements are just 
a few of the Dennison items which 
make my job of teaching a little 
easier.”’ 


School teachers are only one of the many groups of 
people who are regular customers for Dennison Goods. 
Everyday, in home, school, and office, there are hun- 
dreds of instances where Dennison products can be 
of help. Acquaint your customers with Dennison 
quality, and always remember to stock and display 
the full line of Dennison Goods. It is a sure way to 
build customer satisfaction and real profits for your- 


self. Don’t forget the school market. i, 
Vi 





Essential Stationery Supplies for HOME, SCHOOL, and OFFICE 


114 








WILKINSONS ESTABLISHED IN KEWANEE, ILL. 

Miss Jattie Wilkinson, formerly manager of the 
Merchandise Mart store for Horder’s Inc., Chicago, 
and her brother, Alvin D. Wilkinson, recently released 
from the Navy after a seven-year term of service, 
opened an office supply business under the name 
Wilkinsons in Kewanee, Ill., on Monday, May 20. The 

















JATTIE WILKINSON A. D. WILKINSON 
new store is located in the Fischer Building, from 


_ which business enterprises in Kewanee and the ad- 
jacent territory will be served. 


Prior to going into business in Kewanee, Miss Wil- 


| kinson was with the Horder organization for four 
| years. Starting as manager of national sales, she took 
| over management of the Merchandise Mart store in 
| September, 1945. She was the only woman store man- 


ager in the Horder chain. Her previous experience 
includes operation of the Citizens Office Supply Com- 
pany, Decatur, Ill., and management of the stationery 
store of the Missourian Printing & Stationery Com- 
pany, Cape Girardeau, Mo. 

Following discharge from the Navy last September, 
Alvin Wilkinson worked as a salesman on the Horder 
staff in the Bankers Building store until opening of 
the business in Kewanee. 

ce ee 

OBSERVE OFFICE WEEK AT BUSINESS SHOW 

The week of September 30 through October 5 has 
been designated as “Office Week,” with headquarters 
at the thirty-eighth National Business Show, Grand 
Central Palace, New York City. With production and 
distribution accelerating at an ever-increasing rate, 
the need to modernize the business office, the “nerve 
center” of industry, is one that business executives 
clearly realize. The proponents of “Office Week” plan 
this event as a means of bringing together makers and 
users of every aid to greater efficiency in operation— 
new systems and procedures, new machines and equip- 
ment, new accessories and supplies. 

Participating for the first time in the National Busi- 
ness Show will be the New York chapters of the Na- 
tional Office Management Association and the Na- 
tional Association of Cost Accountants, who will 
present a comprehensive program of instructive for- 
ums and addresses. Many new and important ad- 
vances developed or in restricted use during the war 
will be exhibited and demonstrated at the show, which 
promises to be the largest and most representative 
exhibition of its kind ever held. 

According to Frank E. Tupper, managing director, 
who has personally directed all National Business 
Shows held in the United States since 1911, advanced 
bookings of exhibitors for the forthcoming show have 
already exceeded in volume those of any previous year. 

ep 
GEORGE T. STERNE APPOINTED MANAGER 

George T. Sterne has been appointed manager of 
sales and customer service for the district office of 
Commercial Controls Corporation at Dallas, Tex. The 


| district office has been opened at 3404 Main St. and 
| will serve Oklahoma and Texas.—EWF. 
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AMERICA’S LARGEST 


FOUNTAIN PEN 
MANUFACTURER 


Cabbn fes its 








FOUNTAIN PENS - MECHANICAL PENCILS + REFILL LEADS 


DAVID KAHN, INC., North Bergen, N. 
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Remember Way Back When- 


It seems like a generation ago. — But it was 
only January 1941 that this advertisement 
appeared in the Saturday Evening Post. 


Although the New Low Desk was created by 
Shaw-Walker earlier, it was not available in 


our sixty-eight models until 1941. 





SHAW-WALKER CREATES THE 


NewLow Desk 








Measure Your Desk 


HE very first time you sit down at this Built of ivory-smooth steel and beautiful 
desk you'll be amazed at the difference plastics, this new “low desk for comfort” 
this 29-inch height makes. It isn’t a slight will serve you a lifetime. And it costs no 
difference. It’s an enormous difference! You more. Three different models and many sizes. 


won’t be twisting all day long, trying to 
find a working position that fits you. You 
will sail through your business day ... 
turning out more work than ever before. 


GHAW-WALKER 


Dealers and branches in 546 cities — executive offices, Muskegon, Michigan 


Try this new low desk at your Shaw-Walker 
dealer’s. You'll get your first sample of 
real comfort in business. 


“Built Like a 
Skyscraper” 








LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT IN THE WORLD 











FACTORY AND HOME OFFICE 
MUSKEGON, MICHIGAN 
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ASSIGN TWO NEW BATES SALESMEN 

Returning from the service, Lloyd Robinson, Jr., and 
Devereux Elmes, Jr., have been assigned as salesmen 
by The Bates Manufacturing Company, New York, 
N. Y. Both young men have had previous experience 
with Bates at the New York headquarters and the fac- 
tory in Orange, N. J., until they were called to the 
armed forces. 

Mr. Robinson is a graduate of Norwich University. 
He entered the service in March, 1943, and was at- 





LLOYD ROBINSON, JR. DEVEREUX ELMES, JR. 


tached to the First Cavalry Division. He is the posses- 
sor of the Purple Heart, the Combat Infantry badge, 
the Philippine Campaign ribbon with a star, the Asia- 
tic Campaign ribbon with two stars and the American 
Theatre ribbon. At the time of his discharge he had 
the rank of first lieutenant. 

Mr. Elmes entered the service in February, 1943, and 
was assigned to personnel work with the Air Technical 
Service Command. He was discharged as a sergeant 


in February, 1946. 
eo 


WACO DEALER SEES LONG OUTPUT LAG 

“Manufacturers of typewriter, adding and calculat- 
ing machines estimate it will be 1951 before the supply 
of office machines reaches the current demand,” re- 
cently declared M. W. Woodliff, general manager and 
owner of the Woodliff Office Machines Company, 514 
Franklin Ave., Waco, Tex. 

“While it will be five years before the supply is ade- 
quate,” he added, “the situation has shown some im- 
provement over the war years and already new models 
are beginning to arrive.” 

Mr. Woodliff believes that the only solution to the 
present shortage is better care of old machines. In 
line with his belief in this theory, his company is 
making every endeavor to fulfill all service commit- 


ments. W. E. Swinscoe, who has been engaged in | 


the work for the past 45 years, is in charge of the 
Waco firm’s repair division. 
The Woodliff company, which has been operating 


at Waco Since 1932, is agent for Marchant calculat- | 


ing machines, L. C. Smith and Corona typewriters, 
Victor adding machines, Sound-On-Wire dictating ma- 


chines and Rex-O-Graph and Speed-O-Print duplicat- | 


ing machines and supplies. The Old Town line of 
ribbons and carbon paper is carried. 


———————a- —___ 
SET NEW TYPEWRITER SHOP LICENSE FEES 


The city commissioners of Kansas City, Mo., have | 
amended the ordinance licensing businesses selling or | 


repairing adding machines, cash registers, dictating 
machines or typewriters. A new license fee of 50 cents 
on each $1,000 gross business, with a minimum of $50, 
is required. Old fees have been 50 cents on each $1,000 
in gross business receipts up to $50,000 and $1 on each 
$1,000 thereafter —EWF. 
———o—emm 

POUGHKEEPSIE FIRM TAKES NEW LOCATION 

The Eggleston Office Equipment Company recently 
moved from 27 New Market St., to 41 New Market 
Street, Poughkeepsie, N. Y. 
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MUU FS FLLUYS 


FINEST CUSTOM QUALITY 


Now As Always Quality Remains Our First Consideration | 


War-time restrictions necessitated some substitutions | 


for metals, which in seme instances required slight | 


changes in design. As these metals have again become 
available, we have replaced the war-time substitutions 
so that today our lamps are truly pre-war in both 


materials and design. 


As an illustration, our model 1006-A pictured be- 
low, is our pre-war design, which we are again ship- 


ping on current orders. 


Current design model 1006-A 


This fully adjustable, double-arm clamp-on model is 


the most attractive and efficient lighting unit among 
all lamps of similar types. 


You are invited to write for full particulars and 
prices on the complete line of MIDCO the Per fect- 
lite portable desk lamps. 


MIDWEST NATURLITE COMPANY 


228 West Kinzie St. Chicago 10, Illinois 
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A. L. MARSCHALL JOINS HIGGINS INK 

Albert L. Marschall, manufacturers’ representative 

who, for 18 years, has covered the southern states, 

was recently named sales representative of Higgins 

Ink Company, Inc., Brooklyn, N. Y., for the same 
| territory. 

| Mr. Marschall will bring the Higgins line of drawing 

inks, writing inks, adhesives, sealing wax and art books 





ALBERT L. MARSCHALL 


to the attention of friends in North and South Caro- 
lina, Georgia, Florida, Alabama, Louisiana, Mississippi, 
Arkansas, Tennessee, Texas and Oklahoma. He will 
also continue the representation of the various other 
lines for which he is well known in these states. 
Higgins’ new representative has been in the sta- 
tionery business for a total of 38 years, the first 20 
of which were devoted to retailing. His youthful ap- 
pearance does not indicate that he is a four-time 
grandfather. There are three children, all married, 
including a son graduated from the Naval Academy 


in the class of 1945. 


ee 

WATERMAN PENS WIN POPULARITY ABROAD 

“Out of the turmoil of war, the Waterman pen 
people got a dividend of a totally-unexpected nature,” 
declares a recent article in the New York World-Tele- 
gram. 

From the American magazines scattered all over the 
globe in the wake of the U. S. servicemen have come 
requests, demands and solicitations for their products 
that have brightened Waterman hopes in the export 
business and have given a ready start for foreign 
business as soon as the pens can be shipped, states 
the New York newspaper. 

The article continues: 

“One plaintive appeal from The Hague points out 
that the writer is in the Department of Justice and 
should be good for a pen on credit because none are 
available there. 

“A resident of Nijmegen, in Holland, W. de Haan, 
| is willing to settle for a used pen, since he lost his 
| ‘by the battles for our town in September, 1944.’ 
| What makes his case worthy is that he is a bookkeeper, 
| he says. 
| “From India, Nyasaland, Belgian Congo, Southern 
| Rhodesia and China, in addition to all European coun- 

tries, have come similar appeals. 
| “Unfortunately, according to Frank D. Waterman, 
| Jr., president of L. E. Waterman Company, neither 
| production nor shipping is adequate to take care 

of these newly-found customers. 
“From the flood of letters, however, he gained the 
| impression that American pens had made a sizeable 

dent in foreign markets before the war and are in a 
| preferred position today.” 


——— > o—__— 
DAYTON FIRM CHANGES NAME, ADDRESS 
A change in name and address was recently an- 
nounced for a Dayton, Ohio, firra. Formerly the United 
Business Service, 5th floor Ludlow Building, the con- 
| cern is now United Business Service, Inc., and is 
| located at 201 Warren St. 
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30 So. JEFFERSON ST. CHICAGO 6G, ILLINOIS 


M. & W. LEVER SEAL PRESSES 
these whose requirement is for a 





























Precisely the gift item of distinction. Rodium 


(more precious than Platinum) plated. Thin Lead, Automatic Pencil, 
| shown in actual size. Attractively packaged. Write, 


phone or wire for complete information. 


BS Vy 
PENS... PENCILS 
a : u ra / the P had 
ea @ eens a. eben Commer on, Rem GEOR 


BLOOMINGTON, ILLINOIS 


CANADIAN DISTRIBUTORS: McFARLANE, SON & HODGSON, MONTREAL, CANADA 























Y EV Sational 
For the greatest audience around the world—the writing public, 
f: ¢ | who appreciate fine writing instruments at a moderate price, 
W @ we proudly present the New Commentator Pen and matching pencil. 
For BEAUTY—Vac-U-Glide, silvertone metal Cap. 
Slides on and off the lustrous Black plastic barrel with ease, 


yet holds with perfect safety. 


For PERFORMANCE and DEPENDABILITY —the 
Capillary Feed which scientifically meters the ink flow to 
prevent leaking and flooding—the 14 Karat gold 


Glider point which insures effortless writing. 


Matching Pencil—The perfect companion for style, 
balance and performance—using the popular 2% inch 
THIN LEAD. Attractively packaged. 


























On every work day of the year, the curtain rises 
on a multitude of comparable scenes throughout 
the business world when millions of men and 
women prepare for a day's effort behind an office 
desk. Now .. it has always seemed obvious to 
us that given the right tools with which to work, 
each individual would turn in a better job. This 
is especially true of the office desk at which 
point good business thinking starts. JASPER 
DESKS are designed and built to tit smoothly 
into any business picture > 
they set the stage for greater 
business efficiency. 











THE JASPER DESK COMPANY 


JASPER, INDIANA 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 
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REMINGTON APPOINTS COL. T. J. SHRYOCK 
L. A. Newman, general sales manager of the type- 


| writer division of Remington Rand, Inc., has an- 
/ nounced the appointment of Col. T. J. Shryock as 


typewriter branch sales manager in Washington, D. C. 
Colonel Shryock served overseas during the war, 


first as a battalion commander with the 29th Division, 











COL. T. J. SHRYOCK 


taking part in the North Africa and Italian cam- 
paigns in that capacity. He later became chief of 
staff of the Rome Allied Area Command and finally 
assumed command of artillery with the 1st Airborne 
Task Force in the invasion of southern France. He 
was awarded the Legion of Merit, Silver Star, Bronze 
Star, Purple Heart, Order of the Royal Crown of Italy, 
Italian Silver Star for valor, and the French Croix 
de Guerre with gold star for his outstanding military 
service. 

Colonel Shryock replaces Sam L. Hooper, who has 
been appointed to an important home office position. 

Col. Shryock comes to this post following many years 
of association with Remington Rand, Inc., in district 
and branch manager assignments with another divi- 
sion of the company. His last position was that of 
branch sales manager in Philadelphia, Pa. 

ee 


ANNOUNCE FORMATION WINGARD STATIONERS 
_ Four experienced men in the industry, all formerly 
connected with the Atlas Stationery Corporation, New 
York City, have formed Wingard Stationers, Inc., at 
12-14 Warren St., New York 7, N. Y., handling office 
stationery, supplies and equipment. 

Associated in the enterprise are John J. Cardello, 
president; Leo L. Winiarski, vice-president; George 
Grubard, treasurer; and Angelo Carlevarini, secretary. 

Mr. Cardello was with Atlas Stationery Corporation 
for more than 25 years and spent a short time with S. 
Novick & Sons; Mr. Winiarski served Atlas for more 
than 16 years as a salesman, and Mr. Grubard was 
with the company for more than nine years. Serving 
recently with the United States Navy, Mr. Carlevarini 


was employed by Atlas for more than 17 years. 


———9-—— 
$40 STOLEN FROM FIRM AT MANHATTAN 
The City Typewriter Company, 1206 Moro, Man- 


| hattan, Kans., was robbed recently of $40, which was 


taken from the cash drawer, according to the report 


| given the police by George Hampton, manager. 


“The thieves passed up $60.20 which was still in the 
drawer,” Mr. Hampton said. The door was locked 
when the business was closed for the day the eve- 
ning before the robbery, he added.—_GMH. 

ee nes 

PAUL SPRINKLE BUYS FORT WAYNE BUSINESS 

Paul Sprinkle recently purchased the office supply 
business of the Wayne Office Machine Company in 
Fort Wayne, Ind., and has moved his business from 
his home at 3225 Parnell Ave., to a new address at 
222 W. Berry St., Fort Wayne, Ind. Name of the firm 
is Office Stationers, Paul Sprinkle. 
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EVERY WHER 





The Right Sources of Supply..... 





















A bigger sales volume . . . increased profits 
. . . greater customer satisfaction . .. yes, 
even peace of mind are the direct results of 
buying from dependable sources of supply. 
Complete confidence in the lines you sell is A FEW EXCLUSIVE MACEY DEALER 
a prerequisite to success. If you dream of 

the day when steel files and desks of the high- FRANCHISES STILL AVAILABLE 
est uniform quality will reach you, then look 

to MACEY to make your hopes come true. 


THE MACEY COMPANY 


EXECUTIVE OFFICES AND FACTORIES 


GRAND RAPIDS, MICHIGAN 


Desks—Tables—Chairs—Filing Equipment—Filing Supplies—Storage Cupboards— Wardrobes 
Library Shelving—Commercial Shelving—High Line Equipment—Safes—Sectional Bookcases 























‘Pioneers for Fifty Five Years’’ 
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McWILLIAMS JOINS GLOBE-WERNICKE STAFF 

Appointment of Carvel C. McWilliams as sales repre- 
sentative was recently announced by Howard L. Pfau, 
general sales manager of The Globe-Wernicke Co., 
Cincinnati, Ohio. A native of Grand Junction, Colo., 











CARVEL C. McWILLIAMS 


where he makes his home, Mr. McWilliams will work 
with John Hibbard, the company’s western district 
representative, in covering the states of Arizona, 
Colorado, Montana, New Mexico, Utah, Wyoming, and 
the city of El Paso, Tex. 

For five years, the new representative was sales- 
man for Intermountain Printing & Stationery Com- 
pany of Grand Junction, Colo., where he specialized 
in printing, systems, and equipment. In 1941, he en- 
listed in the Navy and served as a chief specialist 
USNR, attached to public relations in the recruiting 
service, and was assigned to Colorado. After his honor- 
able discharge from.the services last year, he joined 
the Richardson Office Supply Company of Grand 
Junction. 

— 
SMITH-CORONA AWARDED SAFETY FLAG 

Compiling an excellent three-year record of 40 per 
cent fewer lost-time accidents than average for the 
light machine industry, the management and em- 
ployees of the L. C. Smith & Corona Typewriters, 
Inc., Syracuse, N. Y., were recently awarded the 
Liberty Mutual safety flag in a colorful ceremony at 
Syracuse. The Groton and Geneva plants received a 
like award. 

The award was accepted by H. W. Smith, president, 
saying: “This flag has been awarded for our success- 
ful safety program. May we make every effort to keep 
this flag flying by working together to make our jobs 
safer. Let’s not become careless, but vigilant and alert, 


instead, so that the next year at this time a new star | 


may be added to the flag. Make sure that you and 


your family stay free from the fear and pain and loss | 


which accompany every serious accident.” 
The company has received 17 previous awards for 


its safety record, among them being those of the | 


National Safety Council, Manufacturers’ Association, 

Syracuse Chamber of Commerce, Associated Indus- 

tries, and Associated Industries of New York State. 
—_—— 


ROSS G. THOMAS, JR., GIVEN PROMOTION 


Ross G. Thomas, Jr., manager of the electric ac- | 


counting machines division of the St. Louis, Mo., 
International Business Machines Corporation office, 
has been promoted to manager of all sales and services 
of the corporation at St. Louis. Associated with the 
company since 1929, Mr. Thomas has been in the St. 
Louis organization since 1942—EWF. 
—c—<-—_——— 
J. L. MAY OPENS OFFICE IN CHICAGO 

The J. L. May Company, New York, N. Y., recently 
announced the appointment of James L. Gardner as 
their Chicago, northern IHinois, and Wisconsin repre- 
sentative. Mr. Gardner may be contacted at the new 
Chicago office, 223 W. Jackson Blvd. He has had 
many years of experience in the tag and label field. 
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(BOLENS) 


ean COMFORT SAFETY, Quali’ 
“Arte CHAIR ACTION CONTRO 


SENG-Bolens is a name that stands for all that 
is best and most scientific in the design and 
building of quality office chair action controls. 
It is a name that you will find attached to this 
highly important part on the leading lines of 
fine executive and office chairs. For depend- 
ability and customer-satisfaction — insist on 
SENG-Bolens Chair Action Controls. 


SENG-Bolens Chair Action Controls are now 
manufactured and distributed exclusively by 
the SENG COMPANY, of Chicago. 





THE COMPANY 


1450 N. Dayton St., Chicago 22, Illinois 


OWNERS AND MANUFACTURERS OF 
BOLENS OFFICE CHAIR CONTROLS 
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The A B C of the quality 
conscious merchant .. . 


Nways 
Bucy 
C-thra 


for a complete line of fast selling, profitable 
drawing, ruling, and computing devices. Top 
value and exclusive C-Thru developments have 


im. created consistent consumer demand .. . 
Take advantage of C-Thru’s unexcelled 
delivery schedule. 


Write for Free C-Thru Catalog 





RULERS = TRIANGLES + NAVIGATIONAL INSTRUMENTS + STENCILS + PROTRACTORS - OTHER DEVICES 
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PHILADELPHIA STATIONERS ASSOCIATION NOTES 

Al Pickar has just opened up his own business at 
Newark, N. J., known as the Acme Printing and Sta- 
tionery Company, 96 Branford Pl. The proprietor was 
until recently the buyer and manager for Robinson- 
Singer Company, as well as saelsman for New Jersey 
Office Supply Corporation. 

* * . 

Another new stationery business is known as Heiman 
& Churnin, located at 1334 Second Ave., New York, 
N. Y. Irving Heiman and Bill Churnin, the owners, 
were formerly with Brause Brothers, one of the lead- 
ing commercial stationers of Harlem. 

iol * * 


Extensive plans have been made for the New York 
Stationers’ 12:30 Club combined outing and golf tour- 
nament to be held on Thursday, June 13, to be held 
at a Long Island golf course. It was hoped to secure 
the Engineers Club at Rosyln, Long Island, Babe 
Ruth’s favorite club. 

* sd * 

Noel Rippey, attorney for the printing industry of 
Philadelphia, was chosen as the speaker at the May 
meeting of the Philadelphia Stationers Association. 

* ~ * 

(These notes are gleaned from the Association’s most 
recent news bulletins.) 

<r 

NEW FIRM ESTABLISHED AT MAUSTON, WIS. 

Einer M. Andersen, a returned veteran who was 
formerly employed as salesman for the Hansen Office 
Supply Company of Withee, Wis., is now well estab- 
lished in business for himself, operating the Andersen 














EINER M. ANDERSEN 


Office Supply Company, Mauston, Wis. This is the 
only business of its kind at Mauston, county seat of 
Juneau County. 

The Andersen Office Supply Company represents 
lines made by Mittag & Volger, Royal Typewriter Com- 
pany, Inc., Shaw-Walker Co., Ace Fastener Corpora- 
tion, National Blank Book Company, Bankers & Mer- 
chants Stamp Works, Inc., W. A. Sheaffer Pen Com- 
pany, Parker Pen Company, Smead Manufacturing 
Company, Associated Stationers Supply Company, 
Federal Cash Register Company, and Weis Manufac- 
turing Company. 

2 
R. A. BENDER APPOINTED STURGIS AGENT 


Ralph A. Bender was recently appointed factory 
representative for the southeastern states of Virginia, 
North and South Carolina, Tennessee, Mississippi, Ala- 
bama and Georgia, according to an announcement by 
T. H. Van Buren, vice-president and general manager 
of the Sturgis Posture Chair Company, Sturgis, Mich. 

Mr. Bender has traveled the southeast for nine years 
—seven years as district manager for Art Metal Con- 
struction Company and two years as manager of the 
southern division of the Arot Company. 
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PORTABLE DESK FILE 


Here at last is the answer to the busy 
secretary's prayer. 


A work organizer and a pull drawer letter file combined, 
which will keep private papers really private. 


Upper compartment with lift cover for current records 


and visible data. 


Lower filing drawer for other records 


drawer set into the base. Made of heavy gauge furni- 
ture steel. Equipped with four swivel casters. Bright 
smooth cadmium finished hardware. Guide rod operates 
in a depressed groove for eyeleted guide operation. 


Ideal for use with swinging folders. 


Finished in Cole Gray and Olive Green. 


SIZES AND PRICES 
No. 854—LETTER SIZE 


Upper Compartment 13” 24" 

File Drawer 124%," 1094 mee. 2a 1034” 24%," 
Utility Dawer 124%," 3 Ae 244," 151%" 354" 244," 
Overall Height 304%." Overall Height 304,” 





ONE DRAWER UNITS 


No. CardSize Capacity Depth Price 
C335 3x5 1500 cards 16” $3.25 
C346 4x6 1500 “ 16” 4.00 
C358 5x8 1500 “” 16” 5.50 
C369 6x9 1500 “” 16” 8.00 

TWO DRAWER UNITS 

Ne. Card Size Capacity Depth Price 
C3352 3x5 3000 cards 16” $6.00 
C3462 4x6 3000 ” 16” 6.75 
C3582 5x8 3000 ” 16” 9.50 
C3692 6x9 3000 “ 16” 12.75 





No. C1505 
16” x 12” x 734," 


$13.50 COLE GRAY CRINKLE FINISH 
Equipped with combination lock. 


No. 858—LEGAL SIZE 
Wide High Deep Wide High Deep 
107, oa 16” 107, am 


SECURITY BOXES 


executive and 


plus a utility 





LETTER SIZE 


These prices do not include indexes. 


STEEL CARD CABINETS 


These cabinets are designed for card record system and for use 
on desks or tables. Ideal for offices and libraries. Constructed of 
best grade extra heavy cold rolled furniture steel, electrically 
welded throughout. Rubber legs are provided but can easily be 
removed when the units are stacked. 


Drawers are equipped with bail suspension, to prevent accidental 
withdrawal from cabinet. Also, newly improved positive lock com- 
pressor to keep cards in place. 


Finished in Cole Gray and Olive Green. 


LOCKS—Cabinets equipped with lock and 
key add $1.75 per drawer to prices below. 


HEAVY STEEL 


For the safe keeping of bonds, 
policies, books and other valua- 
bles for home or office. 





Made of finest grade of extra No. C1303 
134” x 10%” x 5/9” 

GREEN CRINKLE FINISH 
ly welded throughout. Equipped with disc tumbler lock. $1 1.00 


heavy furniture steel. Electrical- 


COLE STEEL EQUIPMENT COo., INC., 349 BROADWAY, NEW YORK 13, N. Y. 
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DESK WORK TODAY 


What an important role desks play in a person's life. 
An individual's introduction to a desk is in grade school 
. . « from then on until graduation, there's a succession 
of school desks. When the student bows out of school, 
he frequently graduates to a new kind of desk . . . this 


time an office desk which will be the scene of his business 


INDIANA 








MEMBER WOOD OFFICE FURNITURE INSTITUTE 


JASPER, INDIANA 


preparing for a desk career tomorrow! 


activities throughout a long business career. Is it any 
wonder therefore, that we at Indiana Desk Co. take such 
pride in the products we sell. As a manufacturer of both 
school and office desks, we derive pleasure from knowing 
that many a business man now working at an INDIANA 


DESK, started Indiana Desk association many years ago. 


Db) ) Gal of oF 
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AMBERG ASSIGNS SALESMAN TO NEW AREA 

Bertrand Amberg, president of the Amberg File & 
Index Company, Kankakee, Ill., recently announced 
the appointment of Ned Rosin, returned serviceman, 
to cover the states of Kentucky, Indiana, the major 














NED ROSIN 


portion of the state of Michigan, and the city of 


Chicago. Headquarters for Mr. Rosin are in the Amberg | 
midwestern display room at 1519A, Merchandise Mart, | 
Chicago. The salesman has been with the Amberg | 
organization since January, 1936. He entered the Army | 


in March, 1942, and later received his commission in 
the Seacoast Artillery Corps and served overseas in 
the Pacific theater from October, 1942, until November, 
1945. 


OFFICE SUPPLY BUYS LAUREL, MISS., FIRM 


The passing of a landmark occurred recently when | 
the equipment and business of the Parker Printing | 


Company at Laurel, Miss., was taken over by the 
Office Supply Company. 


Purchase of the Parker business was done to get | 


presses needed to take care of increasing business, 
declared Wilson Partlow, manager of the Office Supply 
Company. 

The new management is taking over all job tickets 


and orders, and will continue to serve Parker cus- | 


tomers. 


9 —te@ 
J. P. MALONE HEADS TEXAS DEALERS 

J. P. “Pat” Malone, manager and owner of the 

Office Machine Service Company, has been elected 


president of the Dallas, Tex., Typewriter Dealers Asso- | 
ciation. He has been in the office machine business for | 


28 years in Dallas, and for the past three years has 
operated his own business. During the war he was 
service manager for the servicing of office machine 
equipment at the North American Aviation plant.— 
EWF. 





PENCIL VETERANS—Members of the American Lead Pencil 
Co, sales department who have served the company for 25 
years or more, and two top officers. Left to right, with num- 
ber of years veterans were employed, are Louis Wachtel, 37 
years, New York, N. Y.; August Krohne, 30 years, Kansas 
City, Mo.; Joseph S. Reckford, president; Charles Wadsworth, 
vice-president; and Henry Bowman, 36 years, Passaic, N. J. 
Missing from the picture is Hamilton Kendrick, 44 years, 
Chicago, who was stricken with a heart attack a few days 
before the twenty-fifth anniversary event. 
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@ Now the new AICO packages can all be 
lined up neatly, row on row. This Counter 
Display Rack shows them off beautifully— 
makes it easy for customers to pick out 
the right package. This means a self-selling 
job that will save your clerks valuable time. 


@ For the new AICO packages contain 
complete information. Their easily read, 
informative labels also picture the contents 
of the package. 


@ These brilliant orange and blue AICO pack- 
ages have real eye-value that means buy- 
value. They're practical, too, as they save 
wear and tear by making it unnecessary to 
open the package. They reduce stock loss 
by cutting handling and depreciation—will 
speed up your turnover, and improve your 
profit picture. 


Aico Products are distributed in Eastern States by 
Aigner Index Company, 97 Reade St., New York 13 


AICO-GRIP TABBING 
LOOSE LEAF INDEXES 
DESK PADS 

CELLULOSE SPECIALTIES 
PROTECTIVE HOLDERS 


503 S. JEFFERSON ST., CHICAGO 7, ILL. 


WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 
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MY AMERICA’S LARGEST Me 
SELLING INK ERASER 
S ; 













Removes ink faster, better and 
cleaner under all conditions. Resur- 
faces paper to permit rewriting with- 
out feather-edging. 





Only a double-duty eraser will pe) 
remove colored inks (done by revers- ee 
ing directions). Ee 
Also removes fruit, coffee, tobacco "y 
or wine stains from all linen, lace 
and other fabrics. Bad 
Attractively, conveniently packed in S | 
durable, lithographed metal contain- | 
ers for all desk use. 2g 


Sanford’s “Double-Duty” Ink Eraser 
is preferred the country over for its 
fast, efficient action. Write for full 
particulars and prices or ask your 
Sanford representative. 





SANFORD 


INK COMPANY 







Chicago 7 
New York 12 


so pets Bee fe Sgesamae gees 
pee is oae 
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PENN-MAR-VA TRAVELERS CLUB NOTES 

The meeting day of the Washington Stationers As- 
sociation has been changed to the third Thursday 
night of each month at the Occidental Hotel, dinner 
starting at 6:30 sharp. The change was made for the 
benefit of travelers who are associate members of the 
organization. 

* * * 

James P. “Steve” Moriarty of the E. Morrison Paper 
Company has been a patient at the Garfield Hospital, 
Washington, D. C., recovering from painful burns of 
his right arm and hand and side of the head, suffered 


* * * 


Al Pickar has opened the Acme Printing and Sta- 


| tionery Company, 96 Branford Pl., Newark, N. J. He 
'| was until recently the buyer and manager for Robin- 


son-Singer Company, as well as salesman for the 


| New Jersey Office Supply Corporation. Another new 
| stationery business is that of Heiman & Churnin, 
| located at 1334 Second Ave., New York City. Proprie- 


tors Irving Heiman and Bill Churnin were formerly 


| with Brause Brothers, one of Harlem’s leading sta- 
| tioners. 


* * * 


Lt. Bud White has returned from overseas service 
and has taken up his old position on the sales staff 


of the Maryland Office Supply Company, Baltimore, 
Md. Sgt. Raymond Trautfelter has returned to Griffith- 


Kock Company of Baltimore after service in Germany. 
(These items are taken from the Penn-Mar-Va Trav- 


| eler, edited by J. Kip Edwards.) 


0 te 
SPEED PRODUCTS HAS NEW PACKAGE DESIGN 


The new Speed Swingline package design, recently 
introduced, is the result of consumer and dealer 


| evaluative studies executed by the advertising agency 


representing the Speed Products Company, Inc., 37-18 
Northern Blvd., Long Island City, N. Y. 
This package design replaces the old-style container, 


| used for some eight years. Highlights of the design 


awa “SS es 


= aan aw pa ee 


ee 


| are the lettering of the word “Swingline” and the 


contrasting panel which lends itself to shelf display 


of the Swingline staplers and staples. 
Design and the survey were executed under the 


| direction of Miss Nell Lee Litvak, director of adver- 


tising and sales promotion of Speed Products Com- 


| pany, Inc., and Lee-Muiron Rousseau, account execu- 


tive of the Charles Dallas Reach Company, New York, 
N. Y., handling the account. 
a 
A. J. HILL COMPANY TO NEW QUARTERS 

A. J. Hill Company, Houston, Tex., recently moved 
to new and more spacious quarters at 1215 Fannin 
St., in the heart of the Houston business district. Cus- 
tomers, when writing, are asked to use the post office 
box address, P. O. Box 2969, and shippers are to use 
the new street address, 1215 Fannin St. 
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FLAT WALLETS 


Made of durable, heavy Leatheroid stock 

. . available in 13 sizes from 12x18" down 
to 4x9!/,". Ideal for safely filing or carrying 
papers, reports, samples, drawings. Flaps 
are extra wide—seams are tightly gummed. 

















VERTICAL FILE POCKETS 


Sturdy one-piece construction with double 
reinforcing at top of gussets. Fronts are !/, 
inch lower than backs and fold down to 
permit easy examination of contents. Avail- 
able in two sizes (9!/, x 1134 and 9/, x 
1434), a file pocket combining wearability 
with economy. 





@ General Office and Factory, Quality Park, St. Paul 4, Minn. 


e Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6 
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Sold through Dealers Only 
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CATLETT BROTHERS DOUBLE STORE SPACE 

Catlett Brothers, Goodland, Kans., office machine 
service and office supplies, recently moved into an ad- 
joining building, thus doubling the size of the store. 
An increasing volume of business prompted this move. 
The brothers now have ample room for display of office 
supplies and office machinery. 

The accompanying picture shows one of Catlett 
Brothers methods of advertising, used at Colby, Kans., 





CATLETT BROS. TRACTOR SHOW DISPLAY 


at the Northwest Tractor Show. Catlett Brothers was | 


recognized as the company having the smallest piece | 
of machinery used by the farmer, the Barrett adding | 


machine. The first delivery of one of the machines 
was made at the tractor show to Bernard Ziegelmeier, 
manager of the Northwest Distributing Company of 


Colby, Kans. Also featured in this method of advertis- | 


ing were the Speed-O-Print duplicator and supplies, 


and factory rebuilt typewriters. 
—--_—_-o = 


R. C. ALLEN CREATES TENKEE DIVISION 

A division under the trade name of Tenkee Calcu- 
lators has been created by Allen Calculators, Inc., 
Grand Rapids, Mich., in order to manufacture 
machines for which a manufacturing license agree- 
ment was made with Aktiebolaget Facit of Atvidaberg, 
Sweden, in 1936 with all patent rights. 

The complete tooling for these machines was com- 
pleted at the plant in Grand Rapids in 1940 and man- 
ufacture was begun, but with the advent of World 
War II and the freezing of such products, production 
came to an end, except for Government requirements. 
Now a heavy post-war demand is seen. 

Due to the mechanics of these machines, declared to 
be entirely different from the regular R. C. Allen line, 
a division of Allen Calculators, Inc., was created 
under the trade name of Tenkee Calculators. The 
Swedish trade name was Facit. 

Production of the Tenkee calculators will be carried 
on at Plant No. 2 at Grand Rapids. This division is 
under the direct management of Carl Johnson, form- 
erly chief engineer of Allen Calculators, Inc., who 
became associated with the company in 1932. 

——~q—e—__ 
RUBBER CEMENT IN POST-WAR COMEBACK 

Stenographers, librarians and others who were 
plagued by the wartime shortage of rubber cement 
can look forward to a greater abundance of this popu- 
lar adhesive, present volume production at Akron, 
Ohio, indicates. Three million pounds of various kinds 
of rubber cement were produced at the B. F. Goodrich 
factory in one recent month, according to J. F. Ander- 
son, manager of the company’s cement processing de- 
partment. At the present rate of production through- 
out the industry, there should soon be an ample 
Supply for all retail needs, Mr. Anderson said. Two- 
thirds of the Goodrich output is used in its own opera- 
tions and large amounts are provided to other indus- 
tries, he pointed out. 
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COPYHOLDERS 
| Yes MR. DEALER, American business employs about 
& million Office Typists. Not all are your prospects, © 
of course. Many are already supplied with Copy- 
RIGHT Copyholders. But at least 2 MILLION need 
and will eventually buy Copy-RIGHTs. 


Tie in your sales plans with our publication and 
mail advertising. It means substantial PROFITS to 
you... steady demand . . . repeat business. Single 
trial sales frequently lead to 
purchases for entire typing 
staffs! 








What Copy-RIGHT does 


for your Customers: * 


MORE AND MORE 
DEALERS EVERY MONTH 


are stocking and selling 
Copy-RIGHTs as a regular 
item. If you haven't started 
yet, get at least one sample 
and literature with wholesale 
data. 


Saves Eyes, Effort, Errors 
and up to 50% in typing 
time by holding notes 
and copy-work 
ahead at shorter reading 
. - thus im- 


straight 


distance . 
proving visibility, posture, 
accuracy, speed. Auto- 
matically points out right 
line, holds place. 











Six Models hold papers up to 12", 16", 20", 
25", 30", 36” wide. 


am SG —————— 





—— es hore aA 





7s oe 


MAIL COUPON NOW! 


Pre r ry) Pi tt ed iit 


Copy-RIGHT Mfg. Corporation Dept. D 
53 Park Place, New York 7, N.Y., U.S.A. 


C] Send literature and prices. 
[) Ship a Copy-RIGHT. (Stock-Sample) on regular terms. 


SG iiiiccccliapinnsonn 





(Attach letter head please) 








133 














“KING” 
of MARKING DEVICES 


CROWN Line 





Daters & Numberers 


other Marking Devices 


° DEFIANCE 
SUPERIOR 
* MODEL 
TRIUMPH 


can be supplied 
in All Languages 


“Known Throughout the World” 


° STAR 


for both Domestic and Export Trade 





Send for Catalog Illustrating and Describing Complete Line 
of Marking Devices and Dealers’ Discount Sheets. 














R.A. STEWART & CO., Inc. 


80 Duane Street New York 7, N. Y. 
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MINNESOTA MINING NAMES NEW DIRECTOR 


The board of directors of the Minnesota Mining and 
Manufacturing Company, St. Paul, Minn., in recent 
annual meeting named one new director and three 
vice-presidents. 

The new director is John L. Connolly, secretary and 
general counsel, and the new vice-presidents are 
Clarence B. Sampair, general production manager; 









JOHN L. CONNOLLY CLARENCE B. SAMPAIR 


Louis F. Weyand, general manager of the adhesives 
and coating division; and Lloyd A. Hatch, manager 
roofing granules division. Mr. Connolly became affili- 
ated with the 3-M company July 1, 1937, as general 
counsel and assistant to the president. The board of 











LOUIS F. WEYAND LLOYD A. HATCH 
directors, in 1939, elected him secretary of the com- 
pany. Mr. Connolly will continue to hold this position 
in addition to that of being a company director. 

Mr. Sampair has been with the company since Sep- 
tember 14, 1927, when he was employed as an inspector 
in the sandpaper making division. He was promoted 
to superintendent of the tape and Wetordry divisions 
in 1931. In 1941, he became production manager of 
the St. Paul plant. Mr. Sampair was advanced to 
general production manager of all plants in 1943. 

Mr. Weyand began as a clerk in the company’s Chi- 
cago office in 1915. Returning in 1919 from military 
service in World War I, he worked as an abrasive sales- 
man in the Cincinnati division. He was promoted to 
sales manager of the Detroit division in 1925, sales 
manager of the abrasives and coatings division in 
1936, and became general manager of that division 
in 1944. 

Mr. Hatch was the first chemist to come to 3-M, 
when he entered the company’s employ in 1923 as 
chief chemist of the firm’s testing laboratory, the com- 
pany’s only laboratory at that time. From 1928 until 
1934, Mr. Hatch was superintendent of production in 
the mineral division. Mr. Hatch was sent to Wausau, 
Wis., in 1934 to supervise the operation of the enlarged 
roofing granules plant there. He returned to St. Paul 
in 1936 as manager of the company’s roofing granules 


division. 
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writer. It will not curl under any conditions! 


We're proud of Longhorn PLASTI-CARBON—we believe 
it will help you build greater carbon paper sales... 
bring you greater profits. To introduce you to PLASTI- 
CARBON and to show you just how different and superior 
it really is, we would like to send you a sample. Just clip 


the coupon and mail to us. 
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IN CARBON PAPER IN 10 YEARS! 


PLASTI-CARBON, America's distinctive new carbon The minute you pick up a sheet of PLASTI-CARBON, you feel 
paper, has been developed from miracle-working the difference—it's thinner, it's crisper, it doesn't smudge. 
plastics. Because it utilizes an entirely new process that Yet PLASTI-CARBON has unbelievably long life. Best of all, it 
eliminates wax from the back of the sheet, PLASTI- 


CARBON positively will not slip when rolled into a type- 





makes sharper, clearer carbon copies—and it makes more 
copies per sheet than any other type of carbon paper. Gives 
perfect service on all standard and noiseless typewriters, 


bookkeeping and billing machines. 


AMERICAN CARBON PAPER CO., Ennis, Texas. 


DEPARTMENT 0O.A. 
Gentlemen: 


Name coe 





Address 








City _—_Zone State 


MEPEETI IIE IIIT erririritirititiiiiiritiiitiiiiiiii itty 








AMERICAN CARBON PAPER MANUFACTURING COMPANY 


GENERAL OFFICES AND FACTORY #* ENNIS, TEXAS 
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NEWS NOTES FROM NSA DISTRICT NO. 7 





Merrill Hasty, Correspondent 





NSA’s Seventh District enjoyed a very success- 
ful convention May 10 and 11 and we are happy 


to have as the appointed governor Floyd Kongsvick | 
and as lieutenant governor Wilbur Cannon. The North- | 


west Travelers Club hails as new officers George Han- 
son, president; Bill Smith, first vice-president; Arnold 
Berglund, second vice-president; Roy Clarke, secre- 
tary-treasurer; and Ken Chase, auditor. Mr. and Mrs. 


Robert Valleau did a splendid job of conducting the | 


arrangements for the entertainment of 40 women 
visitors at the University Club in St. Paul. 
od = * 

Something to look forward to is our golf party to be 
held in Milwaukee, Wis., on August 12 and 13. George 
Hanson of Oconomowoc, Wis., is chairman. The Min- 
neapolis golf tournament will be held one week later, 


on August 19, with your correspondent as chairman. | 
The golf course for the latter event will be the same as | 
previous years. Get these dates in your itinerary so | 
that you can make your vacation a big success. It | 


has been requested that we have reservations to cover 
those attending. Announcements will be sent later. 
* * * 

Tom Johnston of Johnston & Bordewyk Company, 
Rapid City, S. Dak., enjoys having travelers call on 
him and also inspect his new store at 79 Sherman St., 
Deadwood, S. Dak. 

* oe - 

Jim Foreshew of Foreshew Supply Company is back 
in full stride at Pierre, S. Dak., after having been in 
service for a long time. He will be happy to meet the 
travelers. 

cs * * 

Ray Hammond was host to Iowa friends on a fishing 
party at Kline’s Island Camp at Kabetogama, near 
the Canadian border. I am promised a fish story and 
photographs to confirm the story upon the anglers’ 
return. 

ok a * 

Herb Morgan was a guest at the Covered Wagon 
for a noon-day luncheon and later visited his many 
friends in Minneapolis. 

* * * 

Davenport, Iowa, has a new office supply business 
under the name of West Brothers Office Supply Com- 
pany. The firm welcomes travelers and the proprietors 
are happy to receive assistance in building their 
new business. 

* * col 

John Pydlek, now with the Reliance Pencil Cor- 
poration, was in the Twin Cities recently making his 
first trip for his new company. 

* * * 

Eddie Speath of C. R. Gibson Company was another 
Twin Cities visitor recently. He was heading back 
toward Chicago to lay plans for his vacation. 

* ok ca 


Glenn Chambers of Weise Manufacturing Company 
suffered a painful accident in Virginia, Minn. While 
going up to his room, he stumbled and broke his ankle. 
Flown back home to Chicago, where he has been re- 
cuperating, he will welcome cheery notes addressed to 
him at 221 N. LaSalle St. 

* * * 

Einar Anderson, proprietor of a new stationery busi- 
ness at Mauston, Wis., the Anderson Office Supply, 
will welcome visits of the travelers. 

* * * 

May we pause for a moment in memory of Bill Goff’s 

father, who died on May 11. 


——————<—- oe —___ 
MRS. FRANK POLACH JOINS SALINA FIRM 


Mrs. Frank Polach, former Ellsworth, Kans., resi- 
dent, is now employed as bookkeeper at the Central 
Typewriter Company in Salina, Kans.—GMH. 
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When it comes to adhesives 
they stick to 


Carter’s! 








...80 stock and display the 
complete line for home, office, 


workshop and school! 


Your customers recognize these nine 
Carter’s Adhesives... each one of 
them designed for a specific job...as 
the best in stick-ups...useful in home, 
office, workshop or school ... for 
mending, making or mounting! 


For complete satisfaction . . . for 
greater profits...stock and display 
this complete line of Carter’s 
nine different adhesives ... 





AIRPLANE GLUE— 
For model making 





‘arters GUARDSMAN GLUE 
L PHOTS PASTE ow —For wood sticking 


PHOTO PASTE—For 
mounting snapshots 


cad photographs —For mending glass 


and china 
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Our Safe production is being increased 

daily—many of our standard Safes in 

both single and double doors are com- 
ing off the lines. 
















Check with us as 
to what numbers 


are available. 
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EXPANSION FOR THE OFFICE MACHINE DEALER 


(Continued from page 36) 

communities that want them. Office machine dealers 
should be alert to such possibilities as these and should 
take full advantage of any sales training and help 
their manufacturers can give them. Increasing the 
production and the sales potential of every worker is 
the cheapest and most effective kind of business de- 
velopment. 

Still another possible type of expansion is simply 
a deliberate increase in the area of sales coverage. 
This may, or may not, mean additional sales person- 
nel. Newspaper advertising and direct mail may, or 
may not be, part of the program. If it is possible to 
get good sales franchises in counties surrounding the 
counties you cover, it is sometimes smart to accept 
them. You may be able to make more money by work- 
ing some of your small accounts less frequently and 
covering the large accounts in a wider area. Or, maybe 
you will want to put on an additional man or two and 
try to cover an increased territory more thoroughly. 
Undoubtedly you'll get some business out of every 
town you work but there is a definite geographical 
limit to profitable suburban operation. This is a ques- 
tion to which every dealer has to find his own answer. 
In the office machine field this type of expansion is 
definitely limited by the manufacturers themselves. 
They recognize the fact that a dealer can adequately 
cover no more than a normal trading area; there- 
fore they hesitate to give a dealer a territory as broad 
as he may think he can cover. 


Sub-Dealerships Often Pay 


While it is possible to get a state franchise or even 
more on one or two makes of office machines, it usually 
isn’t profitable to work a wide area with a very limited 
line. Large area distributors in the check protector 
and dictating machine fields usually use sub-dealers 
to handle their distribution in more remote sections 
because they find it isn’t practical to maintain a 
specialty sales organization in every small part of their 
territories. 

To sum up: Seven ways have been Suggested for 
the office machine dealer to expand. Every dealer 
can adopt one or more ways. The opportunity is pres- 
ent in the future just ahead. If you believe strongly 
in the independent merchandising of office machines 
you owe it to your business associates, your employees, 
your customers, and your manufacturers to be alert 
to your business opportunities and to exploit fully all 
the economic advantages you now enjoy. 

Last but not least, co-operate with and support your 
organization, the National Office Machine Dealers As- 
sociation. Membership is open to all independent office 
machine dealers. It is a democratically-controlled or- 
ganization studying and acting on your problems. If 
you are interested in joining, send your $15 member- 
ship fee to the executive secretary at 818 Winters Bank 
Building, Dayton 2, Ohio. 

9 
ELGIN T. HILL IS GIVEN PROMOTION 


Elgin T. Hill, previously manager of the electric 
accounting machines division of International Busi- 
ness Machines Corporation at Dallas, Tex., has been 
promoted to manager of all sales and services in 
Dallas. Mr. Hill joined the firm at Dallas in 1923 and 
later served in Memphis, Tenn., before his return to 
Texas in 1935.—EWF. 

9 


OFFICE SUPPLY FIRM OPENED IN TEXAS 
The Dufrain Brothers Office Supply has been opened 
at 303 Earl Garrett, Kerrville, Tex., handling office 
supplies, equipment and printing. The brothers pre- 
viously published the County Wide News, a weekly 


| newspaper, and operated an office appliance store at 
| Littlefield, Tex. They plan now to give Kerrville 4 


complete and modern store. 
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DOMORE CHAIR COMPANY, INC., 501 FRANKLIN ST., ELKHART, INDIANA 
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we Make tnis 
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suggestion : 
I 
é 
So difficult has the filing and record storage equipment ; 
situation been for the past few years that many concerns , 
have reverted to their former practice of tying semi- , 
active and inactive records into bundles and dumping . 
them into a storage room or vault. Thus, millions upon ' 
millions of costly business records are relegated to ob- “ 
scurity or available only after time consuming search. * 
These valuable records ought to be housed in economical 4 
TRANSFILE fibre board files, where they will be safe, - 
clean, orderly and available instantly. Al 
So, we suggest that now is the time to make a survey en 
co 
among your customers. When TRANSFILE files are again gq> dit 
ea. 
available in unlimited quantities you will be all set for 4 
a 
a nice piece of profitable business. He 
I 
ent 
GUIDE SYSTEM & SUPPLY CO. a 
335 CANAL STREET NEW YORK 13, N. Y. Ka 
con 
e Per 
NV 
We also manufacture the GUSSCO Line of filing supplies—made an 
especially to meet the everyday requirements of the dealer. The hay 
GUSSCO Line is only sold to dealers. The GUSSCO Line is nag 
a eo and 
sound merchandise priced competitively to enable you to bid every- his 
where you choose. 
| | D 
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NEWS NOTES FROM NSA DISTRICT NO. 8 





Gene Mitchell, Correspondent 





Back on the job after much too brief, although in- 
teresting, visits with several eastern factory connec- 
tions—Trussell Manufacturing Company, Geo. B. Graff 
Company, and Marble & Shattuck Chair Company, in 
particular—I have had trouble locating any roving 
reporters. News seems scarce, but we will try to learn 
“what’s cooking.” 

* * * 

This is being written before the printed copy written 
by my recent “fillerinner,” Dan MacDougall, reaches 
me, but I hope you won’t wonder, when you read it, 
how much I paid him for his splendid work. 

* * * 

Sad news again strikes in a message advising of the 
sudden passing of Warren Rogers, most recently repre- 
senting Wallace Pencil Company in the New England 
states, prior to which he was connected for some while 
with Smead Manufacturing Company, Hastings, Minn. 
Warren was stricken about the middle of April with a 
heart ailment which caused his death, on April 29, 
at his home near Boston, Mass. Our deepest sympa- 
thies to Mrs. Rogers and his business associates. 

ok a * 

Surprising many of his associates in St. 
Joseph Cockrell, stationery manager for Comfort Print- 
ing & Stationery Company, resigned that position to 
depart May 7 for his old home, Austin, Tex. There 
Joe plans to open his own retail stationery and office 
equipment business. He came to Comfort about the 
middle of last year from The Steck Company, Austin, 
Tex., where he had been manager and buyer of the 
stationery department for several years. His many 
newer friends regret to let him leave St. Louis, but 
his older ones will welcome him back to Texas. 
best of good luck to you, Joe. 

* * * 

Mrs. Alpha Brotherton, who spent over 15 years in 
the employ of S. G. Adams Company, St. Louis, retired 
on April 30 to give her time to household duties. This 
work, she feels, will be more restful. Believe it or not, 
Alpha has a twin sister—named Omega. 

* * * 


Your correspondent spent a most enjoyable week- 


end in Washington, D. C., in March with that genial | 


couple, Helen and Karl Castle. Karl suffered digestive 
difficulties which kept him confined to home from 


Louis, | 


The | 


early January until the end of March, but showed | 


great recuperative powers and returned to his office 


at Walcott-Taylor Company in Washington on April 1. | 


Helen was, as always, a most charming hostess. 
* * * 

Frank Miller, a former midwest traveler, but pres- 
ently of the Northwest Club, is currently recovering 
in a Dallas hospital following a serious siege of illness 
which struck him while on a business trip to Abilene, 
Kans., in March of this year. Latest reports have him 
coming along very nicely. Frank represents Wallace 
Pencil Company in and around the Seventh Region. 

* * * 


Matt Dillon sends his old friends of the “Eighth” 


a most hearty hello and says to tell all that he is | 


happy, although working hard. Minnesota and Wis- 
consin seem to agree with Matt, who is looking fine 
and should go on to collect a 50-year certificate from 
his boss, Associated Stationers Supply Company. 

* * ok 


Did I really see it or was it a dream? Elmer Krum- 


weide, of the Elmer Krumweide and Associates firm, | 
on the delivering end instead of the usual receiving | 
end, at the recent Chicago regional meeting evening 


party. 
* * * 
Our hearty congratulations to the new officers of 
the Eighth Region, Governor Roy S. Moreland, Schooley 
Printing & Stationery Company, Kansas City, Mo., and 
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SHALLCROSS 


STENCILS 





NOW AVAILABLE 


in a NEW, cool green, eye-appealing package—a 
carton as modern and progressive as SHALLCROSS 
DOUBLE COAT STENCILS. 





The winning combination—a package designed for 
selling—a product designed for customer satisfac- 
tion. Long-fibered imported tissue coated with 
TWO special solutions gives SHALLCROSS 
DOUBLECOAT STENCILS extra strength, extra 
durability PLUS extra smoothness for artwork that 
means quality duplicating ALWAYS. 


PRICE LIST AND SAMPLES 
ON REQUEST 


The SHALLCROSS COMPANY 


Manufacturers of 


Inks-Ribbons-Stencils-Papers 


FORTY EIGHTM ond GRAVS FERRY ROAD 


PHILADELPHIA 43, 


PENNA 
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BRIEF CASES & DIARIES 





No. 3239 SC Size 1112xl6, Genuine S. Cowhide 
leather, disappearing double handle brief case, 
constructed with heavy duty luggage zipper run- 
ning across top. 3 gussett expanding pockets. Very 
outstanding value. Black and Brown. Retail $8.00 
each. 

No. 3244 B Size 11xl314, Genuine S. Cowhide 
leather, under arm style brief case. Heavy duty 
zipper running three ways to allow case to open 
flat, fitted with special standard metal ring binder, 
lined, made with 2 pockets. Black and Brown. 
Retail $8.00 each. 

No. 3244 NB Same as above without ring binder. 
Retail $7.50 each. 

No. 3244/16 Like above, Size 111/.x16. Retail $8.00 
each. 





No. 1991/5L Diary, 434x6 Genuine leather, saddle 
finish, Tan, Chestnut, Blue and Brown, made for one 
or five years, Boxed. Retail $4.00 each. 

No. 3206 Same as No. 1991 with ZIPPER closing 
Retail $5.00 each. 

No. 1991 P Same as above without zipper and with- 
out lock. Retail $2.00 each. 


USUAL DEALER DISCOUNTS 
PROMPT DELIVERY 








SHANK LEATHER GOODS CoO. 


NEW YORK 1, N 


230 FIFTH AVENUE 
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Lieut. Gov. Ed Shelpman, Elkins-Swyers Company, 
Springfield, Mo., elected at the recent meeting in 
Kansas City. I think it is needless to say that they will 
receive the fullest co-operation from every member 
of the Eighth Region, as well as of the Midwest Trav- 
elers Club. 

* * * 

Anyone else hear that little secret about the re- 
nowned William E. Smith, the Ace widower, and a cer- 
tain little lady of Texas? Not yet, folks, but ?????9?9 

* ae * 

Several familiar faces turned up at the Seventh 
Region meeting, namely: Roscoe Benge, Codo Manu- 
facturing Company, formerly of Columbia Ribbon & 
Carbon Company, William J. (Bill). Boyd, Acco Prod- 
ucts, Inc., and vice-president of NSA; Paul Che- 
ney, Southworth Company; Frank S. Cooper, Codo 
Manufacturing Company; R. B. (Dick) Gingland, 
Esterbrook Pen Company; our old friend Karl Kiesel, 
Carter’s Ink Company; John Krueger, F. S. Webster 
Company; yes, and Hy Linden, Ace Fastener Company; 
and (quietly) Fred Schaefer, Sanford Ink Company; 
and Frank Palmer, Eaton Paper Company. 

* *” * 


All good wishes go to that enterprising young ex- 
ecutive, Jack Manning, recently elected president of 
Joplin Printing Company, Joplin, Mo., to succeed his 
late father, Gerry A. Manning, one of the most beloved 
men of our industry. Jack will do a fine job in this 
new capacity and will have the able advice of his 
associates, Mark W. Farrar and Ernest W. Brickey, 
treasurer and secretary, respectively, of the firm. Both 
have had varied and successful experiences in the 
printing and allied fields. 


* * * 


Louis Blair, formerly of the city sales force of S. G. 
Adams Company, St. Louis, recently established the 
Louis Blair Stationery Company, 1106 Pine St., St. 
Louis, where he is sharing space with E. A. Holscher 
Office Furniture Company. Good wishes to you, Lou, 
in this new venture. 

* * * 

The Stationers Association of Greater St. Louis 
planned an evening party for members and guests dur- 
ing late May at Van Hornes Chicken Farm on the 
outskirts of the city. 

+ * ca 

The Midwest Travelers Club resumed the monthly 
luncheon gatherings at the President Hotel, Kansas 
City, Mo., starting May 18 and repeating the third 
Saturday noon of each month. All travelers are in- 
vited to be present whenever possible. 

* * *” 


Ex-corporal Don Brown reported back to his former 
bosses, Latsch Brothers, Lincoln, Nebr., recently. After 
spending a few weeks at the Ditto Company school in 
Chicago, he has taken charge of the office machines 
department at Latsch’s. Alex Traudt, purchasing agent 
at Latsch Brothers prior to leaving for the service, is 
again on that desk, succeeding Harry Patterson, who 
is now with Felton & Wolf Company, Stationers, Lin- 
coln. 

* * cs 

Some one whispered that little Sammie Plant, the 
Western Bank & Office Supply Company, Oklahoma 
City, Okla., executive, pulled up at the Kansas City 
regional meeting in March. It has been so long since 
we have seen Sam (no meetings for so long a time) 
that we wonder that he was recognized. Surely sorry 
this department wasn’t on hand to welcome you, Sam 

. . Or were you really there? 

* * * 


Past-former-ex-Governor Leonard Wilcox of Roberts 
Printing & Stationery Company, Hutchinson, Kans., 
swears that he was at the Kansas City regional meet- 
ing, yet his hotel returned to the sender the mail 
addressed to him at the hotel. Suppose he got into 
the wrong hotel on Baltimore Ave.? Or did he com- 
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Heres why Swinghne 
Wins customers /” 


— iis 
. i. , > | a 





90% 
coun? | 
They’re 100% ROUND WIRE— Bie 


that’s why SWINGLINE cor | 
make such a hit with your cus- 
tomers. You see, ROUND WIRE is 
stronger—gives better penetra- \ 
tion. And important! ROUND WIRE \ 
requires less adhesive, commonest \ 
cause of clogging. SWINGLINE pre- 

cision-made staples are also 100% —— 
uniform, machine-counted, accur- 
ately aligned. They’re best for all 
standard staplers, and they carry 
a generous mark-up. SWINGLINE 
Staples mean smiles of satisfac- 
tion for you and your customers. 
Feature them in your next display. 





SPEED PRODUCTS COMPANY, INC. 
Long Island City 1 + New York 








All SPEED products sold 
through dealers only 





FEATURE 
SWINGLINE STAPLERS, TOO! 


The only stapler with the Swing-Back MO. gg SIAPLER AMD STAPLES 


head for fast, easy loading! A triple 





performer — it pins, tacks and staples! 








WORLD'S SPEEDIEST STAPLING TEAM 
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ATTING a perfect .1000, Allied’s Flagship Carbon 

Paper is fast becoming the popular favorite 
everywhere. Flagship makes a solid hit with dealers- 
wins new customers, insures repeat sales and greater 
profits. It’s a business builder for today and tomorrow. 
Flagship’s modern appearance with its silver colored 
metallic back and beautiful packaging is matched 


only by its superior performance under all operating 





HIT! 


conditions. Finer inks, better, imported tissues plus 
experienced know-how are combined to produce a 


carbon which has no equal. 


Give Flagship the Performance Test in your terri- 
tory. Let it prove itself to you. Write today for free 
samples and full details. Allied Carbon & Ribbon 
Manufacturing Corporation, 165 Duane Street, New 
York 13, New York. 





HERE’S WHY 


NON CURL Flagship is not affected by 
weather conditions—moisture, dryness, 
heat or cold. The exclusive metallic 


RINGS THE SALES BELL 


CLEANER TO HANDLE Flagship is 
easier to collate, is crisp and clean. Fine 
pigments perfectly blended, combined 
treated tissues, bring a 





with specially 





back, better tissues and finer inks make 
it lie flat, always ready for instant use. 


LONGER WEAR Imported papers and 
tough pigments, plus actual metallic 
plating and treatment of the back, in- 
sure a carbon which resists stenciling 
thru and produces excellent copies long 
after ordinary carbon is worn out. 


FINER COPIES Clean, perfect impres- 
sions from first letter to last are insured 
by new and improved ink formulas and 
the most modern manufacturing tech- 
nique... 


new ease to manifolding work. 

EASIER TO ERASE Clean erasures with 
no telltale smear is another Flagship 
feature made possible by advanced ink 
formulas and exclusive processing 
methods. 

BETTER LOOKING The attractive nau- 
tical motif in full color on the box and 
the beautiful design of the silver colored 
sheet give Flagship a distinguished ap- 
pearance, 

GREATER ECONOMY Its popular price 
combined with superior performance 
offers every buyer and user top quality 
at lower cost. 


AND FOR DISTINCTIVE LETTERS—ALLIED’S ECHO TYPEWRITER RIBBONS. 
THE IDEAL COMPANION TO FLAGSHIP CARBON. 





CARBONS & RIBBONS 








144 








ALLIED CARBON AND RIBBON MANUFACTURING CORPORATION 


165 DUANE STREET 
Manufacturers of Quality Carbon Papers and Inked Ribbons for 38 Years 


NEW YORK 13, N. Y. 
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mute from his daughter’s sorority house at Manhat- 


9 
tan, Kans.? Rs 


Alex J. Bartens, vice-president of Shallcross Print- 
ing & Stationery Company, St. Louis, was installed 
as 1946 president of the Stationers Association of 
Greater St. Louis at the regular monthly meeting on 
April 15. After these many years of carefully guiding 
this association to success, Al finally agreed to accept 
the active leadership for the coming year. Congratu- 
lations to the St. Louis stationers for finally making a 
great sale... toa fine gentleman. 

* * * 

Please pardon us, Esther and Lou. These fine people, 
Esther and Lou Fine, owners of St. Louis Office Supply 
Company, are NOT moving their headquarters from 
their old location at 705 Olive St., but did obtain new 
warehouse space for their ever-growing inventory. 

% co co 


More sad news reached us recently when word came 
of the passing of A. H. (Augie) Krohne, for many 
years the midwest representative of American Lead 
Pencil Company, on May 14 at his home in Kansas 
City, Mo. Our deepest sympathies to his bereaved 


family. sia de 


Back from the service to his old place in the Peter- | 
son Lithographing & Printing Company organization | 
in Omaha is John Frolio, who spent three years in | 


the Navy in the South Pacific, and is again giving his 
old customers that good old Frolio attention and 


service. a 


Much to our sorrow, we hear that Ham R. Kendrick, 
Chicago manager for American Lead Pencil Company, 
is in for a long stretch of rest at his home in Evanston, 
Ill. Send him a note or card of cheer, fellows. He will 
be happy to be remembered. 

* a * 

Another fine gentleman suffering a siege of illness is 

Carl Goucher, county sales department, Omaha Print- 


ing Company, Omaha, Nebr., who is confined to Doc- | 


tor’s Hospital, Omaha. 
* * * 

Mrs. Paul R. McCollem (Hazel to her friends), of 
Kansas City, Mo., suffered a broken arm on May 19 
when she fell while stepping from her automobile in 
front of her home. She spent a week in St. Joseph’s 
Hospital in Kansas City, and is now recuperating at 
home. Our best wishes for her speedy recovery. 

* * * 

Have you travelers seen the “new” Perkins Brothers 
Company store in Sioux City, Iowa? The old location 
is all dressed up with beautiful lighting and some new 
fixtures. It’s really very attractive. 

* * * 

That snappy “threesome” of Sioux Falls, So. Dak.— 
Nelson Shepard, Lyle Espy and Cliff Halverson—the 
management of Midwest Press & Supply Company, re- 
port the recent purchase of the machinery, inventory 
and all assets of the Will A. Beach Printing Company. 
They will combine the two businesses under the name 
of Midwest Press & Supply Company. 

* * * 


Our sincere sympathies to the family and business 
associates of that late grand old gentlemen, Eberhard 
Faber, who passed from this life on May 17. 

* OK ok 

Back to the old grind, after several years with Uncle 
Sam, come Johnny Hanrahan and Bill Glenn of Omaha 
Printing Company—two fine additions to an excellent 
organization. 

* * oo 

Welcome to St. Louis, Courtney Wall. Courtney be- 
comes manager of Boorum & Pease Company’s St. 
Louis plant, succeeding the late Teddy Barthel. Taking 
over Courtney’s Texas and Oklahoma territory is Herb 
Beckman, who for several years has covered Kansas 
and Missouri territory for B. & P., with headquarters 
in Kansas City. 
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BERNARD 


TRADE MARK REGISTERED 


Over the years BERNARD stationery tools have earned 
the reputation of quality and dependability. Dealers sell 
BERNARD merchandise with confidence...and with profit. 


It’s good business to sell good customers the punches 
and staple removers that always do a good job. 





Loose leaf Vacuum Punch No. 2600 


Staple Remover No. 150 
Works like 

without damaging paper 
Fits all sizes of stap 
Spring action 


plated and polishe 


Triumph’ Official Eyelet Sunch 
No. 190 A pre 
Te 





Order now from your distributor. If he cannot immedi- 
ately supply you, please know we are making every effort 
to meet the enormous demand. 

These are only three of the many famous BERNARD 
stationery tools. Send for complete catalogue which gives 
all numbers, all details. Use coupon below. 


Wm. SCHOLLHORN COMPANY 
“Quality Tools Since 1870” 


napa aE eT eee Cee ee eee eee ee 
r Wm. Schollhorn Company, 
I 3506 Chapel St., New Haven 9, Conn. I 
I Sirs: Please send me your catalogue of stationery tools. l 
! I 
S-~ MARER, iis isco sackesecaccés oucdeensaunenee eo * 
I i 
STREGL «civic eve detecocnvw cece ntvessseneraeennee 
I I 
DE ae ci dha Saleh chal STARR... sca ! 
| (Zone No.) | 
My Wholesale Supplier Is... ...csescossscocesasedee ' 
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No. 451 











{NEW INDIANA CHAIR CO.} 


Makers of “Personal Comfort’ Office Chairs 





Your cusomer’s physical comfort has 

a great deal to do with his mental 

output—the source of profits! Ample 
volume of New Indiana Chair Co. good quality office chairs 
will be again available, and the start of the upward 
trend will soon be in sight. In the meantime, we must in 
fairness, divide our production in quotas. Depend on 
New Indiana Chair Co. for early restored volume and 
variety in good quality office chairs. 


New Indiana Chair Co. 


JASPER, INDIANA 
MEMBER WOOD OFFICE FURNITURE INSTITUTE 
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PACIFIC NORTHWEST NOTES 





C. M. Litteljohn, Correspondent 





Dr. Dwayne Orton, director of education for the 
International Business Machines Corporation, was re- 
cently welcomed to Portland, Ore., and the Pacific 
Northwest by office appliance interests, as well as the 
wider field of education itself. Gathered to hear him 


| speak at the Congress Hotel in Portland, Ore., were 


members of the Northwest Regional Conference of 
Guidance & Personnel Associations. Renewals of 


friendship were made, since he was president of Stock- 





ton College from 1935 to 1942. 
On co +” 


M. M. Earle, owner of the office supply firm of 
Davidson Sales & Service Agency at 919 Second St., 


| Seattle, Wash., was recently elected to the Seattle 
Chamber of Commerce. 
K 


* * 


Stationery and paper company executives were 
chosen for the principal posts in the credit field of 
Spokane, Wash., recently. James R. Lawson, credit 
manager of the Zellerbach Paper Company, was elected 
president of the Spokane chapter of the National In- 
stitue of Credit when the Spokane Association of 
Credit Men gathered for a luncheon at the Hotel 
Davenport, Spokane. Mr. Lawson in this post succeeds 


| Howard Lamb, credit manager of the Westinghouse 


Electric Supply Company. Jerry Peltier of the John 
W. Graham Company was at the same time elected 
vice-president of the Spokane chapter. 

* x * 

Fire at the Business Equipment Exchange, managed 
by Leo Marvin at 2330 W. Spokane St., Seattle, is be- 
lieved to be the work of an arsonist. Only nominal 
damage was done after two attempts—both in a 
lavatory of this business equipment store—to start 
a serious blaze. The Seattle police investigated and 
turned the evidence over to the city fire department. 

* * a 

Frank D. Johnson, a partner in the Third Ave., 
Seattle, business of the de Voss Desk Company, was 
recently chosen a new member of the Seattle Cham- 


| ber of Commerce. 


* * * 
Following Monsanto Chemical Company’s acquisition 


| of I. F. Laucks, Inc., Seattle adhesive makers, Mon- 


santo, Ltd., with headquarters at Montreal, recently 
took over the capital stock of Laucks, Ltd., the Van- 
couver, B. C., setup of the original Seattle company 
which turns out a large volume of adhesives yearly. 
Under the new arrangement, Monsanto of Canada will 


| operate the Laucks plant in the British Columbia 
| metropolis north of Seattle as its wholly-owned sub- 


sidiary, and will distribute its products in eastern 


| Canada, while the Laucks organization will constitute 
| the western Canada sales outlet for Monsanto. 


* * * 


Formerly one of the top executives in the commer- 
cial stationery and book field of Portland, Ore., Rich- 
ard G. Montgomery, head of Richard G. Montgom- 
ery & Associates, advertising agency, has been named 
the new vice-chairman of the Oregon chapter of the 
American Association of Advertising Agencies, com- 
prising the leading advertising agency executives in 


the business field. 
ee 


MILES FOX COMPANY APPOINTS J. H. WILKIE 
In line with the expansion program of the Miles 


Fox Company, Detroit, Mich., office outfitters, the 
appointment of John H. Wilkie as manager of 


| the office furniture division was recently announced. 


Mr. Wilkie has been actively engaged in the office 
furniture field in metropolitan Detroit for more 
than 20 years and he brings to his new position 
valuable experience in engineering many of the largest 
office furniture installations in and around Detroit. 
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continued maintenance of 


The established Corry-Jamestown 


clean-cut dealer sales’ policy and 








quality of its steel filing equipment 


will continue to be maintained. 
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Dealers find the Copy-Rite the logical liquid duplicator to handle because its 
simplified design with fewer moving parts and precision manufacture has practically 
eliminated the service problem. 


The outstanding mechanical features and smartness of design makes it easy to 
sell to Offices, Stores, Schools, Industrial Plants and Institutions. 


After the Copy-Rite is sold it builds good will with its day after day, dependable, 
performance. 


Alert Dealers everywhere have been quick to realize that the Copy-Rite Liquid 
Duplicator is a real money maker for them. 


Look into the profitable Copy-Rite dealer plan—write or wire today. 


WOLBER DUPLICATOR AND SUPPLY COMPANY 


1203 CORTLAND STREET CHICAGO 14, ILLINOIS 
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CANADIAN NEWS NOTES 





S. J. Luddington, Correspondent 





Office furniture and equipment not now being used 
at military establishments and industrial plants for- 
merly making war equipment are not being sold to 


the Canadian public at present by the Dominion gov- | 
ernment at Ottawa. It is likely that the government | 
will follow its present plan of distributing all desks, | 
typewriters and other office equipment to the federal | 
government departments and agencies to be used in | 


the education and rehabilitation of returned service- 
men. 

The War Assets Corporation, which has the distribu- 
tion of the armed force’s surplus materials, reports 
that it is unable to state at the present time when 


the remaining office equipment, in possession of the | 


various war services, will reach it. 
*~ oe oe 


Clark Brothers & Company, paper merchants of 
Winnipeg, Man., recently celebrated their fiftieth an- 
niversary. The firm, which opened for business in 
1896 under the able leadership of the late A. B. Clark 
and Douglas A. Clark, president and general manager, 
began business with a staff of nine. At the present 
time it has a staff of 71, a third of whom have been 
with the company from ten to 43 years. Branches have 
been opened in Regina, Saskatoon and Edmonton. 


*” * * 


The C. F. Dawson Company, one of the best-known 
commercial and general stationery firms in Montreal, 
is now in its 104th year of business, having been 
established in the year 1842. Since 1934, the business 
has been under the direction of James Sutherland, sole 


owner and president. Mr. Sutherland started with the | 


firm 40 years ago. Several of the staff members have 
been with the Dawson firm from 20 to 30 years. 
ok * of 


Members of the Stationers’ Guild Club of Toronto 
were recently treated to a fine address by Dorion J. 
Brisbois, Carbon Paper Service Bureau, Toronto, who 
dealt with the subject of selling. Mr. Brisbois is shortly 


to be joined by his brother and partner in business, | 
Edward J. Brisbois, who has been overseas as super- | 


visor of Knights of Columbus army huts. He served 
three years with the Royal Canadian Air Force at 


Brandon, Man., as a link trainer instructor, and was | 


later with the Canadian Army before going into the 
K. of C. work. 


* * * 


T. E. Moore was recently appointed Ottawa district | 


manager of the Seely Systems Corporation, Ltd., man- 
ufacturers and distributors of Cardwheel systems and 
Canadian distributors for production management 


control systems. He served with the Royal Canadian | 


Air Force and is past Ontario director of the Junior 
Chamber of Commerce. 
* * * 


Capt. C. C. Covey recently returned to the staff of 
the McMurray Book & Stationery Company, Frederic- 
ton, N. B., a connection which was severed in order to 
join Canada’s armed forces. On completion of his 
officer’s course at Three Rivers, Que., he was posted 
to the Saint John Fusiliers as intelligence officer. 
Later entering Royal Military College, Kingston, Ont., 
as a candidate for the war staff course, he made 
creditable marks. For the past few years he has served 
as a staff officer at various military headquarters 
throughout Canada. He is now manager and junior 
partner of the McMurray Company. 

* * * 

Vancouver Pacific Paper Co., Vancouver, B. C., is 
having an $85,000 warehouse erected at the corner of 
Francis and McLean Sts. Upon its completion, the 
company will move from its present premises. 

* * * 


Burr Office Supplies, New Westminster, B. C., has 
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provided enlarged quarters for its business at the same 
location. The blueprinting department will be under 
the direction of H. B. Burr, Jr., until recently a mem- 
ber of the Canadian naval service, and who served 
overseas during the war. 

* * * 

L. Emile Toupin was recently appointed director of 
sales of W. V. Dawson Company, Montreal. He entered 
the firm’s employ in 1910 and has remained with it 
continuously, 32 years of which have been spent as 
sales manager. Mr. Toupin was appointed a director 
of the firm in 1936. 

* * * 

Eric L. Jeanfavre is now president of the General 
Stationery & Paper Company, Winnipeg, Man., for- 
merly the Grange Exchange Stationery Company. 
J. A. Wilson is vice-president and G. H. Butcher, sec- 
retary-treasurer. 

om x * 

Edward Dawson, president of Dawson Bros., Mon- 
treal, was a recent visitor with Mrs. Dawson in the 
Bahamas. 

aK * ca 

The Wilson Stationery Company, 2119 Eleventh St., 
Regina, Sask., plans wrecking the present building at 
1828 Scartch St., and erecting a modern store in its 
place. Estimated cost of the new building is $55,000. 
W. A. Gray is manager of the firm. 

*” * * 

The Spruce Power and Paper Company, Kapuskas- 
ing, Ont., was recently awarded the general contract 
for the construction of a branch of its Smoky Falls 
Railway, which serves the forest area owned by the 
company. This will be a standard gauge railway line 
and will be used to open up new territory and provide 
added transportation facilities. 

* * * 

Thieves who recently entered the Ontario Agricul- 
turai College at Guelph stole more than $500 worth 
of fountain pens. Nothing else was removed by the 
intruders. 

+ * * 

The Hay Stationery Company, Ltd., London, Ont., 
recently donated $150 to the extension fund being 
raised by the widely-kKnown Alma (ladies) College in 
the near-by city of St. Thomas. The stationers of St. 
Thomas have also donated. 

a oe * 

Acme Paper Products, Ltd., 388 Carlaw Ave., Toronto, 
recently awarded the general contract for the erection 
of a two-story addition to its factory at the same 
address. It will increase the floor space by 50,000 
square feet. J. I. Oelbaum is president of the company. 

* * om 

The W. A. Sheaffer Pen Company of Canada, Ltd., 
169 Fleet St. W., contemplates reconstruction of its 
badly damaged factory at the same address. Loss in 
the fire in the month of April was estimated at 
$100,000. 


* * * 


Extensive alterations are being made by the H. Bar- 
nard Stamp & Stencil Company, Ltd., 24 Gore St., 
Hamilton, to its plant in that Ontario city. The work 
is being done by general contract. 

* * * 

Kraft Tapes, Ltd., 284 York St., London, Ont., is 
planning to erect a modern factory on Francis St. in 
that city at an estimated cost of $25,000. The structure 
will likely be of one-story brick and tile construction. 

* * * 

Stationers across Canada are much concerned over 
the rapidly-increasing prices as item after item in 
their field is being removed from the price ceiling 
regulations made and enforced by the Wartime Prices 
and Trade Board for the protection of business 
throughout the war years. It appears from recent dis- 
cussions throughout the trade that the increase in 
prices to the distributor will eventually result in the 
buying public paying prices ranging from as low as 


OFFICE APPLIANCES, June, 1946 





ee. =, 


eo a 


He 
cu 
th 
ste 


me 


bu 














/ 
-|BUSINESS 


Here’s the stenographer’s chair you’ve wanted—because it’s the one your 
customers want. Just get one of these chairs in an office and you’ve started 
the ball rolling towards a standardization program. §j It’s got everything the 
stenographer and the office manager want—style, working comfort that 
means efficiency, durable construction and moderate price. §] You can build 


business with the Gunlocke 682 USB. 


.H. GUNLOCKE CHAIR COMPANY 


7 WAYLAND, NEW YORK 
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four per cent for some items to as high as an increase 
of 20 per cent in others. Dealers will not be prevented 
from selling their present stocks at the higher figures. 

Stationery groups in Montreal and Winnipeg are 
said to favor a general ten per cent increase. Those in 
Toronto, the center of stationery manufacturing and 
distribution for the province of Ontario, are reported 
at the present time to be hesitant in making an an- 
nouncement. It is thought in some quarters that if 
certain dealers take advantage of the situation to a 
pronounced degree, the Dominion government will 
enforce the price ceiling again. Most of the supplies in 
general demand in the office field have been taken off 
the ceiling list. 

<= —_ 


MARK GILL APPOINTED ASSISTANT MANAGER 


Mark Moreland Gill was appointed assistant gen- 
eral manager at the recent annual board of directors 
meeting of the J. K. Gill Company, Portland, Ore. 














MARK M. GILL 


Officers re-elected were George Halling, general man- 
ager; W. A. Montgomery, president; Harold D. Gill, 
vice-president; and Mark M. Gill, secretary-treasurer. 

Among the many plans discussed and approved for 
the new fiscal year are installation of three new 
elevators, securing of additional warehouse space in 
Portland, and the opening of a new branch store at 
Third and Virginia in Seattle, Wash. The management 
expressed faith in the future development of the 
Northwest and plans to continue the same service it 
has rendered during the last 79 years. 


a ___. 


OPEN TYPEWRITER COMPANY AT CLINTON, IOWA 


The Clinton Typewriter Company was recently | 


opened at Clinton, Iowa, by Al Anderson and Ted 
Johnson, natives of the city who have spent a com- 


bined 30 years selling and servicing office machines. | 


The store, located at 304 N. Second St., in a city of 
30,000, is handling new and used office machines, 
specializing in typewriters and adding machines. 

Al Anderson was formerly associated with the 
Davenport, Iowa, branch of L. C. Smith & Corona 
Typewriters, Inc. His partner, Ted Johnson, served 
with the quartermaster corps of the Army and pre- 
viously was in typewriter and adding machine work 
for 20 years, connected with L. C. Smith & Corona 
Typewriters, Inc., Underwood Corporation, Remington 
Rand, Inc., and the Tri-City Adding Machine Com- 


pany of Moline, Il. 
Oo 


COLUMBUS FIRM IMPROVES QUARTERS 

Continental Office Supply Company has renewed its 
lease on the entire second floor at 166 N. Third St., 
Columbus, Ohio, for another two years, Leo Eiferman, 
Manager, has announced. 

Continental has started alteration of its place of 
business and hopes to gain one-third more floor space. 
Enlargement of the printing and steel furniture de- 
partment will absorb the new space.—AK. 
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ONE SOURCE OF SUPPLY UNDER ONE BRAND NAME 
RECORD CARBONS Writing Plates Alco Run Papers 

& RIBBONS Styli Copyinx Hand Cleaner 
Lettering Guides 
Shading Screens 
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Stencil File Folders 
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Inked Ribbons 
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Stencil Ink Alco Units Fastbrite (Coated) 
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Here’s an interesting and profitable sales opportunity. 
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NATIONAL EXECUTIVE DESK 
No. 6612S 66” x 36” 


The manufacture of NATIONAL 
DESKS is being temporarily dis- 
continued while a new plant and 
manufacturing facilities are being 


prepared. 


| stationery and office equipment. 
* * 





' VIRGINIA AND NORTH CAROLINA NEWS NOTES 





J. F. Howison, Correspondent 





An aggressive business is being conducted at Lynch- 


| burg, Va., by the Lynchburg Office Supply Company. 


Genial and popular O. B. Martineau is the owner and 
general manager of this firm, which has the distrib- 
utorship for Remington Rand typewriters, adding ma- 
chines and calculators. The concern has moved to 
a ground floor location, expanding business necessitat- 
ing larger quarters. 

* te * 

It is also highly becoming for me to comment on 
the appearance of the New Richmond, Va., city direc- 
tory for 1945-46, published by the J. L. Hill Directory 
Company under the direction of J. Ludwell Hill, Jr. 
This institution, which was started in 1897 with four 
clerks, now employs more than 200 and publishes many 
of the city directories for the South. 

* ok * 

The sudden death of Edward F. Polley last month 
in Richmond recalled that he was for many years 
connected with the Comptometer sales at Richmond 
and elsewhere. Accumulating an ample livelihood, he 
had enjoyed life in the country at Sandston, Va. 

* * * 


The old and honored retail stationery house of 
T. S. Beckwith & Company, Inc., at Petersburg, Va., 
founded in 1870 and later incorporated, is now 176 
years old. Because of ill health, Stanley Beckwith has 


| added a new partner, Col. Carl M. Bortz, a veteran of 


both world wars. Col. Bortz was with the Monroe 
Calculating Machines Company for 15 years and in 
1945 was manager of the machine division of the 
Rose City Press, Charleston, W. Va. The new organiza- 
tion will carry on with the same lines of high-class 


x 


The Royal Typewriter Company under L. M. Well- 
brock has a full force of salesmen and dealers ready 


| for expanded business in the Richmond area when 
_ the machines become available. 


* * * 


T. S. Lewis, office equipment repairman of Dahlgren, 
Va., was a visitor at Richmond last month. 
* ca * 


A. Wilson, president of Wilson’s Inc., at Radford, Va., 


where most of our gunpowder is made, reports expand- 


ing business there in the line of blank books and 


| binders. Mr. Wilson is a religious reader of OFFICE 
APPLIANCES. 


* * * 


Mrs. G. MacDonald Bowman of the Expert Letter 


| Writing Company, Richmond, Va., died last month, 


leaving an estate of nearly $50,000. She had requested 
that the business, one of the most extensive duplicat- 


| ing firms in the South, be carried on. 


It is our sincere hope that we will 


again be able to serve our many 


loyal customers in the near future. 


NATIONAL DESK COMPANY 


* * * 


Now well established in new location at the corner 
of Bank and Plume Sts., the Business Machines Service 
Company, Norfolk, Va., has been appointed agent 
for Victor adding machines. A. C. Simms, owner of 
the firm, has been distributor of the Royal type- 
writer in Norfolk for the past 14 years. His son, 
Melvin L. Simms, is associated with the sales depart- 
ment after having served as a lieutenant (j.g.) in the 
U. S. Naval Reserve. 

* * * 

I have just heard from one of my old re..irmen, H. 
T. Hyman, who worked with me when I was manager 
of the old Smith Premier Typewriter Company office 
at Richmond. Mr. Hyman lives at Williamston, N. C. 

* * * 


Oney F. Bishop reports a growing business for his 
typewriter firm, started in Petersburg, Va., in 1944. 


| W. D. Mifka is his able mechanical assistant. 
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+ * * 
A former executive of the Baughman Stationery 
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Company, Richmond, Fred Bates, has opened the Bates 
Company at 316 N. Henry St., for the sale of office 
equipment and steel shelving made by the Lyon Metal 
Products, Inc. He will not handle stationery. 
* K * 
L. W. Baker is now operating the Acme Typewriter 
Shop at 212 County St., Portsmouth, Va., and has been 


appointed sole distributor for the F. & E. check pro- | 


tectors made by the Hedman Company, Chicago. 
* * 1 


J. P. McGowan, who has returned from the service 
and resumed his old work for Remington Rand at 
Charlottsville, Va., was a recent visitor in Richmond. 


—————-—s—e —___ 
WOBBERS, INC., NOW AT NEW LOCATION 


Wobbers, Inc., operated by Ed Wobbers, past presi- | 


dent of the Stationers Association of Northern Cali- 
fornia, and former governor of District No. 12, NSA, 
is now located in a larger store at 871 Mission St., 
near Fifth, in San Francisco, Calif. 

Better facilities are now available for displaying an 
enlarged stock of office stationery, filing supplies, 
fountain pens and desk sets. With art and greeting 
card departments eliminated, the company concen- 
trates on such lines as commercial stationery, printing 


and engraving. The sales force has been transferred | 


from the former store at 774 Market St., in San 


Francisco. 


Dee 
s 


FOR BETTER SERVICE—Two views of the newly-remodeled | 


quarters of the Underwood Corp., at 733 S. Spring St., Los 

Angeles, Calif., providing an improved setup for sales and 

Service. Top picture is of the sales demonstration floor and 

bottom picture shows the service department after move from 
the main to the second floor. 
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Patent No. 
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Ringing the cash register has al- 
ways been a popular refrain for 
merchants. The functions of the 
modern cash register are many 
and varied . . . the intricacies of 
it's inside mechanism are a never 
ending source of mystery. We ac- 
cept the amazing performance of 
the register casually . . . we only 
know that it's efficiency stems 
from within. By the same token, 
the file cabinet has an “inside” 
story to tell. It depends upon the 











BARKLEY TAB 





right filing supplies to provide the 
unit with the maximum usefulness. 
That's why we say, "when you're 
outfitting file cabinets, be sure to 
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* Perfect lithography * Rag content bond ° Sharp 
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NEWS NOTES FROM THE MARITIME PROVINCES 





William McNulty, Correspondent 





Hotels, inns, angling and hunting lodges, roadside 
eating places, overnight camps and cabins, which have 
been closed since 1939, are reopening this year to 
cater to the tourist traffic. Increased sales of office 
appliances and supplies have naturally resulted. The 
Nova Scotia government has set aside a fund of $250,- 
000 for long term and low interest loans to conductors 
of the tourist spots. Most of the office equipment in 
the hotels was sold when they were closed because 
of the war. Replacements now must be made. 

*” * a 


Public school principals, teachers and school boards 
are manifesting more interest in duplicators than ever 
before. In fact, the interest was not much better than 
nil until several years ago. The duplicators have been 
found very valuable in the preparation of examination 
papers, school and class organs, and lists. 

* . * 

Although probably the first office appliance dealer 
in the maritime provinces to take over distribution of 
a hearing device as a side line, J. H. McMurray, Fred- 
ericton, N. B., is not the only one. J. A. Little, for 
many years in the office supply trade, has also added 
hearing aids. 

* * * 

Don Mahon and W. G. Finlay, Halifax, N. S., who 
recently opened a store in Halifax, are handling all 
kinds of office supplies and appliances, furniture, 
metal and paper files, and so forth. The office sup- 
plies constitute an addition to the stock that had been 
carried at another location, near the new and larger 
quarters. Mr. Mahon, owner, and Mr. Finlay, manager, 
have been in business together about ten years in 
Halifax. Name of the new firm is Mahon’s. 

* « * 

Catering to the demands from the amusement trade 
for equipment and service has become an important 
phase of the business of office appliance dealers at 
St. John, -N. B., distributing base for all the film dis- 
tributors in the maritime provinces and Newfound- 
land. The exchanges are always notable buyers of 
office supplies. There are 11 of these, all outfitted with 
the latest in appliances and supplies and each using 
practically everything made for the office. 

* + * 


Special attention is to be given this year to the pro- 
duction of office furniture at several woodworking 
plants in the maritime provinces. The products. in- 
clude desks, chairs and tables. 

Distributors of office appliances for the maritime 
provinces and Newfoundland are not based wholly at 
the two leading centers of the maritimes, Halifax, 
N. S., and St. John, N. B. In recent years, there has 
been a trend to other communities, chiefly Moncton, 
N. B., Amherst and Truro, N. S., but Halifax and 
St. John are still highly favored, numerically. 

* * * 

James G. Duncan has been appointed manager of 
the Halifax, N. S., branch of the International Busi- 
ness Machines Corporation. He started with IBM at 
Toronto, Ont., in 1937, and in 1942 joined the Canadian 
navy. He was discharged from the naval service in 
1945, and rejoined IBM at Toronto. The appointment 
involves a promotion. 

* oe + 

The Royal Typewriter Company sponsored a tour 
of Ontario, Que., and the maritime provinces of New 
Brunswick, Nova Scotia and Prince Edward Island by 
Albert Tangora. Distributors and dealers of Royal 
typewriters joined with the company in arranging the 
tour and the itinerary and for the demonstrations in- 
volving appearances at public schools, high schools, 
business schools and colleges. At Halifax, N. S., Sea- 
man-Cross, Ltd., went all out in promoting Royal and 
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Why moa alive, 
Ne atgle sweep The nation |” 


You can’t go wrong with 
any WATERMAN’S pen! 


There’s beauty for every eye, performance 
for every wish, and price for every purse, from the 
$3.50 Stalwart to a Stateleigh at $13.50. 
Every one’s a top-value pen and every one gets 
top billing in our advertising . .. national magazines, 
national newspapers and a coast-to-coast 
hit radio show, “Gang Busters.” 
Note, too, that Waterman’s advertises both the 
conventional point and the sleek Taperite point, 
all new and modern in design. 
All of which means you have only to 
show ’em to sell ’°em—all of ‘em! 


Union Made 
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Waterman's 


Tune in Gang Busters Saturday Nights, American Broadcasting Company 
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Fast-moving ink, too... WATERMAN’S 
Blue-Black . . . because it writes up 
to three times as far. Seven other 
colors. Each in handy Tip-Fill 
Bottle . . . retails 10¢. 
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Naturally it’s tough missing 
sales because you can’t get 
all the equipment you need. 
That’s why Wells supplies 
the trade with merchandise 
that can be sold and deliv- 
ered. Dealers all over Amer- 
ica are saying, “Keep up the 
good work — Wells.” Now 

if you’ve never sold 
chrome, think of the many 
places in which it can be 
used. Thousands of dealers 
are already selling Wells 
Chrome . . . why not take 
advantage of this tremen- 
dous sales opportunity to 


boost your profits. WRITE 


e- 
oti with 


“te t2tauee es, — WIRE—TELEPHONE. 


n used- vs. Se Bt Tmmediate Delivery. 
th § ssem le a 











725-33 SOUTH 
LASALLE STREET 
CHICAGO 5, ILL 
TEL WAR 1100 
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Tangora, arranging special advertising and publicity, 
and resulting in unusual volume of attention being 
bestowed on the demonstrations. 

* cm * 

Under the heading, ‘““Memo—For Business Men—Re: 
Office Furniture,” J. Marcus Company, Saint John, 
N. B., made a special announcement that limited sup- 
plies of specified lines are beginning to come through 
from the manufacturers, embracing steel filing cab- 
inets, oak office desks and desk trays, arm chairs and 
tilters, walnut costumers, three section bookcases, 
board tables and fibreboard wardrobes. Partners in 
this firm are three borthers, Max, Jacob and Hyman 
Marcus, sons of the late Jacob Marcus, founder of the 
business. 


$9 >—-@—_—____ 





RETURNS TO VICTOR—Jerry McCormick of the Victor Safe 
& Equipment Co., Inc., North Tonawanda, N. Y., recently re- 
turned to work after nearly four years of service with the 
Navy in the South Pacific. He takes over the New York-Penn- 
sylvania territory serviced during the war by Ed Knapp. 


—— eo 


INDUSTRY CAN SHARE IN DESIGN AWARDS 

A prize-sharing opportunity for those engaged in the 
design, manufacture or construction of any type of 
business machinery or parts is offered by the James F. 
Lincoln Arc Welding Foundation, Cleveland, Ohio, in 
announcing their new $200,000 “Design-for-Progress” 
award program. 

Business machinery is admitted as one division of 
the industry machinery classification and includes any 
machine of the type used generally in the conduct of 
business. Four awards, totalling $1,600, established for 
this division are $700, $500, $250, and $150. Papers in 
the business machinery division are also eligible for 
the industry machinery classificational awards of 
$2,500, $1,500, $1,000, and $800. Three winners of 
divisional and classificational awards will also be pos- 
sible recipients of the main program awards of $10,000, 
$7,500 and $5,000, respectively. The principal program 
award, which may be won by a paper in the industry 
machinery classification, is $13,200. An author not 
winning any other award may still win one of the 217 
honorable mention awards of $100 each. 

The award program which is intended to encourage 
study and preparation of papers on design, research 
and education, application and use of arc welding, is 
dedicated to the belief that it will benefit industry as 
a whole. For this purpose, the sponsors will make the 
results of the program available generally, and thus 
tend to stimulate industry to greater achievement. 

The current activity is the sixth award program to 
be conducted by the Lincoln Foundation during the 
past several years. The Foundation has also estab- 
lished special collections of books on the arc welding 
process in engineering schools and published books on 
welding in design, manufacture, construction and 
maintenance. 

Complete details of the award program, which closes 
June 1, 1947, may be obtained by writing the secretary, 
the James F. Lincoln Arc Welding Foundation, Cleve- 
land 1, Ohio. 
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PRESSBOARD METAL.TAB GUIDES 
AND SELF-TABBED GUIDES 


SELF-TABBED 
PRESSBOARD GUIDES 





SELF-TABBED 
BLANK GUIDES 


BLACK METAL TABBED 
PRESSBOARD GUIDES 


ANGULAR 
BLACK METAL TABBED 
PRESSBOARD GUIDES 


BLANK ‘PRESSBOARD 
METAL TABBED GUIDES 





ANGULAR 
BLACK METAL 
TABBED GUIDES 
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ESBOOK Co. 


+48 WEST 24th STREET * NEW YORK 11,N_.Y 


Telephone CHelsea 3-1276 
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CARBON FORMS” 


REPEAT PROHIT Gor Low 


Your customer saves time and stops 
errors - - - you profit, not once, but 
on the repeat orders as well. 

Hano Lithographed Forms are printed, 
billed and shipped in your name. If 
you are located outside of New York 
City or New England, write today for 
complete details of our 
dealer offer. 

Free Design and Quota- 
tion Service is yours for 
the asking. 





PHILIP HANO COMPANY 


INCORPORATED 


HOLVOKE ,MASS. 
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NEW ENGLAND TRAVELERS CLUB NOTES 

Samuel Churnick, 62, owner with his son, Lewis, and 
his son-in-law, Ben Richman, of the Moody Stationery 
Company in Waltham, Mass., died at his home recently 
after an illness of several months’ duration. Surviving 
are the widow, Annie; daughter, Rose; and sons, Wil- 
liam, Edward S. and Lewis. 

* * * 

Stanley McGarr has returned to John F. Malloy 
Company, Meriden, Conn., after three years in the 
service. Another returnee is Phil Harrison who will 
manage A. Harrison and Son store at Manchester, 


Conn., where he has purchased a home. 
* ok * 


N. H. Foster’s store at Beverly, Mass., under new 
ownership and management, is now known as Merrill’s 


Stationers. 
+ a + 


The Industrial Stationery Company moved to new 


quarters at 261 Franklin St., Boston, Mass., on June 1. 
~ * + 


John P. Grote has taken over the Connecticut Office 
Supply Company, operating it under the same name. 


| The World War II veteran is located at 859 E. Main 
| St., Bridgeport, Conn. 


* * * 


Michael Russo, for many years in charge of whole- 


| sale accounts of Thorp & Martin, at Boston, Mass., 
| is now representative for C. E. Sheppard Company, 
loose leaf manufacturers of Long Island City, N. Y. 


* * * 


The Frank H. Fargo Company, Bridgeport, Conn., 


' lost one of its old faithful employees by the death of 





74-year-old George A. Meserve. 
* * * 


Bob Irving, on the sales force of F. S. Webster for 
many years previous to entering the Army, is now 


| representing Industrial Tape Corporation in Connecti- 
| cut, western Massachusetts, and Rhode Island. 


* * * 


William McQuillen, brother of Frank McQuillen, 


| Boorum & Pease Company, is taking on northeast ter- 


| ritory for Bainbridge, Kimpton & Haupt, Inc., under 


| supervision of Mel Wheeler. 
* * * 


(These items are taken from the New England 


| Travelers Club bulletin edited by John Nackley, 63 
Franklin St., Boston, Mass.) 








| REFRESHER SCHOOL—Six members of sales department of 
The McBee Company, Athens, Ohio, attend refresher course 
| after return from military service. Shown at the McBee 
technical training school, held at Athens, are (left to right): 
Paul Hall, Washington, D. C.; Terry Phelphs, manager, Grand 
| Rapids, Mich.; Bayard T. Kiliana, Pittsburgh, Pa; H. C. 
Davis, general sales manager from headquarters at New 
York, N. Y.; A. R. Duros, Chicago; Roy Lindberg, New York. 
N. Y.; and St, Clair Bromfield, Jr., manager at Albany, N. Y. 
rr ooo 


K. F. BOYD APPOINTED AS SALES AGENT 

K. F. Boyd has been named sales agent in Columbus, 
Ohio, for Multigraph, to succeed E. L. Phillips, who 

| is on leave of absence, announced W. H. Wilson, Multi- 
graph sales manager of Addressograph-Multigraph 
Corporation, Cleveland. Mr. Boyd, a former sales train- 
ing instructor in the Multigraph methods department 
in Cleveland headquarters, has assumed his new duties. 


—AK. 
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AMERICA DISCOVERS 





~? or several decades we have provided business 
firms of distinction with what we and they firmly 
believe to be the finest 5c writing pencil in America. 


‘Happy to serve this selected and selective clientele, 
we made no effort to procure a mass market for 


COLUMBUS. 


Columbus 


But during the past year or two it seems that all America 
has discovered COLUMBUS. People like the rich, 
plush-smooth COLUMBUS graphite, the nice heft of the 
hexagon rounded corners that fit so comfortably in your 
fingers .. the real rubber eraser tip, the five choice 
degrees of lead ranging from very soft to medium soft. 
medium, medium hard and hard. 


The result has been a tidal wave of orders. This is to thank old Dealer friends and wel- 


come new ones. Your unerring sense of values has produced a merchandising miracle, 
inspiring many in the trade to say that Columbus 1492 is the NEW LEADER in the 5c 


pencil field. 


~/ 


Columbus J 
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MAXIMUM FIRE PROTECTION... 
MINIMUM FLOOR SPACE... 
STORAGE CAPACITY... 
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2 3 HAMILTON, OHIO 
a BRANCH OFFICES 

In New York, Chicago, Boston, Washington, 

Manufacturers of Bank Vault Equipment - Bank Counters - Tellers’ Buses and St. yt Aietbe, Monten, Philadelphia, 
Lockers - Safe Deposit Boxes - Night Depositories - Bank and Office Safes Los Angeles, Detroit, Pittsburgh K 
BUILDERS OF THE UNITED STATES SILVER STORAGE VAULTS AT WEST POINT OTHER AGENCIES ALL OVER THE WORLD g: 
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EBERHARD FABER 


Eberhard Faber, chairman of the board of the Eber- | . 
hard Faber Pencil Company, 37 Greenpoint Ave., | | 


CASTERS ON OFFICE CHAIRS 


Brooklyn, N. Y., since he retired as president last year, 


died May 16 in his home at 820 Fifth Ave., Manhattan, | 


after a long illness. His age was 87. 


Mr. Faber, the second to bear the familiar name, | 
was born in New York on March 14, 1859, a son of | 


Eberhard Faber, whose name was given to the com- 
pany. The father, born in 1822 near Nuremberg, Ger- 


THE LATE EBERHARD FABER 





many, was a great-grandson of Casper Faber, who 
established a pencil factory in Germany in 1761. The 
elder Mr. Faber came to this country in 1849 and 
established one of the earliest pencil factories here. 

The son attended the Hawkins School in Richmond 
County, entered Columbia University School of Mines 
when he was 15 years old, and completed his education 
in Europe. In 1879, Eberhard Faber, Sr., died and his 
son, then 20, took over active control of the business, 
to be assisted a few years later by his brother, Lothar 
W. Faber. The latter devoted himself entirely to the 
manufacture of the product and the former exclusively 
to the selling of it. With business flourishing, Eber- 
hard Faber turned his attention to extension plans. 
In this connection it is claimed that he was first to 
establish a nickel-plating plant in America for the 
purpose of nickel-plating metal pencil point protectors 
and other pencil parts, the first to produce a high 
grade, rubber-tipped lead pencil in five degrees, and 


the first to introduce the technique of painting with | 


pencils. The Eberhard Faber Rubber Company of 
Newark, N. J., manufacturers of erasers, rubber bands 
and other stationery items, was founded by Mr. 
Faber in 1896. 

In his youth, Mr. Faber was an athlete. He had been 
president of the Staten Island Boat Club, a charter 
and honorary life member of the Richmond Country 
Club and a senior member of the New York Athletic 
Club. He also held membership in the Metropolitan 
Club of New York, was president of the American 
Whist Club and past president of the Tin Whistles 
Club of Pinehurst, N. C. He was founder and chairman 
of the board of the Stationers Golf Association of New 
York and a life member of the Stationers Square Club. 

Mr. Faber was a director of the Northern Insurance 
Company and honorary chairman of the United States 
Trade-Mark Association. 

Funeral services were held at St. James Episcopal 
Church, New York City, on May 18. 


Surviving is the widow, Mrs. Roberta Helm Faber. | 


bt th 
FRANK H. HOLLOW 


Frank H. Hollow, 43, prominent young Wichita, | | 


Kans., businessman and president of Western Litho- 
graph Company and the Bridgeport Oil Company, 
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GaSe 


You and your customers build sales on a safe foun- 
dation when Bassick ‘‘Diamond-Arrow’’ office 
chair casters are specified for wood and metal chairs 
because their famous two-level ball bearings con- 
struction and “‘Baco’’ soft rubber tread or ‘‘Atlas- 
ite’’ solid tread composition wheels have made 
‘‘Diamond-Arrow’ ’ the largest-selling quality office 
chair casters in the world. 

Bassick — world’s largest manufacturer of 
casters — also makes the complete line of rubber 
cushion slides, desk cups and No-Mar furniture 
rests ... the proper floor-protection products for 
all your customers’ office furniture and equipment. 

This new booklet on floor-protection contains 
valuable sales information on casters, slides, cups, 
furniture rests, etc. Write for Catalog No. 136 to 
THE BASSICK COMPANY, Bridgeport 2, Conn. 
Division of Stewart-Warner Corporation. Canadian 
Division: Stewart-Warner-Alemite Corporation, 
Belleville, Ont. 






































CHAIR COMPANY 


1205 CHARLOTTE STREET * KANSAS CITY 6, MQ) 
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Inc., of Wichita, died unexpectedly of a heart attack 
at his home May 10. 

A native of Cuba, Mo., Mr. Hollow came to Wichita 
16 years ago. He was active in the oil business in a 
number of states before becoming an independent 
operator in 1929. Mr. Hollow purchased a controlling 
interest in the Western Lithograph Company in 1944 
and became president of that organization. 

Surviving are the parents, Mr. and Mrs. James E. 
Hollow, of Cuba, Mo:; his widow, Mrs. Merie Hollow; 
sons, Joseph H. and Francis E.; a daughter, Merie 
Sue, all at home; brothers, James H. of Rolla, Mo., 
Edward J. of St. Clair, Mo.; and W. B. of Wichita; 
and a sister, Mrs. Frank Leach of Wichita. 

+ - f 
EDWARD H. POPE 

Edward H. Pope, 54, well-known to the stationery 
trade of Seattle, Wash., and secretary-treasurer of the 
Blake, Moffitt & Towne Paper Company, died suddenly 
last month. He was a member of the National Credit 
Men’s Association. His home was at Beaux Arts Village. 

Born in Toledo, Ohio, the decedent came to Seattle 
before World War I, after attending Ohio Wesleyan 
at Delaware, Ohio. 

Surviving besides the widow, Kathryn, are sons 
Herbert of Anchorage, Alaska, and Ensign Gordon C. 
Pope, en route to the United States from Japan at 
the time of his father’s death; and sisters, Mrs. Ruth 
Blake of Olympia, Wash., and Mrs. John W. Lewis of 
Seattle, Wash.—CML. 


b>} 
AUGUST HENRY KROHNE 


August Henry Krohne, 54, western district manager 
for the American Lead Pencil Company, died May 14 
at his home, 7236 Terrace St., Kansas City, Mo. 

Mr. Krohne returned from New York City two weeks 
before his death, having been honored at a dinner 
for serving 30 years with the pencil company. He 
was a first lieutenant in World War I and was a mem- 
ber of the American Legion and the Theodore Roose- 
velt Masonic Lodge of Chicago. 

Surviving are the widow, Cora C., a daughter, and 
two sisters. Funeral services were held at the Stine & 
McClure chapel, and burial was in Forest Hill ceme- 
tery —GMH. 

+; + + 


THOMAS STOTT 


Thomas Stott, 60, manager of Barber-Ellis Calgary, 
Ltd., died recently in a hospital at Calgary, Alta., Can- 
ada. He was born in Liverpool, England, coming to 


| Vancouver in 1908. He was later associated with Bar- 
| ber-Ellis of that city for a long period. Transferring to 
| Calgary in 1928 as manager of the Calgary branch of 


the company, he had lived in that city since. 

The deceased was an associate member of the Glen- 
coe Club, where he was a prominent lawn bowler. He 
also belonged to the Calgary Rotary Club and was 
president of the Calgary branch ofthe Society for the 
Prevention of Cruelty to Animals.—SJL. 


+ -- - 
BERTRAM FAIBISH 
Bertram Faibish, president of both the Provincial 
Envelope Company and the National Printing Com- 
pany, Toronto, Canada, died suddenly at his Toronto 
home recently. A native of Rumania, he moved to 
Toronto over 20 years ago and founded the two firms 
which he headed.—SJL. 
*-  - 
ARCHIBALD A. FORREST 
Archibald A. Forrest, 70, former first vice-president 
of the Remington Typewriter Company, Inc., died May 
7 at his home at 85 Old Post Rd., Rye, N. Y. He had 
retired from active participation in the company in 


1929. 
The decedent was a member of the board of trustees 
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Here's an executive desk and conference table combined .. . 


designed especially for,the busy man who has to get things done. 
It brings the conference so the man who called it. A nine inch 
and proportionate over-hang on the three confering sides pro- 
vides working comfort for all at the conference. A receding base 
affords full foot freedom. Unlike most conference “tables” this 
“desk” is completely equipped with drawers including a special 
one for filing, saves a busy executive time and increases effici- 
ency. Built in various sizes to accommodate groups from five 


to nine. 


Jhe Leopold “Executive Conference” 
A DESK DESIGNED TO GET THINGS DONE 





WE HELD A CONFERENCE, TOO 


There Has Been A Great Deal of Talk Recently in the Office Furniture 
Industry "About Production Line Methods in Woodwork." Our own 





designers and craftsmen are planning new designs and more efficient 
production methods. But here at Leopold, we will always continue fine 
hand work and craftsmanship wherever it is needed to give our furniture 
more beauty and greater utility. For us quality sets the pace and 


efficiency helps maintain it. 








THE : 
LEOPOLD 
COMPANY Burlington, Iowa ------ 
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Tidy the ARISTOCR AQ 
of Stencil Duplicators 
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@ Steel Welded Frame throughout (no @ Fool Proof Automatic Roller Release I 
castings ) @ Accurate Registration C 

@ Modern smart Lines, Durable Crackle @ Takes any Standard Stencil a 
Finish @ Attached Receiving Tray (Removable) 

@ Exposed Steel Parts Bright Nickel Finish @ Complete Back Stop With Paper Weight 

@ Any size paper from Post Card to Legal @ Take on Plate (Protects Stencils) 

@ Simple Mechanism all precision Built @ Bearings On Impression Roll L 
Parts K 
Identical Construction on all Three Models Shown Here Price Range is Difference in Drum : 

Construction Only d 
J 
G 
MODEL 100 MODEL 200 MODEL 300 aq 

Closed Drum Fully Automa- Semi Automatic Inking. Open Cylinder, 
tic Inking—Internal Brush Open Cylinder with Internal Hand Inked with di 
Controlled externally for Ink Brush. Trenched Sides Brush. With Au- o! 
long runs at high speed. With to Prevent Leaking Ink. tomatic Release. fc 
Automatic Roller Release. With Automatic Roller Re- “ 
lease. i 
$77.50 23c.90 ‘ 

| $67.50 . 
Plus Tax Plus Tax Plus Tax 

th 

Counters that count only the Printed Sheets for any above Model $7.50. Can be attached at the Fac- t 

tory or attached later. a 

ot! 

Complete Supply Kits Enough for the First 24 Jobs (paper excepted) Stencils, Ink, Correction Fluid, 31 

Stylus, Writing Plate, (Sig. Size) Drum Covers, Extra Ink Pad, Etc. Price $7. 50. 

Liberal Dealers Discount—Write or Wire : 

ar 

Ri 

AR COMPANY | .: 
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2448 LARPENTEUR AVE., WEST ST. PAUL 8, MINNESOTA Av 
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of the village of Rye, the Union League Club and 
the Clove Valley Rod and Gun Club. He is survived by 
his widow, the former Helen Benedict, daughter of 
the late Henry Harper Benedict, one of the founders 
of the Remington Typewriter Company, Inc. 


t Ff + 


JOHN T. CHIDSEY 

John T. Chidsey of Bristol, Conn., an official of two 
Hartford industrial concerns, died May 21 in his winter 
home in Saratosa, Fla. Mr. Chidsey, who had been in 
ill health for several months, was chairman of the 
board of Veeder-Root, Inc., manufacturers of counting 
machines and similar devices, and of the Holo-Krome 
Screw Corporation. 


tt + 


MONTE WITTELSHOFER 
Death came suddenly on June 3 for Monte Wittels- 
hofer, general manager of the stationery department 
of Beecher, Peck & Lewis, Detroit, Mich. 


tf bf | 


CHARLES S. BITTNER 

Charles S. Bittner, 61, for 39 years associated with 
G. D. Kirtland Company, Syracuse, N. Y., died May 10 
at his home after a year’s illness. A lifelong resident 
of Syracuse, Mr. Bittner served as a salesman and 
buyer for the Kirtland Company. 

Surviving are the widow, Mrs. Clara Richter Bittner; 
eight daughters, Mrs. Frank Tarnacki, Mrs. Albert 
Disque, Mrs. James Miller, Mrs. Frank Klotz, Mrs. 
Arthur Styring and the Misses Mary, Bernice and Lucy 
Bittner; two sisters, Mrs. Anna Neuhirl and Mrs. 
Charles Nagle; two grandchildren and several nieces 
and nephews. 


eb 


CHARLES H. CURTIS 

Charles H. Curtis, 71, retired president of H. C. 
Liepsner & Company, rubber stamp manufacturers at 
Kansas City, Mo., died May 31 at the Northeast Osteo- 
pathic Hospital. He had been ill since his retirement 
in January, 1945, and was taken to the hospital a few 
days before his death. Funeral services were held 
June 3 at the Assumption church in Kansas City.— 
GMH. 


G. T. OLSON RESUMES ROBBINSDALE BUSINESS 

G. T. “Ted” Olson of Olson Office Supply, Robbins- 
dale, Minn., has resumed operations where he left 
off to go into war work. Mr. Olson served as a salesman 
for several years before establishing his own business. 
Merchandise carried will include a full line of sta- 
tionery, new and used furniture, portable typewriters, 
used standard typewriters, and R. C. Allen accounting 
machines. 

SE ci a 


ROY R. FELDMAN TO OPERATE OWN BUSINESS 

Roy R. Feldman, for many years associated with 
the Feldco Loose Leaf Corporation, Chicago, has re- 
signed from that company to continue business in 
his own name. Mr. Feldman expects to announce soon 
a line of zipper and ring binders, together with several 
other new items. The address is Roy R. Feldman, 
316 S. Clark St., Chicago 4, IIl. 


ale — > —_ 


MARCHANT APPOINTS RICHARD K. CURTIS 

The Marchant Calculating Machine Company, Oak- 
land, Calif., recently announced the appointment of 
Richard K. Curtis as agency manager at Detroit, Mich. 

Mr. Curtis recently resumed his business activities 
after serving four years in the Army Air Forces. His 
offices are located at 811 Fox Building, 2211 Woodward 
Ave. 
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REPUBLIC 


HYGRADE 
e MODEL 50. 


Line Daters and Numberers, Die Plate 
Daters, Self-Inking Stamps, Time Stamps, 
Stamp Pads and Inks, Notary Seals, Stamp 
Racks, Stencils, Rubber Type Sets, Sign 
Markers, Brass and Fibre Checks, Corru- 
gated Box Dies, Badges, etc. 


PLACE YOUR NAME ON OUR MAILING 
LIST FOR LATEST CATALOGUES. 


CONSOLIDATED STAMP Mra. Co., Ine. 


MAIN OFFICE AND EXPORT DEPT. 
15 DEY STREET, NEW YORK 7, N. Y. 
FACTORIES IN 
SPRING VALLEY, N. Y.e NORWOOD, N. J. » BRISTOL, CONN. 
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FOUNT-0O-INK 


Pe ee eee | 





THEY SELL 
THEY PLEASE 


THEY REPEAT 





Fount-O-Ink is a full 
line. They are suited to 
every writing need and 
every human prefer- 





ence. They open doors 
to new business and 
build volume through 





customer satisfaction. 


GREGORY FOUNT-0-INK CO. 


3501-11 EAGLE ROCK BOULEVARD 


LOS ANGELES 41, CALIFORNIA 
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PATENTS AVAILABLE FOR LICENSING OR SALE 


From the official gazette of the United States Patent 
Office, Department of Commerce, Vol. 585, No. 5, issued 
April 30, OrricE APPLIANCES lists the following patents 
available for licensing or sale: 


Pat. 1,978,068. Typewriter Attachment. Patented Oct. 23, 1934, 
Attachment is placed in position and typewriter used in normal 
way until it is desired to print special characters, such as Greek 
letters and mathematical symbols for writing formulae and equa- 
tions A T-shaped member comprising a short crossbar and key 
with the desired character is selected from a group and inserted 
into top of attachment with the key portion suspended so that 
when any key (except the underscore) of the typewriter is depressed 
such character is printed on the paper, and the key removed, 
(Owner) Willibald Weniger. Address correspondence to Virgil E. 
Woodcock, 2628 Fidelity-Philadelphia Trust Bldg., Philadelphia 9, 
Pa. Group 35—72 Reg. No. 2,647. 

Pat. 2,193,061 Communication System. Patented Mar. 12, 1940 
Interoffice communication system has a plurality of master stations 
in which the calling party needs only have power turned on at his 
station. Calling party can control both the sending of his call and 
the receiving of the reply (Owner) Robert F. Davis, c/o Stevens, 
Davis & Miller, Munsey Bldg., Washington 4, D. C. Groups 35—79; 
36—62. Reg. No. 2,649 

Vol. 586, No. 1, issued May 7, lists this patent avail- 
able for licensing or sale: 


Pat. 2,212,069 Bookkeeping Machine. Patented Aug. 20, 1940 
Provides a lightweight, compact device for simultaneously making 
lebit and credit entries Top of device forms a writing bed, the 
underside forms a housing in which two rollers are centrally posi- 
tioned upon which a continuous sheet of carbon paper is wound, 
T'wo ledgers or pages upon which entries are to be made are placed 
on each side of the bed, overlapping in the center with the carbon 
paper therebetween. Either sheet may overlap the other. Means are 
provided for proper alignment of the sheets, even though the 
number of entries on each sheet differs. (Owner) Young Hutchinson, 
2402 Roswell Ave., Long Beach 4, Calif. Group 35—79 Reg. No. 
2,700. 


Vol. 586, No. 2, issued May 14, lists these patents 
available for licensing or sale: 


Pat. 2,340,421 Display Card Holder. Patented Feb. 1, 1944. 
Small, attractive holder readily molded from transparent plastic 
material and containing a magnifying front lens is so constructed 
that when placed on a flat surface, such as in store windows or 
on office desks, a price, name, or similar card will be displayed at 


such an angle that the inscription is readily discernible whether 


viewed from directly in front or at an angle. Cards may be easily 
inserted or removed and are effectively shielded from dust, (Owner) 
Miriam Alice Obrist, 85—53 150th St., Jamaica, Long Island, N. Y 
Groups 39—93; 40 Reg. No. 2,761. 


Pat. 2,354,484 Fountain Pen. Patented July 25, 1944. Fountain 


pen dispenses with use of pen point. Barrel has a conically reduced 
end in which an engraved ball is seated by a frusto-conical cap. 
A slidable spring element having broad end, and carrying packing 
element, is adapted to snap over ball and seal lower end of cap 
when pen is not in use. Ink is held under compression in barrel 
so that ball is fully supplied with ink. (Owners) John Simpson and 
Mary MacMillan Address correspondence to John Simpson, 4753 
North Dover St., Chicago 40, Ill. Group 39—51. Reg. No. 2,771. 

Vol. 586, No. 3, issued May 21, lists these patents 
available for licensing or sale: 

Pat. 2,064,691. Key Holder. Patented Dec. 15, 1936. Small metal 
T-shaped member is secured in inverted position to door near 
keyhole. Key is inserted through slot in device and into keyhole. 
When key is turned in lock, device exerts outward spring pressure 
against key, thus preventing removal of key from outside of door 
or accidental dislodgement. (Owner) Frank Schmitz, 200 Clover St., 
Roselle, N. J. Groups 33—59; 39—99; 40. Reg. No. 2,779. 

Pat. 2,370,250. Mechanical Pencil. Patented Feb. 27, 1945. Lead 
is shifted to writing position by alternately pressing and releasing 
cap. Lead is slidable within bore of pencil and frictionally held a 
short distance from point. Movement of lead is controlled by 
constriction of collet caused by spring and compressing rings so 
that the lead is gripped and shifted upon actuation of the cap. 
Extra leads carried in barrel are automatically fed as needed. 
(Owner) Joseph F. Kupezyk, 5423 Cullom Avenue, Chicago 41, IIL 


Group 39-——51 Reg. No. 2,789. 


ek 


JAMES J. MORRIS REJOINS YALE & TOWNE 

James J. Morris of Stamford, Conn., has returned 
from three years’ service in the Army Air Forces, to 
rejoin the Stamford division of the Yale & Towne 
Manufacturing Company, which has assigned him as 
its lock and hardware specialties representative, with 
territory including New York, Long Island, New Jersey, 
and the western part of Connecticut. The announce- 
ment was made by Mark A. Miller, assistant general 
manager. 

ce 


ELECT HEAD UNIVERSAL CASH REGISTER 


Robert De Meulenaere was recently elected president 
and a director of the new Universal Cash Register 
Corporation, it was announced by Charles Wohlstetter, 
president of the Atlas Aircraft Products Corporation, 
Long Island City, N. Y. Atlas has obtained United 
States and Canadian patents, and manufacturing 
rights, for a new cash register embodying some design 
and construction principles of the De Meulenaere 
products of Belgium. Other directors elected were 
Marcel De Meulenaere, Jack Marqusee and Mr. Wohl- 
stetter. 
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DEALER BULLETIN 





PUBLISHED BY 
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Fast Selling Art Material Items 


Now You Can Offer 


Always in Demand 
CELLOPHANE IN ROLLS 


CHARCOAL 
SKETCHING PADS 


White charcoal paper, 24 sheets to the pad. 
Good surface for charcoal, crayon, pastels, 
pencil, etc. 















Size Cost 

9x 12 $2.40 per dozen 

10 x 14 3.00 per dozen 

12 x ne eo ead — The Eastman-Kodak Kodapak No. 88 transparent cellulose 

18 x 24 — oo acetate, clear, colorless and non-brittle. Will not shrink or 

wrinkle and does not deteriorate with age. Each roll individually 
Rok A oe packed in a box with handy metal cutting edge. 
ac gain. Rolls: 20” x 100 feet $2.00 per roll 

PERMACEL 


MASKING TAPE 


in fast selling 25c rolls 


1” x 10 yd. rolls individuaily boxed, 
packed one dozen rolls in an attractive 
self-selling counter display carton. 


Popular Art Instruction Books 
Sell fast at $1.00 per copy 


Titles listed below are our best selling books 
on art. Big, colorful, profusely illustrated 
they’ll sell on sight. Order an assortment 
today. 

1 Display Carton, 12 Rolls 1” x 10 yds. 


Order by Numb 
(Singles Roll 25c) SELLS FOR $3.00 Bbesie Bits. ee 





1A—Essentials of Oil Painting 
2A—Technique of Water Color Painting 
3A—Essentials of Charcoal 9A—Simplified Landscape 


Opaque Projector Drawing Painting 
Model OA 4A—Simplified Ink, Brush & §10A—Drawing for Children 
For artists, signwriters, clubs, Pen Drawing 11A—Arts & Crafts for Chil- 
lecturers, etc. Projects any 5A—Simplified Pencil Draw- dren . 
opaque objects, pictures, draw- ing 12A—Art of Drawing 
ings, coins, charts in their actual 6A—Art Anatomy Women ; 
colors. 7A—Essentials of Pastel 13A—Fashion Illustration 


Price $39.50 each eiicnm oe a . 14A—Art of Cartooning 
(Excise tax on projection o rawing Por- 


bulb 20c) — 








Low Priced! 
ARTISTS’ PALETTE KNIVES 


YY Wy y; ~ ae. Kw iy 





Regular Shape Trowel Shape 
Black handled flexible steel painting knives of good quality. 
No. 1385—Trowel shape No. 1386—Straight Palette 

Palette Knife Knife 


3” blade $6.00 dozen 1386A— 3” blade $3.60 doz. 
1386B—3'.” blade 5.40 doz. 





DEALERS! 
Write today for 
Wholesale Discounts 


Write for Free Catalog 
and ask to be put on our list to receive 
our wholesale monthly bulletin. 
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Each set is double assured against imperfections by the ACCOMPANYING 
Guarantee Certificate. 


“DOUBLE DECKER” Fountain Pen—Mechanical Pencil Desk Set. 5” x 7” 
Memo takes 4” x 6” refills. Immediate Delivery. In Walnut and assorted 


colors. (No. 465) $3.95 each, list. : 
Write for your Catalog TODAY! 
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385-387 Broadway, New York 15, N. Y. 
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FIFTH DISTRICT MEETING IN CLEVELAND 
(Continued from page 74) 
stores visited, arranged for smooth, efficient operation. 
He dwelt on the necessity of training salesmen to be 
office efficiency experts. 

Following the president came the new general man- 
ager, Paul E. Burbank. Mr. Burbank offered his 
congratulations to the governor and members of the 
district for the wonderful attendance. “We grew up 
in business as individualists,” he stated, “and found 
that by sharing we strengthened industry and stimu- 
lated thinking. Interchange of ideas, co-operation and 
participation in trade events make industry strong and 
therefore make the individual strong.” 

The next three addresses were, “Stationers’ In- 


creased Cost of Operation,” by W. B. Gregory II, Greg- | 
ory & Sons, Detroit; “Cost of Specialty Selling,” by | 
Harold Hampton, Indianapolis Office Supply Company, | 


past-president of NSA, and “Need for Larger Dealer 
Discounts,” by Earl Kochheiser, The Charles Ritter 
Company, Mansfield, Ohio. One of the speakers stated 
facetiously that all three had the same topic under 
different names. 

Mr. Gregory showed that salaries are the highest in 


25 years in relation to sales. He told of rent increases | 
up to 199 per cent in two years. The miscellaneous | 
item on the dealer’s cost of doing business, he indi- | 


cated, must be watched lest it get out of hand and 
become too large to allow a profit. 

Mr. Hampton spoke particularly about goods sold 
by outside men, stating that specialty selling is the 
only way to add new customers. Yet, specialty sales- 
men are expensive, with higher salaries, call-backs 
and service. Manufacturers interested in NSA, he as- 
serted, know the dealer furnishes the lowest cost 
method of distribution. Dealers need both specialty 
and shelf merchandise to make money. 

Mr. Kochheiser reminded dealers that the industry 
is being given net prices and recommended resale 
prices in which there is no leeway for a discount to 
retail customers. Dealers, he averred, have not fought 
for their own rights. Too many give discounts because 
they do not recognize the cost of doing business. The 
cost is going up. What policies, he asked, will we 
have when the present prosperity wave is over? The 
speaker congratulated manufacturers who have tried 
to set up discounts, adding that if a dealer would 
adhere to suggested prices he would make a suitable 
profit. Now is the time to make a few progressive 
changes. In NSA we have the finest atmosphere in 


which to do that, with dealer, manufacturer and | 


traveler co-operating. 
Travelers and Dealers Meet Separately 


In the afternoon the travelers met in a separate 
session while the dealers were convening in the ball- 
room under the chairmanship of Earl Kochheiser. 


The first subject in the dealer meeting was, “On- | 


the-Job Training Under the G.I. Bill. Do We Qualify?,” 
discussed by Orin Schmitz, Veterans’ Employment 
representative for Ohio. Mr. Schmitz’ comments pro- 
vided an excellent outline of the training program. 
His answer to queries that came from dealers follow- 
ing his address were illuminating. 


R. P. Lewis, The R. P. Lewis Company, Flint, Mich., | 


talked about “Advertising and Merchandising.” Mr. 
Lewis dealt primarily with the advertising phase of 
his subject, recommending among other things that 
more of the advertising budget be used to get good 
art work, layout and copy, even if that resulted in 
reducing the amount of space used. 

The difficult subject of “Standardization of Lines” 
was ably handled by Henry Ten Hoor, Office Supplies, 
Inc., Muskegon, Mich. He pointed out that the first 
Step, simplification of manufacturers’ lines, had al- 
ready been taken because of the restrictions imposed 
by war. The next step is for dealers and producers 
to avoid being stampeded into bringing out more 


OFFICE APPLIANCES, June, 1946 





se 






ADDING MACHINE 
Retails for Only $1995 ne 


ADDS TO YOUR PROFITS! 


Stories of sales really approaching the sensa- 

tional are coming to us daily from all over the 
country. BACKED UP BY A HARD-HIT- — 
TING NATIONAL ADVERTISING CAM- — - 
PAIGN IN Saturday Evening Post, American = 
Weekly, This Week, Western Newspaper — 
Union (2477 newspapers) ... many Specialized 
National Magazines... REACHING OVER 
60 MILLION READERS! Cash in! ON THE 
MARKET 30 YEARS, with 151,000 happy 
users, the Lightning is now selling 10 times 
faster than ever before. Modern, streamlined. 
businesslike in looks, really portable. 14 x 414 
inches on handsome base for desk use 
removed, can be carried in brief case 
teed full year and you do not have 
For PROFITS — order Air Mail, - — 
THE LIGHTNING ADDING MA 
543 SO. SPRING ST., DEPT. 471, LOS ANGELES 13, 
Also distributed by Shipman. Mfg. 
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CONVERTO-BINDER 


ZIPPER PORTFOLIO ZIPPER RING BINDERS 


THE ONLY ZIPPER CASE IN THE WORLD 






WITH THE /atented REMOVABLE RING METAL 


Actually TWO Portfolios in ONE! 








— Shows 

| CONVERTO-BINDER 
with ring metal IN 
place. It is now a Zip- 
| per Loose Leaf Note 











Book. 
































Shows how easy it is 
to REMOVE ring metal. 





Shows 
CONVERTO-BIN DER 
with ring metal OUT. 
It is now a Portfolio. 
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CONVERTO-BINDERS enjoy Nationa! 


preference because of their 
UTILITY » BEAUTY - DURABILITY 


Write for Descriptive Circular and Prices 


REUBEN CO. 


ay\e @ 10), am :) ao Pee | Cle. ae | 6 
Manufacturers Since 1920 
OF QUALITY LEATHER-ZIPPER-RING BINDERS & PORTFOLIOS 
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models and sizes just to satisfy a small, specialized 
demand. 

The annual banquet Friday evening featured good 
food, good music and good entertainment. Less Crowl, 
Blade Printing & Paper Company, Toledo, functioned 
as toastmaster. He introduced the notables at the 
head table, including President Bob Latsch, General 
Manager Paul Burbank and Assistant Manager Rose 
Cushman. The floor show that followed was a credit 
to the entertainment committee, headed by Elmer J. 
Kral, The Buckeye Office Supply Company, Cleveland. 

Sometime after eight o’clock Saturday morning, sta- 
tioners of Indiana, Michigan and Ohio met in state 
groups at breakfast. Those meetings were adjourned 
in time for the dealers to gather in the ballroom for 
a round-table discussion under the chairmanship of 
Harold Hampton, Indianapolis Office Supply Company. 
With a fine skill Mr. Hampton directed a session that 
was alive with comments on the following subjects: 

“Wage and Hour Law as it Applies to Stationers,” 
“Training Personnel—(Inside and Outside),” and 
“Standardization of Lines Carried by Various Dealers.” 

Before adjournment for lunch, Merritt Ober, Sta- 
tioners, Inc., Indianapolis. Ind., wes nominated gov- 
ernor of the district for 1946-1947. 

At the combined dealer-traveler session in the after- 
noon, George C. Hoit, W. A. Sheaffer Pen Company, 
vice-chairman Manufacturers Division, NSA, spoke 
on “The Danger of Buying New Merchandise.” Ed 
Conlon, Rockwell-Earnes Company, followed with a 
discussion of “The Stationers Paper Problem for 1946.” 

The remainder of the afternoon was devoted to a 
round-table discussion with Less Crowl, Blade Printing 
& Paper Company, Toledo, Ohio, acting as moderator. 
The manufacturers’ panel was composed of George 
Holt, W. A. Sheaffer Pen Company; Ed Conlon, Rock- 
well-Barnes Company; Ed Manning, Stein Bros. Manu- 
facturing Company; Horace Van Dorn, Joseph Dixon 
Crucible Company, and John Gilbert, OFFICE APPLI- 
ANCES. In the dealers’ panel were Earl Kochheiser, 
Charles Ritter Company, Mansfield, Ohio; Harold 
Hampton, Indianapolis Office Supply Company, In- 
dianapolis, Ind.; Ray Lewis, R. P. Lewis Company, 
Flint, Mich.; Ken Boyer, Newell B. Newton Company, 
Toledo, Ohio; Miles Fox, Miles Fox Company, Detroit, 
Mich.; Gayle Denny, Transylvania Printing Company, 
Lexington, Ky. 

The convention was adjourned at four o’clock, just 
as word came over the radio that the railroad strike 
had been postponed for five days. The news was a 
great relief to delegates who had traveled by train to 


great relief to delegates who had traveled by train. 
a 


BURBANK GREETS CONNECTICUT STATIONERS 

The regular monthly meeting of the Connecticut 
Valley Stationers Association was held on Wednesday 
evening, May 22, at the Seven Gables Townhouse, New 
Haven, Conn., with an attendance of 45 members and 
guests. 

President Charles C. Conklin, Conklin Office Supply 
Company, Springfield, Mass., announced that the regu- 
lar program would be a short one so as to provide 
time for two speakers instead of one. The surprise 
guest of the evening was none other than Paul E. 
Burbank, new general manager of NSA, who was able 
to arrange his schedule so as to attend the meeting. 

Garry Dell, Burt & Dell, Hartford, Conn., announced 
that the annual outing would be held on June 27 at 
the Springfield Country Club, Springfield, Mass. He 
urged all golfers to come prepared to compete for the 
numerous prizes to be awarded. 

Treasurer Gilbert F. Mulford, Kilborn Bros., New 
Haven, Conn., read a letter sent from the lawyers 
handling the estate of Charles P. Garvin, bequeathing 
the sum of $100.00 to the Connecticut Valley Stationers 
Association. A motion was made by John F. Molloy, 
J. F. Molloy Company, Meridan, Conn., that suitable 
mention of appreciation be incorporated in the min- 
utes of the meeting, and that an appropriate letter 
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FACT No. 2 FOR GREATER FILING EFFICIENCY 


PERFORMANCE 





At Browne-Morse Research Laboratory, a test was 
devised to learn just exactly how much our famous 
File would “take” without “falling down on the job.” 
Therefore, one of the regular stock Files was chosen 
at random and a 66-lb. load placed in one drawer. 
Then the file was placed on the “Testing-Machine” 
and set into action. 


DRAWER OPENED AND CLOSED 50,000 TIMES 


During average office use, a drawer is opened and 
closed approximately 10 times per day. Therefore, 
test was equal to 5,000 work days or over 19 years 
of continuous service. Because the drawer still oper- 
ated smoothly, the test is being continued. 


The major reasons why Browne-Morse Files operate 
so effectively (not only in tests with one file .. . but 
every file we build for you) are design and quality 
materials. Drawers slide smoothly on newly de- 
signed channels and extension slides equipped with 
eight heavy-duty, extra-wide rollers and two Float- 
ing Rollers, which provide greater bearing surface. 


This eliminates possibility of scored channels. The 
technically perfect combination of rollers insures 
smooth drawer action . . . free from binding. Solid, 
one-piece slide is constructed from the finest quality 
material. Years of proven and tested efficiency, plus 
economy, make the Browne-Morse Files the “Best 


ed | 


Seng 
teares 






Buy of the Year”’! STEEL 
SEND FOR PILES 
Architects of Efficiency Browne-Morse __-— 
for America’s Office FILE FACTS) 


Get the quick facts on 


Browne-Morse Steel Files - ; 
write for Bulletin 5000. Lists features 

ro Ww n ee ‘oat O rse and specifications plus a complete table 
of sizes. 


MUSKEGON MICHIGAN 





MANUFACTURERS OF STEEL OFFICE EQUIPMENT AND FILING SUPPLIES FOR OVER 38 YEARS 
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GOOD 
CHAIRS 


by 
HIGH POINT 


Chair buyers who know specify 
“Chairs by HIGH POINT.” 
They know from experience 
they can always depend on 
HIGH POINT Chairs to give 
years of comfortable sitting. 
They have learned that HIGH 
POINT Chairs have the struc- 
tural strength and stamina to 
withstand long, hard usage. 


Illustrated here are two num- 
bers of a popular style which 
exemplifies pleasing design as 
well as structural strength. 
Into this line are all the touches 
of the experienced chair builder 
—the result of the accumulated 
experience of more than forty 
years of chair making. 


You, too, can depend on HIGH 
POINT Chairs. They make 
satisfied customers at a good 
profit to you. 








HIGH POINT BENDING & CHAIR CO. 


SILER CITY NORTH CAROLINA 
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of thanks and appreciation be sent in acknowledg- 
ment of the gift. 

The first speaker of the evening was Dr. Everett E. 
Thompson, assistant editor of the G. & C. Merriam 
Company, Springfield, Mass., publishers of the Mer- 
riam-Webster International and Collegiate diction- 
aries. His topic was entitled “New Words and Old,” 
covering growth of the English language from 70,000 
words in the original Noah Webster dictionary, pub- 
lished in 1828, compared with the latest edition of the 
Merriam-Webster International dictionary, containing 
600,000 words. Many of the new words, he declared, 
came into being because of global warfare and the 
necessity of our boys going to many parts of the 
world. During the last five years, more words have 
found their way into our language than ever before 
from various sources. Some are military terms, while 
others come from the field of science, medicine, prod- 
ucts and many other sources. Still others are coined 
from the initials of a group of words. 

In closing, he gave his audience some idea of the 
vast amount of work, time and money expended before 
a new edition can be published. About eight years 
are required to make about 1,660,000 changes and 
revisions which are collected and alphabetized, sorted 
and classified, then sent to specialists on all subjects 
who add new definitions, all of which is done at a 
cost of about $1,250,000 before a copy is sold. 


Burbank Tells of NSA Work 


Paul E. Burbank addressed the group on the subject 
dearest to his heart, that of associations and associa- 
tion work. Declaring that he was very happy to once 
again be back in the stationery field, he expressed his 
pleasure at being able to attend the meeting of the 
Connecticut Valley Stationers Association. Member- 
ship in the National Stationers Association has in- 
creased considerably in the last few years and he 
pointed out that there are many advantages for both 
dealers and manufacturers. It is a fine thing, he 
declared, for both the dealer and manufacturer to 
get together and meet with each other; it makes for 
greater co-operation. Both get something out of it and 
in many cases more than they contribute. In this con- 
nection, he advised that no association can be greater 
than the cumulative effect of its membership. On 
his part, he is looking forward with a tremenduous 
amount of enthusiasm to his work in the NSA with 
a thorough realization of the magnitude of the job. 

He asked for suggestions and constructive criticisms, 
saying they will be helpful to the association in plan- 
ning future programs in the interest of all. Right 
now the NSA is working on a number of things, such 
as sales training, lighting, showcases, and OPA prob- 
lems, compiling worth-while information and statistics 
to pass on for the benefit of dealers. 

In closing, he reminded his audience that the annual 
convention of NSA will be held on September 30, 
October 1, 2 and 3. A registration of 1500 is anticipated. 
Many new post-war products will be shown and dealers 
will come from all parts of the country to see them at 
the Palmer House in Chicago. 


————— 9 —— 0 
PHILADELPHIA STATIONERS HOLD SESSION 

The regular monthly meeting of the Philadelphia 
Stationers Association was held on May 16 at the 
Benjamin Franklin Hotel, Philadelphia, Pa., with an 
attendance of more than 60 members and guests. 

The evening began with the singing of The Star 
Spangled Banner, followed by a number of old favorite 
songs, sung by the group under the leadership of 
genial John A. Harte, Yeo & Lukens Company, Phila- 
delphia, Pa. 

President Charles Lukens, Yeo & Lukens Company, 
Philadelphia, presided. Guests introduced were H. 
VonFrank, Oakville Company; K. A. Irwin, son of 
Frank Irwin, James Hogan Company, Philadelphia; 
C. M. Jaffer, Eberhard Faber Pencil Company; H. R. 
Moyer and R. J. Young, both of the Minnesota Mining 
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Specialty gees 


ENVELOPES 


Ore Business lers 





tk For Passenger Conventence - 
---- Flight & Aiport Detals 


Justrits 


Hg Les 
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Justrite Air Line Ticket Envelopes, beautifully 
reproduced in two colors, are used. by many of 
the leading national and international air lines. 
Convenient size to fit the pocket, they make a 
secure ticket container. Deep wallet flap and 
inside panels allow for complete details as to 
flight schedules, airport locations, cab fares 
and other relative data. 


Justrite Ticket envelopes are a passenger 
convenience—a useful goodwill advertis- 
ing media for air lines companies. 


Write today for samples. Prices gladly 
quoted where printing details are outlined. 


ORTHIERN (TATES 
Envelope Company 
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STARTLING NEW WAY T0 
“SOUNDPROOF”’ YOUR 





| ae 


Typewriter Base 





pia ASK YOUR 
Fm» =~=—«s TYPEWRITER 
Ss DEALER 













Not just an 
ordinary felt pad, 
but a mechanical im- 
provement for every stan- 
dard make typewriter... 


four small screws are all that is required 
to fasten typewriters securely to desks or stands, 
when you fasten it the ‘Silent Sentry" way. Yet 
your mechanic — without removing a screw—can 
turn the machine on its back, and without removing 
the base. clean and repair inside the machinel 





Write today for full illustrated details. 
Certain territories still available. 


BUSINESS MACHINE PRODUCTS. ixc 











96 LIBERTY STREET @ WOrth 2-1823 @ NEW YORK 6. NY 
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and Mfg. Company; G. Mack Clute, Reliance Pencil 
Company; Walter T. Marston, Carter’s Ink Company; 
Bert Frey, Smith-Edwards Printing Company, Phila- 
delphia; Harry M. Kennedy, Harry M. Kennedy Sta- 
tioner, Palmyra, N. J.; Ralph A. Taylor, L. B. Hess & 
Son, Lancaster, Pa.; F. J. Bradley, son of F. J. Bradley 
of Hoskins, Inc., Philadelphia; and Dave E. Price, Eagle 
Pencil Company. 

President Lukens then read a telegram announcing 
that Eberhard Faber, Eberhard Faber Pencil Company, 
had died that afternoon, and instructed Secretary 
Joseph A. Snitzer, Automatic Printing Company, Phila- 
delphia, Pa., to send a letter of condolence expressing 
the sympathy and regrets of the Association. 

Stanley M. Woodruff, Weis Mfg. Company, reported 


| excellent progress on the combined Penn-Mar-Va 


Travelers and Philadelphia Stationers Association an- 


| nual outing set for June 25. 


The guest speaker was Noel Rippey, attorney for the 


| Printing Industry of Philadelphia, Inc., whose topic 


was “What we can do to organize to protect our in- 
terests.” Mr. Rippey told his listeners of the work of 
his organization, a voluntary non-profit corporation 


| which is financed solely by membership dues and does 


not operate exclusively for printers. Declaring that it 
is necessary today for trades to have an organization 


| to represent them and further their interests, he sug- 
| gested that the services of the Printing Industry of 
| Philadelphia, Inc., could be of use to the Philadelphia 
| Stationers. Among the benefits available to members 


are a credit and collection bureau, publicity and public 


| relations, information service, legal service, employ- 
| ment bureau, veterans rehabilitation committee and 
an industrial relations committee. 


He informed the group that the Printing Industry 
of Philadelphia, Inc., is now affiliated with the National 
Printers Association of America, who are doing a fine 
job on industrial relations. Necessary information and 
legal advice are now available to employers who are 
members. Where labor troubles arise, the organization 
will conduct negotiations and do all detail work. In 
closing, he told of how the organization had been 
instrumental in eliminating cut price competition in 
the printing industry and of their waste paper educa- 
tional program which paid the cost of membership 
for many of their members. Considerable interest was 
shown in his talk, as was evidenced by the many ques- 
tions asked from the floor. 

eR 
NEW YORK OFFICE MACHINE DEALERS HONOR 
JIM LAFFERTY AT ANNUAL SOCIAL EVENT 

More than 150 members, their wives and guests were 
present at the annual dinner and social get-together 
party of the Office Machine Dealers Association of 
New York, Inc., on Tuesday evening, May 14, at the 
Hotel New Yorker. 

President Irving R. Ritchie,.Addressing Machine & 
Equipment Company, New York City, in opening the 
meeting thanked George Purvin, Superior Typewriter 
Company, New York City, chairman of the entertain- 
ment committee, for the fine job he and his committee 
had done. 

He then extended a cordial welcome to all and intro- 
duced the following guests, some of whom were from 
out of New York: Dorothy Ames and William Ames, 
Ames Supply Company; Julia Klein, L. C. Smith- 
Corona Typewriters, Inc.; Andrew Chaviant, Ward & 
French Office Machines, Paris, France; H. H. Saunders 
and O. E. Bergstrom, both of the New England Adding 
Machine Company, Boston, Mass.; Charles S. Meyers, 
Miami, Florida; Jack Bosted, National Association of 
Manufacturers; J. E. Albright, J. E. Albright Company, 
New York City; Fred Steffens and C. H. Leary, both 
of the Typewriter Trading Company, Inc., New York 
City; George C. Wheeler, OFFICE APPLIANCES; Hugh 
Ward, Geyer’s Publications; Ed J. Toussaint, Central 
Duplicator & Typewriter Company, Camden, N. J. 

Secretary Jessie I. Taylor, Globe Typewriter & Add- 
ing Machine Company, Inc., New York City, read a 
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DESIGNED FOR AMERICA’S BUSINESS LEADERS 


The chemists and chemical engi- 
neers of America already envision 
a bright new world of tomorrow. 
If Alladin were to rub his magic 
lamp, he could conjure up no 
more wonderful ideas than these 
men of science have in store for 
us. Out of their test tubes and 
beakers will emerge new materials 
that will go into the shape of 
things to come. When we hear 
about the imaginative work these 
men are engaged in, we cannot 














EVANSVILLE 7, 





fail to be fascinated and inter- 
ested . . . yes, vitally interested 
because we know. the magnitude 
of desk work required to translate 
all new ideas into practical use. 
These thousands of industrial 
scientists require efficient working 
tools in their labs . . . they need 
efficient working tools in their 
offices as well. That's why business 
leaders everywhere enjoy the 
measure of efficient cooperation 


IMPERIAL DESKS provide. 





























INDIANA 


member WOOD office furniture institute 
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We Sincerely Hope— 


to be able to supply all our dealers with a normal 
supply of PRONTO Fibre Board Files in the near 


future. 


However, fibre board still remains available in 


limited amounts only. Under this circumstance, we Sta 
continue our practice of trying to supply all our te 
dealers with enough PRONTO FILES to cover basic a 
requirements. am 
We know your demands are real and we are deeply 7 
appreciative of your continued patience and under- ao 


standing. 


PRONTO FILE CORPORATION 


349 BROADWAY NEW YORK 13, N. Y. 
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telegram from Vice-president William Kurzner, Pearl 
Typewriter Corporation, New York City, expressing his 
regrets that he was unable to attend. 

Paul I. Gross, Mailers Service & Equipment Com- 
pany, New York City, chairman of the membership 
committee, announced the addition of the following | 
new members: The Connecticut Typewriter Company, | 
Wilson, Conn.; General Business Machine Company, 
New York City; Summer Typewriter Repair Company, 


in Mi oe 


@fvice Machine Dealers Agen 


ir of New Mork, Ine. 
Pe ss Presents P 
A) Chis Testimonial 






Bo Mr. Jim Lafferty, 


yi} ja man who by fiis untiring efforts in our 
[gf GeRialf fas Grought credit and distinction 
tq ito our Association. | 


CSRs | 


¢ hope you wiffenjoy many years 












he A, of useful (fe with tie Knowledge 

} that you fiave tiie wholeficarted admiration 
jend appreciation of aff tficse who are 
Vy affiliated with you. 
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JIM LAFFERTY TESTIMONIAL SCROLL 


Stamford, Conn.; Standard Platen Company, New 
York City; Hartford Typewriter & Repair Service, 
Rocky Hill, Conn.; Loge Typewriter Shop, White Plains, 
N. Y. and the Amesway Typewriter Laundry Service, 
New York City. The membership effort has now gone 
over the top with a grand total of 202. 

Counsel Charles F. Krause spoke briefly on U. S. 
Government surplus office machines, giving informa- 
tion on bidding for them and on OPA ceiling prices. 

George Purvin presented the guest of honor, genial 
James T. Lafferty, Underwood Corporation, with a 





NEW YORK OMDA HONORS LAFFERTY.—In group honoring 
James T. Lafferty of Underwood Corp. at recent meeting of 
New York Office Machine Dealers Ass‘n. are Jessie I. Taylor, 
Globe Typewriter and Adding Machine Co.; Nicholas Fucci, 
Business Machine Service Co.; Mr. Lafferty: Irving I. Ritchie, 
Addressing Machine and Equipment Co.; Charles F. Krause, 
counsel; and George Purvin, Superior Typewriter Co. 


testimonial scroll and a beautiful album, in which all 
those present had inscribed their names and some 
of their sentiments, as a fitting memento to com- 
memorate the occasion. He was followed by Tom 








DeWitt, L. C. Smith-Corona Typewriters, Inc., who | 
presented “Jim” with a handsome Sheaffer fountain | 
pen and pencil set on behalf of the Association. Mr. | 
Lafferty, in acknowledging the gifts, gave a thumb- 
nail sketch of his career of some 40 years spent in the | 
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rue ALUMINUM CHAIR 
upholstered in PLASTIC 





that makes dealers 


STAND UP AND CHEER! 


e its beauty makes it a “natural” 
for every showroom and office 


e its comfortable practicality 
makes it a hit in every home 


e its price helps it sell fast 
and produce good profits 








Those two wonder-materials—Aluminum and 
Plastic — are combined to make this marvel- 
ously-strong, strikingly-beautiful chair! 
Strong as a team of oxen... light as a feather. 
Colorful as a rainbow ... but washable. This 
is the chair that can’t peel, rust, chip, tarnish 
— because it’s made of Aluminum. It can’t 
tear, fade, scuff, stain, wrinkle— because it's 
upholstered in colorful PolyVinyl Plastic. In 
three colors: Red, Blue, Yellow. 


Restaurants, hotels, hospitals, bars, etc. are 
big-order prospects for this chair! Dealers’ 
orders now being filled immediately. Write 
for price and information today. 





CENTURY ASSOCIATED PRODUCTS CO. 


New York 12, N.Y 


213 Greene Street 
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typewriter business. “During that time,” said Jim, “I 


* 
had a fine time, enjoyed every minute of it and made 
a host of friends.” 
The balance of the evening was spent in dancing, 


singing and good fellowship. Good music was provided 
both during and after dinner, and refreshments were 


ae 
Smooth Motion rin 
OO 
i NOMDA DISTRICT 9 MEETS IN OKLAHOMA CITY 
4 


Designated as the “first round-up,” a meeting of 
District No. 9 of the National Office Machine Dealers 
Association was held in the Huckins Hotel, Oklahoma 
City, Okla., May 26 and 27. Although the region in- 
cludes only the states of Missouri, Kansas and Okla- 
homa, a delegation of six men were in attendance 
from Texas. Full-time registration reached a figure 
of 63, with total attendance running up to 84. 

On Sunday afternoon, May 26, the outlook for a 
successful meeting was not good. The railroad strike 
had been settled the day before, but the difficulties 
of making sudden transportation arrangements gave 
reason to believe that only Oklahoma City folk would 





A HAPPY MOMENT FOR JIM DENSFORD—Mrs. Vito Ran- 
| dazzo (left) and Mrs. Robert Randazzo, both of Kansas City, 
| Mo., paused for a special picture with Jim Densford, Shawnee 


A/C Typewriter Co., Shawnee, Okla. 
ha ] 


t attend. Several of the scheduled speakers had wired 
regrets and only a very few dealers had arrived to 
Oo register. By evening, however, things looked better, 
hy 25 or 30 dealers having appeared on the scene to make 

10 the pre-meeting social mixer a pleasant event. 
S$ Shortly after 10 a.m. Monday, Lee Hodgkinson, Hodg- 
kinson-Jackson Typewriter Exchange, Hobart, Okla., 


president of the Oklahoma Office Machine Dealers 
Association, called the meeting to order. He called for 


The patented “Equi-Balanced” self-introductions and then presented a gentleman 
action in our revolving, gape the deleipntee-on eifichel. wiksatie. “She ace 
tilting chair controls Ee FR i igs 
means smoother, oe eee 
easier motion ... Modern in atelier ust Gian cil bl 
Caen He serine Saineant “arenctetian seating wertionaey ‘cin a 
allsteel constructed rag gee en 
to give enduring sep rape mgt geet pr ie 
comfort and esse. Typewriter Company, St. Louis, Mo.; Vito Randaaam 


General Typewriter Company, Kansas City, Mo., and 
Irwin Vincent, Western Typewriter Company, Topeka, 
Kans. Mr. Walker then introduced the directors of the 
Oklahoma Office Machine Dealers Assoication who 


COLLI E F 2 KEYWORTH C0 were present. 
” Walter S. Lennartson, editor of OFFICE APPLIANCES, 


was introduced and presented a discussion on the sub- 
GARDNER, MASSACHUSETTS ject, “The Danger of Inflated Demand and What To 
Do About It.” He dwelt on the fact that a greater 
demand for merchandise of all sorts has been built up 
in the minds of dealers than actually exists. In- 
dicating that this demand might dry up suddenly, he 
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‘ . always up front with the latest... now gives 
_ you Vinyl: Tex! Here is a material that will strike you 
. but that’s { 


B& with its beauty . 
> not all! 
» Beneath its exterior of attractiveness lies the rugged 
strength which made this material the choice for army% 
at... alkalis% 


color, texture and finish. . 


tank upholstery covering. It is resistant to heat 


... acids and abrasion. 
Because it combines both beauty and durability in such’ 


substantial quantity, the Feldco line of Vinyl-Tex Binders" 
open up new fields of profitable sales to you. You can 
stock and show this line with the knowledge that nothing 


ompetitive can possibly approach it for value and cus- 


tomer satisfaction. 
Contact your supplier now and take advantage of being 
the first to offer your trade the new Vinyl-Tex line of zip- 


& per ring binders. 
116 W. ILLINOIS STREET 
ol tier \cleme lem iG ai, [els 


FELDCO Locse Leaf CORP. 


PHONE CO-5-0282 « PACIFIC COAST 


NEW YORK + 25 CENTRAL PARK WEST - 
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@ This question is bothering office supply 
dealers everywhere, including the many who 
sell Sheboygan Diamond Trade-Mark Chairs. 
The reason for the shortage is that demand is 
greater than the ability of the furniture industry 
to produce. Sheboygan Chair Company, with 
its increased facilities, is equipped to build 
more GOOD CHAIRS today than ever before, 
but efforts are curtailed by the limited supply 
of choice lumber...the kind of woods re- 


quired to uphold the traditional quality and 


dependability of Sheboygan Chairs. 
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SHEBOY GA 
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It takes time to fell timber, get it to the mills, 


and properly kiln dry it for use. We are but 
one of thousands of manufacturers in various 
lines in need of quality lumber. The shortage 
will be relieved gradually, but the demand for 
GOOD CHAIRS will be great for a long time. 

Sheboygan Chair Company keenly feels its 
responsibility to its many dealers and is doing 
everything possible to increase production. In 
the meantime, we are apportioning available 
shipments of Diamond Trade-Mark Chairs fairly 


among all of our dealers. 





CHAT COMPANY 


Designers and builders of good chairs since 1868—for homes, offices, schools and institutions 
SHEBOYGAN, WISCONSIN 
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pointed out that a market would still exist. To get a 
fair share of his market, each dealer will be under 
the necessity of learning how to sell again and train- 
ing his sales staffs in the fundamentals of effective 


NINTH DISTRICT MEETING OF NOMDA, 
OKLAHOMA CITY, OKLA., MAY 27, 1946 


Selling. A condensed version of Mr. Lennartson’s 
remarks is presented on another page 

Just before luncheon, J. W. Densford, Shawnee A-C 
Typewriter Company, Shawnee, Okla., presented a 
resolution commending President Truman for his 
stand in reference to strike legislation. As the word- 
ing of the resolution was not satisfactory to all those 
present, a committee was appointed to rewrite it for 
consideration in the afternoon. It was re-presented 
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CHECK THESE 


REASONS WHY 


SUPER-TEX FLOOR MATS 
ARE AN OFFICE NECESSITY 








Protects the rugs and carpets. 


Prevents damage from cigar and cigarette 
ashes and sparks. 


Gives longer life to all floor coverings. 


Chairs move easily over its smooth sur- 

face. 

¢ Milled on back to prevent slipping. 

Investigate this natural office sales-getter. 
=} 

Super-Tex floor mats are available in large 

quantities for immediate shipment in three 

colors to match walnut, mahogany and 

green, and in sizes of: 36 x 48”, 48 x 48”, 


48 x 54”, 


ALL MATS PERPETUALLY 
GUARANTEED 





Nominal stocks are available on all 
Bandes Quality Office Accessories. But we 
cannot speak for the future and suggest 
that orders be placed now for future re- 
quirements. 


JULIUS BANDES & CO0., INC. 


126 W. 22nd Street, New York 11 
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The Convenience of a Safe Deposit 
Vault for Office or Home 


for DOMESTIC & EXPORT trade 





Clear Inside Dimensions: 10'' High, 13'' Wide, 
6"' Deep. Approximate Weight 35 Lbs. 


A Wall Safe provides maximum protection against 
loss by fire or burglary. This type of safe contains 
more space than a safe deposit box, and is accessible 
at all times. These safes are equipped with a sturdy, 
3-tumbler, gravity combination lock and heavily lined 
with asbestos board to insure against loss by fire. 


ZEEMAN & KABACK 


96 WARREN ST., NEW YORK 7, N. Y., WHITEHALL 3-1549 











CHROME 
SIDE CHAIRS 


Triple plated chrome steel. 


One inch tubing heavy welded 
construction. 


Two decorative welts on back: 
also around seat. 


Metal floor gliders. 


Seat 16'' x 15": Curved Back 
10° x I5"' with ivory welts. 


Colors: Red-Blue only. 


Shipped F.O.B. factory Pat- 
erson, J. 


LIST $16.00 


USUAL DEALER DISCOUNTS 


CHROME 
SMOKING STANDS 


also copper plated 
STAINPROOF 


with large 8'' amber glass ash tray. Rein- 
forced metal lined base. Packed one to a 
carton. Shipped F.O.B. factory New York 
City. 


No. 20 LIST $12.40 


USUAL DEALER DISCOUNTS 


ADVANCE TRADING CO. 


Manufacturers Representatives 
219 SECOND AVENUE 
NEW YORK, N. Y. 

















| Inc.; 


at that time and approved for forwarding to President 
Truman. 

Lee Hodgkinson presided a the afternoon session 
and reported on the activities of the Oklahoma state 
group. This was followed by interesting, though brief, 
talks by J. J.. Konrath, Royal Typewriter Company, 
Dallas, Tex.; M. L. Cowan, Victor Adding Machine 
Company, Dallas, and Tony Kartous, Ames Supply 
Company, Dallas. Mr. Cowan was called on. again to 
outline a national sales finance plan for dealers in- 
terested in handling time payment sales. The plan is 
made available through local banks. 

The following local branch managers for typewriter 
manufacturers were introduced: W. C. Welch, Under- 
wood Corporation; Arthur Barsh, Remington Rand, 
Max Brown, Royal Typewriter Company, and 
Wayne Christain, L. C. Smith & Corona Typewriters, 
Inc. 

Sam Payne, Enid Typewriter Company, Enid, Okla., 
reported as chairman of the Oklahoma OMDA mem- 
bership committee. He was very proud to state that 
15 members had been added to the association’s roster 


| since the group met last. 


The final feature on the program was an excellent 
address by W. N. Newmark on, “The Importance of 
Our Association—Local and National.” Mr. Newmark’s 
comments were summed up in the reasons he gave 


| for attending any association assembly—to meet old 


friends, to make new friends, to learn something, and 
to give something. He pointed out how each local 
dealer was greatly benefited by the work done in 
Washington by NOMDA officers and committee chair- 


| man. He concluded by urging everyone to attend the 
| next national convention. 


| 


At the banquet Monday evening, J. W. Densford was 
master of ceremonies. Following an excellent ‘steak 
dinner, Mr. Densford introduced the notables present 
and then called on Mr. Newmark, who presented a 


| humorous after-dinner speech. The rest of the evening 
| was devoted to story-telling and informal conversa- 


tion. 
= 2 


FIFTY DISTRICT TRAVELERS ORGANIZE 

On May 20, two days after the NSA Fifth District 
meeting in Cleveland, 17 travelers met in the Carter 
Hotel, Cleveland, and founded the Fifth District: Trav- 
elers Club. From those 17 charter members the follow- 
ing were elected officers: 

C. W. Clark, W. A. Sheaffer Pen Company, president; 
W. J. Carroll, Eberhard Faber Pencil Company, vice- 
president; William R. Kane, Oxford Filing Supply 


| Company, secretary. 


C. B. Clarke, S. Barker’s Sons Company, Cleveland, 
has consented to act as custodian. 

Another meeting is scheduled for June 17, at which 
time, says President Jack Clark, “We hope to have a 
considerably enlarged membership so that we can start 
functioning in a useful manner.” 


ROSES Ei 
ZELLERS ADDRESSES OFFICE FURNITURE CLUB 

John A. Zellers of Remington Rand Inc., talking on 
“Post-war Economy,” addressed the regular meeting 
of the New York Office Equipment Dinner Club, held 
on May 13 at the Advertising Club, New York City. 
More than 65 attended. 

First Vice-president Guy Rentsler, Remington Rand, 
Inc., presided in the absence of President Seymour L. 
Nathan, Charles S. Nathan, Inc., New York City, who 
was unable to attend. Mr. Rentsler introduced the 
following guests: H. G. O’Connor, W. H. Gunlocke 
Chair Company; Stanley Laud, Leopold Desk Com- 
pany; Capt. Jack Turman, Metwood Office Equipment 
Corporation, New York City; Artie Golden, Kalmus- 
Golden, New York City; G. H. Morse, Jr., W. & J. 
Sloane, New York City; Dan Nigro and A. Huth, Victor 
Safe & Equipment Company; George L. White, guest 
of H. Clemetson, Office Furniture Warehouse Com- 
pany; Dan Lerner, Fair Furniture Company; H. New- 
man, J. S. McHugh, Long Island, N. Y.; Maurice 
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JACKSON 
DESKS 


PLAY A LEADING ROLE 
ON THE AMERICAN 
BUSINESS SCENE ! 





A vast army of men and women throughout the 
nation are desk workers. In big industrial cities 

. in rural hamlets . . . in skyscraper office 
buildings . . . in factories, schools and hospitals 

. in businesses throughout the breadth of the 
land, individuals earn their living working at 
desks. Is it any wonder therefore that we take 


such pride in the function that JACKSON 


OFFICE 


JASPER, 


JASPER 








DESKS perform. JACKSON DESKS possess 
that quality of versatility which makes them in- 
dispensable to the most humble clerical worker 
as well as the highest company executive. 
JACKSON DESKS play a significant role in the 
realm of business . . . they will continue to merit 


high praise in business offices everywhere. 


FURNITURE CO. 


INDIANA 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 


REPRESENTATIVES 
James H. Davison, Route 1, Box 120, Los Gatos, Cal. 
Marion VY. Follin, 220 Fairbanks Road, Riverside, III. 
George B. Wray, 130 W. 42nd St., Room 819, New York 
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Howard Maley, 115 Tarbell Ave., Bedford, Ohio 

L. H. McDaniel, 1414 West Tucker St., Ft. Worth, Tex. 
Charles L. Pettibone, Bedford, Ohio 

Ralph A. Bender, 813 Bona Allen Bidg., Atlanta, Ga. 
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WHEN YOU’RE PINCHED 
sy BIG pemanp 
AND small SUPPLY 


WE KNOW JUST HOW YOU FEEL, BROTHER! 
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Lows can bet it pains us plenty too because so many people m 
are clamoring for Sunruco rubber office specialties while te 
we can’t get raw materials to turn out an adequate supply of ; 
all these products...and still make them really good. vs 
Of course, we can and do use synthetic in place of natural he 
rubber where that’s possible without sacrificing quality. In 12 
some cases, the synthetic actually works better than the orig- ar 
inal material. For example, the new Sunruco Finger Pads, - 
Furniture Shoes and Desk and Chair Protectors we are pro- Yi 
ducing right now from synthetic rubber are the very finest D. 
you have ever been able to offer your customers. | 
But Sunruco never tries to palm off a second-rate product = 
; sas Re 
on you just to fill your orders. Those cool, resilient Spunfoam in; 
Cushions that were so popular can’t be duplicated again until Bu 
pure liquid rubber latex is available. If we tried to slip on 
through a substitute, it couldn’t possibly match the wonderful 
; er ha 
softness of genuine Sunruco Spunfoam with its fluffy honey- we 
comb of aircells. So... we'll have to wait a bit before filling mc 
the big demand for this profitable favorite. wo 
TWICE THE PLANT CAPACITY! READY TO GO! se 
Meantime, we have doubled the size of our modern fac- er 
tory and installed improved, new equipment. That means we'll of 7 
be all set to supply your needs adequately and speedily as soon 
as the material shortage eases up. So please bear with us a while N 
longer, and then we can both cash in on the long-accumulated this 
boom market for Sunruco office specialties that should keep cyc 
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Golden, Business Furniture Company, Philadelphia, 
Pa.; and Paul I. Gross, Mailers Service & Equipment 
Company. 

R. B. Booth, The Leopold Company, reporting for 
the membership committee, announced that the club 
now has a total of 96 members, just four short of their 
goal of 100, which he felt sure would be reached in 
a very short time. 

Bernard H. Nemlich, Regan Office Furniture Cor- 
poration, New York City, chairman of the golf tourna- 











JOHN A. ZELLERS 


ment committee, announced plans for first golf outing 
to be held on June 18. 

Moe Turman, Metwood Office Equipment Corpora- 
tion, New York City, chairman of the convention 


committee, reported on the two-day convention to be | 


held on Monday, November 11, and Tuesday, November 
12, at the Waldorf-Astoria Hotel, New York City. Place 


and dates were unanimously approved by the club. | 


He announced further that the Wood Office Furniture 
Institute will hold their semi-annual meeting in New 
York City at that time, instead of in Washington, 
D. C., so as to be on hand for the convention. 
Chairman Rentsler then introduced the guest speak- 


er of the evening, John A. Zellers, vice-president, | 


Remington Rand, Inc., past president of the Advertis- 
ing Club, New York City, and director of the Better 
Business Bureau, whose topic was “Post-War Econ- 
omy.” 

Discussing the public debt, Mr. Zellers declared, “We 
have approximately 278 billions, I think, out in bonds. 
We have something like 28 billions in printed paper 
money. So we have printed over 300 billions of dollars 
worth of dollars, and it’s a very new experience for us. 

“T don’t think we have begun to feel the effects of it. 
I happened to handle the foreign business of our com- 
pany for a number of years and I went through all 
the inflations during World War I and following that 
war, all over the world, because I was dealing in all 
of them. 

Speaker Warns of Inflation 


Mr. Zellers warned, “I have seen some inflations in 
this country. The phenomena is just the same. The 
cycles of inflation are just the same wherever you 
find them... . 

“Because it (the public debt) is a matter of inflation. 
It’s this vast amount of money we have printed, and 
we don’t realize we have it. But it is with us. That is 
at the bottom of these demands for wage increases, 
for example. And we are going to have many more of 
them. I don’t know how long it will last. I have not 
been able to predict or even to foresee where an infla- 
tion would end up—what would be the ultimate conse- 
quence of it. We only know that it will at some time 
find what the engineers call ‘an angle of response.’ It 
will find an angle; it will establish, finally, a certain 
value at which it will stop.” 

For a remedy, at least palliative, Mr. Zellers sug- 
gested: “I think it is very important that everybody 
try to adjust himself to a proper sense of values and 
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A Really SAFE Knife for Pocket or Purse 









GITS 
No. Ill KNIFE 


(Patented) 
% Light-Weight, Unbreakable Plastic 
Handle. 
%& One-Handed Opening. 
% No Broken Fingernails. 
% Finest Steel, Replaceable Blade. 
% 5 Safe-Locking Blade Positions. 





— ORIGINA, 
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In Pearl White, Bone Onyx, 
Green Onyx, Red Onyx, 
and Black. 

Individually Boxed— 
12 to a Display Carton. 
12 Display Cartons (144 
Knives) in a shipping con- 









tainer (8 pounds). y \ 
Neldea E53 7 ae 
4664 W. HURON ST. CHICAGO 44, ILL. 
Manufacturers of the f Gits Flashlights, Knives, usts 5O¢ Each 
G , Protect-o-shields, Savings Banks, Etc. Order from Jobber 





CANADIAN DISTRIBUTOR: Kahn, Bald & Laddon, Litd., 69 York Street, Toronto 
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TYPEWRITER & BOXED PAPERS || 


Tp] L/VE WIRE LINE because 


the EAGLE-A line is a complete line of 
uniformly high quality. We help you sell 
it by furnishing you fourteen dealer 
helps and promotional ideas at no cost. 


|) “The COMPLETE Line 
. | BONDS ONION SKINS 
2 MIMEOGRAPH MANIFOLD 
ft “PRINTED COPY” MANUSCRIPT COVERS 
BRIEF FOLDERS 
PLAIN AND LEGAL RULED 


EAGLE-A 













WRITING PAPER 
HOLYOKE, MASSACH 
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CARBON PAPER and 
TYPEWRITER RIBBONS 


A Matched Line for Dealers 
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signals and maptacks 
aid busy workers. . . do much 
to make operations smoother. 
Graffco signals and maptacks 
never forget; they make existing 
systems more efficient; speed 
operations. 


GEORGE B. GRAFF 
COMPANY 


54 Washburn 
Cambridge 40, 


Avenue 


Mass. 
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try to work for that. One individual by himself can’t 
do much, but a great many people thinking together 
and keeping the pressure on the lawmakers will help a 
great deal. And if you can get those on top clear on 
the subject, I am sure that you can help those who 
are down in Washington trying to make the laws.” 


ee 


OFFICERS’ BANQUET OF BOSTON STATIONERS 


More than 250 members and friends of the Boston 
Stationers Association were present to greet General 
Manager Paul E. Burbank, NSA, and Lieutenant Gov- 
ernor Robert Bradford of Massachusetts at the Hotel 
Vendome, Boston, Mass., on May 20. 

President Courtney F. Bird, M. T. Bird & Company, 
Boston, welcomed the diners briefly, sketching some 
of the highlights of the association’s activities. For 





SEEN AT BOSTON—Among dignitaries attending recent 

meeting of the Boston Stationers Association were Robert 

Bradford, lieutenaat governor, Massachusetts; Courtney F. 

Bird Co., Boston, president of Boston Stationers Association; 
and Paul E. Burbank, general manager NSA. 


the great strides the association had made in the 
past few years, Mr. Bird commended the energies and 
enterprise of the various committees. 

At the request of the president, a moment’s pause 
was taken in memory of the passing of Eberhard 
Faber, who long had been a prominent figure in the 
industry. 


Prominent Stationers Attend 


The chair then recognized those at the head table: 

S. Ford Chidsey, Bradley & Scoville, Inc., New Haven, 
Conn., regional governor, NSA. 

Harley Lewis, Ward’s, Boston, Mass., secretary-treas- 
urer, Boston Stationers Association. 

Raymond Fletcher, National Blank Book Company, 
second vice-president, Boston Stationers Association. 

Walter Trites, L. E. Muran Company, Boston, Mass., 
first vice-president, Boston Stationers Association. 

Courtland Worth, Esterbrook Pen Company, third 
vice-president, Boston Stationers Association. 

Bernard Willander, Thomas Groom & Company, 
Boston, regional governor-elect, NSA. 

Charles Conklin, Conklin Office Supply Company, 
Springfield, Mass., president, Connecticut Valley Sta- 
tioners. 

The chair then introduced Paul E. Burbank, general 
manager of National Stationers Association, who ex- 
pressed his great pleasure at the royal welcome ac- 
corded him. To give his listeners an insight into the 
operations of NSA, he explained in some detail the 
membership and their relationships. Mr. Burbank 
expressed the belief that the coming period will be 
a phenomenal business period, although he couldn’t 
say whether it would be good or bad. In this period, 
the NSA hoped to build a greater place for the sta- 
tioner. 


Brings Latsch Greetings 
He expressed greetings from NSA President R. D. 
Latsch, and closed with warm words of commendation 
for the job Courtney Bird has done as executive of 
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SECRET 


of 
New Profits 


This concealed 
safe unit is a patented 


Invincible EXCLUSIVE! OU’'D never guess from outward appearance 


just how “personal” this file really is. The 

top drawer contains a concealed safe unit. 

And there's the secret to new markets — new 

profits — for alert office appliance merchants! 

Executives say it's a handy and practical file for private offices — and 
ideal for home use, too. You can get complete details from File Headquarters. 


INVINCIBLE METAL FURNITURE COMPANY, Manitowoc, Wisconsin 
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Write for illustrated circulars and dealer prices on these 
and other items. 


Sample Orders Shipped Promptly. 


THOMAS Til GIBBONS & CO. 
Manufacturers of G6; ‘Ine Leather Foods 


509 S. FRANKLIN STREET CHICAGO : 7 - ILLINOIS 
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the Boston Stationers Association. 


Lieutenant Governor Bradford spoke of the natural | 
advantages of New England before launching into his | 
He reminded his listeners that in | 


assigned subject. 
New England was the largest pool of skilled workers 
available anywhere. He urged manufacturers to take 
advantage of both labor and market and produce qual- 
ity goods for the quality market. 

Mr. Bradford then gave the group a very vivid pic- 
ture of juvenile delinquency, as he knew it in Mas- 
sachusetts. He described a juvenile delinquent as a 
youngster chuck full of malicious mischief which, if 
allowed to nurture unchecked, leads to more serious 
criminal consequences. His talk was interspersed with 
actual experiences from life. His parting thought was 
that everyone could make a contribution of some sort 
to the betterment of conditions for youngsters right 
in his own surroundings, and urged all to make such 
efforts. 





SALES SCHOOL IN ATLANTA—The Rainbow Room of Hotel 
Ainsley, Atlanta, Ga., was the scene of a pleasant party 
recently when Jim W. Cooper, Jr., entertained members of the 
Ivan Allen-Marshall Co. sales force. The party marked the 
conclusion of a series of meetings on Victor Visible Records, 
the first of several subjects to be covered in the company’s 
new educational program under the direction of J. C. Wil- 
liams, vice-president and department manager of the special 
equipment section. Mr. Cooper represents the Victor Safe & 
Equipment Co., Inc., in the South and Southwest. Those in 
the picture, front to back, are: left row—Jim W. Cooper, Jr., 
Ivan Allen, Jr., John H. Carnes, W. H. Lacy, W. H. Glower, 
Hayden C. Jones, DuBignon Lanier, H. Kelly, W. V. Blair, W. 
A. Johnson, O. T. Fishback; right row— H. W. Buice, J. C. 
Williams, C. L. Long, L. G. Camp, T. P. Pettis, J. F. Hampton, 
J. F. Ball, Jr., F. A. Sharpton, J. H. Patrick, I. F. Stalker. 
———r 


INDIANA OMDA ELECTS NEW OFFICERS 

The Indiana Office Machine Dealers Association in 
recent meeting at Hotel Severin, Indianapolis, elected 
Allen B. Connolly, Reliable Office Equipment Com- 
pany, Evansville, Ind., as new president. 

Other officers named to pilot the Hoosier office ma- 
chine dealers include John Dannenfelser, Petery- 
Hedden Company, New Albany, vice-president; Al 
Pedigoe, Hoosier Supplies, Frankfort, secretary-treas- 
urer; and four directors, Miller Huggins, Anderson; 
L. I. Bland, Indianapolis; C. L. Bentz, Evansville; and 
H. H. Marlin, Bloomington. 

James Ward of Shipman-Ward Manufacturing Com- 
pany, Chicago, discussed the surplus office machine 
Situation. James Hackney, sales manager of the port- 
able typewriter division, Remington Rand, Inc., gave 
his views on the future sales of portable typewriters, 
and Ralph K. Ulrich, sales manager, Ohmer Corpora- 
tion, discussed the plans of his company in marketing 
the Ohmer cash register. 

Following the remarks by Jim Ward, the Indiana 
dealers passed this resolution: 

“Resolved that we call on the Office of Price Admin- 
istration to grant a price increase of 25 per cent on 
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SERVICE CHAIR MATS 


This is the original tempered fibre chair mat which outsells 
all others. It will save its cost many times over in protect- 
ing floor coverings and floors. Bevelled edges. 


JUMBO EXECUTIVE MAT 
No. 502—48"x54”" $8.00 Ea. 
1/3 Doz. Lots—$6.80 Ea. 


(Standard Package) 
Approx. Wt. 14 Ibs. ea. Approx. Wt. 22 ibs. ea. 


SERVICE PRODUCTS, Inc. 


2035 So. Calumet Ave. ° Chicago 16, Ill. 


STANDARD MAT 
No. 501—36"x48” $5.50 Ea. 
V2 Doz. Lots—$4.50 Ea. 


(Standard Package) 














KEEPING STENOGRAPHERS HAPPY 
FOR 26 YEARS 


Sell Clarotype for clean, 
sharp and impressive 
looking correspondence. 


Write for 
Your FREE 
Selling 







It brings repeat sales from 
stenographers every- 
where. Clarotype is 
stocked by jobbers from 
coast to coast. Order from 
your jobber or direct from 
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The Clarotype Company, Inc. 261-G Broadway, New York 7 
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TYPEWRITER RIBBONS 


Made right— Priced right — 


Sold right. Here’s a ribbon 
and carbon proposition you 
can turn into real profit. 
You can always count on our 
cooperation. 


EXCLUSIVELY for 
DEALERS *” STATIONERS 


| 
| Complete details on request 
| 


ALLEN & COMPANY 


DEPT. M 
11-13-15 VANDEWATER ST. 
NEW YORK 7, N. Y. 

















Are Recognized 
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Consistently high quality MANUSCRIPT COVERS 


...Up-to-the-minute packag- : 
* ONIONSKINS 
ing...a profit-and-prestige be 


line you'll sell with pride. y# MIMEOGRAPH PAPERS 


; * ENVELOPES 
Sales Plan—the short cut | 


Inquire about our Franchise 


to bigger and better sales. 








WANSCO | ap 


PAPER PRODUCTS CO., 
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all reconditioned and rebuilt typewriters, and we also 
call on OPA for permission to increase service and 
rental charges by 25 per cent.” 

In addition to the speakers, guests at the meeting 
included: R. E. Barrett, Ohmer Corporation; M. L. 
Rudin, branch manager, portable typewriter division 
of Remington Rand, Inc., Cincinnati, Ohio; J. Burns 
Marvil, Ames Supply Company, Chicago; E. J. Lanagan, 
manager for the Dictaphone Corporation in Indian- 
apolis; W. R. Stepanek, branch manager of Remington 
Rand, Inc., Indianapolis; G. H. Parks, Underwood 
Corporation, Detroit; C. W. Herschland and L. I. Bland 
of Adding Machine Sales & Service, Indianapolis. 

New members accepted by the Indiana OMDA were 
L. G. Rexroth, Rex Typewriters, Indianapolis; Harry 
Kumb, Business Service Company, Lafayette; James 
Partlowe, Mid-West Business Machine Company, In- 
dianapolis; Robert F. Chandler, Columbus Typewriter 
Company, Columbus, and O. M. McCracken, McCracken 
Typewriter Sales & Service, Terre Haute. 











VICTOR SALES MEETING—Victor Safe & Equipment Co., 
Inc., salesmen and home office staff at a recent sales meet- 
ing in North Tonawanda, N. Y. 


9 


AMERICAN LEAD PENCIL FORMS 25-YEAR CLUB 

The American Lead Pencil Company, Hoboken, N. J., 
recently tendered a dinner to all of its employees who 
have been with the company for 25 years or more, 
observing the occasion with an initial meeting of the 
25-Year Club, attended by 109 employees of the office 
and factory. Combined employment years of those 
attending totaled 3721. 

Among those present was Samuel J. Reckford, 
chairman of the board, who has been with American 
Lead Pencil for 59 years. Each employee who had 
been with the company for 25 years or more was 
presented with a gold service award pin. Those whose 
services exceeded 35 years were honored with a dia- 
mond-studded pin. 

———————~—>o—___ 
GREAT LAKES TRAVELERS CLUB NEWS NOTES 


Despite the fact that the regular May business 
meeting of the Great Lakes Travelers Club fell on 
the day following Memorial Day, an attendance of 
more than a quorum was registered. President Gordon 
Kickels, C. L. Barkley & Company, called the meet- 
ing to order and asked Brown Hardison, Modern Sta- 
tioner, assistant secretary, to read the minutes of the 
April meeting. All officers and committee chairmen 
present were called upon to make reports, which they 
did dutifully by rising to their feet and saying 
“Progress.” 

Plans and ideas for the coming National Stationers 
Association convention scheduled for Chicago next fall 
were presented and discussed to considerable extent. 
No definite recommendations were made. 

The most important activity of the session was ac- 
cepting into membership the following: 

T. R. Brady, Geyer Publications; J. Graham Orr, 
W. A. Sheaffer Pen Company; R. C. Scott, General 
Fireproofing Company; Leon Jaffe, Artistic Desk Pad 
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Tell me, Buster,WHO CAN THIS ARE be? 










That’s a question thousands can quickly answer! It’s the 
trade-mark of All-Steel-Equip’s famous Aurora line of files 


—a quality line that combines durability and good looks. 


A-S-E Aurora files are easy to sell and hard to sell 
against! Check their many improved features. Note their 
smooth-action drawers, improved locking mechanism, 
rugged heavyweight construction, trouble-free follower 
and extra filing capacity—actually 2614 inches of clear 


filing space. 


A-S-E Aurora files present you with a profit line, a 
quick turnover line, a line that practically sells itself. 


Write for complete details today. We also manufacture 


a complete line of steel 
storage and wardrobe 
cabinets. Write today 
for full information. 








ALL-STEEL-EQUIP COMPANY, INC. 


600 Cleveland Avenue, Aurora, Illinois 
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Ou can mg Locsesll 4 interiors 


bhe this one, too 


vitally to the dignity and beauty of every office. As you look at this picture you may 


Paneling and wood design contribute 


think it is too complex for you to handle. But, actually, all you have to do is send 
us the architect’s plans with some idea of the effect desired—we do the rest—design. 


make, ship and install—to the everlasting satisfaction of you and your customers. 


NO STOCK LINES. We have spent years designing and decorating private 
offices, libraries, schools and public buildings from architects drawings and 


specifications. Projects anywhere in United States accepted. 
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Company; Robert S. Wilson, Joseph Dixon Crucible 
Company; Rudy Janovsky, Wilson Jones Company; 
R. W. Burkam, S. S. Stafford, Inc.; Larry M. Saunders, 
C. Howard Hunt Pen Company; H. Y. (Mike) Aylwin, 
F. S. Webster Company; Holt Pilkington, Northwestern 
Cabinet Company, Sturgis Posture Chair Company, 
Taylor Chair Company; C. W. Clark, W. A. Sheaffer 
Pen Company; Guy F..Boyd, Shaw-Walker Company; 
Milton Shuster, Smead Mfg. Company; Robert L. Rey- 
nell, Oxford Filing Supply Company; Bernard F. 
Girardot, John Holland Gold Pen Company. 
Or 
STATIONER GOLFERS PLAY AT FLUSHING, N. Y. 


Holding the third tournament in the summer series | 
on May 28 at Pomonok Country Club, Flushing, N. Y., | 
the Stationers Golf Association of New York enjoyed | 
the hospitality afforded under direction of Howard | 
S. Sanders, host for the day. June dates include play | 
on June 5 at Hackensack Golf Club and a ladies’ day | 
event on June 25 at Westchester Country Club. First | 
tournament in July will be held at Preakness Hills | 


Country Club on July 9. 


Thirty-two members and five guests participated | 


in the second tournament of the season, held at Rich- 
mond County Country Club. The best golf in Class A 


was shot by Samuel Kahn, whose 80 gross on the basis | 


of 15 handicap gave him a net of 65, four strokes 
petter than L. Meyers’ 69. Julius Kahn was third 
with a net 72. In Class B, M. Seidling had 99 gross 

n 33 handicap basis for 66 net. Second in line was 

. S. Saunders with 72 net. G. Nicklaus and F. Lewis 
tied for third with 74 net. 

For the season’s cups, W. D. Evans and S. Kahn 
lead the standings in Class A with five points each. 
I. Levy and M. Seidling are tied with five points each 
for the Class B leadership. 

———< oe ___— 
INDIANA GROUPS ELECT NEW OFFICERS 


Both the Stationers Club of Indianapolis and the 
Commercial Stationers Club of Indiana _ recently 
elected new officers. 

Officers of the Stationers Club of Indianapolis are 
John Kautz, The Kautz Stationery Company, presi- 
dent; Charles Crone, Paper Service and Office Supply 
Company, first vice-president; Frank Burst, Sentinel 
Printing Company, second vice-president; H. J. Hamp- 
ton, Indianapolis Office Supply Company, Inc., secre- 


tary; M. L. Ober, Stationers, Inc., treasurer. Each of | 


the firms is located in Indianapolis. 

New heads of the Commercial Stationers Club of 
Indiana are Henry Chesick, The Century Press, New 
Castle, president; Charles Crone, Paper Service and 
Office Supply Company, Indianapolis, vice-president 
and treasurer; and Miller J. Huggins, Miller J. Hug- 
gins, Anderson, Ind., secretary. 

Se 


CHICAGO STATIONERS BOWLING LEAGUE CLOSES | 


SEASON WITH LIVELY BANQUET AT COMO INN 


From the aspect of sheer noise alone, there was 
little difference between the Chicago Stationers Bowl- 
ing League banquet at Como Inn on Chicago’s near 
north side and any other night during the kegling 
season, which closed officially on May 14. A total of 
64 members, substitutes and press representatives 
gathered at 6 p.m. in the special dining room reserved 
for the occasion, the first hour of the evening being 
devoted to greetings, good-natured banter and a brief 
business meeting. A special guest for the occasion 
was Jerry Peck, owner of the Arena Alleys, where the 
league has bowled for the past two seasons. 

Just preceding the serving of a delectable steak din- 
ner at 7:30 p.m., officers for the coming year were 
nominated and unanimously elected. Eldon Just, Just 
and Son, was named president; Warren Spitzer, Spit- 
zer’s Office Furniture House, vice-president; O. R. 
Snapp, OFFICE APPLIANCES, secretary; and J. C. Lord, 
John Rauschenberger Company, treasurer. This was 
followed by the distribution of the season prize money 
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. Sharpness of outline 
. Superior stamina 

. Color permanence 
. Non-smearing ink 
. Erasability 


There, Mr. Dealer, are the outstanding reasons why thousands of 
typists are using ‘'U. S."' ribbons . . . and why they will continue to 
do so... for satisfied customers stay sold. 

Invest a minute in writing for details on the ‘'U. S."' line of ribbons 
and carbons . . . it's a money-maker! 
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You sell VUL-COTS quickly, 
profitably! Because they're made of 
hard vulcanized fibre in attractive, 
practical sizes and shapes for every 
use . . . save money in handling 
waste . . . cut maintenance and re- 
placement costs . . . and are guaran- 
teed for 5 years—they appeal to 
wise, thrifty buyers. That’s why, as hundreds of 


others have found, you sell more VUL-COTS easily, 


profitably. 


NATIONAL VULCANIZED FIBRE CO. 
WILMINGTON 99 DELAWARE 
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| to the various team captains, who split the winnings, 
A special vote of thanks was asked by the new 


CARBON PAPERS president for the excellent work done by the retiring 


folate! officers: President Lud Singer, Standard Visible File 
TYPEWRITER RIBBONS 









You Can't 
Go Wrong 
with Write! 


Dealers—No Need to push WRITE products 
—they sell themselves. And once sold, WRITE 
brings back satisfied customers in no time at all. 
This will mean more friends, more business, 
and MORE PROFITS for you. | 

Keep a plentiful supply of WRITE Carbon 
Paper and Typewriter Ribbons in stock and on 
display at all times. Quality and long wear 
that is guaranteed. Remember, you can’t 


go wrong with WRITE! 
Send TODAY for Samples 


and Discounts 
Deliveries at Once—No Delay! 
420 Lexington Avenve 
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OFFICERS AND WINNING TEAM OF THE CHICAGO 
STATIONERS BOWLING LEAGUE.—Top picture: Of- 


Of Visibilit 
ficers for the successful season just completed. First 


= A 
row: Secretary Roy Hansen, Wilson Jones Co.; President 


V}. 
* £ _—— Lud Singer, Standard Visible File Co., Inc. Back row: 
Treasurer Walter Lennartson, OFFICE APPLIANCES; 
AUTOMATIC COIN WRAPPERS Vice-president Art Genuske, General Fireproofing Co. 
Center: Officers elected for the 1946-47 season. Left to 
Stationers! It’s your Line. Exclusively! right: J. C. Lord, John Rauschenberger Co., treasurer: 
‘Steel-Strong” Products are sold through Stationers and Warren Spitzer, Spitzer Office Furniture House, vice- 
Office Supply Dealers only. We have no retail salesmen to president; Eldon Just, Just and Son, president; O. R. 
pirate your customers and cash in on your missionary work. Snapp, OFFICE APPLIANCES, secretary. Below: the 
winning Seahawks, 1945-46 champs. Front row: Cap- 
tain Richard Seavert, Kendrick Furniture Co.; Tom Gil- 




















Write for liberal discounts and sales help on: 











San eapPers sees ee lice, Rockwell-Barnes Co., substitute. Back row: Frank 
Coin Bags Teller’s Moisteners Giuntini, Utility Stationery Stores; Marshall Erndt, 
eee Re 4 ei Manual Coe pcrmeaaa Elmer Krumwiede & Associates; Roy Hansen, Wilson 
Metal tia _ Wrapper Cabinets Jones Co.; Len Schneider, Globe-Wernicke Co., the 
Night Depository Bags Sorting Trays fifth regular, was unable to be present. 
Linen Shipping Tags Coin Storage Trays 

Downey Change Trays Company; Vice-president Art Genuske, General Fire- 

proofing Company; Secretary Roy Hansen, Wilson 

THE C. L. DOWNEY CO. HANNIBAL, MO. Jones Co.; and Treasurer Walter Lennartson, OFFICE "o 


APPLIANCES. A round of applause was also given Russ 
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For the Office Equipment Trade 
and American Business 
Jasper Chair Co. Office Chairs 


Business demands more office chairs and our 
job is to produce them as promptly and in 
as great quantity as conditions permit. As 
soon as the material situation improves, this 
demand should begin to receive powerful and 
effective treatment. 


Jasper 


Chair Co. 


JASPER, INDIANA 


jj a ONS 
“Sane” 





‘> 





MEMBER WOOD OFFICE FURNITURE INSTITUTE 


Geo. A. Litchfield, Sales Mgr. Fred Deutsch (Southwest) 
3525 Southwestern Blvd. 
REPRESENTATIVES: Dallas 5, Texas 
S. H. MacDonald, (West) 
405 Orpheum Bldg. 
Seattle, Wash. 


James S. Fowls, (Southern) 
327 Sunset Drive, North 
St. Petersburg, Florida 


W. H. Brown, (Chicago-Midwest) 
6708 Glenwood Ave., Chicago 26 
(Phone ROGers Park 3644) 


R. J. Freeman, (Eastern) 
383 Madison Ave. 
New York, N. Y. 
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No. 601 


And there will be betterments for the future. 
The good quality all wood and upholstered 
designs we built before the war, are serving 
thousands of offices now and will continue to 
satisfy and please. However, our craftsmen 
and designers are seldom satisfied. Even now 
their efforts are directed to enhancing the 
beauty of form and eolor, and adding to ease 
and comfort of use. Announcements will be 
forthcoming: Think ahead—be first, with 
Jasper Chair Co. craftsmanship. 


No. 840 
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TYPEWRITER 





WOODSTOCK TYPEWRITER COMPANY 
WOODSTOCK ILLINOIS 
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Ragan, American Pad and Paper Company, and Gor- 
don Kickeis, C. L. Barkley and Company, for the 
excellent work they had done in rounding up mem- 
bers for the league. 

The latter part of the evening was devoted to card 
games and similar pastimes, plus a plentitude of 
good old-fashioned elbow-bending. 

The season’s final standings: 

First place winner was the Seahawks, with 59 games 
won and 40 lost. They were trailed by the Trojans, 
Buckeyes, Gamecocks, Wildcats, Wolverines, Spartans, 
Boilermakers, Rams, Badgers, Huskies and Hawkeyes, 
in that order. The season’s high individual average 
went to Roy Seaborg, Chandler’s, Evanston, Ill., with 
2 183. Tony Peters, Horder’s, Inc., finished second 
with a 178, and James Dolan, Chandler’s, captured 
third place with a 172 average. 

High team series went to the Buckeyes with 3136, 
just two pins ahead of the runner-up Wildcats. Frank 
Giuntini, Utility Stationery Stores, and Gordon 
Kickels, C. L. Barkley & Company, tied for individual 
high series honors with a pair of 727’s. The high 
single game for the season was chalked up by the 
Gamecocks with a 1169, followed by the Spartans 


with 1167. Roy Hansen carried off the individual high | 


game honors with a 293, Tony Peters’ 286 being good 
for second-place money. 


570 ENJOY ESTERBROOK PARTY NIGHT 
The Esterbrook party night, a gala affair for em- 
ployees, attracted 570 to the Y.M.C.A. Industrial Hall, 
Camden, N. J., on May 3. 
Employees collaborated in the varied program of 
talent, including the parade of ten style show models. 
Those who starred in this number were Evelyn Vogt, 





Gloria Whittaker, Elaine Pettipas, Eleanor Graves, | 


Joan Barrett, Elizabeth Rowand, Mary Jennings, Doro- 
thy Parks, Marion Eigo, and Jane Geverd. 

Harry Lynn, an Esterbrooker from New York City, 
acted as M.C. for the party and Alyce Foley was nar- 
rator of the fashion show. Jimmy Cash reviewed some 
of the old steps and songs from the days when he 


was on the Keith Circuit. Ruth Smallwood gave a | 
hilarious rendition of “Betty at the Ball Game.” Bill | 


Sample and Fred Sherrerd sweated it out under their 
Old Gray Mare outfit. 


So succesful was the affair that the ticket sale | 


realized $415. 


—_——_e oe 

CONNECTICUT VALLEY STATIONERS CONVENE 

Fifty-six attended the regular meeting of the Con- 
necticut Valley Stationers Association at the Univer- 
sity Club in Hartford, Conn., on April 24, the group 
including many members of the New England Travel- 
ers Club who were guests at a cocktail party prior 
to the meeting. 

The principal speaker was Maurice J. Kennedy, 
purchasing agent of the Aetna Life Insurance Com- 
pany, who pointed out the obstacles which have con- 
fronted the buyer during the last few years and 
explained the steps necessary to overcome them. 

It was voted to hold the annual outing on June 27 
at the Springfield Country Club. Owing to the fact 
that May 30 is a holiday, the next meeting was 
Slated for May 22. 


San oi ce on 
STATIONERS GUILD HONORS WAR VETS 

The Stationers’ Guild Club (Toronto, Canada, Divi- 
sion) terminated it’s sixth year on May 14 with an 
enjoyable dinner meeting at Diana Sweets, 188 Bloor 
St. West, Toronto, with Harold Norman of Warwick 
Bros. & Rutter, Ltd., presiding. 

This meeting having been chosen to honor those 
of the club who served with His Majesty’s Forces and 
having now returned, the head table guests were 
all ex-servicemen, each being presented with a Parker 
“51” by James P. Cook on behalf of the Toronto mem- 
bers of The Stationers’ Guild of Canada. 

Following the presentation of reports of the retiring 
executive group and the election: of officers for the 
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GUIDES 
FOLUERS 


We hope the time is not far 
distant when we shall be able 


to resume pre-war service. 


Your understanding and 
cooperation is genuinely 


appreciated. 
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Clear, Crisp Copies by Beck 
Beck supplies for stencil duplicators are well- 
known for their high standard of quality and 
exceptional value. All Beck stencils assure com- 
plete visibility and easy proof-reading. The 
Beck Duplicator Corp. features stencils, dupli- 
cator inks, correction fluid, letter guides, ink 
pads, stylii, and all types of duplicator papers. 
Write today for our complete and exciting 
3 color brochure presenting all types of 
duplicating machines and supplies. 

Dealers inquiries invited 


BECK DUPLICATOR CORP. 


18 West 18th Street 
New York 11, New York 




















inali metal... 


Dealers and stationers will find this item 
a ready seller in all metal eeatiren: $7 575 
tion, including 10" eye guide, at... 


(tax extra) 


The Rite-Line Copy | © — 
Holder is portable, com- 
pact, efficient and attrac- 
tive. It reduces errors 
and speeds production. 
Rite-Line with extension 
eye guide, at right. 


WRITE FOR FULL Rite-Line Sales.Co., Inc. 


15 Mai ,.% York 7, WN. Y.- 
PARTICULARS. ee. RH BS Fit: 


ITE-LINE 


Reg. U. S, Pat. OF. 


COPYHOLDER 
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ensuing year, a golf film was shown through the 
courtesy of A. G. Spalding Company. 

The retiring executives were congratulated on the 
way they handled the business of the club, which now 
has 138 members. The following were named officers 
for 1946-47: 

Director representing the Senior Guild—James P. 
Cook, James A. Cook & Son. 

Director representing the Guild Club—Walt Harmer, 
Acme Carbon & Ribbon Company, Ltd. 

Chairman of executive group—Harold Norman, War- 
wick Bros. & Rutter, Ltd. 

Vice-chairman of executive group—George Knox, 
The Brown Bros., Ltd. 

Secretary—George Stevenson, Northern Miner Press, 
Ltd. 

Assistant Secretary—Bill McPherson, Copp Clark 
Company, Ltd. 

Treasurer—Joe Bongard, C. Howard Hunt Pen Com 
pany. 5 | 

2. 


NACS STAGES ANNUAL CONVENTION, BUYING 
CONFERENCE AT CHICAGO; 438 ATTEND 


The twenty-third Annual Convention and Buying 
Conference of the National Association of College 
Stores attracted a registration of 438 at the Hotel 
LaSalle in Chicago May 6, 7, and 8. Those attending 

















NORMAN M. GAY A. W. LITTLEFIELD 
President Vice-president 


were from 225 stores, representing an estimated $20,- 
000,000 in buying power. 

Exhibits and a varied program, conducted on a panel 
discussion basis, attracted the attention of representa- 


























GEORGE RACINE HERBERT H. HAYS 


New Director New Director 


tives of stores in college cities located throughout the 
nation. 

Before adjournment, those present elected as new 
officers of the association: president, Norman M. Gay, 
Boston University Book Stores, Boston, Mass.; vice- 
president, A. W. Littefield, Barnes and Noble, Inc., 
New York. N. Y.; manufacturers’ representative, 
Charles Lofgren, Sanford Ink Company; immediate 
past president, E. C. Rather, University Co-operative 
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Your copy of the latest 
edition of this Guide to 
Sources of Supply in the 
CHICAGO MARKET 
will be mailed FREE if 
you write at once on your 
letterhead or mail the 
coupon below. 


CHICAGO- 
America’s most 
Diversified 
Source of Supply 


If you come to Chicago to buy 
or if you order by mail, you need 
this latest directory of manufact- 
urers and wholesalers in Chicago. 

Act at once. The supply is limited. 
Mail this coupon NOW. 



















Buyers Guide Division 
The Chicago Association of Commerce 58 
One North La Salle St., Chicago 2, Ill. 


Please send me free of charge a copy of the 
Buyers Guide and Industrial Directory of Chicago. 


NAME 
FIRM 
ADDRESS 
CITY ZONE ___. STATE 
TITLE ' 

Do You Come To Chicago to Buy? Yes No 
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ATTRACTIVE 
COLORS 


File green . . . mahog- 
any brown... mist gray. 
All steel baked enamel 
finish. Self-locking felt 
guards on base protect 
- desk. Retail price only 
Patent Pending $1. Write at once for 
special dealer discounts. 





At Long Last... 


“Book Ends” that actually 
HOLD Books and Magazines 


The TEEMAC 


PORTABLE BOOK FILE 


Successfully fills a long-felt need in 
Offices, Homes, Schools, and Libraries. 


A great market exists for the new *Teemac 
Portable Book File. 
simple, efficient book file which is easily 
and quickly adjustable to any number of 


Here is a strong, 


books within its capacity. It is attractive, 
self-locking, durable. No levers or com- 
plicated mechanism. Ends stay firmly in 


place . . . positively will not slide. 


TEETERS-MACKEY COMPANY 


CEDAR RAPIDS, IOWA 








| 
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BILLFORM “PROCESSED” 
CARBON PAPERS 


Each sheet of Storm’s “BILLFORM PROCESSED” 
carbon papers is especially processed to make it curl 
resistant. Each sheet is therefore easier to handle. 
Each sheet lasts longer. Each sheet will MAKE new 
friends, permanent friends for you. 


The “Complete Line” 


CARBON PAPERS: Cleangrip, Whitedge, Clean Pull, Cameo, 
American, Reliance, Storms Pen and Pencil Carbons, in all 
weights and finishes. 

CARBON ROLLS: Tailor’s Marking, Photo Offset, Billing 
Rolls for Elliott Fisher Machines, Billing Rolls for Burroughs 
Posting Machines, Register Rolls, Tally Rolls, Teletype Car- 
bonized Rolls, Rolls for Elliott-Addressing Machines, Special 
Rolls. 

INKED RIBBONS: Stormtex, Cameo, American Reliance, 
Ribbons for Addressograph Multigraph, Speedaumat, etc. 











ANOTHER INSTANT SUCCESS 
IMMACULATE CARBON PAPER 


CLEAN TO HANDLE, CLEAN-TO ERASE .- 
FREEDOM FROM FEED-ROLL OFFSET 


H. M. STORMS CO. 


561 GRAND AVENUE a BROOKLYN 16, N. Y. 
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Society, Austin, Tex. Russell Reynolds, 189 W. Madison 
St., Chicago 2, Ill., continues as executive secretary. 
Elected as new directors were George Racine, Student 
Book Exchange, Evanston, Ill., and Herbert H. Hays, 
Berea College Store, Berea, Ky. 

Sunday’s program was of an informal nature, includ- 
ing attendance at the Cubs-Philadelphia double- 
header, registration, meeting of officers and directors, 
and buffet supper party. 


L. L. Ivey called the Monday morning session to 
order and Fred Tracht welcomed the convention as- 
semblage before the address of welcome by President 
E. C. Rather, University Co-Operative Society, Austin, 
Tex. Participants in the panels met to plan their 
discussions pertaining to small stores, large stores, 
private stores, institutional problems, and trade books. 
The manufacturers’ banquet, merchandise survey, and 
inspection of exhibits rounded out the program. 

Panel discussions were held on Tuesday, providing 
ample material for the college store men wishing in- 
formation on various problems. 

J. T. Meek of the Illinois Retail Federation was 
the speaker for the Wednesday luncheon following the 
store planning panel discussion. A business session, 
manufacturers’ meeting, new president’s reception and 
annual dinner completed the convention program. 

Among the exhibitors were the following well known 
to the industry: Acco Products, Inc., G. J. Aigner Com- 
pany, American Pad & Paper Company, Autopoint 
Company, Carter’s Ink Company, Joseph Dixon Cruci- 
ble Company, Eagle Pencil Company, Eberhard Faber 
Pencil Company, Engineering Manufacturing Com- 
pany, Esterbrook Pen Company, Favor Ruhl Company, 
Feldco Loose Leaf Corporation, Higgins Ink Company, 
Koh-I-Noor Pencil Company, Krumwiede and Asso- 
ciates, Frank Mashek Company, Louis Melind Com- 
pany, National Blank Book Company, Roos Company, 
Sanford Ink Company, W. A. Sheaffer Pen Company, 
David Kahn Company, Scripto Manufacturing Com- 
pany, Smead Manufacturing Company, Speed Products 
Company, Stein Brothers Manufacturing Company, 
Trussell Manufacturing Company and Wire-O-Bind- 
ing Company. 

The convention committee was made up of Walter 
Wagner, chairman, University of Chicago Bookstore; 
James Ross, University of Chicago Bookstore; Harry 
C. Chumley, Woodworth’s Bookstore; Jared Johnson, 
Chandler’s; George Racine, Student Book Exchange; 
Charles Ramseth, Wright Junior College Bookstore; 
Don Brock, Chandler’s; Dempster S. Passmore, Univer- 
sity of Chicago Bookstore; and Fred Tracht, past pres- 
ident and past executive secretary of NACS. 


——=- 
MICHIGAN STATIONERS PLAN OUTING 


The Stationers Club of Michigan recently an- 
nounced that their annual summer outing would be 
held on Thursday afternoon and evening, July 11, at 
the Lakelands Golf Club at Winans Lake near 
Brighton, Mich. This is of particular interest to 
Michigan stationers and manufacturers and travelers 
of the Fifth District NSA. The ladies are invited. 
Those not wishing to play golf may enjoy an after- 
noon of bridge. Golf fee is $1.00 and dinner $2.00. 
Lunch will be available at the club for those coming 
early. 

Further information may be secured from Ed 
Klebba, Klebba’s, 515 S. Washington St., Royal Oak, 
Mich. 


——— o— ee 


DITTO 25-YEAR CLUB HOLDS BANQUET 


Paced by Charles A. Bergsten and Simeon H. Stretch, 
with 36 and 35 years of service respectively, the newly 
organized 25 Year Ditto Club held its first annual 
banquet at the Bismarck Hotel, Chicago, May 22. 

Each member was presented with a solid gold watch 
with the insignia of the club engraved on the back, 
plus a beautifully framed scroll expressing the thanks 
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Sell a complete line of Eaton's 

fine Berkshire business papers 
. which includes a correct 

paper for every office need. 

Satisfied customers come _ back 

for more! 


Berkshire Typewriter Papers 


gATOn’s 


*ryPEwRITER™ 
* PAPERS 


7 wv 
“rexsn* 


EATON PAPER CORPORATION 


Pittsfield, Massachusetts 


7 


Fine papers for business and social use 























“INST-DRY” 


PERMANENT MARKING & 


/ 


~ 


INNID IED UINTEINIS lj 





Paramount "INST-DRY" Pen Brush is 
the latest fountain pen brush for per- 
manent marking and printing. Made 
of light weight aluminum, crystal fin- 
ish, with pocket clip for easy carrying. 
Replaceable felt brush which feeds 
dye from felt reservoir in barrel by 
osmosis. 


pRYING 
Wat ERPROOF 







% Packed in tele- RETAIL 9 95 
scope box with PRICE a 

GENEROUS 

bottle of dye pearepss 

and dropper. DISCOUNT 


Write for Jobber's Proposition 


PARAMOUNT 


CALENDAR & NOVELTY CO 
NEW YORK |, N. Y. 





1189 BROADWAY 
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Newly Designed 


GLASS 
DESK PADS 
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Made in Green, 


Brown or Maroon 


Made of LYNO Board with a 34" frame of LYNO Board 
all around. Smoothly rounded corners and edges. Con- 
venient lifting arrangement that allows glass to be raised 
and papers changed. Back covered with felt. 


Overall size 1934” x 2434” (Glass size 18” x 24’) 
with 44” glass $4.50 list. 


Packed Six to a Carton. 


Geo. E. Fox & Company 


Office Specialty Manufacturers Since 19117 
412-420 ORLEANS ST., CHICAGO 10, ILL. 











 satisfacti 


These two words—Canode 
and Satisfaction — have 
been trade “buy words’ 
for forty-five years. 


Shrewd buyers know that 
if anybody can make good 
dipheasties inks it is 
Canode. 
Canode's is always the 
best buy. 


For the finest duplicating 
ink made—try CAN- 
ODE'S PREMIUM INK. 


For a good, low priced ink 
—as good as some peo- 
ple's best—try Canode's 
Bulletin Ink. 


Samples and Prices on Request 


INK SPECIALTIES CO., INC. 


519 N. HALSTED ST., CHICAGO 22, ILL. 


PREMIUM 
DUPLICATING 


BLACK 


“@ 


peogutt 
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of the company for their long years of service. 

Charles Bergsten came with the company in the year 
of its incorporation, 1910. Simeon Stretch followed 
the next year. 

One member of the club who was not present was 
T. W. Robinson, Sr., vice-chairman of the board of 
directors. Mr. Robinson is also a 36-year member. 

The banquet was attended by the eight members 
of the 25 Year Club and seven officers and executives 
of the company. Charles A. Bergsten was elected 
president and Maybelle C. Hutchings, a 28-year mem- 
ber, was elected secretary. 


SE i oe 


PLANS PROGRESS FOR NSA CONVENTION 

Advance preparations are proceeding for the 1946 
National Stationers Association convention to be held 
at the Palmer House, Chicago, September 30 to Oc- 
tober 3, inclusive. 

This first post-war convention promises to present 
many constructive program innovations. A _ record 
turnout of dealers is anticipated for the event. Manu- 
facturers’ display space is already solidly booked, in- 
dicating a comprehensive showing of the merchandise 
which will be available during the late months of this 
year and in early 1947. 

Complete list of Chicago committees for the con- 
vention follows: 


Entertainment 


Parle Cooley, chairman, Bates Manufacturing Co. 
J. Ed Conlon, co-chairman, Rockwell-Barnes Co. 
Charles W. Lofgren, Sanford Ink Co. 

H. Folger Fellowes, Bankers Box Co. 


Prizes 
Herbert J. Walsh, chairman, Ace Fastener Corp. 
Ralph V. Maneval, co-chairman, A. W. Faber, Inc. 
A. M. Allen, American Pencil Co. 
B. J. Powell, A. W. Faber, Inc. 


Hotel 


Cortland Horr, chairman, Horder’s, Inc. 

Earl Collins, co-chairman, Rockwell-Barnes Co. 
Brewster Towne, National Blank Book Co. 

W. J. Becker, Joseph Dixon Crucible Co. 


Golf 
Gordon Kickels, chairman, C. L. Barkley & Co. 
Clark Roland, co-chairman, Marshall-Jackson Co. 
Ray J. Eichenlaub, Service Steel Products Corp. 
William C. Lipner, Koh-I-Noor Pencil Co., Inc. 
Ollie Stevens, Stevens, Maloney & Co. 


Ladies’ Entertainment 
Russell Ragan, chairman, American Pad & Paper Co. 
Dave Sterrett, co-chairman, Louis Melind Co. 
Robert W. Heck, Frank Mashek Co. 
Albert H. Baugher, The Carter’s Ink Co. 
Glenn Chambers, Weis Manufacturing Co. 


Publicity 
William J. Dalton, chairman, Advertising. 
Brown Hardison, The Modern Stationer. 
Walter S. Lennartson, OFFICE APPLIANCES. 
John M. Smythe, Geyer’s Topics. 
Tony Markelz, The Book Shop, Joliet. 
William J. Boyd, Acco Products, Inc. 


Banquet 
Edward L. Little, Filing Supplies, Inc. 
Shirley Saulich, NSA, Washington, D. C. 
Tom Gillice, Rockwell-Barnes Co. 


Registration 
Edward C. Rohrs, chairman, Eaton Paper Corp. 
Richard Gingland, co-chairman, Esterbrook Pen Co. 
George Cormack, Wilson-Jones Co. 
A. C. Van Horne, Eberhard Faber Pencil Co. 
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“Now Available for Immediate. Delineny 
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TYPEWRITER STANDS 





STYLE 450 


ALL STANDS HAVE TOPS 
AND LEAVES OF 5 PLY VENEER. 
FINISHED IN GREEN OR WALNUT. 
FRAMES AND LEGS ARE MADE OF 
HEAVY GAUGE STEEL. 

“U" ANGLE CONSTRUCTION. 


ALL STANDS 
SHIPPED 
SET UP 
READY 
FOR USE 

ONE TO A 
CARTON 


6 
USUAL DEALER DISCOUNTS 


METALSTAND COMPANY 


1615 to 1625 MELON STREET 


PHILA 30 PA. 


STYLE 450 
Top Size 14”x1712" 
Height 26” 
Leaves 9”x14” 


8.00 


F.O.B. PHILA., PA. 


STYLE 550 
Top Size 14”x172" 
Height 26” 
Leaves 12’x14” 


usr? 7.00 


F.O.B. PHILA., PA. 


STYLE 250 
Top Size 14”x172" 
Height 26” 


wo 90 


F.O.B. PHILA., PA. 





” STYLE 250 


STYLE 1250 
Top Size 17x24” 
Height 26” 


s1°8.00 


F.O.B. PHILA., PA. 





STYLE 1250 


NEW YORK OFFICE AND SHOWROOM—595 BROADWAY—N. Y. CITY 





WE OFFER THE MOST COMPLETE LINE OF STANDS ON THE MARKET @ A STAND FOR EVERY USE 
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Is your firm having trouble getting deliveries 

on Visible Binder Equipment? 
Bottleneck difficulties have set back many manufacturing 
plants—including CESCO—but our supplies and production 
situation as regards VISIBLE RECORD EQUIPMENT is 
very good. 

(1) quick shipment 

(2) from stock 

(3) choice of many styles 
Please your customers—your bank account—by taking ad- 
vantage of CESCO’s ability to make shipment NOW! Order 
today while our supply picture is bright. 


Also prompt deliveries on most other standard numbers—Post 
Binders, Prong Binders, Transfers etc. Send for latest price 
list No. 46 if not already on file 


THE C. E. SHEPPARD COMPANY 


LONG iSLAND CITY 
L, PLE, 






44-07 21st STREET 


VISIBLE 


RECORD BOOKS 


Shift creates PEO 8 . 
sheet~or clases space vag 
sheet is removed. 





EXTENSIVE RANGE 





Built-in Automatic Shift and Non-Shift Types. Also 
the Junior Line for smaller installations. Choice of 
100 Stock Forms. (Illustrated Booklets on request.) 





























accounts. 











That's the reason for the present extraordi- 
nary demand for PEERLESS files. We are 
shipping files of pre-war quality to our 


dealers as rapidly as possible. Soon we 


hope to be in a position to solicit new 


PEERLESS STEEL EQUIPMENT C0. 


UNRUH AND HASBROOK STS., PHILADELPHIA 11, 
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OFFICE EQUIPMENT SHOW HELD IN CONJUNCTION 
WITH NOMA ANNUAL CONFERENCE 

An outstanding feature of the twenty-sixth annual 
conference of the National Office Management Asso- 
ciation held in the Stevens Hotel, Chicago, June 2, 3, 4, 
and 5, 1946, was an office equipment display in which 
more than 75 leading producers were represented. The 
display was sponsored jointly by NOMA and the Chi- 
cago chapter of that organization. 

The conference program was so arranged that dele- 
gates from all parts of the country had plenty of 
time to visit the displays. A large number of business 
people in Chicago not attending the regular sessions 
of the conference visited the displays, which were open 
from ten in the morning until ten at night. 

Subjects presented by able speakers at the confer- 
ence were as follows: 

“How Good Corporate Organization Improves Earn- 
ings,” “Functions of an Executive,” “Education as a 
Tool for Management,” “Supervisory Training,” “Work 
Simplification in Offices,” “Incentives on Clerical 
Operations,” “Assuring Equal Pay for Equal Work,” 
“Keeping Employees Informed,” “What Lies Ahead in 
the Labor Field,” “Psychology in the Office,” “Outlook 
for Office Unionization.” 

Admission to the exhibit hall was by ticket only, 
which confined visitors to those who were actually in- 
terested in the newest developments in office machines 
and equipment. Despite the fact that virtually all 
producers were forced to point out that deliveries are 
still slow, interest was widespread. Many manufac- 
turers showed experimental models so that the busi- 
ness public could become acquainted with the kinds 
of office equipment that would be available in the 
coming months. 

Following are the names of exhibitors and the prod- 


ucts shown: 

ACME VISIBLE RECORDS, INC., Chicago, Ill—Acme hinge and hanger, 
vision pocket, Insite card cabinets and books, Flexoline listing equip- 
ment, Super-Visible and the new Veri-Visible equipment for visibly index- 
ing and signaling cards filed vertically. 

THE ACOUSTER COMPANY, Youngstown, 
equipment for accounting machines. 

ADDRESSOGRAPH-MULTIGRAPH CORPORATION, Cleveland, Ohio.— 
Name, data and figure writing equipment, addressing machines and 
duplicating equipment. 

ALLEN-WALES ADDING MACHINE AGENCY, Chicago, 
subtracting, statement, duplex, bookkeeping, combination 
chines. 
AMERICAN AUTOMATIC TYPEWRITER COMPANY, Chicago, IIl.- 
Auto-Typist automatic typewriters. 


Ohio.—Noise-eliminating 


Iil.—Adding, 
adding ma- 


ANDERSON-CHURCH, INC., Chicago, Ill.—SoundScriber recording and 
dictating equipment. 
ART METAL CONSTRUCTION COMPANY, Jamestown, N. Y.—Steel 


office equipment. 

AUTOCOPY, INCORPORATED, Chicago, Ill.—Gelatin electric duplica- 
tors, gelatine rolls, hecto and spirit ribbons and carbons, duplicating 
fluid, cleansing cream and master sets. 

THE BIRCHER COMPANY, INC., 
openers and sealers. 

BOOM ELECTRIC & AMPLIFIER CO., INC., Chicago, Ill. 
scientifically programmed for specific requirements. 

CHICAGO BUREAU OF FILING AND INDEXING, Chicago, Ill.—Filing 
consultant and reorganization service. 

THE CINCINNATI TIME RECORDER COMPANY, 
Time recording, indicating, and signaling devices. 

COMMERCIAL CONTROLS CORPORATION, Rochester, N. Y.—Metered 
mail machines, letter openers, letter sealers, letter scales, parcel post 
scales, sorting racks and tables, Endorsograph check endorsing machines 
and Ticketograph production and payroll control system. 

RALPH C. COXHEAD CORPORATION, New York, N. Y¥.—The Vari- 
Typer machine for preparing catalogs, bulletins, folders, booklets, forms, 
price schedules, and so forth, for stencil or offset’ reproduction. 

DAVIDSON MANUFACTURING CORPORATION, Chicago, Ill.—David- 
son dual duplicator, folding machines, and supplies. 

A. B. DICK COMPANY, Chicago, Ill—Mimeograph 
plies and accessories. 


Rochester, N. Y.—Lightning letter 


Work music 


Cincinnati, Ohio.— 


duplicators, sup- 


DICTAPHONE CORPORATION, Chicago, Ill.—Electronic recording-re- 
producing machines and Cameo dictating, transcribing and shaving ma- 
chines. 

DITTO, INCORPORATED, Chicago, IIll.—Ditto business systems, 
duplicating machines and supplies. 

DOMORE CHAIR COMPANY, INC., Elkhart, Ind.—Posture chairs and 


seating service. 

DUPLICOPY COMPANY, Chicago, IIl. 
supplies, and gelatine machine supplies. 

DUPLI-TYPER COMPANY, New York, N. Y.- 
inked copies without carbon paper. 

EVANS SPECIALTY COMPANY, Richmond, Va. 
and sorting units. 

THE FILE HOUSE, INC., Skokie, Ill.—Stock steel files, special built-to- 
order steel equipment for banks, courthouses, vaults, hospitals. 

FRIDEN CALCULATING MACHINE AGENCY, Chicago, Ill—A com- 
plete line of automatic calculators. 

GLOBE FURNITURE AND STATIONERY COMPANY, Chicago, Ill.— 
Office furniture, systems, and office supplies. 
HORDER’S, INCORPORATED, Chicago, 

equipment and office furniture. 
HUNTER ELECTRO-COPYIST OF THE MIDWEST DIVISION, JONES- 


Liquid duplicating machines and 


Devices for making 


Evans gathering rack 


Ill.—Office supplies, visible 
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INVESTIGATE 





THE MERITS OF 


ROBERTS MODEL 95 


The Quality five action, all steel 
and nickel, Numbering Machine. 























% Capacity for ten wheels. 


% Priced competitive to ordinary 
machines of four and less 
actions. 


% UNCONDITIONALLY 
GUARANTEED. 


Your large discounts give you a 
real incentive to sell these units. 


THE ROBERTS NUMBERING MACHINECO. 


694-710 JAMAICA AVE. BROOKLYN 8, NEW YORK 








—_ —- —— 


DEALERS! 


Be prepared to meet the ever increasing 





demand for maps. 


SCHOOL — BUSINESS — TRAVEL 


CLEARTYPE MAPS 


BLACK AND WHITE 


COLORPRINT SERIES 


COMBINATION 
RAILROAD -- AUTO MAPS 


MAPS MAPS 


EVERY PURPOSE EVERY WHERE 


WRITE FOR CATALOGUE 
AND 
DISCOUNT SCHEDULE 


AMERICAN MAP CO., INC. 


16 EAST 42nd ST., N. Y. 17, N. Y. * MU 2-7581 
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Easy te Sell! 


because it’s EASY-to-USE 


A-B-C inoinc SYSTEM 
FINDING 










Main Index 





t Breakdown 
Guide 


‘Out’ Guide 


Misc. Folder ‘adie Folder 
ABC Systems are easily assembled from stock 
Guides and Folders. Write for free circulars 
and sample kits. 
Veetabs Celluloid Indexing 
Plastic Viztab Folders 
Loose Leaf Multibinding 
Cellotab Catalog Indexes 
Transparent Celvelopes 







































Seating America’s 
Office Workers 
Correctly 


is a responsibility that 
Jasper Seating Co. 
knows how to accept 






No. 980 





Jasper Seating Co. 


JASPER, INDIANA 


REPRESENTATIVES 
CHICAGO: L. H. Farber, 30 E. Congress St. Phone WEBster 3217 
NEW YORK: Office Furniture Warhouse Co., 573 Broadway 
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WENDELL CORPORATION, Chicago, Ill—Hunter Electro-Copyist repro- 
duction processes for general office, plant layout and engineering depart- 
ments. 

INTERNATIONAL BUSINESS MACHINES CORPORATION, New York, 
N. Y.—Electric accounting machines, time recorders, electric time systems, 
Electromatic typewriters, proof machines, electric test scoring machines, 
time signaling systems, sound distribution systems, watchman’s systems, 
recording door locks, and IBM service bureau. 

PAUL L. KARSTROM COMPANY, Chicago, Ill.—Mail tying machine 
for the tying of metered mail, permit mail, parcel post—also for tying 
currency, canceled checks 

MARCHANT CALCULATING MACHINE COMPANY, Chicago, Ill.— 
Marchant calculating machines. 

MARR DUPLICATOR COMPANY, INC., Chicago, Ill.—Marr stencil 
printing presses, duplicator supplies, and photographic equipment. 

MARSHALLAN MANUFACTURING COMPANY, Cleveland, Ohio.—Type- 
writer tables and typewriter chairs. 

MARSHALL-JACKSON COMPANY, Chicago, Ill.—Office furniture, wood 
and steel; filing equipment, vertical and visible; commercial stationery. 

MASO STEEL PRODUCTS, Chicago, Ill_—Typewriter and general utility 
tables. 

THE McBEE COMPANY, Chicago, IIl. 

THE McCASKEY REGISTER COMPANY, Chicago, Ill.—Visible filing 
equipment for production control, scheduling of machines and products, 
machine load, work in process control, inventory, cost and payroll records, 
factory forms, job time tickets, move tickets, scrap tickets, requisitions, 
vool orders. 

LOUIS MELIND COMPANY, Chicago, Ill.—Justrite office products. 

MONROE CALCULATING MACHINE COMPANY, INC., Orange, N. J. 
Monroe calculating machines. 

MULTISTAMP CHICAGO COMPANY, Chicago, Ill.—Portable stencil 
duplicators for labels, tags, signatures, post cards, menus and letters. 

MUZAK CORPORATION, New York, N. Y.—Work music scientifically 
programmed for specific requirements. 

NATIONAL BLANK BOOK COMPANY, Holyoke, Mass.—-Vertical visible 
and machine accounting equipment, commercial forms, loose leaf binders, 
bound books, and so forth. 

THE NATIONAL CASH REGISTER COMPANY, Dayton, Ohio.—Com- 
plete payroll and labor accounting on two different types of equipment 
general bookkeeping on one machine and analysis of sales, purchases, 
and expenses on another. 

NIAGARA DUPLICATOR SALES & SERVICE, Chicago, Ill.—Automatic 
electric and hand-operated stencil duplicating machines with automatic 
slip-sheeting. 

NORW 00D EQUIPMENT COMPANY, Chicago, Ill—A new metal con- 
tinuous roll desk memo. 

OFFICE EQUIPMENT COMPANY OF CHICAGO, Chicago, Ill.—Com- 
plete office outfitters. 

L. M. OSBORNE COMPANY, San Francisco, Calif.—Business control 
systems, E-Z Sort system,. Plainsite visible systems, Trendicator control 
board systems. 

PEIRCE WIRE RECORDER .CORPORATION, Evanston, Ill.—Two types 
of wire recorders for office dictation. 

PITNEY-BOWES, INC., Stamford, Conn.—Postage meters and mailing 
machines. 

POLYCHROME CORPORATION, Yonkers, N. ¥.—Stencils, inks, duplicat- 
ing supplies, coated papers. 

RECORDAK CORPORATION, New York, N. Y.—Microfilming equip- 
ment and service. 

REMINGTON RAND, INC., New York, N. Y.—Equipment of the sys- 
tems, adding, bookkeeping, calculating and typewriter divisions. 

REX-O-GRAPH, INCORPORATED, Milwaukee, Wis.—Spirit duplicating 
equipment and supplies. 

THE REYNOLDS & REYNOLDS COMPANY, Dayton, Ohio.—Carbon 
interleaved systems, Paywrite system, machine accounting forms, checks, 
and so forth. 

RITE-LINE SALES COMPANY, INC., 
copyholders. 

ROCKWELL-BARNES COMPANY, Chicago, Tll.—Rock-A-File cabinets. 
ROL-DEX COMPANY. Detroit. Mich._Recordkeeping equipment. 

L. C. SMITH & CORONA TYPEWRITERS, INC., Chicago, Ill.—Smith 
super-speed silent, Smith super-speed standard and Smith-Corona portable 
typewriters; Smith-Corona adding machines. 

SORTER-GRAF COMPANY, Chicago, IIl.—Visible filing methods for 
sorting, filing, accumulating or matching up all sizes of papers, cards 
and folders. 

SPAK & NATOVICH, Chicago, Ill.—Office furniture, wood and_ steel. 
STANDARD BUSINESS MACHINES COMPANY, Chicago, Ill.—Sound- 
On-Wire electro-magnetic dictating machines. 

STANDARD DUPLICATING MACHINES CORPORATION, Chicago, IIl. 
Standard fluid process duplicating machines for miscellaneous and _ sys- 
tems duplicating. 

STANDARD MANIFOLD COMPANY, Chicago, Ill.—Repéat-O-Pak carbon 
paper for continuous forms and non-curl typewriter carbons. 

THE STANDARD REGISTER COMPANY, Dayton, Ohio.—Record sys- 
tems of control for business and industry. 

THE STENOTYPE COMPANY, Chicago, Ill.Stenotype machines and 
training in Stenotypy. 

TALLMAN, ROBBINS & COMPANY, Chicago, Ill.—Printed forms, loose 
leaf binders and sheets, steel filing equipment and office furniture. 

TEX-RITE PRODUCTS COMPANY, Chicago, Ill:—Ball-pointed writing 
instruments, stenci! inks, opaque inks and stamp pad inks. 

THE TODD COMPANY, Rochester, N. Y.—Payroll and disbursement 
systems, Protectograph checkwriters and signers. 

TRANSKRIT CORPORATION, New York, N. Y.—A copying process 
employing wax-treated inks. 

TRINER SALES COMPANY, Chicago, Ill.—Triner scales for mail, parcel 
post, post offices, counting, airports, and general industrial use. 
TRI-PAR SOUND SYSTEM, Chicago, Ill.—Distributors of Stromberg- 
Carlson sound, music and paging telephone and loud-speaking inter- 
communication equipment. 

UNDERWOOD CORT PORATION, New York, N. Y.—Underwood type- 
writers and other office machines. 

VICTOR ADDING MACHINE COMPANY, Chicago, Ill.—Victor adding 
and figuring machines. 

VISIBLE INDEX CORPORATION, New York, N. Y.—Visible record- 
keeping system. 

WASSELL ORGANIZATION, Westport, Conn.—Visual control boards. 
WEBER ADDRESSING MACHINE COMPANY, Chicago, Ill.—High-speed 
tag and label addressing machines and imprinting devices. 

WHEELDEX CHICAGO COMPANY, Chicago, Ill—Wheeldex card record 
systems for direct posting and reference. 


Chicago, Ill.——New all-metal 
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ENGINEERING TIME SAVER 
Use 209 Vapo-Vel as an original for 





variations of basic plans. Print the original AMMONIA 


; DEVELOPED 
—do not develop—cover with opaque « Gite 
paper only the detail to be retained. ° Red 
Print again to burn out the undesired detail e Black or 
develop—add th fest: 
—develop—add the new detail. Qrensperent) 


The Frederick Post Company 


3650 AVONDALE AVENUE, CHICAGO 18, ILLINOIS DETROIT HOUSTON CHICAGO LOS ANGELES MILWAUKEE 








Buy! Se! 
WARSHAW 
















bedene ~<a] COLORED LABELS 
STEEL BOTTOMS sr: Dealers across the nation are buying and 
wine ¢ selling WARSHAW colored labels. 
rite tor BUFF They are reliable and uniform. .. . 
full details TRADE MARK GREEN Smooth, even gumming and perfect per- 
euteitnih PINK forations are assured because they are made 
oo a P CANARY on fully automatic machinery. 
line for yoy Orders and re-orders are coming in daily 
BLU to supply the ever-increasi nd. 
aggressive Rivero 0 pee - a demand 
rder today—fhe-order tomorrow, 
merchandising raat ee ee 














THE WARSHAW MFG. CO., INC. 


1 MAIN STREET, BROOKLYN 1, N. Y. 


GUIDES INDEX CARDS FOLDERS 
PROTEX STICKONS MENDING TAPE GUMMED INDEX TABS 


FEDERAL FIBRE G2 :32 


| 3704-10 Tenth Street * Long IslayX-Mest\ ge Ge, Fp & 
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ORIGINAL ODHNER 











“The machine to count on” 


Portable + Efficient + Sturdy 
MANY DIFFERENT MODELS 
& 
Ask for Bulletin DO 63 
& 


Sales Agent for U. S. A. 


IVAN SORVALL 


210 FIFTH AVENUE 

















NEW YORK 10, N. Y. 












Re 
qyaa™ FILE 
DY 





—in 
On the crest 
for 30 Years x 


SIGNALS 44 





A product is only as good as the friends it has! From 
their beginning, three decades ago, Cook's Stainless 
Steel File Signals have steadily grown in popularity. 
Today they are the preferred signal in clerical depart- 
ments throughout the U.S.A. and in most foreign lands. 


Card of Samples on Request 
The H. C. Cook Co., 14 Beaver St., Ansonia, Corn. 
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Gor all year 

around gifts 

and School Onening y 
PENCIL POUCHES-PENCIL CASES 


with or without zippers, in Leather and Leatherette; prices 
ranging from $3.00 per doz. to $30.00 per doz. 


For complete details ask for our circular No. 146 





No. 1225. Genuine leather, assorted colors, size 834 x 4, price 
$12.00 doz. LIST. No. 1129 Leatherette Zipper pencil pouch con- 
taining 5 items, price $6.00 doz. LIST. 


USUAL DEALER DISCOUNTS 


STATOLET CO. 


Manufacturers 


122 WEST 27th ST., NEW YORK 1, N. Y. 
WHOLESALERS Write for special prices 

















300 new reEMs 


IN A SINGLE YEAR 





In a single year Office Appliances announced some 300 
items in the section devoted to new machines and devices. 










Usually this information is given before the items appear 
on the market and always in advance of most sources of 
such news. It is not uncommon for a dealer to tell us that 
some of his best selling lines have been secured from 
seeing the things in Office Appliances. Many readers 
say this section in itself is worth the subscription cost, not 
to mention all the other features. 













If you want to keep in touch with the activities of the 
office equipment industry, there is no better way to do it 
than by entering a subscription to Office Appliances. 
The rates are $2.00 a year, $3.00 for two years, Canada 
$2.50 and $4.00; Foreign $3.00 and $5.00. 









The Office Appliance Company 


600 W. Jackson Bivd. Chicago 6, U.S.A. 
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CHICAGO OMDA HOLDS UNDERWOOD NIGHT 


Chicago Office Machine Dealers As- 
sociation made Underwood Night a fes- 
leeiretinvienw = tive occasion on May 14 when members, 

: their wives and guests met for dinner, 
entertainment, speeches and reception of national 
OMDA officers at the Furniture Mart in Chicago. 

Included in the list of prominent guests were W. G. 
Turquand, sales manager of the portable division, 
Underwood Corporation, main speaker of the evening; 
Dick Koch, new executive secretary of NOMDA; 
Robert Randazzo, General Typewriter Company, Kan- 
sas City, Mo., president of NOMDA; and Al Connolly, 
Reliable Office Equipment Company, Evansville, Ind., 
treasurer of NOMDA and newly-elected president of 
the Indiana OMDA. 

Secretary Koch told of the change of his head- 
quarters from. Cleveland to Dayton, Ohio, and asked 
members to bear with him in delay of answering mail. 
President Randazzo stressed efforts made to gain more 
recognition for the dealer who had turned in his 
typewriters during the war and who is not getting 
many typewriters at present. Treasurer Connolly con- 
gratulated Jack Weiner, Belmont Typewriter Service, 
Chicago, president of the Chicago OMDA on the 
efficient way the meeting was handled and on the ex- 
cellent attendance. 

Sales Manager Turquand started his speehc with a 
bang when he announced that the Underwood portable 
deliveries would begin in the near future—not next 
month, or next week—but the next day, May 15. 

“We, as typewriter men, have been sick, but we are 
recovering fast,” the speaker said. He praised the 
efforts of the manufacturing, saying, “He is doing a 
fine job, I believe, in trying to give you something to 
sell. Underwood is planning tremendously advanced 
production and will use more national advertising 
and dealer helps to keep that demand at the peak.” 

Mr. Turquand told of the increased demand for type- 
writers arising out of the war, explaining “Many 
learned to type while in the service. These discharged 
veterans want machines today and that momentum 
in sales will carry on for a long time.” 

Turning to distribution, he said, “The dealers, in 
general, are in pretty good shape and they have 
weathered the storm admirably. That shows the back- 
bone and caliber of the industry.” 

“The sick man has been the distributor,” stated the 
Underwood sales chief, who paid tribute to “Ship- 
Ward News” and “My Man Friday” as information bul- 
letins. “We know that the value of the knowledge and 
experience the men editing these publications is worth 
a lot to the industry.” 

Mr. Turquand likened the manufacturer, the dis- 
tributor and dealer to a family, inasmuch as the 
co-operation of all is needed to make a strong type- 
writer organization. “The distributor has always 
played a vital role in this industry and Underwood 
thinks he will continue to be important. We feel that 
if we don’t support the distributor he won’t be here 
when we need him.” 

E. W. LaTourette, Underwood Chicago manager, who 
served as chairman of the meeting, introduced many 
Underwood dealers who were in attendance. President 
Weiner introduced out-of-town visitors, including 
O. H. Smith, Washington, D. C.; Gus Parks, Detroit, 
Mich.; John Stifter, Detroit, Mich.; S. P. Stemp, Madi- 
son, Wis.; Joe Greenley and Walter Klimas, Detroit, 
Mich.;: Charles E. Turnock, Kenosha, Wis.; Van W. 
Haverton, Peoria, Ill.; Arch Knapp, DeKalb, IIl.; E. L. 
Christiansen, Janesville, Wis.; L. B. Rowley, LaCrosse, 
Wis.; A. J. Sieben, Joliet, Ill.; E. C. Rudolph, Milwau- 
kee. Wis. 

On the entertainment bill were singing by Ella Bey 
and Her Singers and fancy maneuvers by Miss Olga 
Thorson, an acrobatic dancer. Presentation of prizes 
saw Miss Lillian Krack of Shipman-Ward Manufactur- 
ing Company receiving an Underwood portable and 
others nylon hose. 






Membe 
CHICAGO 
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EXCEPTIONAL 
OPPORTUNITY 


For Qualified Salesmen with 


Top Manufacturer of Carbon Papers, 
Ribbons, Duplicating Supplies, Etc. 


Permanent connection for steady, de- 
pendable salesmen with nationally ad- 
vertised, long established firm. Comprehensive, 
quality line, including new and exclusive products. 


Guaranteed drawing account, 
expenses paid 
Excellent earnings on commission basis. 
Attractive arrangements, full credit on all busi- 
ness in assigned territory. Openings now available: 
1) Pacific Coast States 
2) Michigan—Ohio 
3) IMlinois—W isconsin 
sala hak “eae 4) Tennessee—West Va. 
s n ’ 
end present con- 5) Mo.—Ark.—Kan.—Okla. 
nections, etc., to 6) Minnesota, Northwest 


ld Town 


Ribbon & Carbon Co., Inc. 
750 Pacific Street, Brooklyn 17, N. Y. 


Write in confidence, 





ASK ADIRONDACK! 


FOLDING 
CHAIRS 


TABLET ARMCHAIRS 
AND FOLDING TABLES 
Many Styles 


Don’t Turn Down 
Chair Inquiries! 


All styles Folding Chairs; 
Tablet Armchairs—ideal for 
classrooms, cafeterias, sales 

meetings, etc. 


IMMEDIATE SHIPMENT 
FROM N. Y. STOCK OR FACTORY 


ADIRONDACK 


CHAIR COMPANY 
Dept. No. 15-1 
1140 BROADWAY 
NEW YORK 1, N. Y. 
Corner 26th Street 
Telephone: Ashland 4-1385 





213 





























IT’S NEW! 
IT’S IMPROVED! 
At Less Than Pre-War Prices 


The Mayfair Fluorescent Lamp 


No. 15—Non adjustable shade $ 9.50 list 
No. 15s— Adjustable shade 11.00 ” 
All steel. Crackled bronze finish 

One piece base 
Genuine ballast (Transformer ) 
Instant starter 


Regular trade discounts. Immediate delivery. 








THE MAYFAIR CO. 2 ci coo er: 








ly Foremost 
ee 
Here it is! The Rubber 
Band the trade has 


been waiting for with 


40% NATURAL RUBBER added 

























































Hil a 


























Write on Company Stationery 
for liberal samples. 





P 
PENCER RUBBER PRODUCTS COMP ANY 


MANCHESTER, CONN. 
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HOLD UNITED JEWISH APPEAL DINNER 

Stirred by the tragedy still facing the survivors of 
Nazi barbarism in Europe, 150 leaders of the office 
furniture industry launched a record-breaking rescue 
drive at their annual dinner on May 8 at the St. 
Moritz Roof, New York City. Following an eloquent 
plea by the guest speaker, Dr. Joseph C. Hyman, 
executive vice-president of the joint distribution com- 
mittee, one of the four United Jewish Appeal agencies, 
the diners responded enthusiastically and contributed 

| over three times last year’s amounts to UJA. 

| Mr. Hyman told of the life-saving activities of the 
| JDC and the other UJA agencies in relief, rehabil- 
| itation and resettlement. 

Ben Itkin, of Itkin Brothers, division general chair- 
man, opened the meeting and introduced Seymour 
Nathan, of Charles S. Nathan, Inc., chairman of the 
dinner committee, to act as master of ceremonies. 
Joseph Rubenstein, of the Addressing Machine and 
Equipment Company, did the honors for Dr. Hyman. 
Moe Turman, of the Metwood Office Equipment Com- 
pany, and former president of the Office Equipment 
Dealers Club of New York, did the “card-calling” 


' in his usual efficient style and made the business of 





| 


contributing a pleasure. 
The dinner was sponsored by the Office Furniture 


| Division of the United Jewish Appeal of Greater New 


York. The appeal is seeking $35,000,000 to provide food, 
clothing, medical supplies and other forms of relief 
and rehabilitation for the starving Jewish population 
overseas. 

I. Goldman, of the Universal Office Equipment Com- 
pany and Irving Levy, of Art Steel Company, are 
also general chairmen of the division. Bernard Nem- 
lich, of the Regan Office Furniture Company, is secre- 
tary and Ben Levin, of B & L Office Furniture Com- 
pany, is treasurer. 

“This is an all-out appeal’, Mr. Nathan asserted, 
“and we are working at it with all our strength. It 
will be our job to give every man an opportunity to 
serve actively in the manner he is best able to insure 
an outstanding success for our drive. This is truly 
the greatest and most desperate job of our lives. Our 
brothers in Europe are crying for life and it is up 
to us to decide whether they will have it. 

“Though the war is over, their hunger and their 
misery remain. If we do not unite at once in this 
great cause, only death will release our people from 
their suffering.” 

Funds raised in the drive are used to provide relief 
and rehabilitation through the machinery of the four 
United Jewish Appeal agencies, the Joint Distribution 
Committee, the United Palestine Appeal, the National 
Refugee Service and the National Jewish Welfare 
Board: The $35,000,000 total sought in New York is 
part of the national total of $100,000,000 estimated as 
the minimum needed to save Jewish lives. 

a 


SPRINGFIELD FIRM NOW BEACON HILL COMPANY 
Selling their newspaper, The Springfield Sun, at 


| Springfield, N. J., Betty and Milton Keshen have 
| changed the name of their stationery, printing and 


gift shop business to The Beacon Hill Company. This 


| change was made necessary because the change in 


| ownership carries with it the name of the newspaper. 


Otherwise, ownership, management, personnel and 
business of the firm remains intact in the same quar- 
ters at 239 Morris Ave. 

—_—__ = 9 —____—_ 


NEW JERSEY FIRM TAKES NEW LOCATION 
Harry Strauss, stationer of New Brunswick, N. J., 
recently announced that after July 1 he will be located 
in new and enlarged quarters at 88 Church St., just 
two doors from the present location. Announcement 
was also made of a change in the firm name to Harry 
Strauss & Sons. One son, recently released from the 
Army, is now associated with his father, and another 

son will soon gain his release and also join the firm. 
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No. 1509 illustrated) 


@ Capacity, 5 ibs. by 
14 ounces. Computes 
postage for air mail, 
first class mail an 
merchandise up to +4 
lbs. Easy to use, simply 
place mail matter on 
the platform an 
pointer automatically 
indicates the correct 
weight and omen : 
ostage required. 
pa and durable. 
List $7.75 


SPECIFICATIONS 
: ” diameter, glass 
Dial: yd. Red and’ black 
figures on white, red for 
postage, black for 





SCALES * 








weight. 
Platform: 51/2” square. i 
Dimensions: 612” x 6% 
rt ad rton 
ing: One to a Ca ; 
Pesveieht packed 6 Ibs. 


EL POST SCALE 
— No. 1515 : 
acity 50 Ibs. by 
._ > Computes postage 
for merchandise - to 5 
Ibs. for all posta “ae. 
Dial 8” diameter. P = 
form 7” oust. Oars 
s s ” x 
10". Weight packed 9 Ibs. 
List $9.50 





See your supply house. 











HANSON 
SCALE CO. 


525 North Ada Street, Chicago 22, Illinois 


: 
BRIGHT 
| 


[es | 


The continued scarcity of materials and labor still impose a 
severe handicap to our ability to serve our many good cus- 
tomers in the prompt and efficient manner which has been our 
custom. We are sincerely grateful for the patience and under- 
standing which you have given us, and we ds want you to know 
we will continue to do the best we can for you at all times. 


Sorry, No BRIGHT catalogs available. A new catalog will be 
published just as soon as the material situation becomes settled. 


BRIGHT CHAIR CO., INC. 


127-133 BLEECKER ST. NEW YORK, N. Y. 


| 
| 
| 
| 
| 
| 
| 
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METAL CASH BOXES 





18 gauge fire-resistant steel; paracentric lock, 2 keys; 10%” 

wide, 6" deep, 4” high; approx. shipping wt. 65 lbs. per 

doz. $8.00 list each; 5-till removable cash tray, $1.00 each. 
(NOT A WARTIME PRODUCT) 


ALSO 
Std. No. 2 metal wastebaskets, green and brown; harp and 
stick files; metal bookends (green); metal letter racks; all 
kinds of ticket punches, Sav-A-Stamp Postal Scales. 
In Stock for Immediate Delivery. 
All Prices F.0.B. Los Angeles. Liberal Dealer Discounts. 


Western Wholesale Stationers, Ltd. 
333 East Third St., Los Angeles 13, Calif. 











“THE CHICAGOAN” 
SMOKER’S STAN 


Designed for ae 
Particular People | 


High quality ma- 
terials and precision 
workmanship. 

Beautifully polished 
or satin finish. 

Perfectly propor- 
tioned and balanced. 


Heavy 8” Amber 
Glass tray. 


STRONG 
RICH 
APPEALING 


A SMOKERS STAND YOU CAN SELL AND 
THAT YOU WILL BE GLAD TO SELL. 


PROMPT DELIVERY 
LACTA SEPARATOR CO., INC. 


(Novelties Division ) 
3034 BROADWAY CHICAGO 14, ILL. 





No. 500 
List $13.00. Special 
Trade Discount 
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MEILICKE CALCULATORS 


Users say Meilicke 
Calculators are a 
necessity where pay- 
roll and tax calcula- 
tions are involved. 
With a Meilicke you 
just tip a card and the 
answer you want is right in 
front of you—to the fraction. 
No levers—no machine ad- 
justments. You just tip a card Ml e" 

and save time—worry and mistakes. SSellicke Calculators 
are compact, attractive, handy. Dealers should acquaint 
their customers with Meilicke Calculators. 


Meilicke Systems, Inc. $5 North can st. 


Chicago 13, Illinois 














MASONITE FLOOR MATS 


ce aa le. AEE $5.00 LIST 
Sumer Oe on th all $7.00 LIST 


COLORS— MAROON, BROWN, GREEN 
NO EXTRA CHARGE FOR COLORS 





Beautiful Aluminum Furniture available for imme- 
diate delivery—See our Full Page advertisement 
in the May Issue. 


OFFIGE FURNITURE WHOLESALE 


DISTRIBUTORS 


N. Y. 4, N. Y. 
Bowling Green 9-8231 











74 Broad St. 


BUY THEM 


while the price is low 


This smoking stand is made 
of Polished Spun Steel. Fit- 
ted with heavy amber glass 
tray. It is 2614” high, weighs 
8 lbs. Is strong and beauti- 
fully designed. 


Order today because these 
stands may not be available 


long at 56.00 LIST 


Regular trade discount. 
Satisfaction guaranteed. 


ELRAY COMPANY 9 278.22" 3 


Chicago 3, Itt. 








Manku 
IAAI MAMA ES 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need 


Write us for details. 
Markilo Company, Mfrs. 


3633 S. Racine Ave. Chicago 9, U.S.A 
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DESIGNED TO SELL! 


Appealing lace-patterns 
in non-inflammable plastic. 
New bound edge will not cut or 






bind. Large size for 
Retails profitebly => addéd sleeve 
for 29c pair Joa protection. 
3 dz. to box. Easy to 
Prompt delivery. adjust. 


4 PLASTEXT CO. 


“Things Plastic” : \ ye 
525-535 EAST 137th ST., BRONX 54, N. Y. NS / 
MElrose 5-9786 \ 


NEATYPE 


TYPE & PLATEN 
CLEANER 
Highest Quality 
Large Bottle 
Fast Easy Seller 







Wonderful Repeats 

Large Profit 

AND—AMr Dealer— 
NEATYPE is sealed in such 


a way that there is NO 
EVAPORATION IN STOCK 


For Full Particulars and Samples, Write 


DUARmEeeT TAPER & SUPPLY CO. 


3800 AGNES AVE, KANSAS CITY 3, MO 








A Snappy Salesman 


of fifty years ago looked like this. To- 
day he has doffed the checks, the high 
hat and the walrus mustache, but he 
still depends upon his 


Beach’s ' i: 
“Common Sense” , 
Expense Book 


to give him a quick, accurate record of 
his traveling expenses. 


BEACH PUBLISHING CO. 
7338 Woodward Ave., Detroit 2 





























Have You 


a Friend—o- business acquaint- 
ance who might like to keep in touch 
with office equipment by reading | 
Office Appliances? If so, send us the 
name, address and business and we will 
send a sample copy with our com- 
pliments. 
THE OFFICE APPLIANCE COMPANY 


600 WEST JACKSON BOULEVARD, CHICAGO, U. S. A. 
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Masonite 
CLIP BOARDS 


Guaranteed against warping. 


ALSO: TYPEWRITER RIBBONS that 
meet a specifications 

ARBON PAPER of 100% 
rag content and made of genuine 
Carnauba wax... and a large 
variety of First Quality MIM MEO. 
GRAPH and STATIONERY SUP- 
PLIES, including many specialties. 


Write for Price List No. 104-B 


PENGAD v5 





















HANDY MEMO RACKS 


for OFFICE, STORE OR HOME 
Wall or Desk Style with 


Convenient Pencil Sock- 
ets Holds 500 Sheets of 








Paper. 
3 x 5 size—Complete with paper 
r, $1.10.......... Holder only $1.00 
Walnut 4 x 6 size—Complete with paper 
Mahogany $1.40..........Holder only $1.25 
Lacquer Sell refills for years—at BIC PROFITS 
Write for Folder and Dealer’s Price List 
THE 
GIFT DEPARTMENTS 
P| f A Complete Line of Plate, Platter and 
Cup and Saucer Holders for Resale, 
COMPANY 














911-913 Marquette Ave., Minneapolis 2, Mian. 








ALMA DESKS 
ARE GOOD DESKS 


ALMA DESK COMPANY 


HIGH POINT, N. Cc. 














ALL 
DEGREES 
OF 
HARDNESS 


FOR 


J, S.STAEC OTLER 





Any Record Easy 


Sales Quick 500 
Stock, Flexible (cess ) $345 





Listing Convenient 6x4in 


Cost Saves Time Complete 


Use Handifax Cards only. Join together. File 
sheets of Cards on edge like paper in corre- 
spondence folders. Visible Facts Inspire Profit- 
able Acts. Use half-inch Visible Margin for 
Indexing—Color Signaling—Visible Tabulation of 
vital information. Ten years national use. 500 
Cards one side Blank, one side Ruled: 6x4 in., 
$3.45; 8x4 in., $4.40; 10x4 in., $5.30. Order now. 
Send no money. Satisfaction guaranteed. 


Write for Catalog 





Sheets of ante 
Handifax 27S22'4°3; ST. LOUIS 
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Neve before such 


PENDAFLEX 
new style filing folders that HANG! 


OXFORD FILING SUPPLY CO. New York BROOKLYN 








Hi-Speed Changers 


MAKES CHANGE QUICKLY 
ACCURATE—Easy 














Prevents loss; modern hi-speed 
efficiency. Durable, long-lasting; 
well made of cold rolled steel. 


4 TUBE 
$34 MODEL 
Also made in 3 & 5 Tube 
Models. Easy to operate. 


DEALERS: Write for orices and 
illustrated folder "F’’ 
Quick Selling, Profitable Item 
J. L. GALEF & SON 
75 Chambers St. New York, N. Y. 





















ROLLING STORE LADDERS 
“A” Type Ladders * Library Ladders 


' For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store- 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 





end for Folder 
and prices. 








Manufactured by 


I. D. COTTERMAN 425 %,2zvesewood Ave 
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WOLVERINE COMBINATION CASE 


We invite Dealers 
to write us re- 
garding our VERY 
ATTRACTIVE 
proposition on 
TYPO-CASE, 
DESK-CASE and 
6 individual re- 
peating items. 





JUST ONCE 


JUST A TRIAL ORDER OF 


MAGIC FLOW 


Duplicating Ink is all 
we ask. We know you 
will know a Good Ink 


when you see it 


PRICED RIGHT 


If you are not already a 
buyer of Magic Stencils, try 
them. You will like the way 
they perform. 


CONTINENTAL INK CO. 


3142 S. Austin Bivd., Cicero 50, Ill. 
Products that make friends. 

















(#) CASE 


i Cc. 4. MILLER CO DETROIT. MICH. 


















Cc. H. Miller Co., 


7240-D St. Paul Ave. Detroit 14, Mich. 
xxXYXYXXXXXXXXXXXEXXXY XY XX XXXXEXXXXXXIXIXX 
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FREE to Established Office Supply Dealers—A 
Beautiful Translucent Plastic Desk Name Plate. Up- 
right letters approx. 114” high, %4” thick, in Blue, 
Red, Green, Yellow. Crystal White Base. Dealers take 
orders from FREE stock sample we send. Order one 
on your stationery. FREE distribution. No Money. 
No Billing. Free if you act now. 


a} 
BRADLEY INDUSTRIES - DAYTON STENCIL 
32 N. State St. Chicago 2, Ul. WOR KS Cc : bay Ton 


We make plastic items of every kind to your order. 
= e The ¢ 
Permanent 
Successor 


ee ee LL aL To Rubber 


Bands 























oot” 
SSeteennses te, © jsssnsenenes= gs 
Re. at 


Now Accepting Orders 


in Limited Quantities 





Holds papers, deeds, mort- 
gages, insurance policies, can- 
celled vouchers, etc., neatly 
and in order. Obtainable in 
lengths from 6” to 54”. Used 
by manufacturers, retailers, 
commercial institutions, banks, 
etc. Write for samples. 


Rochester Wire-O-Binding, Ine. 
Rochester 4, N. Y., Dept. 2-0 


























Gust Presa 
the Sutton! 


Cleaner fluid is in 
bottle handle and 
flows through 
brush, controlled 


PRINTS Es a & gZ , by finger tip but- 


POSTCARDS = 


cleaning type- 

writers and all of- 
fice machines. 

FREE! DEALERS: Send for free illustrated book of money making ideas 

and complete unique advertising plans. Learn how thousands of these 

Cardmasters have been sold. Write today. 


CAR DMASTE R COMPANY ‘2nieico woes 





Handy set.comes in box with extra bottle 
of fluid. Write for catalog and prices. 





RIVET-O MANUFACTURING CO., 96 Jason St., Orange, Mass. 
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Provides for all legally required 
Income Tax Records, Federal and 
State, under one cover. Place 
samples of all Income Tax Records side by 
side, regardless of price, and 9 customers 


out of 10 will BUY the LIBERTY. 





$5 
RETAIL PRICE 


Generous Discounts 
for high Mark-up. 


Commonwealth Publishing Company 


Chicago 5, Ill. 


508 So. Dearborn St. 








FOR THE FIRST TIME 
STATIONERY STORES CAN NOW SELL 


GENERAL MOTORS ACCOUNTING 
SYSTEMS 


Used by General Motors, Chrysler and 
Many other Automobile Dealers 


Write for Samples and Exclusive Agency Terms 


Lewis N. Pemberton Printing Company 


Manufacturers & Distributors 
717 W. Olympic Blvd. Los Angeles 15, Calif. 











TWIN OFFICE HELPERS! 


EUREKA GUMMED 
LETTERS AND FIGURES « 


Smart as quiz kids, attractive as Dolly « 

sisters — these simple as ABC stickers % : 
have dozens of uses in every office, a 
store, factory, or school. Cleverly designed fo give you 
fonts in paper’’ 
making signs, etc. 







“type 
for marking files, books, bins, trays, shelves, 









ALPHABET No. 93. 8,000 capital letters, 3%” high. 
FIGURE No. 94. (for use with No. 93) 3,200 figures, 
¥_" high, with price card abbreviations and signs. 
ALPHABET No. 95. 2,500 capital letters, 5” high. 
FIGURE No. 96. (for use with No. 95) 1,000 figures, 
9/16” high with abbreviation and signs. 50¢ retail. 


75¢ 


50¢ 
75¢ 





Order them 
now, EUREKA SPECIALTY PRINTING CO. 
wai, ° ry 
or write Stationery Div. Dept. O 











11 W. 42nd St., New York 18, N. Y 





RITE-RITE MFG. C0. * DOWNERS GROVE, ILL. 


SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY 
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MASTER 
SPEED KEYS 


FINGER FITTING 

PEASTIC TOPPED 

YOU CAN SELL THEM SPRING CUSHIONED 

PROFITABLY & REPEATEDLY TYPEWRITER KEY 
WRITE FOR FULL INFORMATION 


SPEED KEY CORPORATION 


Formerly Speed Key Manufacturing Co. 
337 COLUMBUS PLACE BROOKLYN 33, N. Y. 










isin 
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Save Strain — Speed Work 


SEE YOUR STATIONER 





NATIONAL BLANK BOOK CO. 
HOLYOKE, MASS. 





Dealers Are Invited 


to write for information about 


BUSINESS MAPS 


Gon Business Men 


The GEORGE F. CRAM Company, Inc. 
730 E. Washington St. Indianapolis 7, Ind. 




















Changeable Letter 
Bulletin and 
Menu Board Signs 


SPECIAL 
Blur * pLAT® 





TO DAY 


FRESH ROAST HAM 
REO CABBAGE 
SWEET POTATOE 
APPLE SAUCE 
BREAD °[R ROLLS & SUTTER 

JES SF ERT 
TEA OR 
350 


COF Ft MILK 


for all purposes 


Send for illustrated 
literature showing 
large variety of uses. 


Bulletin Board Corp. 


37 East 12th St., 
New York 3, N. Y. 
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A Masterpiece in Style | 
Beauty and Craftsmanship 









| 
| 
| 
| 
| 











Patented 


“A SAMPLE ~ 


from the 


FAMOUS IDEAL LINE 


The above is an illustration of scores of practical and 
beautiful scrap books and albums you will see ex- 
| hibited by us at the 

CHICAGO GIFT SHOW ! 
to be held at the Palmer House July 29th to Aug. 9th. 
Our exhibit will be in Room 949W. SEE US THERE. 


In the meantime send in your orders, or get list and 
prices. 


| ‘THE J. L. HANSON CO. 
552-54 W. Adams St., Chicago 6, i. 














as — se 


T M4 4a 
his CLEAN CUT” Product 


4S an Office Necessity/ 


Slidin S 
Safety” kta Edge Guide 


on-D “ 
Removable Steel Biapite 


L | 


55-59 E.26th. St... CHICAGO,I6 ILL. 





Representatives 
Fred Deutsch. Texas, Okla.. La., Ark. N. L. & K. W. Zeagier, 1709 W. 
3525 Southwestern Bivd., Dallas, Tex. Eighth St., Los Angeles, Cal. 


Milton Stone, 320 Broadway, Room 625 R. E. Horter, Ind., I!!., Mich., Ohio, 
New York City, covering New York. 2523 W. 109th Pi., Chicago, Ili. 
Harry Henkel, 163 Second St., San S. Lichenstein, 1228 Locust Ave., 
Francisco, Calif. Philadeiphia, Pa. 











i CARBON PAPER " RIBBON WOOD STAMP pans | 


Waste Eliminated 
Costs Cut Down 


maa §« «=n offices where production costs 
oon ae are watched closely, Nev-R-Kurl 
Carbon Paper cuts down waste 
of time, motion and material. It's easier 
and faster to handle—never curls—which 
saves time. Makes up to 50 per cent more 
copies than ordinary carbon paper—saves 
money. A minute’s demonstration of 
Nev-R-Kurl has resulted in repeat orders 
for years. 





NEV-R-KURL 


it's plastic backed! 


Will not curl, tree, wrinkle or smudge. 
Its plastic back prevents off-setting on 
rolls or platens. 

No slipping or sliding in typewriter. 
Gives up to 50% more copies per sheet. 
Same sheet works equally well in billing 
or bookkeeping machines. 


e « PRINT PRODUCTS 
J = 
"4 . 
— E 


PROCESS CO., INC. 


192 MILL ST. ROCHESTER 4, NY 





* 
TYPEWRITER CLEAR -PRENT 





















When You're Asked 
for FACTS 


9 







CAN YOU GIVE THEM? 


Conditions are changing daily. Are YOU keeping pace with 
them? Timely information will help you plan sales, act de- 
cisively, push profitable items, keep your stock up to date. 

"The information your Service Bureau gave us was just 
what we needed and placed us in a position to secure addi- 
tional business that otherwise we could not have gotten.” A. 
R. Taylor Co., Memphis, Tenn. 

OFFICE APPLIANCES brings you the latest styles, news and 
trade gossip every month. The Service Bureau helps you 
gain information, lists and data gratis, almost impossible to 
gain elsewhere at any price. 

Ask for FREE copy of OFFICE APPLIANCES and subscription rates. 


OFFICE APPLIANCES, 600 w. Jackson Bivd., Chicage 
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[ta like an Extra Hand” 


MR. RETAILER: If you have 
not yet ordered, better con- 
tact your jobber or write us 
at once for details. 
Substantial dealer's dis- 


counts. FAIR-TRADED. 
7 


CUTS for newspaper or Cir- 
culars, Envelope Stuffers and 
Display Easels available. 


Write Foday { 


REYAM PLASTIC PRODUCTS CO. 


1525. EAST 53rd STREET...CHICAGO 15, ILLINOIS 





THE ORIGINAL 


NORTA 


PLASTIC 
TYPE CLEANER 


SELLS J 
FAST, 


Yes, MR. DEALER, this attractive display container 
on your counter means ready sales and many of them. 
NORTA is wanted by discriminating typists because it 
is clean, efficient and speedy; just press, roll gently back 
and forth and the job is done. 





No dirty, inky hands; no soiled clothing; no scrubbing 
or rubbing. 


Its remarkable qualities make it the ideal cleaner for 
typewriter type, stamps, etc. 


Order a supply today. Re-order tomorrow. 


NORTA 
DISTRIBUTING 
Co. 


119 WEST 40th ST., 
NEW YORK 18, N. Y. 
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GRIPPIT is accepted and used as the 
standard Non-Inflammable Paper Cement 
by great industrial firms who buy only after 
thorough tests in their own laboratories. 
Non-Wrinkling, Detachable. Excess rubs 
off. Needed on every desk and drawing 
board. 


























Companion products needed in every 
office. ROLTONIC cleans and gently 
naps the rubber platens of all business 
machines. New gripping surface 
carries file folders, envelopes, etc., 
through, holds them straight. 
TYPTONIC actually flushes away ink, 
eraser dust, office grime from metal 
and rubber type, then disappears 
entirely. 

Both ROLTONIC and TYPTONIC are mere oy 
made to the same high quality as Poisonous, Harmless to 
GRIPPIT. skin and clothing. 



















WRITE FOR SAMPLES AND PRICES 


HARRIMAN - WELTS, INC. 
403 RIVER ST.,- HAVERHILL, MASS 








3 
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CARDINELL CORPORATION - MONTCLAIR, NEW JERSEY 
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Mimeograph Users Like It! ... 
The New SLIP-O-MAT SLIP-SHEETER 


never misses, never messes .. . attaches 
in a jiffy . . . speeds up Mimeographing 
... prevents smudging 


Just hook the MASECO SLIP-O-MAT on 
the 77, 78 or 96 Mimeograph in a matter 
of seconds . . . load it with slip-sheets . . . 
it's ready to go to work! By automatically 
dropping an interleaf over each printed 
copy as it falls into receiving tray, smudg- 
ing and offsetting in Mimeographing is 
ended forever! Excellent, profitable dealer 
proposition with re- 
oe ae peat slip-sheet busi- 
ness. Write for infor- 

mation today. 





| 


MAILERS’ SERVICE & EQUIPMENT CO. 


Dept. A, 38 W. 15 St. (Mailers’ Bldg.) New York 11, N. Y. 





ADDING 
MACHINES 


* 


CALCULATING 
MACHINES 


* 
BOOKKEEPING 


MACHINES 


* 


Select Rough 
and Rebuilt 


Calculator Equipment Corp. 
Orange, New Jersey 








ALL METAL 'TECHNYSCOPE 














THE OUTFIT CONSISTS of the Scope Table and T Square; also a separate, 
Movable Lamp. The four legs with rubber feet are all removable. The longer 
legs may be placed on the right side thereby tilting the scope at a different 
angle for work the long way of the stencil. The T Square is provided with a 
wooden locking device which holds it tightly in position wherever set. 


The Movable Lamp is placed under the Scope and can be adjusted to bring the 
greatest light right under the working area. The Plastic Diffusion Shield 
avoids glare and does not accumulate heat. It also protects the lamp from being 
accidentally broken. 

The Scales in each side of the table are divided into sixteenth inches and 


standard typewriter spaces for the entire length of the stencil. Scales, top and 
bottom, show regular typewriter pica and elite spaces. Technyscope is 16% 


inches wide by 21% inches long. 
Price, complete with Lamp, Ball Point Stylus, $] 450 
Flexible Writing Plate and Four Manuals niselgntiy 
igher west 
of Rockies) 


TECHNYGRAPH CO. recuny, i. 














and BETTER Business 


| Readers of Office Appliances 
| have a constant source of 
useful ideas. 


The journal contains thoughts 
| that many identified with office 
| equipment can use to advan- 
| tage. It is a common meeting 
place for the exchange of 
| worth-while information. 


If you want more and better 
business, you can profit by a 
subscription to Office Appli- 
ances. Domestic rates are $2.00 
a year, two years for $3.00; 
Canada, $2.50 and $4.00; For- 
eign, $3.00 and $5.00. 


THE OFFICE APPLIANCE CO. | 
Chicago 6, USA. | 








600 West Jackson Blvd. 
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STAINS REMOVED IN 
30 SECONDS! 


Stains a ed through hours of duplicat 
ng work are completely—but gently—re- 
J in 30 seconds with AUTOCOPY Cleans 


ng C 


LONG SERVICE LIFE 


AUTOCOPY Gelatin HS ere arefully 


* compounded to insure longest efficient use 
under varying climatic conditions and are 
available for ALL makes of duplicators. Try 
them and learn the difference AUTOCOPY 
Rolls can make in the quality of your dup 


licating work 


CARBON PAPER 
MASTER SETS 
RIBBONS 


WRITE FOR 
LITERATURE 
AND PRICES 


462 WEST SUPERIOR STREET 
CHICAGO 10, ILLINOIS 





Looking for the BEST Duplicating Ink? 


One that will give you a dense black color, that 
will dry quickly with a minimum of penetra- 
tion and a maximum of copies with one inking. 


Don't look any further-Try 





Sinclair an$ Valentine Co. 





and be convinced! 





Sinclair and Valentine Clo. 
611 W. 129th Street PINKS) New York 27, N. Y. 


Albany Philadelphia Dayton New Orleans Detroit 
Baltimore Chicago Charlotte Cleveland Nashville 
New Haven Boston Birmingham Dallas Kansas City 


























WY . 3s % 
No Typewriters yet! 


BUT . 


We still have better ribbons and car- 
Joe) steamed ol -10(-) a 0) oll <8 


REGALRITE... 


Carbon Papers 

Typewriter Ribbons 

J Xo lob bole \LCo Celeb helm atte) ole) ol 
|sTote) 4 <-1-y op bole MB \/ Co colebbel—me atte) ele) et 


HEADQUARTERS . 


Royal Typewriter Parts for Dealers 


NOW 2°s5 
You should try REVIVO; it renews 
je) (ois ol Mme pete MEd (-rotel- Mma gol-Mmetssloratelen hg 


ANTICIPATE . 
WU cX-Mo estos else cecolaptd-Me) Moa bbesbic-1e MB o)colelt lon 
tion of new typewriters has been re- 
Abb eel 1e Ba Bde Co(-Dbel-M-j olor tle Molen cettlede)(— 
soon. List your needs with us to be 
notified as soon as they come in. 


REGAL TYPEWRITER COMPANY 


(INCORPORATED) 


200 Hudson Street New York 13, N. Y. 
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ALL METAL 


OFFICE 
TABLE 


MODERN DESIGN 
UNUSUAL STRENGTH 
CHANNEL LEGS 
RIGID BRACING 
ROUNDED EDGES 
SELF LOCKING WINGS 





Nothing was spared in the construction of this streamline table. 
New production tools and methods makes this table more compact, 
stronger and lighter. The wings have a new type bracket that 
eliminates the danger of accidental falling when in use. GUILD 
craftsmanship assures safety, comfort and beauty of style. 


PART NO. 1005 
IMMEDIATE DELIVERY 
SHIPPED KNOCKED DOWN 
INDIVIDUAL CARTONS 
SHIPPING WEIGHT 14 LBS. 
WORK AREA 34 x 15” 
HEIGHT 261,” 


Voted Cuil Peoducle Gue. 


TOLEDO, OHIO - U.S.A. 


ciatiow ° 
3° = 





515 MADISON AVENUE 


223 








main EVERY TYPIST NEEDS A 


TYPE-ERASER 


Patent No. 2107001 


AS NECESSARY ON TYPEWRITERS AS ERASERS ON PENCILS 





Always at Finger Tips 


This device contains a spring reel with NYLON cord. It 


NO 

LOST automatically returns the eraser to a recess in the Type- 
Eraser Knob when the eraser is not in use. Easy to install. 

TIME Just replace the typewriter platen knob with a 





Eraser in Use 





TYPE-ERASER 











SPEEDS TYPING 
AMAZINGLY od 
Four Sizes Fit All Standard Typewriters Bil 


ORDER STYLE WANTED 


Eraser Released 


TREMENDOUS SALES POSSIBILITIES 
Offices — Rebuilts — Individuals a Inspections 
RETAILS $2.50 — LIBERAL DEALER DISCOUNTS 
Ask Your Supplier or Send Order With Wholesaler's Name 
WHOLESALERS — WRITE NOW FOR PROFITABLE FRANCHISE 


CHARLES G. HURRLE 


MANUFACTURER 











35 Stillman Street San Francisco 7, California, U. S. A. 


Improved 


DEXTER 


Eraser While Not in Use 








Improved 


GIANT 


ieee 
ee 


Sa 


Your Generous Cooperation is Appreciated! 


Never have there been times like these 


Fete (Ula ilelatmelate Maalehicialelmela-melamial-mialad=telt: 


but DEMAND 





s unprecedented! Old customers of Automatic naturally have first call. Perhaps your request for 


Sharpeners has been among those we have been forced to defer. We want you to appreciate how 
sincerely painful this is to us. @ We earnestly hope that 
with the ever-increasing tempo of reconversion we shall 


alohA-Mnial-We ol(-1oh10la-Meoh Maa -1al-baalale MB el immelae i ollaliolala = 


Automatic Pencil Sharpener Co. 
Division of Spengler-Loomis Mfg. Co 


58 E. Washington St., Chicago 2 
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SELL THE WAY IT SUITS YOU BEST 


ALL STEEL PORTABLE EFFICIENCY FILES 


If you have hanging folders such as Penda You can use regular folder which can 
flex, here's a file designed to house them. OR be housed in this cabinet that has a 
Folders fit and ride on track constructed for “™ “follow block for the folders to lean 
that purpose. against. 


Equip Either File With a Set of A to Z Folders and Sell as a Unit 


MADE OF HEAVY GAUGE STEEL 
FULLY WELDED, SHIPPED SET UP 
READY FOR USE. 


| 
i 
| 
| 
| 
i 


FINISHED IN GREEN 
OR BROWN 


HEIGHT 27" 
DEPTH 18" 
WIDTH 13" 
WEIGHT 20 LBS. 


FOLLOW BLOCK 2 LBS. 








INDIVIDUALLY CARTONED 











No. 59 SHIPPED No. 49 

$9>°° F.0.8. FACTORY BROOKLYN, N. Y. $1 Q>r° | 
LIST IMMEDIATE DELIVERY LIST 

LEGAL SIZE USUAL DEALER DISCOUNTS LEGAL SIZE 

$12.00 LIST $13.00 LIST 


5. H ’ GOU LD CO. 305 BROADWAY, NEW YORK 7, N. Y. 








ALMAC «4 Giut AGAIN! 
with LUCITE-BASED DIP PEN SETS 


Better writing performance at LOWER PRICES! Now available for the first 

time—quality DIP PEN Plastic Sets with modern, streamlined Lucite bases. 

Styled in the unique ALMAC manner! 

+ Added Lucite Beauty to the desk. 

* No complicated mechanism—only 3 parts. 

* Simple to operate—easy to fill. One filling lasts 
for many months. 

* Ink is sealed in—keeps thoroughly clean—can’t 
evaporate. 

* Massive, man-sized Dip Pen holds large supply of 
ink, writes 60 words to each dip. 

* Controlled dip — means pen reaches “right” 
amount of ink at all times. 


* Ideal for use in office, home, school, hotel, bank, 


etc. 

# 6UR Dip Pen Set Lucite “Rod” ° 
Base. Complete with Pen. $2.00. (Comes in COLORS. too! At same price. CRYSTAL, 
Prompt Delivery. AMBER, ROSE, BLUE, GREEN. Be first to feature this 
Individually Packed. Almac first. It’s Priced to Sell... FAST ! ! #62 Dip Pen Set Crisp modern 





design. “Circular” Lucite Base. 


Write for New Illustrated Catalog of Complete Complete: oti ak. a 


Line and Liberal Trade Discounts, 


ALMAC PLASTICS, Inc, °°" ousfttag™ 
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Extendible Steel Bars 


for the steeless 


KLERADESK by Sengbusch 











... adding new sales-appeal to this 
already fast-moving item 


. . . providing an opportunity for sub- 
stantial replacement sales 


Flexibility that permits any number of plainly indexed 
compartments — that’s the kind of sales-making story 
you can tell your customers about the steeless Kleradesk 
with Extendible Steel Bar and plastic knobs. That’s the 
kind of sales argument that helps you write more orders 
for first-time purchases of Kleradesk. The Extendible 
Steel Bars fit steeless Kleradesks originally purchased 














i i ES A - ° oe . 

excess with wood rods and porcelain knobs, permitting addi- 
itive Small dum, ter ainiick VY, Above: Large size, for motels OV, 7V, ev, tional expandibility of models now owned. Added to the 
’ ‘ > With or without knobs. utility, durability, and pleasing appearance of Klera- 


4V, or 5V. With or without knobs. 
desk, this new feature puts you in a strong position to 


build volume sales and win satisfied customers. Stock 
up now. Write for circular. 


Right: Intermediate bar for 
additional extendibility of 
either size above. 





——ee 
Above: One intermediate bar extends any Kleradesk one Sengbusch Self-Closing Inkstand Co. 
to five compartments more than original capacity. Sev 366 Sengbusch Bidg Milwaukee 3, Wisconsin 
. ’ 


eral intermediate bars may be added, if desired. 








RICKEY! 


FULL FRONT 
DESK MAT 


“RUFBAK”’ 
Type 
FF 





Bickett specializes in the 
manufacture of mats for 
use in offices. Made of 
high grade rubber, col- 
ors—black, maroon, 
brown, light green, dark 
green, 

A complete range of 
sizes. Mat held in posi- 
tion by desk legs which 
rest on edge of mat. For 
double use desks place a 
Bickett Full Front Mat 


on each side. 








Write for stock chart— 
price list. 





The advantage of a Full Front Desk Mat is clearly demonstrated by the illustra- 
tion. A Full Front Desk Mat makes a very beautiful and serviceable installation. 


L. M. BICKETT COMPANY, WATERTOWN, WISCONSIN 


Rubber Manufacturers 
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GRAY RUBBER PERFECTION 
2 Sa PENCIL, TYPEWRITING 
NO. 121 ELLIPTIC NO. 900 SUEDE 
Handy shape for ver- Soft gray texture, 
his satile uses in Office, ikeleltit-¥e| octagonal 
| oR Drafting Room, School shape. A typists’ 
i & Home. favorite. 
Jb- | 
4 Wy Part of the complete quality line of 
xed | fe]: ~ Walldon Robents &ranenrd 
tory “AG 
CMM vcct Mistakes in A, 
he PL: Cece , 
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WELDON ROBERTS RUBBER COMPANY 
seta | fs 14 Newark 7, New Jersey 3 
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TIRING 
SIDE READING 


POSTURE 
FATIGUE 








A\U///7, EYE STRAIN 
aw \| | /, EG ies pons ne ll 


SPEEDRITE Checkwriters 
DIVISION OF Used by Thousands of Firms 


a | qa H j a We a te i Co. Some select territories are still open where 








dealers will be granted sales franchises. 
ROCH ESTER 7, N.Y. Write today to see if your business area 
is open. 
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At over America, retailers are continuing to devote 
their time and special talents to the important job’ of 
promoting, selling and buying U.S. Savings Bonds. 
They know that every minute of radio time and every 
line of advertising space devoted to bonds is a safeguard 
for stability. They know, too, that every window or 
store display is an attention-attracting stimulus toward 
greater “take home savings” in bonds—money that is 
kept within the community to help assure its future pros- 
perity and purchasing power. 


In small-village stores and in big-city department 
stores, there’s still a big selling job to be done on U.S. 
Savings Bonds—and retailers are doing it now with the 
same vigor and skillful support that set billion-dollar 


records in War Bond Sales and helped to make Victory 
a reality. See your selling job through on U. S. Savings 


Bonds .. . maintain your share 
in America’s future! 


The Treasury Department has 
published two new booklets to 
help you and your employees 
realize full benefit from your 
Payroll Savings Plan. “‘Peacetime Payroll Savings Plan” 
is directed to key executives and contains helpful sugges- 
tions on how to organize and promote the sale of U. S. 
Savings Bonds. “This Time It’s For You,” for distribu- 
tion to your employees, shows how the Plan works, how 
to select desired goals, and how much to set aside to 
achieve them. 





The Treasury Department acknowledges with appreciation the publication of this message by 


OPrick 


APPLIANCES 


This is an official U. §. Treasury advertisement prepared under the auspices of the Treasury Department and Advertising Council 
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SO MUCH for SO LITTLE 


It is a rare event when such an efficient spirit duplicator as the Wright is offered for so little money. 
The Wright is a full size machine handling paper to 9” x 15”. 


It is the only machine having paper moistener enclosed within the fluid receptacle. Leakage and 
seepage completely eliminated. Fluid is spread across sheet as needed. Ball bearing impression roller. 
Built for long wear. Once you have seen the Wright you will know it is the spirit duplicator you have 
been looking for. Keep to the WRIGHT. 


LIBERAL TRADE DISCOUNT 


2550 Nicolett Ave. D & R MANUFACTURING CO. = Minneapolis 4, Minn. 














WHERE EXPERIENCE COUNTS! 


THE FINE QUALITY, THE SMART 
MODERN PACKAGING OF REY- 
BURN’S UTILITIES IS THE RESULT OF 
MORE THAN HALF A CENTURY OF 
MANUFACTURING EXPERIENCE. 

SUCH EXPERIENCED WORKMAN- 
SHIP IS WHY YOU CAN, WITH 
ASSURANCE— 


“BUY REYBURN’S--AND YOU BUY THE BEST” 











FINEST SINCE 
QUALITY 1895 
THE REYBURN MFG. CO. lac. 


16th ST. AND INDIANA AVE. 


PHILADELPHIA 32, PA. 

NEW CHICAGO BRANCH FACTORY AND WAREHOUSE 
2030 N. NATCHEZ AVE., CHICAGO 35, ILL. 

TEL. TUXEDO 8000 
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SIT Down! | 









. . ° (f4% 
Ay; You may be surprised! For this Royalchrome chair seat Sth o 
oy is really different. We’ve thrown conventional designs out has 
> oe . > es 7) 
nt the window, and replaced them with a new kind of A 
‘ : : 
sey all-metal construction. The result is a truly modern chair seat iy 
7 Siedibitedh bili el -anat ... Strong asa steel trap... yet built with the os 
i) ¢ Sine *,? 
(a3) construction shows metal precision of a watch case. Acts 
rt {¢ bottom pan, leatherette- : : A 4 Sf y 
‘eLs covered metal apron as See for yourself! Tip the chair upside down and notice the 
aA 1 meat eae smooth cabinet-like metal closure. If this bottom were 
A #4 stery covering springs : ce 
de 4 aud metal foundation. removed, you’d see a normally upholstered spring seat 
We ta oe cab idadine over a clean-cut a//-metal interior structure. It’s sag-proof, 
{ Ke warp-proof and replaceable! This is what you’ve been 
y Ye waiting for. Ask to see it at your dealer’s. The Royal Metal 
HEX Mfg. Co., 175 N. Michigan Ave., Chicago 1, Illinois. 
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BEN OF TOMORROW 
eps i es Metal Furniture Since ’97 

Ie Beoopith ~DX\\\ptal. / 7 vr 
OF af Cy Royal Steel Folding Chairs « -Royalchnome~ ¢ Steel Furniture aX 
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Complete 4 50 
with supplies 


LETTERGRAPH...MODEL C 


Offers every essential feature in an automatic feed stencil dupli- 
cator at an unusually low price. Prints from post card to legal 
size at speeds of 100 or more copies per minute. Simple to 


operate. Sturdily constructed for years of satisfactory service. 


ae Quality 


ALWAYS SATISFIES 





THE HEYER CORPORATION 


Quality Duplicators and Supplies Since 1903 


901-911 WEST JACKSON BLVD. - CHICAGO 7, U.S. A. 





Underwood first scooped the field 
fifty years ago... by revolution- 
izing typewriter construction with 
the first front-stroke visible writing 


machine. 


[his epoch-making achievement 
was so far ahead of any typewriter 
on the market, that other manufac- 
turers simply had to scrap their 


designs ... and follow Underwood's 


lead. 


Since then...its milestones studded 


with many brilliant mechanical 
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Fifteen Famous Firsts 


in the Development of the Front 
Stroke Visible Typewriter... .The 


Underwood: 





1 THE FIRST TYPEWRITER with all the writing 
in sight all the time. 


2 THE FIRST FRONT MARGIN STOPS 
Easiest to reach and easiest to set—of all 
margin stops. 


THE FIRST COUNTERBALANCED SHIFT with 
right and left shift keys. 


4 THE FIRST LEFT HAND CARRIAGE RETURN 
Leaves left hand in typing position. 


5 THE FIRST 2-COLOR RIBBON feature permitting 
a choice of two colors by the switch of a lever. 


6 THE FIRST FRONT STROKE ACCELERATED 
TYPE-BAR ACTION 
Gives ease of touch and quality of imprint. 


a THE FIRST INDIVIDUAL KEY LEVER TENSION 
Permits touch adjustment of each key. 


8 THE FIRST SHIFT KEY LOCK WHICH SHIFTS 
AND LOCKS IN ONE OPERATION 
Eliminates additional locking operation. 


g THE FIRST FRONT MARGIN RELEASE KEY 
Permits writing in left margin without disturbing 
the marginal stop. 


10 THE FIRST UNIVERSAL BAR ACTUATED 


DIRECTLY BY THE TYPE BAR 
Spaces carriage with minimum of effort: 


11 THE FIRST STAR WHEEL ESCAPEMENT WITH 
BEVEL-TOOTH FIXED DOG 
Specially designed to speed movement of carriage. 


1? THE FIRST CENTERING SCALE 
Permits quick and easy centering of headings 


on paper. 

13 THE FIRST INBUILT TABULATOR {SINGLE KEY) 
The tabulator as part of the machine not an 
attachment to it. 


14 THE FIRST TYPE-BAR GUIDE 
To contro! the printing point. 


1 THE FIRST TYPEWRITER READILY ADAPTABLE 
TO STENCIL CUTTING 


Mere touch of lever renders the ribbon inoperative. 





wt 


firsts .. . Underw —— 
nderwood ha: consist- Underwood ‘rypewriter Leader of the World 


ently remained “Typewriter Leader 


a UNDERWOOD € > > 
of the W orld.” D CORPORATION, One Park Avenue, New York 16, New York 


Copyright 1946, Underwood Corporation 











